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Why not get the most you can 
out of these Selling Helps 


Pits pe order, wath 
WEBSTER'S 
New impeovead 


NONTACK 
Pencil Carbon Paper 





TO HELP CUSTOMERS know, want and buy Webster’s Carbon FOR YOUR OWN PROMOTION CAMPAIGN, we'll supply 

Papers and Ribbons — hard-selling ads like these appear you with folders, mailers, blotters, catalogs and a newspaper 

regularly in national, secretarial and purchasing publications. mat service. They all help you tie in locally with Webster’s 
national campaign. 





FOR YOUR WINDOWS, use these eye-catching displays that FOR SALES HELP, see your Webster's Sales Representative. 


help you tell prospective customers that you sell the famous His experience will help you crack the “tough ones”. He 
Webster Line. They fit perfectly into any window dressing knows stationers’ problems... knows how to meet them. 
scheme. 


There’s no charge for any of these sales helps. Just write... 


F.S. WEBSTER CO. 


13 Amherst Street, Cambridge 42, Massachusetts 














{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican, office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CILANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as _ second-class 
matter, July 8, 1905, at the 
past office at Chicago, IIl., 
under Act of March 3, 1879. 
‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by copyright, 1947, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 

Acco Products, Inc. 210 
Accurate Parts Mfg. Co. 221 
Ace Fastener Corp. 111 
Aeme Visible Records, Inc. 137 
Adirondack Chair Co. 228 
Adjustable Table Co. 215 
Advanco Prod. Div. Adv. S. B...227 
Aigner, G. J., Co. 181 
All-Steel Equipment, Inc. 47 
Allen & Co. 219 
Allen, R. C., Business Machines, 

Inc. 115 
Allied Carb. & Rib. Mfg. Corp. 118 
Alma Desk Co. 148 
Amer. Dictating Machine Co...140 
Amer. Hair & Felt Co. 121 
Amer. Map Company 210 
Amer. Typewriter Co. 202 
Ames Supply Company 231 
Anderson-Hickey Co., Inc. 86 
Arrow Fastener Co., Inc. 238 
Art Metal Construction Co. 73 
Art Steel Sales Corp. 182 
Assoc. Industrial Designers 205 
Autmte. Pencil Sharpener Co...234 

B 

B-T Company 226 


Bainbridge, Kimpton & Haupt, 


Ine. 186 
Bandes, Julius & Co., Inc. 166 
Bankers Box Company 157 
Barkley, C. L. & Co. 195 
Barrett Adding Mach. Div. 

Lanston 228 
Bassick Company 156 
Bickett, L. M., Co. 84 
Bison Distributing Co. 222 
Bonnar-Vawter, Inc. 230 
Box W-255 226 
Brewster Mfg. Company 183 
Bright Chair Co. 232 
Browne-Morse Co. 185 
Brush-Punnett Co. 233 
Buckeye Ribbon & Carbon Co...210 
Bushman-Moore, Inc. 168 
Business Machine Products 

Inc. 113 
Business Spec. Engineering Co.202 

C 
C-Thru Ruler Co. 92 
Calculator Equip. Corp. 214 
Cardinal Sales, Inc. 86 
Cardinell Corporation 204 
Carpenter Paper Co. 142 
Cel-U-Dex Corp. 206 
Clarotype Co., The 204 
Codo Mfg. Corporation 106 
Cole Steel Equipment Co. 

107, 108, 109, 110 
Collier-Keyworth Co. 100 
Columbia Ribbon & Carbon 

Mfg. Co. 61 
Columbia Steel Equipment Co. 89 
Consolidated Loose Leaf, Inc...227 
Consolidated Stamp Mfg. Co.....102 
Consolidated Wire Prod. Co. 31 
Continental Ink Co. 229 
Cook, The H. C., Co. 217 
Corona Typewriter 39 
Corry-Jamestown Mfg. Corp. 63 
Cotterman, I. D. 226 
Cramer Posture Chair Co. 164 

D 
D & G Mfg. Company 173 
D & R Mfg. Company 231 
Darnell Corp., Ltd. 94 
Dayton Stencil Works 229 
Dennison Mfg. Company 35 
Dependable Mfg. Co. 237 
Dixie Chrome Products $1 
Domore Chair Co. 65 
Downey, C. L., & Co 216 

EK 
Eaton Paper Corp 207 
Elbe File & Binder Co. 209 
Esterbrook Pen Co., The 170 
Eureka Specialty Prtg. Co 220 
Eversharp, Inc. 85 


through the journal. 


I 
Faber, A. W., Inc. 83 
Farber, Louis H. 172 
Federal Business Prod., Inc. 221 
Federbush Co., Inc. 177 
Feldco Loose Leaf Corp. 228 
Fisher Mfg. Co., Ine. 196 
Force, Wm. A., Company 218 
Fox, George E., & Co. 212, 213 
Fritz-Cross Co. 206 
Fulton Specialty Co 220 
G 
General Fireproofing Co. 51 
Gibson, C. R., & Co. 235 
Glaro Machine Products Co. 171 
Globe-Wernicke Co., The 58, 59 
Graff, George B., Co. 209 
Graphic Duplicator Co. 218 
Gregory Fount-O-Ink Co. 226 
Guide System & Supply Co. 124, 125 
Gunlocke, W. H., Chair Co. 87 
Gunn Furniture Co. 105 
H 
Hall-Welter Co. 230 
Hano, Philip, Company 132 
Hanson Scale Company 219 
Harding, Milo, Company 176 
Harriman-Welts, Inc. 206 
Harter Corp. 149 
Hectographia Corp. 222 
Herring-Hall-Marvin Safe Co. 162 
Heyer Corp., The 241 
High Point Bending and Chair 
Co. 154 
Hunting-Roberts Co. 202, 214 
Hush-A-Phone Corp. 228 
Hycoe Industries 223 
IJ 
Imperial Desk Co. 153 
Imperial Leather Furniture Co.237 
Imperial Methods Co. 215 
Indiana Cash Drawer Co. 184 
Indiana Desk Co 150 
Ink Specialties Co., Inc. 205 
Int’] Office Appliances, Inc.....213 
Invincible Metal Furniture Co.141 
Jasper Chair Co. 174 
Jasper Desk Co., The 130 
Jasper Office Furniture Co. 119 
Justifier Sales Co. 200 
K 
Kahn, David, Inc 189 
Karl Mfg. Company 211 
Keystone Steel Equip. Co. 224 
Koh-I-Noor Pencil Co. 180 
Krueger Metal Products 214 


Lawson, F. H., Company 194 
Leopold Company i 169 
Leshore Corp. cg 
Lightning Adding Mach. Co.....210 
Lion Steel Equipment Corp.....232 
Little, A. P., Inc. 98 
Lombard Industries 191 
M 
Manifold Supplies Co. 37 
Markilo Co. 229 
Marks Mfg. Company 236 
Markwell Mfg. Co. 160 
Marr Duplicator Co., Ine. 138 
Martens Type Cleaner Co. 229 
Maso Steel Products 228 
Mayfair Company, The 214 
Meier, Joshua, Co. 167 
Meilicke Systems, Inc. 228 
Meilink Steel Safe Co. 104 
Metal Office Furniture Co. 103 
Metalstand Company 201 
Meyer & Wenthe, Inc. 207 
Michigan Desk Co. 123 
Midwest Naturlite Co. 213 
MiLo Leather Chair Co., Inc...187 
Mittag & Volger, Inc. 43 
Modern Desk Pad Mfg. Co. 227 
Monroe Cale. Machine Co. 161 
Mosler Safe Co., The 152 
Murphy-Miller, Inc. 120 
Myrtle Desk Co. 158 
N 
National Blank Book Co. 229 
National Brief Case Mfg. Co...209 
National Business Show Co.....198 
National Cabinet Co. 197 
National Desk Co., Ine. 203 
National Engraving Co. 229 
National Furniture Mfg. Co.....178 
Nat’l. Passbook & Supply Co...228 
Nat’l. Vulcanized Fibre Co. 222 
New Indiana Chair Co. 199 
Norta Distributing .Co. 213 
Northern States Envelope Co...116 
Nu-Craft Products Co. 225 
Oo 
Office Furn. Wholesale Distr...228 
Old Town Rib. & Carb. Co. 53 
Oxford Filing Supply Co. 145 
PQ 
Pacific Carbon & Ribbon Mfg. 
Co. ? 163 
Packwood, G. H., Mfg. Co. 88 








THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy,-furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 
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They do, however, offer their services in resolving any disagrements which result from relations established 


Parker Pen Company 133 
Peerless-Imperial Co., Inc. oan 
Peerless Steel Equipment Co...236 


Perfect Rubber Seat Cushion 
Ute : . 96 


Permanote, Inc. . 190 
Phillips Process Co., Ince..... 216 
Pronto File Corp. 112 
Protectall Mfg. Corp. 134 
Quality Park Envelope Co. 151 
R 
Red Feather Products, Ltd.......229 
Regal Typewriter Co. 218 


Remington Rand Ine....... 45 


Riteform Chair Co., Inc. 139 
Rite-Line Sales Co., Inc. 217 
Rite-Rite Mfg. Co. 226 
Rivet-O Mfg. Co. ; 129 
Roberts Number. Mach. Co.....209 
Roberts, Weldon, Rubber Co...235 
Rockwell-Barnes Co. ral 147 
Ross-Gould Co. ees 227 
Royal Metal Mfg. Co. 240 
Royal Typewriter Co. 41 
s 
Safeguard Corp. 208 
Sainberg & Company 217 
Schollhorn, William, Co. 136 
Seng Company, The 144 


Sengbusch Self-Cl. Inkstd. Co. 
127, 128 


Service Prod. Div. Woodall 211 
Shaw-Walker Co. 193 
Sheaffer, W. A., Pen Co. 75 
Sheppard, C. E., Co. 205 
Sikes Co., Inc., The 57 
Sinclair & Valentine Co. 221 


Smith, L. C., & Corona Tws... 39 
Speed-Key Corp..... hod ms 
Speed-O-Print Corp. 

Speed Products Co., Inc. 


Spencer Rubber Products Co...212 
Staedtler, J. S., Ine........ 224 
Stewart, R. A., & Co. 188, 238 
Storms, H. M., Co. 234 
Sturgis Posture Chair Co. 159 
Superior Marking Equip. Co...238 
Swan Pencil Co. 192 
T 
Technygraph:Co., The 233 
Tiffany Stand Company 179 
Toledo Guild Products, Ince.......223 


U 
Underwood Corp. Back Cover 
U. S. Savings Bonds..222, 227, 239 
U. S. Typewriter Ribbon Mfg. 


Co. 227 
v 

Vail Mfg. Co. 126 

Victor Safe & Equipment Co...146 


WwryzZ 
Wabash Filing Supplies, Inc.....155 
Wansco Paper Products Co.....217 
ry 


Warshaw Mfg. Co. 6 
Waterman, L. E., Co. 93 
Waters & Waters Branch 175 
Weber Costello Co. 225 
Weber Office Specialty Co. 208 


Webster, F. S., Co. 2 


Weis Manufacturing Co. 

67, 68, 69, 70 
Wells Office Furniture Co. 

95, 97, 99, 101 
Western Mfg. Co. 114 
Western Wholesale Stationers..206 
Wick & Rouillot 218 
Wilson Jones Co. 49 
Wolber Dupl. & Supply Co. 71 


Wood Office Furniture Institute 
55, 90, 91 


Woodstock Typewritetr Co. 122 
Wrenn Paper Co., The 205 
Write, Inc...... 143 
Yawman & Erbe Mfg. Co. 79 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested im any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Accounting Systems Equipment 


Eureka Spec. Printing Co. 220 
Adding Machine Parts 
Ames Supply Company 231 
Adding Machiens 
Allen, R. C., Bus. Machines 
Inc ane scant 148 
Barrett Adding Machine Div 
Lanston 228 
Monroe Cale. Machine Co 161 
Remington Rand Ine...... . 45 
Smith, L. C., & Corona Tws 39 


Back Cover 
Rebuilt & Used 


Underwood Corp 
Adding Machines, 





Calculator Equip. Corp. 14 
Adhesives (See Inks, Adhesives, etc.) 
ums 
Modern Desk Pad Mfg. Co 227 
Arch & Clipboard Files 
Federbush Co., Ince.... 177 
Globe-Wernicke Co., The 58, 59 
Rockwell-Barnes_ Co. 17 
Service Prod. Div. Woodall 211 
Shaw-Walker Co. . 193 
Yawman and Erbe Mfg. Co 79 
Ash Trays & Stands 
Wells Office Furniture 
Co 95, 97, 99, 101 
Associations, Manufacturers 
Wood Office Furniture 
Inst. —_ eed 55, 90, 91 
Autographic Registers 
Hano, Philip, Company 32 
Bank Supplies 
Downey, C. L., & Co. 216 
Gibson, C. R., & Co. 235 
National Passbook & Supply Co...22 
Bankers Note Cases 
Art Steel Sales Corp 182 
General Fireproofing Co. 51 
Globe-Wernicke Co., The 58, 59 
Victor Safe & Equipment Co 146 
Billing Machines 
Remington Rand Inc -. 45 
Underwood Corp Back Cover 
Binders, Catalog & Periodical 
Acco Products, Inc 210 
National Blank Book Co 229 
Sheppard, C, E., Co. 205 
Binders, Permanent Storage 
Bankers Box Company 157 
Federbush Company, Inc 177 
Sheppard, C. E., Co. 205 
Wilson Jones Co. 49 
Blackboards 
Service Products Div. Woodall 211 
Weber Costello Co. 225 
Blank Books 
Eureka Spec. Prtg. Co 220 
National Blank Book Co. 229 
Rockwell-Barnes Co 147 
Wilson Jones Co. 49 
Blotters 
Wrenn Paper Company 205 
Blue Print & Plan File Cabinets 
All-Steel Equipment, Inc 82 
Anderson-Hickey Co 86 
Art Metal Construction Co 73 
Art Steel Sales Corp 182 
Browne-Morse Co. 185 
Cardinal Sales, Inc 86 
Cole Steel Equiphment 
Co. 107, 108, 109, 110 
Columbia Steel Equipment Co. R9 
Corry-Jamestown Mfg. Corp 63 
General Fireproofing Co. 51 
Globe-Wernicke Co., The 58, 59 
Invincible Metal Furn. Co 141 
Peerless Steel Equipment Co 236 
Pronto File Corp. 112 
Shaw-Walker Co 193 
Yawman and Erbe Mfg. Co 79 
Bond Boxes (See Cash Boxes) 
Bookcases 
All-Steel Equipment, Inc 47 
Art Metal Construction Co. 73 
Browne-Morse Co 185 
Corry-Jamestown Mfg. Corp 63 
General Fireproofing Co 51 
Globe-Wernicke Co., The 58. 59 
Gunn Furniture Co 105 
Michigan Desk Co 23 
Peerless Steel Equipment Co 236 
Shaw-Walker Co 193 
Wabash Filing Supplies, Inc 155 
Weis Mfg. Company....67, 68, 69, 70 
Yawman and Erbe Mfg. Co 79 
Book Ends 
Browne-Morse Company 185 
Bookkeeping Machines 
Underwood Corp Back Cover 
Box Letter Files 
Art Steel Sales Corp 182 
Cole Steel Equipment 
Co 7, 108 109, 110 
Globe-Wernicke Co., The 58, 59 
Rockwell-Barnes Co 147 
Weis Mfg. Company...67, 68, 69, 70 
Brief & Zipper Cases 
Elbe File & Binder Co Inc 209 
National Brief Case Mfg. ( 209 
Bulletin Boards 
Weber Costello Co 
Business Forms 
Bonnar-Vawter, Inc 
Federal Business Prod., In 
Gibson, ( M Co 
Calculating Devices 
Lightning Adding Mach. Co 210 
Meilicke Systems, Inc 10-928 
Victor Safe & Equipment Co 14¢ 


obligation. 
Calculating Machines Chairs, Tablet Arm 
Allen, R. ¢ Business Machs Jasper Chair (Cc 
Inc 5 New Indiana Chair ( 
Barrett Adding Machine Div Wells Office Furn 
Lanston 228 Co. iol 95, 97, 9 
Monroe Cale. Machine Co 161 
Smith, L. C., & Corona Tws 39 a ee ex = 
Caleulating Machines, Used Checks, Stamped Metal 
Calculator Equip. Corp 214 Dayton Stencil Works 
Calendar Pads & Stands Meyer & Wenthe, Inc 
Fox, George E., & Co 212, 213 Checkwriters & Signers 
(See Siene & Hall-Welter Company 
pene See Ribbons & Safeguard Corp 
Clipboards 
a an & on ‘ (Bee Arch & Clipboard Files) 
! Stee cquipment, Inc 7 ; 
Art Metal Construciton Co. 73 Coin Bags, Trays & Wrappers 
Art Steel Sales Corp 182 Art Steel Sales Corp 
Cole Steel Equipment Downey, C. L., & Co 
Co 107, 108, 109, 110 Continuous Forms 
Columbia Steel Equipment Co. 88 Hano, Philip, Company 
Corry Jamestown Mfg. Corp 63 Copyholders 
Farber, Louis H - 72 ioe Products, Inc 
General Fireproofing Co o 51 Bankers Box Company 
Globe Wernicke Co., The 8, 459 Hall-Welter Co 
te Ri aA ga Co.....124, aa Int’l Office Appliances, In¢ 
I pe ibl uM me : ? Rite-Line Sales Co., Ine 
nvincible etal Furn Co 141 Wells Office Furn 
Metal Office Furniture Co 103 Co + T™ oO 
Peerless Steel Equipment Co 236 “ 
Pronto File Corp 112 Costumers F : 
Rockwell-Barnes Co 147 Glaro Machine Prod. Co 
Shaw-Walker Co 193 Globe-Wernicke Co., The 
Weis Mfg. Company...67, 68, 69, 70 Peerless Steel Equipment ( 
Wells Office Furn. Co...95, 97, 99, 101 Wells Office Furn xgite 
Yawman and Erbe Mfg. Co 79 Co. enteeee 95 ‘, oo 
Cash Boxes Crayons : 
Art Steel Sales Corp 182 Brewster Mfg. Company 
Cole Steel Equipment Cushions & Pads, Chair 
Co. 107, 108, 109, 110 Bickett, L. M., Co 
General Fireproofing Co 51 Brewster Mfg. Co 
Globe-Wernicke Co., The 58, 59 Fisher Mfg. Co., Inc 
Guide System & Supply Co....124, 125 Fox, George E & Co 212, 
Imperial Methods Co 215 Perfect Rubber Seat Cushion 
Invincible Metal Furn. Co 141 Cuspidors 
Metal Office Furn. Co 103 eta F. H., Company 
Peerless Steel Equipment Co 236 
Pronto File Corp 112 Dating Stamps — 5 / 
Rockwell-Barnes Co 147 Consolidated Stamp Mfg. ¢ 
Shaw-Walker Co 193 Force, Wm., A. Company 
Wells Office Furn Fulton Specialty Co 
Co. 95, 97, 99, 101 Meyer & Wenthe, Inc 
Western Wholesale Statnrs. 206 Rivet-O Mfg Company 
Yawman and Erbe Mfg. Co 79 Stewart, R. A., & Company..188, 
i Superior Marking Equip. Ct 
Cash Tills Desk B 
Indiana Cash Drawer Co 184 Wee. ‘Gants E & Co 9 
Casters, Caster Bearings, Slides Desk Lamps 
Darnell Corp., Ltd 94 Glaro Machine Products 
Celluloid Envelopes + nee Mfg gue 
(See E opes ‘@e oid) Mayfair Company, The 
— Bavelepe Coane Midwest Naturlite Co 
Chair trons Wells Office Furniture 
Collier-Keyworth Co. 100 Co. 95, 7 19 
Seng Co., The 144 Desk Pads & Tops 
Chair Mats Aigner, G. J Co 
Bandes, Julius & Co., Inc 166 Fox, George E., & Co 
Bickett, L. M Co. 84 Modern Desk Pad Mfg. Co 
Office Furn. Wholesale Distr 228 Office Furn. Wholesale Dist 
Service Products Div. Woodall 211 ee. & me, 4 
Sengbusch Se ; st< 
Chairs, Folding a - 
Adirondack Chair Co 228 Sheaffer, W. A. Pen Co 
Farber, Louis | H. 172 Desk Pen & Ink Sets 
aha ag omy = $3 Gregory Fount-O-Ink Co 
a —— Bel se 240 Sainberg & Company 
mg a we Sengbusch Self Cl. Inkstd 
Co. 95, 97, 99, 101 Co - 
Chairs, Office Desk Side Files 
Bright Chair Co 232 Cole Steel Equipment 
Cramer Posture Chair Co 164 Co. 107, 108 9 
D & G Mfg. Company 173 Farber, Louis H 
Dependable Mfg. Co 237 Western Mfg. Company 
Dixie Chrome Products 81 Desk Trays 
Domore Chair Company 65 Art Metal Construction Co 
Fritz-Cross Co 206 Art Steel Sales Corp 
General Fireproofing Co 51 Bushman- Moore, Inc 
Gunlocke, W. H., Chair Co 87 Corry-Jamestown Mfg. Corp 
Harter Corporation 149 Fox, George E., & (¢ 2 
High Point Bending & Chair General Fireproofing (o 
Company 154 Globe-Wernicke Co., The 
Jasper Chair Company 174 Imperial Methods Co 
Lombard Industries 191 Maso Steel Products Co 
Metal Office Furniture Co 103 Metalstand Company 
Michigan Desk Co 123 Nu-Craft Products Co 
MiLo Leather Chair Co., Ine 187 Peerless Steel Equipment (< 
Murphy- Miller Inc 120 Sainberg & Company 
New Indiana Chair Co 199 Sengbusch Self Cl. Inkstd 
Riteform Chair Co Inc 39 Co 127 
Shaw-Walker Co 193 Service Products Div. Woods 
Sikes Co., Ine 57 Shaw-Walker Co. 
Sturgis Posture Chair Co 159 Wells Office Furniture 
Wells Office Furn Co 95 17 ) 
Co 95, 97, 99, 101 Weis Mfg. Company....67 
Yawman and Erbe Mfg. Co 
Chairs, Posture 
Sright Chair ( 939 Desk Work Distributors 
Plat : ave > 
Cramer Posture Chair Co 164 Advanco Products Div 
j 7 Ste Sales Corp 
Domore Chair ( 6h Art Steel ales D... . 
Fritz-Cross Company re Fox, George E _& Co 2 
General Fireproofing Go 51 Globe Wernicke Co The 5 
Gunlocke, W. H Chair Co 87 oan — 5 Eauipment Co 
Harter Corporation 149 ee ee ee 
High Point Bending & Chair Co...154 Desks 
Jasper Chair Co 74 Alma Desk Company 
Metal Office Furn. Co 103 Art Metal Construction ( 
Metalstand Company 201 Browne-Morse Co 
Michigan Desk (« 123 Corry-Jamestown Mfs 
New Indiana Chair Co 199 Farber, Louls H 
Royal Metal Mfg. Co 240 General Fireproofing 
Shaw-Walker (< 193 Globe-Wernicke Co The 
Sikes (Co., Inc 57 Gunn Furniture Co 
Wells Office Furr Imperial Desk Co 
Co. 4 97, 99, 101 Indiana Desk Co 
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199 


101 





Invincible Metal Furniture Co.. 
Jasper Desk Co 

Jasper Office Furniture Co 
Leopold Co., The 

Metal Office Furniture Co. 
Michigan Desk Co, 

Myrtle Desk Co.........0....00 
National Cabinet Co. 
National Desk Co., Ine 
Peerless Steel Equipment Co. 
Royal Metal Mfg. Co........ 
Shaw-Walker Co 


Victor Safe 
Wells 
Co 95, 

Yawman and Erbe Mfg. Co. 
Diaries (See Memo Books) 
Dietating Machines 

American Typewriter Co. 

Business Spec. Engineering Co. 

Hunting-Roberts Co. 202, 
Dictating Machines, Used 

American Dictating Machine Co... 
Drafting Instruments & Equipment 

C-Thru Ruler Co ‘ 

Cardinell Corp. 


Duplicating Machines & Supplies 


& Equipment Co 
Office Furniture 
97, 99, 


Ames Supply Co 

Bainbridge, Kimpton & Haupt, 
ne 

Columbia Rib. & Carb. Mfg. Co. 

D & R Mfg. Company 

Graphic Duplicator Co. 

Harding, Milo, Company 

Hectographia Corp. .. : 

Heyer Corporation 

Ink Specialties Co., Ine. 

Manifold Supplies Co. 

Marr Duplicator Co,, Ine 

Mittag & Volger, Inc. 

Old Town Ribbon & Carbon Co 

Packwood, G. H., Mfg. Co. 

Red Feather Products, Ltd 


Sinclair & Valentine 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp. 
Technygraph Co 


Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Duplicating Machines, Used 
Graphic Duplicator Co. 
Engraving, Social 

National Engraving Co. 
Envelopes 

Globe-Wernicke Co., The 58, 
Northern States Envelope Co 
Quality Park Envelope Co 
Wilson Jones Co 

Envelopes, Celluloid 

Aigner, G. J., Co 

Cel-U-Dex Corporation 

Markilo Company 

Meier, Joshua, Co 
Erasers, Blackboard 

Weber Costello Co 
Erasers, Rubber 

Ames Supply Co. 

Faber, A. W., Ine 

Koh-I-Noor Pencil Co 

Roberts, Weldon, Rubber Co 
Eyelet & Eyelet Fasteners 
Rivet-O Mfg. Co 
Fanfold Continuous Forms 

Hano, Philip, Company , 
File Boxes, Collapsible Corrugated 
Weis Mfg. Company...67, 68, 69, 
File Boxes, Fibre 

Bankers Box Company 

Barkley, C. L., & Co 
Globe-Wernicke Co., The 58, 


Guide System & Supply Co..124, 
Oxford Filing Supply Co. 


Pronto File Corp 


File Boxes, Metal 
Advanco Products, Div 
Art Metal Consrtuction Co 
Art Steel Sales Corp 
Cole Steel Equipment 

Co 107, 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 58, 
Keystone Steel Equip. Co 
Peerless Steel Equipment Co 
Pronto File Corp. 
Rockwell-Barnes Co. 
Shaw-Walker Co. 

Victor Safe & Equipment Co 
Weis Mfg. Co 67, 68, 

Filing Cabinet Content Supports 
Weber Office Specialty Co 

Filing Cabinets, Insulated 
Meilink Steel Safe Co 
Shaw-Walker Co. 

Victor Safe & Equipment 

Filing Cabinets, Metal 
Advaneo Products Div 
All-Steel Equipment, 
Art Metal Construction 
Art Steel Sales Corp 
Browne-Morse Co 
Cole Steel Equipment 

107, 


108, 109, 


69, 


Co. 


Ine 
Co. 


Co 108, 109, 
Columbia Steel BKquipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co,., The... 
Invincible Metal Furn. Co 


Continued on page 6) 
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(Continued from page 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Peerless Steel Equipment 
Remington Rand, Inc 
Shaw-Walker Co 


Victor Bafe & Equip. Co 
Weis Mfg. Co 67, 68, 


Western Mfg Co 


Yawman and Erbe Mfg. Co 


Filing Cabinets, Wood 


Bainbridge, Kimpton & Haupt, 


Ine. 


Weis Mfg. Company...67, 68, 
Yawman and Erbe Mfg. Co 


fal 


iting Supplies 

Acco Products, Ine. 
Advanco Products Div 
Aigner, G. J., Co 

Art Metal Construction Co 
Barkley, C. L & Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
Farber, Louis 
Globe-Wernicke Co The 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co 


Northern States Envelope Co 


Oxford Filing Supply Co. 
Pronto File Corp 

Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 


Victor Safe & Equipment Co 
Wabash Filing Supplies, Inc 


Warshaw Mfg. Company 

Weis Mfg. Company...67, 6 

Yawman and Erbe Mfg. Co 
Finger Pads 

Speed Preducts Co., Inc 
Folders (See Filing Supplies) 
Fountain Pens 

Esterbrook Pen Co., The 

Eversharp, Inc 

Kahn, David, Ine 

Parker Pen Co 

Sheaffer, W. A. Pen Co 

Waterman, L. E., Co 
Globes, Geographical 

Veber Costello Co 
Gummed Cloth Rings 

Dennison Mfg. Co 

Graff, George B., Co 

Warshaw Mfg. Co 





Gummed Tape & Sealing Machines 
Co 1 


Dennison Mfg 

Index Card Signals 
Cel-U-Dex Corp 
Cook, The H. C., Co 
Graff, George B., Co 


Victor Safe & Equipment C 


Index Tabs 

Aigner, G J Co 
Barkley, C. L & Co 
Cel-U-Dex Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Markilo Co 

Shaw-Walker ~ Co. 

Sheppard, CC. E Co 
Speed Products Co Ine 


Victor Safe & Equipment C 


Inks, Adhesives, ete. 
Dennison Mfg. Co 
Harriman-Welts, Inc 
Parker Pen Company 
Waterman, I E., Co 

Inkstands 
Sengbusch Self Cl] Inkstd 

Co 

Labels 
Dennison Mfg. Co 
Eureka Specialty Prtg. Co 
Imperial Methods Co 
Oxford Filing Supply Co 
Warshaw Mfg Co 
Weis Mfg. Co 


67, 68 
Ladders, Library, Store & Vaul 
D 


Cotterman, I 
Leads for Mechanical Pencils 
Eversharp, Ine 
Faber, A. W., Inc 
Kahn, David Inc 
Rite-Rite Mfg Co. 
Waterman, L. E., Co 
Leather Goods 


National Brief Case Mfg. Co 
Leather Upholstered Furniture 


Bright Chair Co 

D & G Mfg. Company 
Gunlocke, W. H., Chair Co 
Imperial Leather Furniture 
Jasper Chair Co 

Milo Leather Chair Co 


National Furniture Mfg. Co 


New Indiana Chair Co 
Wells Office Furniture 
Co 95, 97 
Letter Trays (See Desk Trays 
Library Equipment 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne-Morse Co 
Cardinal Sales In 


Corry-Jamestown Mfg Corp 


General Fireproofing (Co 
Globe-Wernicke Co The 


Peerless Steel Equipment (; 


Shaw-Walker Co. 
Yawman and Erbe Mfg. ( 


umoonenee Continuous Forms 
I 


ano Philip, Co 


Lockers & Storage Cabinets 
All-Steel Equipment Ir 
Anderson-Hickey Co In 
Art Metal Construc n 

steel Sales Cory 

Morse ( 


al Sales In 





Corry -Jamestowr Mfg ( 
Globe-Wernicke Co rhe 
Invincible Metal Furn. (x 
Keystone Steel Equipment 
Lion Steel Equipment Cory 


6 

















Shaw-Walker ‘{ 
Yawman and Erbe Mfg 


Loose Leaf Books & Systems 


Bonnar-Vawter, Inc 
Elbe File & Binder ( 
Federbush Co Ir 


Feldeo Loose Leaf Corp 


National Blank Book C« 
Sheppard, C E Co 
Wilson Jones Co 

Loose Leaf Sheet Covers, 
Aigner, G. J Co 
Cel-U-Dex Corp 
Markilo Co 
Meier, Joshua Co. 

Mail Distributors 
Advanco Products Div 


Globe-Wernicke C The 


Victor Safe & Equipment 


Manifold Books & Business Forms 
; 1 


Hano, Philip, C« 
Map Tacks 

Graff, George B Co 
Maps, Globes, ete. 

Acme Visible Recor 

American Map Co 

Weber Costello ¢ 
Matched Office Suites 


Art Metai Construction C« 


General Fireproofing Co 
Globe-Wernicke Co., The 
Leopold Co 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Memorandum Books 
National Blank Book Co 
Rockwell-Barnes Co. 
Wilson Jones Co 
Memorandum Devices 
Acme Visible Records 
Permanote, Inc 
Mending Tape 
Dennison Mfg. Co 
Warshaw Mfg Co 


Metal Badges, Checks, Tokens 


Dayton Stencil Works 
Meyer & Wenthe, Inc 
Moisteners 

Rivet-O Mfg Co 


Sengbusch Self Cl. Inkstd 


Co 
Numbering Machines 
Force, Wm. A Co 
Roberts Numbr. Machine 
Stewart, R A & Co 
Superior Marking Equip 


Office Partitions & Railings 
Globe-Wernicke Co The 


Office Printing Outfit 
Fulton Specialty Co 
Pads, Figuring 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co 
Paper 
Eaton Paper Corp 
Rockwell-Barnes Co 
Wansco Paper Prod. Co 
Paper Clamps 
Acco Products Ine 
Autmtc Pencil Sharpener 


Cook, The H. ¢ Co 


Esterbrook Pen (<« The 
Graff, George B C 
Vail Mfg. Company 
Paper Clips 


Vail Mfg Company 
Paper Fastening Machines 


Ace Fastener Corp 
Arrow Fastener Co Inc 
Autmtc Pencil Sharpeenr 
Markwell Mfg. Co 
Speed Products (x Ine 


Victor Safe & Equipment 
Paper Fastening Stickers 
Feldco Loose Leaf Corp 
Parcel Post & Postal Scales 
ecurate Parts Mfg. Co 
B-T Company 
Hanson Scale Co 
Paste (See Inks, Adhesives 
Pencil Sharpeners 
Autmtc Pencil Sharpener 
Pencils, Mechanical 
Eversharp Inc 
Kahn, David, In 
Parker Pen Co 
Rite-Rite Mfg. Co 
Sheaffer, W 4 Pen Co 
Waterman, L E C 


Pencils, Wood Cased Lead 
“ab \ WwW Inc 






Faber 
Koh-I-Noor Pencil ( 
Staedtler se Ir 
Swan Pencil ( 

Pens, Steei 
Esterbrook Pen Co.. The 





Sengbusch Self ¢ Inkstd 


i'o 
Pins & Pin Containers 
Vail Mfg Ce 
Piatens, Typewriters, etc 
Ames Supply Co 
Presentation Covers 





Barkley, ¢ I & ( 
Price & Sign Markers 
Eureka Specialty Pr r 
Fultor ; i ( 
Stewar R \ eS 4 
Superior Marking | ' 
Punches 
ecco) =P rod I 
Globe-Wer h { 
National I k } k ( 
Wilsor lone ( 
Ribbons & Carbons 
Alle @& « 
Allied Carb. & Rit M 
Ames Supply ¢ 
tuckeye Ribbon & {¢ " 
Codo Mfg. Cort 
( bia R & « Mf 








Celluloid 
18 








Meilink Steel Safe 





Stands for Office Machines 











Staples & Stapling Machines 





Storage & Transfer Cases 





Imperial Methods Co. 


Invincible Metal Furn. 
Metal Office Furn. Co 


Oxford Filing Supply 


Peerless Steel Equipment 


Pronto File Corp. 
Rockwell-Barnes Co. 
Shaw-Walker Co. 
Weis Mfg. Co.. 


Yawman and Erbe Mfg. 
Store Fixtures & Equipment 


All-Steel Equipment, 


Strong Boxes, Fire Protected 
Bison Disrtibuting Co. 


Herring -Hall- Marvin 
Meilink Steel Safe 
Protectall Mfg. Corp. 


Victor Safe & Equipment 
Western Wholesale Statnrs 


Tables 


Art Metal Construction 


Browne-Morse Co. 
Corry-Jamestown Mfg 
Globe-Wernicke Co., 
Maso Steel Products 


Peerless Steel Equipment Co.. 


Shaw-Walker Co 


Victor Safe & Equipment 


Wells Office Furniture 
Co, 95, 


Tabulating & Statistic Machines 


Remington Rand Inc 
Tags 

Dennison Mfg. Co 
Telephone Accessories 

Hush-A-Phone Corp. 


Hycoe Industries 
Leshore Corporation 


Victor Safe & Equipment Co. 


Telephone Stands 


Art Metal Construction 


General Fireproofing 


Peerless Steel Equipment 


Shaw-Walker Co. 
Wells Office Furniture 
Co 95 


Yawman and Erbe Mfg. Co. 


Thumb Tacks 

Graff, George B., C 
Ticket Holders 

Aigner, G. J., Co 
Type, Typewriter 
Ames Supply Co 


Typewriter Cleaning Material 


Ames Supply Co 
Sainbridge, Kimpton 
Inc 

Cardinell Corp. 
Clarotype Co., The 
Harriman-Welts, Inc 
Martens Type Cleaner 


Mittag & Volger, Inc 
Norta Distributing Co 


Regal Typewriter Co 
Rivet-O Mfg. Co. 
Webster, F. S., Co 


Typewriter Cushion Bases & Knobs 


Amer. Hair & Felt Co 
Business Machine Prod., 


Peerless Imperial Co 
Wick & Rouillot 
Typewriter Cushion Keys 
Ames Supply Co. 
Peerless Imperial Co., 
Speed Key Corp 
Speed Products Co 


Typewriter Fastening Devices 
Business Machine Prod., 
Typewriter Margin Aligners 


Justifier Sales Corp 


Typewriter Parts & Tools 


Ames Supply Co 
Typewriter Tables 

(See Stands for Office 
Typewriters, Mfrs. of 


Remington Rand _ Inc 
Royal Typewriter Co 


Smith, L. C.. & Corona 


Underwood Corp 
Woodstock Typewriter 


Typewriters, Rebuilt & Used 


Regal Typewriter Co 


Visible Systems Equipment 
Acme Visible Records, Ine 
J... Ge 


Aigner, G. 


Art Metal Construction 
Federal Business Prod., 
The 


Globe-Wernicke Co., 
Natioaal Blank Book 
Remington Rand Ine. 
Ross-Gould Co 
Shaw-Walker Co. 
Sheppard, C E Co 
Victor Safe & Equip 
Wilson Jones Co 
Yawman and Erbe Mfg 


Waste Baskets 


Art Steel Sales Corp 

Bainbridge, Kimpton & 
ne 

Cole Steel Equipment 
Co 107, 

Corry-Jamestown Mfg 


Fox, George E & Co 


General Fireproofing 
Globe-Wernicke Co 
Hunting-Roberts Co 
Lawson, F. H., Co 
National Vulcanized 
Shaw-Walker Co 
Wells Office Furniture 
Co ‘ 





Wholesale Stationery 


Bainbridge, Kimpton 
In 
Carpenter Paper Co. 
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WANT) AND tOR SAL : 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. . 


SITUATIONS WANTED 





SALESMAN WITH 20 YEARS’ EXPERIENCE selling typewriters, adding 
machines and a complete line of office supplies, now connected, is avail- 
able for opening preferably in the South. Pas excellent record. Best of 
references including present employer. Address H-125, care Office Appli- 
ances, Chicago 6. 





ALL THE ANGLES—Outstanding Office Supply and Equipment man (38 
years old) is desirous of becoming associated with progressive dealer 
away from New York City—in management capacity. Complete knowl- 
edge of business including Heavy Equipment—Systems—and Graphic Arts. 
17 year background includes Sales Promotion and Advertising Manager 
of leading retailer in large Eastern city, Midwest Sales Representative 
for national manufacturer and recently in management capacity with 
leading New York distributor. Address H-126, care Office Appliances, 100 
E. 42nd Street, New York 17, New York. 





TYPEWRITER & ADDING MACHINE MECHANIC desires position on 
west coast in No. Calif., Oregon, or So. Washington. Experienced in all 
makes. Very good with Burroughs, Underwood, Sundstrand, Smith- 
Corona and Royal. Married, sober, dependable and capable. Good refer- 
ences. Address H-122, care Office Appliances, Chicago 6 





EX-SERVICEMAN WITH 15 YEARS’ EXPERIENCE as owner and man 
ager for established stationery business. Prefers South, Southwest or 
West. Best of references. Address H-123, care Office Appliances, Chi- 


cago 6. 








SALESMEN WANTED 





MR. SALESMAN: Interested in selling an item that brings repeat 
orders? Our patented BUCK-L-BINDER for storing loose-leaf records, 
once adopted, becomes part of the user's filing system, insuring repeat 
business. Exclusive territory allotted to desirable representatives. Write: 
The Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan. 





WANTED FACTORY REPRESENTATIVE by nationally known midwest- 
ern manufacturer of office equipment and supplies. Excellent opportunity. 
Must have experience selling dealers; be able to conduct sales meetings; 
evaluate markets; open up new dealerships. The position is full time 
and permanent. Give complete background and details of experience. 
Middlewest territory open. All letters shall be kept confidential. Write 
W-261, care Office Appliances, Chicago 6. 





ONE OF THE WORLD’S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment, who sell directly to offices, will find it an in- 
teresting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y. 





EXCEPTIONAL OPPORTUNITY, permanent connection for steady de- 
pendable salesman of carbon papers, ribbons, duplicating supplies, etc. 
Openings now available in Michigan, Wisconsin, Iowa, Illinois, Missouri. 
Salary, commission and expenses paid. Write in confidence stating age, 
past and present connections, etc. International Carbon & Ribbon Co., 
Logan, Ohio. 





SALESMEN WANTED: The Mashek Brief Case, Ring Binder and Port- 
folio line is known throughout the country as one of the oldest and 
finest. Several territories are open for men accustomed to selling fine 
merchandise. See E. R. Manning, Rm. 635, New Yorker Hotel, New 
York, August 9th to 15th, or write Frank Mashek Co., 1049 So. Kildare 
Ave., Chicago 24, Ill. 





WANTED—Experienced office furniture floor salesman—age 30 to 45. Good 
opportunity for right man. State age, experience and other qualifications. 
Spak & Natovich, Inc., 30 S. Wells, Chicago 6 





WANTED TOP SALESMEN and Distributors for our office line—all parts 
of U. S. Must be efficient and know how to sell high grade office furni- 
ture. Enclose picture and include entire history. Apply Box 246, Evans 
ville, Indiana. 








EXECUTIVES WANTED 








STORE AND MERCHANDISE ASSISTANT MANAGER, experienced in 
office furniture, filing systems and office supply lines. Excellent oppor 
tunity. Good salary plus annual bonus on profits. Should make first 
year from $5,000.00 to $7,500.00. Location best city in deep South, 100,000 
population. Replies confidential. Address W-260, care Office Appliances, 
Chicago 6. 


OFFICE APPLIANCES, August, 1947 


NATIONALLY KNOWN INDEX AND FILING SUPPLY manufacturer 
desires young man in late twenties or early thirties to take job as assist- 
ant sales manager. Permanent position for right man. In answering 
state experience in dealer field, willingness to travel part time, past 
connections and references. Address W-259, care Office Appliances, 
Chicago 6. 





WANTED—Store and Merchandise Manager experienced in office furniture, 
filing systems and office supply lines. Excellent opportunity. Salary plus 
percentage of gross business. Replies confidential. Address W-258, care 
Office Appliances, Chicago 6 








MECHANICS AND REPAIRMEN WANTED 





CALCULATOR AND ADDING MACHINE MECHANIC opening for young 
man with experience in a four man shop, new store, old firm, new 
equipment, using the famous Zick Cleaning Formula, write Post Office 
Box No. 1196, Bismarck, N. D. 





SERVICE MAN WANTED-—Experienced Adding Machine and Bookkeep- 
ing Mechanic, to work on R. C. Allen Machines. Happy working condi- 
tions, good salary or salary and commission. In the Minnesota Lake 
district. Write ‘“‘Ridley’s,”’ Moorhead, Minnesota. 





BOOKKEEPING MACHINE SERVICE MAN—Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins, Permanent position, 
good pay. All applications strictly confidential. Write W-262, care Office 
Appliances, Chicago 6. 





SHOP FOREMAN OR GOOD SERVICEMAN for all makes of typewriters, 
particularly Royals for midwestern town. Good position to right party. 
All replies confidential. Address W-257, care Office Appliances, Chicago 6. 





WANTED—Experienced man in typewriter repairs department. Perma- 
nent position with advancement opportunity. Pleasant conditions. Ker- 
shaw’s, Inc., W. 612 Sprague Ave., Spokane, Wash. 





WANTED—EXPERIENCED OFFICE MACHINE MECHANIC to manage 
and build up service department for distributor of recently announced 
adding machine, in Southern Indiana. Address W-266, care Office Appli- 
ances, Chicago 6. 





EXPERIENCED TYPEWRITER MECHANIC WANTED—AIl. makes. 
Steady position for steady man. Will assist in obtaining living quarters. 
Address W-263, care Office Appliances, Chicago 6. 





WANTED—TYPEWRITER AND ADDING MACHINE MECHANIC. Small 
shop—fair pay. E. Strass, Kalamazoo, Mich 








REPRESENTATIVES AVAILABLE 





ESTABLISHED, HIGHLY RATED organization with 20 years’ successful 
selling experience to the trade in New York and adjoining area, seeks 
connection with Office Furniture Manufacturer, Wood or Steel. Box 
H-128, car Office Appliances, 100 East 42nd Street, New York 17, N. Y. 





WASHINGTON, D. C. SALESMAN with excellent contacts is interested 
in one additional line. Also cover Virginia and nearby Maryland. Address 
H-129, care Office Appliances, Chicago 6. 








REPRESENTATIVES WANTED 





MANUFACTURERS’ REPRESENTATIVES—High class salesmen calling 
on office furniture trade wanted to represent exceptionally fine established 
metal posture chair line. Send references, selling record, and territory 
covered, with application Address W-255, care Office Appliances, Chi- 
cago 6. 





NATIONALLY KNOWN MANUFACTURER of popular office devices seeks 
experienced salesmen in a number of territories to sell direct to users. 
Generous commissions, full or part time. Box W-264, care Office Appli 
ances, Chicago 6 





MANUFACTURER OUTSTANDING LINE Latex Office cushions opening 
new territories. Want sideline representatives thoroughly acquainted 
Stationers and Office Furniture trade. Write details. Address W-265, 
care Office Appliances, Chicago 6 





MANUFACTURERS AGENT HANDLING OFFICE EQUIPMENT COVER- 
ING SOUTHWEST seeks additional lines. References. Write H-121, care 
Office Appliances, Chicago 6 





DISTRIBUTOR WANTS EXCLUSIVE LINES for Northern California and 
islands. A-1l reference Wm. Lamberton, 54 Belden St., San Francisco 4, 
Calif. 
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EXPORT REPRESENTATIVES AVAILABLE 





vecialized office equip- 
Representative 
York 10, N. Y. 


r st 


EXPORT TO SWEDEN. representations for sy 
ment of merit, particularly new ideas and developments 
located Stockholm. Write Room 802, 210 Fifth Ave., New 


Desire 








REPRESENTATIVES AVAILABLE ABROAD 





AGENT for steel furniture and office 


HIGHLY EXPERIENCED SELLING 
Address H-127, care Office 


India on commission 
Chicago 6 


appliances in basis 


Appliances 





TRAVELING REPRESENTATIVE established at Ciudad Bolivar, State of 
tolivar, Venezuela, wants to sell office and stationery goods 
on a commission basis throughout the References on 
Address to Jose R. Flores, Ciudad 


equipment 
East of Venezuela 


request Solivar, Venezuela 





WELL ESTABLISHED OFFICE MACHINERY CONCERN in Latin Amer- 
ica wants distribution for new adding and calculating machines, for one 


country only. Address Box H-124, care Office Appliances, Chicago 6. 








RETAIL BUSINESS FOR SALE 





First class stationery, office sup- 
Located in one 
175,000 population. 


UNUSUAL BUSINESS OPPORTUNITY 
ply and furniture business. Established over 50 years 
of the fastest growing cities in the Southwest, of over 
Excellent lines with a good organization ready to work with you. Some 
of present personnel interested in investing with you. Inventory about 
$40,000. clean stock with a fast turnover. Very location 
with four years to go on an attractive lease. Doing a good volume now 
with fine opportunity for increased sales and profits. Will require $60,000 
to handle. Other business interests make immediate sale necessary. We 
glad to give you complete details and assist you in every way. 
Please do not answer unless you have the capital and ability 
operate. Address Box W-256, care Office Appliances, 


Good good 


will be 
No agents 
to successfully 
Chicago 6 








FOUNTAIN PEN REPAIRING 





WELTY'S REPAIR ALL MAKES FOUNTAIN 
standard prices—time now averages 3 to 21 days, and 
improving. We especially feature “CONKLIN,” SWAN, WATERMAN, 
WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair 
all other makes. We feature Gold Pen Points and Repairing. Mail all 
makes to ONE place for better service ASK ABOUT NEW WELTY 
PENS, $1.50 to $10 LIST. Welty Pen and Repair Co. (Est. 1904), 38 So. 


State St., 3 


PENS, Desk Pens, Pencils, 


et Repaired at 


Chicago 8. 








ADDING MACHINE PARTS FOR EXPORT 





MACHINE PARTS ex 


Equipment Co., 605 S. 


BOOKKEEPING 
Dearborn 


ADDING 
inquiries 


Chicago 5. 


AND 
invited 


BURROUGHS 
ported Foreign 
Dearborn St., 








ADDING MACHINE PARTS, TYPE, ETC. 





Machine Parts 
request I A 


Adding and Calculating 
parts upon 


LARGE STOCKS of new and used 
ivailable Quotations furnished on specific 
Dehn, Jr 1643 10lst Ave., Oakland, Calif. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 


Machines, Comptometers, Electromatic Typewriters, and fanfold ma 
chines, bought and sold Chicago Office Appliance ¢ 1930 West 21st 
st Chicago & 


Burroughs 
bought and 


{ omptome ters 


ELLIOTT-FISHER Machines, Adding Machines, 
ind Monroe Calculator I'ypewriters and all office machines 
old leeter-Warsh Co., 849 N d St., Milwaukee 3, Wis 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery li State model, 
serial number asd we will quote highest cash price International Office 
Appliances, In 31 East 22d St New York 10, N. \ 
ELLIOTT-FISHER machines, calcu ng machine idding machines—all 
office equipment, bought and sold W = wley Company 6-008 N 
Water St., Milwaukee 2, Wis 





Machines, 
Dorrell-Markel, 


Elliott-Fisher 
bought and 


Be okkeeping 
sold. 


BURROUGHS, MOON HOPKINS, 
Comptometers, all makes, calculators 
93 S. 1ith, Minneapolis, Minn. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, Comp- 
tometers, Calculators, ete., bought and sold. Dearborn Equipment Com- 
pany, 605 So. Dearborn, Chicago 5, IIl. 





our higher cash prices for 


BURROUGHS PRODUCTS. our specialty, get 
Steen, 60 West 


calculators, bookkeepers, billers, comptometers. A. L. 
Harrison, Chicago 5, Illinois. 





ELLIOTT-FISHER. We buy, sell, re- 
Adding and Bookkeep- 
Missouri. 


BURROUGHS, MOON HOPKINS, 
pair, rebuild. Comprehensive service for dealers. 
ing Machine Service Co., 1307 Grand, Kansas City 6, 





billing 
Machine 


WANTED TO BUY: Late model Elliott-Fisher bookkeeping and 
machines Must be over 190,000 serial number. Accounting 
Service Co., 605 W. Washington St., Chicago 6. 





Also buy, sell and rebuild all types office 
Nelson Adding Machine Service, 


BURROUGHS SPECIALISTS. 
Comprehensive dealer service. 
Illinois. 


machines. 
537 S. Dearborn, Chicago 5, 





QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 
Inquiries solicited on all types of other machines. American 
135 Grand St., New York 13, N. Y. 


complete. 
Business Machines, 





rebuilding, sales 


American 


DICTAPHONES—-EDIPHONES—Foremost specialists in 
and purchases of dictating equipment. Write for catalog. 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 





20 years, headquarters for machines, 
Chicago Dictating Machine Co., 


DICTAPHONES, EDIPHONES—for 
supplies, Supertone cylinders, wholesale. 
28 South Wells St., Chicago 6. 





TYPEWRITERS, Adding Machines, Calculators, from dealers 
Typewriter Parts Company, 407 East Travis St., San Antonio 


WANTED 
or jobbers. 
5, Texas. 





WANTED TO BUY—Adding machine to add pounds and ounces; capacity 
of 99,999 Ibs.—16 oz. hand or electric, with or without subtraction, second 


hand or new. Joseph T. Beltz & Company, Faribault, Minnesota. 





Sundstrand bookkeeping machines, Models A, C, and 


carriage and 


WANTED TO BUY 





D, and 8142P. Give complete model number, serial, size 

whether front feed or back feed. International Office Appliances Inc., 
29-31 East 22d St., New York 10, N. Y. 

WANTED—AIIl makes calculators and adding machines. State make, 


serial number and adding capacity. International Office Appliances 
East 22d St., New York 10, N. Y. 


model, 
Inc., 29-31 





Register Combinations. All other office 
Register Sales Co., 1121 Nicollet Ave., 


Registers, Cash 
sold. Cash 


WANTED—Cash 
machines bought and 
Minneapolis, Minn 





5,000 oak and birch desk trays packed 24 in a carton. Very 
FOB Wisconsin. Cherryland Mfg. Company, Sturgeon Bay. 


FOR SALE 
special price. 
Wisconsin 





Surplus equipment of all types. Ready buyer. Colum 
Waverly Place, New York 3, N. Y. 


WANTED TO BUY 


bia Trading Corp., 7 





ther visible systems, attractively 
service, moderately 
Universal Office 


GUARANTEED REBUILTS, KARDEX, 
refinished, thoroughly rebuilt for years of additional 
priced. Used equipment also bought and exchanged. 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 





equipment. Thousands 


KARDEX, ACME, all makes used visible filing 
Special service 


of reconditioned cabinets, panels, books, always on hand. 
and prices to dealers for purchase or sale. Get our quotations. Chas. S. 


Nathan, Inc., 548 Broadway, New York 12, N. Y. 





also 6x4 and 5x3 size. Quan- 
Card System Co., 135 


ACME (Insite) 8x5—14- and 23-drawer units; 
tity of MeCasky Production Panels. Commercial 
Grand St., New York 13, N. Y. 





ACME, POSTINDEX, etce., visible filing equipment of all types 
We specialize in this field and offer full cooperation 


York 13, N. ¥ 


KARDEX, 
bought and sold 


to dealers. Commercial Card System, 135 Grand St., New 





WANTED 
Factograph Cabinets, in 6- and 12- drawer 8x5 
holders. We are also interested in extra 8” 
quantity Advise what you may have 
Louis 1, Mo. 


INTERNATIONAL Visible 
size, compl te with card 
International card holders in any 


ivailable EK. H. Heineman, Box 552, St 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in re 


built Kardex, Acme and International Visible Factograph Cabinets, as 
well as other makes. Write and tell us what Visible Equipment you 
need or have for sale. Special prices to dealers. E. H. Heineman, 4 
North Eighth St., St. Louis 1, Mo. 


1947 


OFFICE APPLIANCES, August, 





or 
st 


rs 


io 


ty 
id 


id 
id 








PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for 25 cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. Copies of design 
patents are ten cente each. 


2,422,650. Typewriter Alarm. Leslie Armstrong 
Detroit, Mich Application May 8, 1945, Serial No 
592,649 Granted June 24, 1947 

2,422,745. Proportional Ruler. Clarence 5S. Ost 
Atlantic City, N. J. Application February 14, 1945 
Serial No. 577,796. Granted June 24, 1947 : 

2,422,760. Display Device. Warren , Tingdale 
Chicago, Ill assignor to National Transitads Inc 
a corporation of Delaware. Application February 
1944, Serial No. 521,379. Granted June 24, 1947 

2,422,814. Stamp Pad. Charles F. Alexander, Chi 
cago, Ill. Application December 22, 1945, Serial No 
637,028. Granted June 24, 1947 ; 

2,422,935. Lug for Guide Cards. Clarence W 
Straubel and John S. Holbrook, Youngstown, Ohio 
assignors to The General Fireproofing Company 
Youngstown, Ohio, a corporation of Ohio. Application 
September 5, 1944, Serial No, 522,776. Granted June 
24, 1947 

2,423,004. Tape Dispenser. Henry E Butler 
Scotia, N. Y¥. Application December 14, 1945, Serial 
No. 635,079. Granted June 24, 1947 

2,423,027. Express Receipt Holder. Alfred J. Hop 
kins, River Forest, Ill., assignor to Gaw-O'Hara En 
velope Company, Chicago, Ill., a corporation of Illi 
nois Application July 26, 1945, Serial No. 607,245 
Granted June 24, 1947. 

2,423,146. Machine for Filling and Otherwise Pre- 
paring Envelopes for Post. Stanley Charles Herbert 
Nunhead, London S. E. 15, England. Original appli 
cation April 25, 1939, Serial No. 269,923 Divided 
and this application December 15, 1942, Serial No 
169,129. Granted July 1, 1947 

2,423,280. Pencil Pointer. Emil Yondorf, Chicago 
lil Application December 18, 1945, Serial No. 635, 
618 Granted July 1, 1947 

2,423 430. Differential Line-Spacing Mechanism for 
Typewriters. Percy William Woodgate, London, Eng 
land, assignor to Remington Rand Inc., Buffalo, N. Y., 
a corporation of Delaware Application April 26, 
1945, Serial No. 590,461, in Great Britain April 27, 
1944. Granted July 1, 1947 
2,423,502. Coin Counting and Sorting Machine. 
Julius Jorgensen, Detroit, Mich. Application April 
13, 1942, Serial No. 438,671 Granted July 8, 1947 
2,423,586. Carriage Return Mechanism for Type- 
writers. Herman W. Decker, East Port Chester, Conn 
assignor to Elinor W. Decker, East» Port Chester 
Conn. Application August 7, 1944, Serial No. 548,516 
Granted July 8, 1947 
2,423,645. Card index. Curt Helgesson Fahlstedt, 
Stockholm, Sweden Application May 5, 1944, Serial 
No. 534,256, in Sweden April 22, 1943 Granted 
July 8, 1947. 

2,423,705. Means for Retaining an Index Card and 
Printing Plate on a Carrier. Carl J. Hueber, Euclid 
Ohio, assignor to Addressograph-Multigraph Corpora 
tion, Cleveland, Ohio, a corporation of Delaware Ap 
plication August 24, 1942, Serial No. 455,901. Granted 
July 8, 7 
2,423,742. Ribbon Positioning Means for Writing 
Machines. Adolph F. von Soden, Los Angeles, Calif 
Application August 13, 1943, Serial No 498,447 
Granted July 8, 1947 
2,423,786. Universal Drafting and Measuring In- 
strument. William Morris, New Haven, Conn Ap- 
plication July 25, 1944, Serial No. 546,493. Granted 
July 8, 1947 
2,423,817. Bound Book. Joseph P. Rose, Ulster 
County, N. Y assignor to F. L. Russell Corpora 
tion, Saugerties, N. Y., a corporation of New York 
Application April 25 1945, Serial No 590,146 
Granted July 8, 1947 
2,423,919. Card Index Cabinet. Carl F. Wolters 





Kenmore, N , assignor to Remington Rand Ine 
Buffalo, N. Y., a corporation of Delaware. Applica 
tion May 20, 1943, Serial No. 487,744 Granted 


July 15, 1947 

2,423,948. Device for Supporting Articles on Gar- 
ments. Charles W. Prince, Kansas City, Mo Ap 
Plication February 17, 1943 Serial No 476,154 
Granted July 15, 1947 

2,424,073. Record Feeding Device. Waldemar A 
Ayres, Kew Garden Hills, N. Y., assignor to Inter 
national Business Machines Corporation, New York 
N. Y., a corporation of New York. Original applica 
tion December 15, 1939, Serial No. 309,445 now 
Patent No. 2,366,827, dated January 9, 1945. Divided 
and this application March 4, 1944, Serial No. 525 
112 Granted July 15, 1947 

2,424,076 Alphabetic Interpreter. Eugen Buhler 
Cedar Grove, N. J., assignor to International Busi 
ness Machines Corporation, New York N , er 
corporation of New York Application December 27 
1943, Serial No. 515,720. Granted July 15, 1947 
2,424,097. Punching Machine. Keynold B. Johnson 
Binghamton, New York, N. Y., a corporation of New 
York. Application September 5, 1945, Serial No. 614, 
05 

2,424,100. Relay Type Adding and Result Checking 
Machine. William Lang, New York, N. Y., assignor 
to International Business Machines Corporation, New 
York, N. Y., a corporation of New York. Application 
November 10 1944, Serial No. 562,756 Granted 
July 15, 1947 


2,424,144, Card Filing Equipment. George ¢ 





A 


Bruen, Chicago Ill assignor by mesne assign 
ments, of thirty-five and one-half per cent to himself 
thirty-five per cent to Sophie E. Bruen, Chicago, Ill 


five per cent to Edna V. Dickinson, Highland Park 
lil., nine per cent to Sarah M Sullock, Wilmette 


Il . ten and one-half per cent to G A Stuart 
Washington, D. C., two per cent to Jay Fisher, Chi 
cago, Ill one per cent to Marie Thoenen, Elmwood 


Park, Ill one per cent to George H. Fredericksen 

Chicago, Il and one per cent to E. M. Thorser 

said George C. Bruen, deceased. Application November 

8, 1944, Serial No. 509,389 Granted July 15, 1947 
DESIGN PATENTS 

146,992. Design for a Transcriber Listening Device 


Robert L. Stone, Guilford, Conn., and Earl Rutan 
New York, N. Y., assignors to The Soundscriber Cor 
Poration, New Haven, Conn., a corporation of Con 
necticut. Application March 27, 1946 Serial No 
127,980 Granted June 24, 1947 


147,107. Design for a Fountain Pen. Charles T 
Breitenstein Chicago Ill., assignor by mesne as 
signments, to Holly Pen Corporation, Chicago, Ill 
a corporation of Illinois. Application April 6, 1946 
Serial No. 128,343. Granted July 15, 1947 
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An American who was visiting in Britain was determined to 
get in a few days of excellent bird-hunting while in the 


islands. He asked the inn-keeper to secure a e of good 


° . . . F ' 
dogs for him and mmediately set out tor the hunting grounds. 








That evening he returned tired and empty-handed. The next 
Jay's results were thé same. On the third day, when he again 
ame in with crestfallen dogs and without a single bird, the 
nkeeper asked him what the trouble seemed to be. 
"Oh", snorted the amateur nimrod, "it's these darned dogs. 


Everytime I' 


d spot some birds these dumb pooches would im 
top, shove their noses forward, raise their forefeet, 
eir 





tails straight out. But | soon fixed that with a 
F good swift kicks in the right place. 

Gold-digger: “Say, cutie pie, how about buying me a nice 
diamond bracelet?" 

Verbose Escort: "My dear, monetary circumstances necessi- 
tate a negative retort as regards such unseemly lavishness."’ 

G-d: “Il don't get it." 

V-E: “That's what | just said.” 


+h 








It happened in a swank cafe the other evening. A customer 
ooked up from the menu, motioned for the waiter and said 


"| see here that you have beef hash for 85 cents and also 
beef hash for $1.35—what's the difference? 





A singularly stupid expression beclouded the waiter's face 
he retorted in an apologetic voice, "I'm sorry, sir, but I'm 
not good at arithmetic either." 


A small boy was watching a telephone lineman climb a 
pole, connect a test set and try for a connection with the test 
board. After listening a few minutes, the youngster rushed 
into the house screaming, "Mamma, come out here quick! 
There's a man up the telephone pole talking to Heaven." 

"What makes you think he's talking to Heaven?" 

Because he hollered, ‘Hello! Hello! Hello! Good Lord! 
What's the matter up there? Can't anyone hear?'” 

—CCC-— 

A delinquent tenant who was about to be evicted locked 
himself inside the house when he saw the sheriff coming to 

the summons. The sheriff s/ the ers under the 


erve »U 





€ 





whereupon the tenant picked up the ows from the 


c" j j “7s . “rr 
tireplace and blew them outside again. the sheriff 
thrust the papers under the door and again they were blasted 
To the porch 
Pocketing the document, the officer turned to his deputy 
and said, "'Come on, let's take this back to the landlord. | 
‘ 7 7 WF 
wouldn't pay rent either if | had to live in such a drafty old 
OUSE 
—<cc— 


Our recipe for onion soup: 

Clean and dice three large onions, simmer slowly for one- 
half hour, then add one egg and one-half pint of milk. Season 
to taste with salt, pepper and a dash of mustard. Then throw 
away the concoction and fry some bacon and eggs. 























| can't help it if you do slip, Jones. Those shoes 
are making a punchboard of our new office floor. 


10 








BUSINESS OPPORTUNITIES 


Wanted Abroad 


Colombo, Ceylon, Firm Seeks Connections—The office equipment de- 
partment of Sivamani & Company, 205, Sea St., Colombo, Ceylon, is at 
the disposal of United States manufacturers who are interested in 
marketing their products in India, Burma, Ceylon and Malaya. Goods 
are bought on the company’s own account after securing exclusive 
sales franchises from the manufacturers for all or part of the territory 
mentioned. The firm is particularly interested in typewriters, calcu- 
lating machines, dictating machines, inter-office communication systems, 
steel office equipment, and so forth. 


Switzerland Firm Again Building Up Connections—The long-established 
firm operated by Hans Lauener, 3/Mattenhofstr. Berne, Switzerland, is 
building up business again after interruption by the war and will under- 
take the distribution of rough and rebuilt office machines, office machine 
parts, tools and platens, types and cash registers. Connections with 
American manufacturers and exports in the office machine industry 
are desired. 


Exclusive Agencies Wanted by Toronto Firm—Walter Dickinson & Com- 
pany, Ltd., mill and manufacturers’ agents handling paper and stationery 
products, are interested in securing representation on an_ exclusive 
basis for new lines attracting the stationery, paper and smallware 
trade. The Toronto firm is Canadian sales representative for the Scripto 
Manufacturing Company and represents a number of English firms. 





Barcelona Firm Interested in Imports—J. Gifre, Rondo de la Universi- 
dad, 5, Barcelona, Spain, is interested in making connections for im- 
porting typewriters, adding and calculating machines, new, second-hand 
or rebuilt, and all types of office machines. Jose Gifre of the firm is 
now in the United States on a business trip. 


Norway Dealer Wants to Represent U. §S. Firms—Otto Falch, Kon- 
gensgt 15, Oslo, Norway, who deals exclusively in stationery and office 
equipment, desires to communicate with United States manufacturers 
desiring representation in Norway. 

Canadian Firm Wants Additional Dealers—Canadian Simplex Sales 
Company, 714 St. James St., W., Montreal 3, Canada, distributors of 
Simplex Time Recorder equipment of all kinds, is interested in securing 
additional dealers in Canada. 


Wanted at Home 


New California Organization Seeking Agencies—Frank C. Dollard, 138 
Parker Ave., San Francisco, Calif., is in the process of forming a sales 
organization to handle products of non-represented manufacturers of 
office supply items on the West Coast, particularly northern California. 
Mr. Dollard, who successfully sold these products in California before 
the war, is particularly interested in representing a manufacturer of 
carbon paper and inked ribbons, and will be in a position to sell both 
wholesale and retail, and job specialized items. Related office supplies 
or equipment will be handled. 


Furniture Lines Wanted By Atlantic Coast Sales Representative.—An 
experienced manufacturer’s representative who has been calling on 
dealers in the territory Boston, Mass., to Washington, D. C., for the 
past 16 years in the interests of office chair manufacturers, is seeking 
additional office furniture lines. He is an industrious salesman and is 
capable of conducting sales training courses for the staffs of dealers. 
Address SEM 101, care Office Appliances, Chicago 6. 

Catalogs, Price Lists Wanted by Indiana Firm—Hull’s Business Ma- 
chines Company, 306 Washington St., Columbus, Ind., is enlarging its line 
somewhat and desires to receive late catalogs and price lists from 
companies wanting representation in Columbus. The territory also in- 
cludes the surrounding six counties. 








NEW TRADE LITERATURE 


Artistic Desk Pad & Novelty Company, 2703 Bailey Ave., Bronx 63, N. Y., 
has just issued a new catalog illustrating and pricing the complete 
lines of products. Copies of the new catalog, issued from the new and 
larger quarters of the company, will be mailed upon request. 

Avery Adhesive Label Corporation, 36 W. Union St., Pasadena, Calif., 
has just issued a new two-color folder which describes the advantages 
of price labeling merchandise and identifying the store with Kum-Kleen 
Self-Adhesive labels. The folder is illustrated with reproductions of 
actual labels from leading American retail stores already using Kum 
Kleens. Copies of the folder may be secured from the company. 


The Bates Manufacturing Company, Orange, N. J., has just issued a 
new edition of “Time Savers,” illustrating the entire Bates indexing line 
of Telephone Index, Dialist, List Finders and the new Pressalist. It is 
available imprinted with the dealer's name and address. Information can 
be secured from the New York office, 30 Vesey St., New York 7, N. Y. 

The Carter’s Ink Company, Cambridge 42, Boston, Mass., has just 
issued an illustrated carbon and ribbon ‘‘time-saver catalog’ designed 
to bring the retailer up to date on the price changes which have taken 
effect during the past year. 

The Elbe File & Binder Company, Inc., Fall River, Mass., has issued 
a new 24-page illustrated price list, available to dealers upon request. 
Prompt shipment is now being made on items listed in the catalog. 


Executone, Inc., 415 Lexington Ave., New York 17, N. Y., has just 
issued a new free booklet, “How to Solve Communication Problems,” 
designed to show, in four minutes reading, how easy communication is 
possible for offices, industrial plants, marketing and servicing organ 
izations. The brochure is profusely illustrated in color. 


J. L. May Company, 111 W. 19th St., New York 11, N. Y., has just 
issued a current price list of the complete Maco line, the listing in- 
cluding all new stock items as well as the standard tags, labels and 
tickets. In addition, J. L. May is distributing to~their customers a 
combined catalog and price list of the complete 1947 Christmas line. 
Copies of the catalog will be mailed to the trade upon request. 


Underwood Corporation, 1 Park Ave., New York 16, N. Y., has just 
issued a hard-hitting sales promotion leaflet, “To Remind You."’ This 
leaflet enumerates the most outstanding features of the Underwood 
portable typewriter in an attractive layout of eight concisely-worded 
paragraphs complemented by miniature photographic close-ups. 
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PLENTY OF CREDIT AVAILABLE 
FOR DEVASTATED FLOOD AREAS 


Merchants in the areas recently affiicted by devastating 
floods need not worry about obtaining necessary merchandise 
to take care of their requirements, says Henry H. Heimann, 
executive manager of the National Association of Credit Men, 
in his Monthly Business Review which was released on 
July 15. Credit executives, and the houses they represent, 
will once again respond to the needs of these stricken areas, 
as credit character is never liquidated by flood or fire or 
other hazard. Character is so innate in credit that it sur- 
vives all disasters, the credit chief says 


“The business organizations of the United States will 
extend most liberal credit terms to aid in the rehabilitation 
of these business people and thus enable them to turn and 
serve the people living within the flooded areas when they 
go back to resettle and re-establish their community life,” 
Mr. Heimann says. “The local organizations of the National 
Assiciation of Credit Men have, in the past, played a very 
important and worthwhile role in these situations. They 
will do so again. They have a complete record of the credit 
responsibility of the institutions or proprietorships that 
are the victims of these floods or other catastrophes and 
they will aid in seeing that these peoplé are restocked. 


All Should Share in Credit Extension 


“Each business firm in the United States should, through 
its credit department, do its share of constructive rehabilita- 
tion of business. To the people newly engaged in business 
who might feel their surplus was so small that they could 
not afford to engage in a great deal of this type of mer- 
chandise distribution, let me say that the payment record 
of these unfortunate victims has been of the very highest. 
There has always been a tremendous appreciation of this 
aid extended by people of credit responsibility and there 
is no reason to believe that any business extending this type 
of credit need lose a single dollar. In truth, the losses 
arising out of these sound and merciful credits have been 
almost nil. I need not emphasize the humane service that 
will be-rendered in handling the business.in these areas 
on the basis I have outlined.” 


The recent rise in consumer credits need not cause alarm, 
Mr. Heimann says, even if the present total of $10 billions 
is increased. 

“Too few people realize that production and distribution 
in the post-war era are on a correspondingly larger scale 
than they were in the pre-war era,” he reasons. “Add the 
inflated price structure and you will easily understand why, 
comparably, consumer credit would expand to new highs. 
Nor is the solution to be found exclusively in legislation 
as I have stated repeatedly. The answer is to be found in 
sound credit management. Those who feel that the con- 
sumer credit totals are alarming should stop to consider 
that other items are relatively on a similar scale. As a 
matter of fact, our national debt will require a great deal of 
business and to transact business requires a great deal of 
credit. Those who have studied the subject very carefully 
do not believe that the ratio of consumer credit to present 
production is out of line. This does not mean the trend 
doesn’t bear watching. Eternal vigilance in credit expan- 
sion is always a must in the credit executive’s thought and 
planning.” 


Campaign Year Not Necessarily Bad for Business 


“Projecting ahead to next year as to the business out- 
look, the old theory that a campaign year is a rather poor 
business year has been largely exploded during the past 
decade. Unfortunately, a campaign year more recently has 
been a year in which every group has run to Washington 
and procured benefits and special privileges because it 
seemed politically expedient to grant them these largesses. 
Whether or not this will be repeated on a large scale is a 
moot question. When you consider the efforts being made 
to reduce the government expenditures and the series of 
obstructions that are placed in the way of these efforts by 
the various pressure groups and governmental payrollers, 
it is not unlikely that pressure groups will again profit to 
some extent even though they do not receive as much in 
the coming campaign year as in the past. These government 
spending programs, so prevalent during campaign years, 
have given an artificial business stimulation in these years 
at the expense of most of the people and to the detriment of 
a continuing, sound business prosperity once the easy money 
was out of the way.” 











CORPORATION REPORTS AND 
FINANCIAL NOTES 


Underwood Corporration, New York, N. Y¥.—The corporation reported 
for the quarter ended June 30 net profit of $1,346,215, equal to $1.83 a 
share, compared with $308,786, or 42 cents a share for the same period 
last year. Net profit for the six months ended June 30 amounted to 
$2,168,935, equal to $2.95 a share against $308,786, equal to 78 cents a 
share for 1946. (Herald-American, Chicago, July 11) 
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IN AUGUST OF 1877, WHEN: 


Willy Wallach was elected president of the Stationers Board 
of Trade at New York City. . . .Dennison & Company introduced a 
new line of sealing wax. . . . It was recorded that “H. J. Muller 
of Nicholas Muller's Sons looks hale after his rural visit’. . 
Lockwood, Brooks & Company, Boston, Mass., introduced a new 
Slate pencil sharpener retailing for $.10....H.C. Benson patented 
a new fountain pen in which a stock of soluble solid ink was held 
by a spring clasp beneath and in contact with the pen. . . 
(From files of the American Stationer). 


IN AUGUST OF 1887, WHEN: 


Among the new patents granted was one for the Ideal Copying 
Bath manufactured by Samuel] C. Tatum & Company of Cincin- 
nati, Ohio. A new inkstand was known as the “Pipe of 
Peace.” The bow! contained the inkwell while the stem was 
utilized for the penholder. . . . L. H. Thomas & Company received 
the Chicago Board of Education black ink contract at $.25 a 
gallon. . . . (From files of the American Stationer). 


IN AUGUST OF 1897, WHEN: 


The Chicago correspondént of the American Stationer wrote, 
“The West is in better shape today than for the past four years. 
Crops are good and money is in more general circulation— 
there may be no fear of the future.” .. . A. C. McClurg & Com- 
pany, Chicago, issued a new catalog with run of 15,000 copies. 
...L. E. Waterman Company advertised the new Ideal fountain 
pen as “The Standard Fountain Pen of the World.” ... E. H. 
Clarke opened a book and stationery store, E. H. Clarke & Com- 
pany, at Memphis, Tenn. . . . Boorum & Pease Company reported 
a full line of tablets available. A penny-in-the-slot device 
retailed paper in street cars and hotels. . . . (From files of the 
American Stationer). 


IN AUGUST OF 1907, WHEN: 


T. A. McCall of Columbus, Ohio, planned to put on exhibition 
at the business shows his McCall automatic typewriter as a 
device which would write from 5,000 to 10,000 words per hour 
continuously. . . . F. E. Van Buskirk was elected as secretary of 
the Remington Typewriter Company at a special meeting of the 
board of directors following the death of Howard B. Wilson... . 
The Royal Typewriter Company announced plans for a new plant 
addition capable of turning out 25,000 machines annually... . 
(From files of Office Appliances), 


IN AUGUST OF 1917, WHEN: 


Plans were announced for holding the convention of the 
National Association of Stationers and Manufacturers on October 
15 at the Congress Hotel, Chicago. . . . The deaths of George A. 
Olney and Arthur K. Ingraham, veterans of the traveling frater- 
nity, were chronicled. The Army ordered 27 lightweight 
typewriters for use in airplanes of the aerial patrol in France, 
in order that the battle reports could be written speedily while 
the planes were aloft. . . . Burwell S. Cutler, head of the Cutler 
Desk Company, Buffalo, N. Y., was named chief of the Bureau 
of Foreign and Domestic Commerce. . (From files of Office 
Appliances). 
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GIVE A MAN 


A boat he can row... 
A lake where game fish play... 
A vista of pine trees on every side... 


Then he can relax and Jet Mother Nature nurse the 
scars of business cares. 
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“Office Appliances” Surveys Omaha 





LTHOUGH MERCHANDISE is still coming into 

Omaha in short supply and business here shows 
signs of entering a very competitive stage, the office 
supply and appliance trade is doing an excellent turn- 
over and looking forward to continued good sales 
figures for many months to come. 

Aggressive selling is only now being studied for 
future use in the trade territory; the demand is still 
so great for office supplies and equipment of all kind 
that the main problem today is getting merchandise 
rather than the selling of the goods. But dealers are 
fully aware that the position will probably be reversed 
before the year is over and that then they will have 
to begin intensive work, at least in some lines. 

Most Omaha office supply firms and appliance deal- 
ers have large institutions covering Nebraska, western 
Iowa, Wyoming, part of Montana, and part of South 
Dakota. Some salesmen representing these firms live 
in other parts of the area but most salesmen traveling 
this territory find it more profitable to reside in 
Omaha. 

Before entering into a discussion of the industry 
and trade problems here, together with how they are 
being handled profitably, let us first glance at the 
area in which these firms do business in order to have 
our stage set properly. 

Omaha is the little country town which grew up 
into a big city and lost none of the qualities of being 
a good small town. Business is conducted leisurely in 
Omaha; its people work hard and thoroughly but they 
waste no energy flaying their arms and legs around 
in useless motion. There is no feverish business pace 
in Omaha’s life, and the office supply and appliance 
dealers operate their stores in exactly the same tempo. 


Near Center of the Nation 


The 1947 estimated population is probably close to 
255,000 for Omaha city proper and 340,000 for metro- 
politan Omaha. It is listed as the thirty-ninth city 
in the United States and is located at almost the exact 
center of the United States. Some 41 square miles are 
included within its city limits. 
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Third of a Series of Journeys 
to Metropolitan Centers for the 
Purpose of Obtaining Firsthand 
Information on the Retail Di- 
vision of the Office Equipment 
and Supply Industry 


By ERNEST W. FAIR 


Field Reporter 


(Photos by Lyman A. Wildman) 


It is the nation’s second largest meat packing center 
and claims to have the largest stockyards in the world. 
Its population is 84.6 per cent native-born white, ten 
per cent foreign-born white and 5.4 per cent Negro. 
Over 46 per cent of Omaha’s 69,000 dwellings are home- 
owned. The buying income of the average Omaha 
family today is slightly above $3,800. 

Nebraska has no state sales tax (the legislature 
again turned it down this year; farmers don’t want it), 
no income tax and no nuisance or luxury tax. The 
state is debt-free and Omaha itself has only a very 
small bonded indebtedness. 

Wholesaling in 1945 totaled over $735,000,000 and 
Omaha’s more than 3,000 retail stores did over $190,- 
000,000 worth of business in the same year. The city’s 
14 meat packing plants produced $300,000,000 worth of 
meats and by-products last year and some 375 other 
types of manufacturing institutions made over $502,- 
000,000 in products last year. 

There are eight firms handling office equipment in 
Omaha, 14 office furniture and 15 office supplies. Some 
firms overlap in these divisions. 


Some Do Supplementary Business 


Most industry firms are large ones in the Omaha 
area and a great many are operated in conjunction 
with or have supplementary business enterprises. Brinn 
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THIS IS OMAHA—Skyline of the nation’s thirty-ninth city from standpoint of population and located at 


almost the exact center of the United States. 


& Jensen at 1110 Harney, for example, has a good 
wholesale paper business. A great many operate print- 
ing and lithographing institutions, the latter group 
firms entering the office supply and appliance busi- 
ness later on. 

Most strictly office supply or equipment firms are 
either branch offices of appliance and machinery man- 
ufacturers or small stores located in the downtown 
business section. The majority volume of the business 
is probably handled by the larger institutions located 
just off the city’s main business district. 

The number of firms seems ample to handle the 
city’s business needs although it is understood that 
there may be some additional district or sales offices 
established in Omaha later by manufacturers. Inter- 
national Business Machines, Remington Rand, Royal, 
L. C. Smith & Corona, Underwood, Burroughs, Comp- 
tometer, Monroe, Addressograph, A. B. Dick, Ditto, 
and Multigraph all are represented by offices or agen- 
cies in Omaha. 

A few firms handle lines not included in these local 
offices but in general the office machine and appliance 
business is handled by these sales agencies. In such 
instances where supply firms do have agencies they 
limit their activities to one or two machines and no 
more. 

The situation, as stated before, is not as yet highly 
competitive, for merchandise is still too short to make 
it so. Most dealers predict, however, that sales com- 
petition will become very keen in Omaha before the 
current year is over. The chief problem of any dealer 
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BRINN & JENSEN CO. —An Omaha firm handling paper, 
school supplies, stationery and metal furniture. 
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It covers some 41 square miles within the city limits. 


in the area today seems to be to get supplies and 
appliances to handle his customers orders, not to go 
after more business. 


Sell By Mail or Contact 


Most such merchandising as Omaha dealers are now 
doing is direct mail or personal contact. Direct mail 
usage is almost exclusively confined to mailing manu- 
facturers’ literature on new items and new merchan- 
dise. Salesmen are beginning to work on good will- 
building contacts even though they have little actual 
selling to do when making such contacts. Outside 
salesmen are today doing better than $100 a week and 





INTERIOR VIEW—An interior picture of the well-appointed 
Omaha Printing Co. retail stationery and office supply store. 


they know such an income cannot last unless they are 
well prepared for competition in the months ahead. 
The result has been that the good supply salesmen are 
out building good will for tomorrow’s business; others 
may not know it but their bosses are looking for re- 
placements. 

Such replacements are still hard to find. The Omaha 
general labor market is good, but finding the type of 
man needed to make a good office supply salesman is 
another matter indeed. They just are not available in 
the Omaha market. Dealers are hoping that some of 
the young men, particularly war veterans, who they 
have in training in their stores, will fill in these gaps. 
But on the whole they are keeping their “fingers 
crossed” on this problem. 
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There is also a good deal of attention being given 
to credit problems by dealers here. One dealer pointed 
out that, while he had implicit faith in the future of 
business in Omaha, he did not have an equal faith in 
a good many business firms here. Too many are badly 
financed, too many were established during war or 
post-war years and do not have what it takes to stay 
in business during competitive times. These firms will 
fold, he felt, and in failing, if they have been granted 
extensive credit, office supply people may take some 
losses. 


Credit Bears Watching 


“T personally think that this is one of the biggest 


problems of the industry over the whole country for 
the immediate future,” he told us. “It’s something a 
lot of us may not be aware of until it hits us and we 
have taken some losses. In our firm we’re going to try 
to anticipate this and keep from overextending such 
firms. 
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OFFICE EQUIPMENT HEADQUARTERS—The Rader Office 
Equipment Co., at Omaha, handling files, desks, chairs, 
Mimeograph and Shaw Walker lines. 


“As for us, we are depending in some measure upon 
our salesmen to watch out for such signs. They are 
closest to these customers and know them best. We 
feel that the salesman is the ideal person to keep tab 
on the prospective safety of our credit accounts.” 

Mail order business in the Omaha trade area is light 
in so far as office supply and equipment people are 
concerned, and in comparison to the business brought 
in by salesmen. Local dealers have always found sales- 
men can bring in many more times the sales that even 
the best planned mail order enterprises can secure 
and for that reason do not do a great deal of this 
promotional work. They have also found that sales- 
man contacts are most profitable, generally, than 
direct mail campaigns. 

Not more than five per cent of the business done in 
the territory goes out of the territory to Chicago or 
elsewhere by mail, in the opinion of one jobber with 
whom we talked. The trade area business institutions 
prefer to do business with personal representatives 
rather than a mail-order blank. 


Big Backlog for Typewriters 


Orders for new office machines and appliances have 
slowed down during the last 60 days, dealers told us, 
and they believe this has‘ been because of publicity 
being given to forthcoming new models and the ex- 
pectations on the part of consumers that new models 
are forthcoming immediately. The biggest backlog 
locally is in typewriters and adding machines; check- 
writers are also far behind and it is estimated that 
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COREY-McKENZIE CO.—An Omaha concern ‘cidiiiiebie in 
printing and supplies for general equipment of an office, 


this demand will not be filled for a long time to come. 

Office furniture is also “very short” in the Omaha 
area. The furniture in most offices is of slightly an- 
cient vintage and the potential market is a very good 
one. National advertising in trade journals has done 
much toward creating a demand in the area for metal 
furniture also. Some Omaha dealers are not looking 
forward to the time when they will have to dispose of 
the wood office furniture traded in on metal. 

Very little of the Omaha office supply business is 
handled by the variety and department stores and 
there is no effort made by legitimate dealers to com- 
pete with this class of trade. Here almost all business 
needs are taken care of by the office supply firms and 
only home needs are sold in the variety and depart- 
ment stores. Dealers figure that the volume is so small 
it is not worth the competitive effort or cost to go 
after this class of business. 

Ribbons and carbon papers are the items given the 
greatest promotional and sales effort by Omaha deal- 
ers at present. They are in ample supply and are 
every-day items constantly in demand. The aggres- 
siveness of salesmen in pushing these items has kept 
this “bread-and-butter” business away from the va- 
riety and department stores. 


Sees Profit in Ribbons 


“Typewriter ribbons offer your best door to future 
business in dealing with customers,” declared one 
dealer, “When you have a firm buying ribbons from 
you directly the chances are better than even that 
this firm is going to give you first call on anything 
else they want. That’s why we believe in concentrat- 
ing sales and promotional efforts on ribbons and car- 
bon papers.” 

Most firms feel that office furniture and filing cabi- 
nets, when available in better supply, will require 
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EVERYTHING FOR THE OFFICE—This building houses the 
United States Check Book Co., specializing in bankers’ 
supplies; and Peterson Lithograph & Printing Co., handling 

supplies for general office use. s 


15 








9 
 e 


fh ToYsGIFTS 


SPORTING GOODS 
ae «STATIONERY 





THREE-IN-ONE STORE—Brain’s at Omaha, operating a 
three-in-one retail store with a large office supply business 
besides gifts and sporting goods. 


great promotional effort and will offer the best oppor- 
tunity for sales in the area. They are making their 
future sales plans to include merchandising effort on 
office furniture and filing cabinets this fall and winter. 

There is very little school business handled by the 


Omaha firms; most have withdrawn from it entirely. 
They claim that under the bid system on such supplies 
contracts are seldom worth the effort that it takes to 
obtain them and the cost in servicing the contracts 
once they have been won. This may change in the 
future, but for the present few Omaha office supply 
firms are interested in this type of business. 


Seek Industrial Concern Business 


On the other hand, they are most interested in the 
business of the large industrial concerns located 
throughout the trade area and they have succeeded 
in keeping fully 80 per cent of the business here in 
Omaha. The saies efforts of the firm’s salesmen, cou- 
pled with the superior service they set out to’ render 
these concerns in the way of speedy delivery and per- 
sonal handling of any problems that may arise, has 
enabled the office supply fraternity here to keep the 
business in the area. One of their biggest selling points 
is that the local concerns can render much quicker 
and more accurate service than a more distant con- 
cern which might handle their volume needs at less 
cost. It takes only one or two shortage problems on 
the part of such firms to convince them that such 
business should be left “at home” when office supply 
dealers make a pointed effort toward rendering quick 
and personal service. So it has worked out here in 
Omaha. 

Price has not as yet become a problem in the Omaha 
field; there is little resistance to current prices and 
there have been no price reductions in the field. The 
competitive situation has not as yet developed to the 
point where a lagging firm will use the price weapon 
to sell. Most Omaha dealers expect that this will 
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happen sooner or later, but feel that no such prob- 
lems will be with them for the remainder of this year. 

Salesmen are covering about the same areas and 
number of accounts previously handled. Most city 
salesmen work on a number-of-accounts basis (about 
150 to 200) and territory salesmen cover given trade 
territories, these latter depending on the concentra- 
tion of business within a given geographical area. 
Most are the same as in pre-war days and salesmen 
are having no trouble covering them. 

Most wages paid to office, store and warehouse help 
are slightly above pre-war levels and slightly below 
the wartime period. There is no noticeable shortage 
here of such help. 


Operate Few Repair Departments 

Few local dealers operate repair departments, pre- 
ferring to send such work out to the agencies or 
the repair shops in Omaha. They declare that such 
business is not profitable today even though it has 
been steadily increasing since the war ended. They 
find that the cost of maintaining such departments, 
paying high wages and attention they require, is too 
much to justify their operation. Prices on repair work 
here have gone up about ten per cent over the spring 
and summer of 1946. 

The biggest problems of the office supply and equip- 
ment business during the months ahead here in 
Omaha are going to center around obtaining mer- 
chandise, in the opinion of most dealers. Some added 
that there may be sales problems in connection with 
such merchandise if it begins to arrive in quantities 
promised by manufacturers and they are beginning to 
make plans for future selling programs. 

First steps in such plans, as mentioned before, have 
been efforts by salesmen to build good will today. 
Calls are made regardless of whether merchandise 
is available to sell, and every effort is being expended 
by these salesmen to build that good will they are 
certain they will need before another year has passed. 

(Next Month: Oklahoma City, Okla.) 
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CATERING TO THE OFFICE—The All Makes pssenidin: Co. 
at Omaha deals principally in steel files, desks and chairs. 
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What Every Young Office Machine 


Salesman Should Know 





FAMOUS SALES MANAGER once said that a 
good salesman should know a little bit about 
everything. 

Regardless of the wisdom in this statement, it is 
obviously impossible for any human being to be on 
speaking terms with all areas of knowledge. However, 
it is possible to pin down the basic knowledge which a 
top-notch office machines salesman should have at 
his command. He should, for instance, know: 


ALL ABOUT WHAT HE IS SELLING: It’s an old 
story, this advice to “know your product,” but it cannot 
be stressed too much. All too often, office machines 
salesmen—particularly young and inexperienced ones 
—feel that a superficial knowledge of the items they 
sell is sufficient. Or worse, they feel they really “know” 
their product, when in reality they have only scratched 
the surface so far as knowledge is concerned. 

Without adequate product knowledge, it is impossible 
accurately to determine why a given item might or 
might not appeal to a given customer. And if a sales- 
man cannot satisfactorily size up a customer’s buying 
motives, then that salesman won’t sell much. In fact, 
if he does sell anything, it will be an accident. 

ALL HE CAN ABOUT SALESMANSHIP: With some, 
salesmanship seems to come naturally. With others, 
it is something that must be learned. And virtually 
anybody can become a better salesman through study 
and practice. 

It is not within our scope here to go into the prin- 
ciples of salesmanship. Books have been written on 
the subject. However, it is important to point out 
that every salesman should know the fundamentals 
of his “art,” if he is to be a first-rater in his field. 

ALL HE CAN ABOUT PEOPLE: A salesman is only as 
good as his public relations methods. Everybody is 
familiar with the salesman who somehow regularly 
manages to insult or offend every client he has. Yet 
this poor unfortunate continues on and on with his 
unsatisfactory methods, simply because he doesn’t 
know people—what makes them tick, what they like, 
or what they dislike. 

The successful salesman must know how to get 
along with others. He has to know how to make other 
people like him. Everything else being equal, if two 
salesmen are competing for a single sale, the man 
who is liked is bound to win out over the one who 
is disliked. 

Once again, some people automatically seem to know 
how to get along with others. But with other people, 
the art of getting along is a technique that must be 
learned. 

Such knowledge can be secured by doing intensive 


By LESLIE LINCOLN 


Staff Correspondent 


study in the fields of public relations, applied psy- 
chology, personality development, applied salesman- 
ship, human behavior, and so forth. These bodies rep- 
resent “skills” which every salesman should have. It 
makes no difference how he acquires them—from text- 
books, college courses, the school of hard knocks, or 
in other ways. But get them he must. 


ALL HE CAN ABOUT HIS CUSTOMERS: In addition 
to knowing people in general, the salesman should 
know all possible about his individual customers. The 
more a salesman knows about a customer’s hobby, 
interests, abilities and occupation, the better he will 
be able to talk in the terms that customers under- 
stand. 

Moreover, if a salesman can talk about what a man 
is interested in, this indicates to the man that the 
salesman is really interested in him. And there is 
little so flattering in this life as to have someone 
genuinely interested in us. 

Many salesmen find it pays off to keep files of infor- 
mation about the likes and dislikes of their customers. 
Then, before a call is made on a specific customer, 
that customer’s file is taken out and given the once- 
over. This done, the salesman can make his call with 
the confidence that he really knows what makes this 
particular customer tick. 


ALL HE CAN ABOUT MAKING A GOOD APPEAR- 
ANCE: The impression a salesman makes as a result 
of his physical appearance has a world of importance. 
Hence, the man who sells should learn all he can 
about how to appear always neat and well dressed. 
In a sense, the salesman should dress in terms of 
what his potential customers consider “proper” for 
him. Thus, what one group of customer will consider 
“flashy,” another group will consider as quite correct, 
or even conservative. By and large, the office ma- 
chines salesman should, at least in a general way, 
be neatly, but rather conservatively dressed. 


These are things every office machines salesman 
should know. The knowledge an individual salesman 
needs in order to be top-notch in a specific job will 
vary with the individual case. However, if a salesman 
learns the basic things already pointed out, he will 
have gone a long way toward building the foundation 
for learning the specific requirements of his particu- 
lar selling job. 


REFLECTIVE PAUSES 
By D. MEAD 
Job hunters say they will consider anything. However, when it comes to 


a showdown, some of them will frown on anything less than a position that 
would make folks seek their autographs. 
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Fountain Pens 


The Road to Success With 















NOTE.—The City of New Orleans was without a 
single fountain pen repair station authorized by the 
major pen companies for the repair of their pens, 
pencils and desk sets. Henri Petetin, president of Henri 
Petetin, Inc., decided to give the people of New Orleans 
the proper type of fountain pen repair service. This 
was in the summer of 1946. After much correspond- 
ence, the services of Charles R. Jefferson (Dr. Jeff) 
were obtained for the promotion of the repair depart- 
ment, as well as the sales of pens. Mr. Jefferson 
dropped his real name and adopted the title of “Dr. 
Jeff—Your Pen Doctor.” This was played up in news- 
paper with teaser copy for two weeks prior to the 
opening of the new and larger Petetin store at 123 
Carondelet St. 





THE PETETIN PROGRAM FOR FOUNTAIN PEN SUCCESS.— 
Above, general view of the interior of the Henri Petetin, Inc., 
store in New Orleans, showing the prominent floor space 
devoted to the merchandising of writing instruments. Below, 
“Dr. Jeff’ and his two assistants carry on complete fountain 
pen repair service in one of the store’s display windows. 
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By “DR. JEFF” 


Pen Doctor for 
Henri Petetin, Inc. 
New Orleans, La. 





HENRI PETETIN 


President of 
Henri Petetin, Inc. 


“Dr. Jeff” was thought to be everything from a soft 
drink to a new candy bar. The campaign went over 
well in the country around New Orleans for about 200 
miles, as well as in New Orleans. Then came the big 
day, September 30, 1946. “Dr. Jeff,’ with two assist- 
ants, went into the display window, repairing pens and 
explaining the various steps in the repair and manu- 
facture of fountain pens, pencils and desk sets. The 
crowd was so large that the sidewalk was covered with 
people anxious to get a look at the strange operations 
that were being performed in the display window. Dr. 
Jeff explained all the steps over a public address sys- 
tem. The pens that were taken in for repair were so 
numerous that night work was needed to meet the 
onrush of business. 


EOPLE TELL US that they are happy that they 

can now have their pens repaired locally and it 
is a pleasure to write once again. As you know, it took 
many weeks before customers could get their pens 
back from the various manufacturers. We have found 
that the personal attention that we give the owners 
of fountain pens has proved itself in the following 
ways: 

1. They look to us as the one place where they can 
get service and advice with their pen troubles. 
They know that they can ask us about just the 
right ink to use in their pens, and we will advise 
them. That will, and does, increase our ink busi- 
ness. 

2. The same applies to pencils. 

All our repairs are taken in and delivered over the 
fountain pen department showcases. This is also done 
for two reasons. First, the power of suggestion has 
done wonders in the overall picture of our pen depart- 
ment. With each repaired pen or pencil, we suggest 
LEADS—INKS and ERASERS. We have been thanked 
over and over again for this suggestion, because so 
many of our customers wanted these items when they 
came in our store, but had forgotten them. Second, 
when a customer sees our display of fountain pens, 
pencils and desk sets, he remembers just where he 
saw them and returns to buy when a gift occasion 
arises. 

In order to keep our customers coming back, we feel 
that SERVICE is the way to do it. To provide this, 
we are giving, in most cases, 24 hours’ service on re- 
pairs. This eliminates the long delay in pen repairs 
and is one good way of advertising our repair depart- 
ment and pen department. We pride ourselves on the 
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fact that we are able to give this service. Not only 
do we give good repairs, but pen service as well. Cus- 
tomers who buy pens from us are given a compli- 
mentary service ticket, good for 30 days from purchase 
date. The reason for this special offering is that 
85 per cent of all pens sold are for gifts, and the 
buyer, normally, does not know just what kind of 
point to buy for the person who will receive the pen. 
Therefore, with this complimentary service ticket that 
person may return and receive the type point he or 
she wants. 

We carry the most complete stock of pens in the 
city, and can fit any style of writing. We also take 
pride in giving these little services to our customers. 
Having the largest pen department in New Orleans, 
there are times when we will have four clerks also our 
Thomas L. Kreiter, manager of. office supplies, and 
“Dr. Jeff” in the department in order to give prompt 
service to our customers. 

To further promote pens and repairs, we have the 
following advertising mediums in use today: 

A full minute is used on the screen of the neighbor- 


hood theatres, newspaper and window display. We 
find that this is paying off with the increased business 
that our pen department is doing every day. 

We place inks, leads and erasers at the head of our 
list of suggestions to our customers. We know that we 
must have these added sales to build our unit sale. It 
is very often that we will increase our unit sale from 
a $.75 repair sale to $1.25 and even $1.50 through the 
sale of these little items. 

To keep our repair department busy at all times, we 
have sought the dealer business, as well as our local 
traffic. In order to do this, we have gone into the field 
and contacted the dealers personally. By our return- 
ing their pen repairs to the mail the same day as re- 
ceived, they can give their customers service and in- 
crease their business through our repair service. In 
addition, we have made a special mail order drive to 
acquaint them with our service. We find that this is 
very important in order to keep our repair people busy 
at all times. 

We feel that SERVICE and COURTESY is our ROAD 
to SUCCESS. 


Selling Visible Records is Satisfying 





NE OF THE MOST satisfying developments in 
( selling, by stationers, can be in the visible record 
field. Although regarded as a specialty requiring 
trained salesmen, many stationers have found that 
most salesmen are capable of understanding the fea- 
tures and applications of visible record equipment well 
enough to sell sizeable installations. The salesman 
with an understanding of office and business routine 
can easily apply the advantages which visible record 
equipment offers, and will find his sales not only 
larger, but so interesting that each one will bring 
to light similar applications in many of his customer’s 
offices. 

The rewards will be great for the salesman who de- 
velops a consuming curiosity regarding the functions 
of every card index record he sees. No firm maintains 
such a record without having a specific use for the 
information posted upon the cards. In every case im- 
provement, resulting in a saving can be accomplished 
by converting the installation to visible record equip- 
ment, if for no other reason than to reduce the time 
spent in making entries and in reference. More often 
than not, the use of a signalling system can be devel- 
oped that will increase the efficiency of the file and 
not only save the time of executives but in addition 
uncover valuable data previously obtained only by 
laborious scanning of the cards themselves. 


The Cost Is Justified 


In comparison to other methods of filing cards, vis- 
ible record equipment is expensive. This is no secret 
and the customer should learn this fact early in the 
proceedings. Generally speaking, we have found that 
the cost is not as surprising to him as might be antic- 
ipated. Sales of this type of equipment have reached 
the point where all business men are aware of its 
wide use and their impressions are that it costs more 
and has advantages that justify its cost. Mentioning 
the cost early serves another purpose—it leaves no 
sizeable obstacle to overcome in closing the sale. 

During the war, the Armed Forces used large quan- 
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tities of visible record equipment for stock keeping 
and other purposes. Thousands of men became accus- 
tomed to it and learned its advantages. These men 
are back in business and in charge of stockrooms or are 
in jobs where visible record equipment will function. 
They are great allies of the salesman and willingly 
express their opinion regarding its advantages. 

Manufacturers furnish much in the way of sales 
helps aside from catalogues and price lists. Write-ups 
of sales made by other dealers are available and these 
point to sales to similar lines of business in every 
salesman’s territory. These write-ups should not be 
used as sales literature for distribution to prospects, 
but should be studied and presented as a suggestion 
to the selected accounts. 

Although a multitude of “stock” forms are available, 
most installations will require specially designed ones 
to fit the peculiarities of the customer, or to gratify 
the peculiar whim that each man’s business is “differ- 
ent.” This also works to the advantage of the alert 
salesman, for the prospect is practically sold when 
he begins to find reasons why the “stock” form is not 
suitable and begins to furnish data that can be used 
to design a form for his “own” use. After making the 
original sale, the repeat orders for special cards come 
easy and are very profitable. 

The uses for which visible record equipment is appli- 
cable are practically limitless. However, the largest 
are probably stock records, sales records, accounts 
receivable ledgers, and membership records for unions 
and clubs. Hospitals use it for indexing of cases by 
disease, banks for signature cards and safety deposit 
department records. 

Almost every business has one or more uses and 
becoming visible-minded they wonder why any other 
type of equipment should ever be suggested. 
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Self-explanatory Ring Binder Used as 


Handy Selling Tool 





ERCHANDISING ring binders for a dozen pur- 
poses is considerably simplified at S. G. Adams 
Company, St. Louis, Mo., through a novel pigeon-hole 
fixture set up midway in the store across the center. 


Formerly when a businessman asked for a specific 
type of ring binder for sales records, catalogs or ad- 
vertising references he was quite likely to be vague 
about its size and general description—with the result 
that the sales clerk had to hunt through the stock 
and take out several types before the appropriate 
model was found. Students, too, were likely to attempt 
a description of a particular type, and tie up time 
while they were shown three or four types. 

Now, however, every type of ring binder and requisite 
accessory is out where the customer can see it, handle 
it, and open it up to check the interior without per- 
sonal assistance of any kind. It is only necessary for 
salespeople to explain how separators and attachments 
are used, or to ring up the sale of the binder once the 
customer has selected it. 


Pigeonhole Case Fills the Bill 


The fixture responsible is a pigeonho.e case built 
along the top of an ordinary 12-foot glass counter 
case. It is divided into sections such as legal binders, 
office records, salesmen’s models, students’ and gen- 
eral binders, and then into various sizes of each. 
Each section is of a different size, varying from 8 x 4x 4 
inch cubbyholes to large 6 x 18 x 6 inch sections. 
Each partition’s contents are identified by white let- 
ters on black plastic sign strips permanently affixed 
over them, which are easily read from 20 feet away. 

The first section on the left end of the fixture con- 
tains memo ring books of quarter-inch, half-inch and 
one-inch capacities, ranging through flexible covers 
to stiff price-book types handy for pocket carrying. 
About a dozen styles are regularly shown, all individ- 
ually price marked for handy purchasing. 

In the next pigeon hole appears cheaper varieties 
of regular grades of ring books for school and occa- 
sional use, all 11 x 8 inch paper size, with half-inch 
content capacity. Popular with students, this section 
appeals to economy minded buyers, who still want a 
book permanent enough to withstand much use 
through the school term. 


Variety of Binders Shown 


The next sign identifies a partition containing flex- 
ible-cover leather-ring binders, in one-half and one- 
inch capacities, in better price brackets, for both stu- 
dents and offices. At its right is a display of stiff-cover 
one-half and one-inch ring binder models, in cloth 
and leather. “Large ring binders, one-half to one inch,” 
reads the next sign, over a group of double size bind- 
ers suitable for tab indexes and photographs. The 
next section is composed of more large ring binders 
from one-inch to two-inch capacity, in stiff and flex- 
ible cover styles. For medical and law students, the 
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following partition features binders of all sizes, versa- 
tile enough for many uses, and containing fillers up 
to two inches. 

For specialty purposes, one section is devoted to end 
opening binders much in demand by sales organiza- 
tions, in stiff-cover types, and another to zipper ring 
binders for professional men, carrying two samples. 
During the war, this type of binder was difficult to 
obtain, but the store nevertheless managed to meet 
the needs of most of its customers. 


The last two sections, identified by signs, are two- 
inch flexible folders, and Accopress ring binders with 
brief cases winding up the right end of the display. 
Designed to cover the entire ring binder field, there 
are but few types manufactured which the customer 
cannot swiftly pick out from this huge mass display. 


Other Accessories Displayed 


S. G. Adams has gone farther in this “self-selection” 
theory on the broad flat shelf area which separates 
the pigeonhole case from the aisle. Keyed directly 
with the ring binders behind, the shelf shows loose 
leaf catalogue sheets, sample memo sheets of all sizes, 
regular ruled sheets for school use, samples of regu- 
lar ruled sheets with tab indexes, and samples of 
standard ring binder indexes for salesmen’s and ref- 
erence work use. In front of the flexible ring binder 
display is a group of samples of special indexed sheets, 
sample celluloid envelopes for all types of ring binders, 
and large Accopress guides and sheets. The last sec- 
tions are for loose leaf catalogues, handy forms, and 
reinforcements with use of a paper punch. 


“We utilize the sample and binder displays to quickly 
set up a system for the customer,” it was pointed out, 
“in such a way that he can grasp it swiftly. Many 
customers who normally want only a binder and 
standard ruled sheets can be sold tab indexes with 
a simple demonstration and explanation to help; while 
businessmen and salesmen trying to make their work 
more simple can usually be interested in celluloid en- 
velopes, dividers and index equipment. Very few sales 
now consist of the ring binder alone—because the 
sheets and appurtenances are right there to place in 
the customer’s hands and explain.” 

In the glass case beneath this handy display are 
file cards, paper punches, blank index cards, dividers, 
extra rings, and many accessories which fit into vari- 
ous ring binder usages. “Making it easy to buy in 
this way not only saves both parties time, but has 
increased sales tremendously,” it was summed up. 
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PEN POSTING ON A 


VISIBLE RECORD BINDER SHEET 





(Illustration by Courtesy of the National Blank Book Company) 


Visible Records Earn Profits and 


Win Customers 


(Extracts from an address delivered before 
a meeting of the Philadelphia Stationers 
Association held earlier this year.) 





HE STATIONER and office supply salesman is be- 

coming an important factor in systems selling. The 
dread word “system” of the past is now being accepted 
as a matter of course and intelligently handled by the 
stationery supply salesman to the satisfaction of the 
customer with increased income to the salesman. 


What is a “system”? What is it about the word 
“system” that terrifies the new and even the experi- 
enced salesman in our field. One of Webster’s defini- 
tions says “system” is “a definite or set plan of order- 
ing, operating, or proceeding.” I think we can boil 
this down still further as a simplified and time-saving 
method of keeping a record. Now there is nothing 
complicated about that. You and I, as system sales- 
men, have come to learn that our prospect, in ex- 
plaining his problem or discussing with us what he is 
doing at the present time, is really the instructor and 
tells us more about systems selling in most cases than 
we do him. Our problem then becomes one of suggest- 
ing the right type of equipment and, if the system 
requires a specialized form, of helping to design this 
record to fit in the standard housings we have avail- 
able. Constant contact builds up our knowledge which 
helps us in future contacts, giving us confidence and 
the satisfaction that we are truly systems men. 

Naturally there are different types of systems for 
various phases of a business, such as: 
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1. Accounting systems for records of daily transac- 

tions. 

2. Procedure systems for order flow and office rou- 

tines. 

We are primarily concerned this evening with record 
systems requiring the housing of cards in quantities, 
usually confined to ledger, stock control, purchase, 
sales, personnel, collection and follow-up records, and 
many others we are all familiar with. The progressive 
system-minded dealers and their salesmen know today 
that many of these systems are best solved by using 
some type of visible record. 


Developed After Last War 


Visible record housing is not new but did not come 
into extensive use commercially until after the end 
of World War I. Government agencies during that 
period used a considerable amount of visible record 
equipment which was mostly of the cabinet style, 
housing cards in overlapping pockets, such as Kardex, 
or two cards attached to metal hangers, such as Acme. 

Most of you know the growth of this style of equip- 
ment with the many types on the market today. For 
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the most part at the beginning visible card systems 
were sold by manufacturers’ specialty salesmen and 
there is no question but what these first system sales- 
men did a fine job of pioneering. It became evident 
to the manufacturers of visible equipment, however, 
that the stationer and other firms dealing in special- 
ized equipment were excellent outlets for visible equip- 
ment. So as early as 1922 and 1923 visible card cabinets 
were offered to dealers for resale. 

About the time cabinet type of equipment was com- 
ing into its own a new style of visible equipment was 
beginning to make its appearance. This type was the 
prong shift binder known in the early days as “Flex- 
ite” or “VRE” equipment. This equipment had the 
advantages of visible cabinet housing and was sold in 
competition as a space-saving and more economical 
type of system. Gradually other types of visible 
binders appeared on the market and became available 
to the dealer. Our own company introduced the post 
visible and later the prong shift style. There were 
many others. Loose leaf manufacturers introduced 
portable types of visible binders for the smaller in- 
stallations or for large installations, breaking down 
the records into more units for more operators during 
peak periods. 

The office supply organizations throughout the coun- 
try have done an excellent job with loose leaf visible. 
Today, visible binders are accepted as standard equip- 
ment by consumers and many installations purchased 
over the counter in outfit form. No one job has ever 
been more successfully handled by the stationer than 
the thousands upon thousands of employee earnings 
and personal records sold throughout the country in 
visible binder housing when, in 1937, the Social Secur- 
ity law came into effect. Many of these original instal- 
lations are still being used every day with new ones 
being added as the hundreds of new businesses open 
their doors every day in the year. The Social Security 
law has done much to reveal the advantages of visible 
housing and many of us can sight installations of 
different records which were responsible and a direct 
result from our original employee earnings record set 
up in an organization’s pay roll department. 


Develop New Visible Product 


During the latter part of the 1930’s another type of 
visible was beginning to find its place in the field. 
This system consisted of a tray with a series of rails 
at the bottom which allowed the cards to be offset 
from right to left, securing the exposure of a vertical 
column. Previous styles of visible equipment intro- 
duced through overlapping pockets or sheets exposed 
the indexing information plus charting and signaling 
data. This new type, by the use of diagonal corners 
at the top of the record card and the offsetting of the 
form, exposed not only the indexing and charting in- 
formation but an actual column, usually the balance. 
This produced a self-signaling or charting graph pic- 
ture with instant reference to the card without re- 
moving it from the file or lifting other cards or sheets 
out of the way. 

The cards were readily removed from the unit for 
posting and easily replaced in the file, giving this type 
of housing another advantage, especially for book- 
keeping machine or typewriter posting. 

Here again we had a thoroughly new type of visible 
equipment, known as vertical visible, doing a wartime 
job, this time in World War II. The element of speed 
in reference is always important during an emergency. 
Personnel records had to be set up and charted and 


22 





coded for instant reference classification. The ver- 
tical visible column was ideal for this information. 
Production and stock control records automatically 
exposed shipment information and stock available. 
Records requiring large card sizes were easily adapted 
to veritcal visible. 


Advantages Are Outlined 


In reference to the “system” part we should spend 
more time to find out what vertical visible will actually 
do for your prospect. In other words, what are the 
advantages of vertical visible? 

1. National vertical visible has three visible margins. 

(a) Horizontal for signaling. 
(b) Diagonal for indexing. 
(c) Vertical column for exposing data. 

2. It visualizes actual entries to the card in trans- 
action order without removal of the card from 
the unit or lifting other cards out of the way. 

3. Cards are automatically in analysis order for com- 
parison purposes. The customer obtains a graph 
picture similar in every respect to the shingling 
of sheets on pegboard or in visible binders. This 
is especially adaptable for use in sales by terri- 
tories or monthly comparison records. 

4. The card is easily removed for posting and easily 
returned to the tray. This is especially advan- 
tageous for machine posting. 

5. The prospect has a wide choice of card sizes and 
need not confine his record cards to a pre-deter- 
mined size. 

6. The system will work equally well for machine 
posting or hand posting. Typewritten or machine 
bookkeeping entries are easily made on the cards. 


Vertical Visible for Machine Posted Records 


One of the leading manufacturers of bookkeeping 
machines in a survey found it requires in many in- 
stances but two seconds to make an actual posting to 
the machine as against 12 seconds wasted in thumb- 
ing and locating the proper record card for posting. 
In a vertical visible card system the problem of locat- 
ing the card is overcome. Record cards are easily 
removed, inserted into the bookkeeping machine, and 
then dropped back into the regular position. 

The tray remains open and the place ready for the 
return of the card. The “bleed” line automatically 
signals where the card is out of file and speeds up 
refiling. 


Vertical Visible for Hand-Posted Records 


This equipment is just as advantageously used for 
hand posting. Up to 3,000 or more cards are within 
reach for active posting. The card is readily removed, 
posted on the desk and returned to the file. For refer- 
ence purposes there is no lifting of binders or pulling 
out of drawers for handling of cards. The card auto- 
matically exposes the last column, usually the balance 
or summary information, which is generally the in- 
formation required. 

Vertical visible does not replace any visible system 
now on the market. It offers the additional advantage 
of exposing more data and ease in locating and han- 
dling the cards. The system to be installed must be 
analyzed and determined as to which type of visible 
is best suited to give the most results. In machine 
posting it has the additional advantage of easy re- 
moval of the cards. In hand posting you have the 
advantage of easy reference and less handling to ob- 
tain reference information. 
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Remodeling and Improving 


the Stationery Store 








EFORE WE CAN ORDER new fixtures and equip- 

ment, it is necessary to use our pencil and paper 
many long hours in order to insure the most efficient 
job. Every store, whether it is a grocery, drug or a 
stationery store starts with a building of some type, 
usually rectangular in shape. Now, this could be either 
rented month to month without any definite lease or 
we might have a long-term lease. Of course, the pre- 
ferred plan would be to own your own building. 

This matter of satisfactory lease or ownership is 
very important in making plans for our modernization 
program. It would be most unwise to consider pur- 
chasing nice, modern expensive fixtures for a building 
neither owned nor satisfactorily leased. There 
are certain preliminary items of improvement it is 
necessary to consider, such as exterior and interior 
decorating and some type of modern floor covering. 
It might be well to first consider the exterior since 
this is the first thing that greets a prospective cus- 
tomer. Some type of treatment should be utilized that 
will allow for display windows so arranged that the 
interior view of your store is visible to foot traffic. 
Personally, I would prefer no display windows what- 
soever if it would be necessary to construct these at 
the. expense of removing entirely or even minimizing 
the over-all interior view of the store from the win- 
dow-shoppers or passers-by viewpoint. 


Make Entire Store A Display 


The modern theme in display is to make your entire 
store a show window. Much assistance in planning 
a modern store front is available without charge from 
several of the large structural glass concerns who. spe- 
cialize in work of this type. Full information and 
suggestions can be secured and it is well worth the 
time to consult with them on this point. I hope you 
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(Address before meeting 
of NSA _ District No. 4, 
held at Savannah, Ga.) 


will pardon me, if from time to time, I refer to my 
store modernization program which was started over 
two and one-half years ago. At that time it was im- 
possible to secure the necessary structural glass to 
build a modern store front and it was necessary to 
get by with an ordinary type of front, using a small 
quantity of glass blocks for trim around the outer 
base of the windows and around the door. Well, so 
much for the front. The next thing to consider is 
interior decorating and this should be of a shade that 
will not detract from the merchandise you hope to 
sell. You should use some neutral shade that will 
tend to give your store a light, cheerful appearance. 

The floor is next on the list and that is also some- 
thing you should give much thoughtful consideration 
In our store remodeling, we probably had the same 
type of oid floor found in the average business building 
—that is a wood floor splintered here and there and 
the only way to make it look decent was to cover it 
entirely with some of the modern floor coverings avail- 

(Turn to page 200, please) 


DESIGNED FOR ACCESSIBILITY.— 
Shelving of reasonable height and 
open-top display cases with glass 
dividers assure easy access to all mer- 
chandise. Note asphalt tile floor and 
strategically-placed fluorescent lights. 
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Meet Wood Furniture’s New Salesmen: 


Research and Technology 





LL DURING THE WAR we were told about the 
wondrous world of the future. We lived in hopes 
and looked forward to the days when those of us who 
were overseas would be back home again; when we 
could have new automobiles, and gasoline with which 
to run them; when the availability of food and cloth- 
ing would be on a par with the standard of living to 
which our great political and economic systems had 
accustomed us. We were looking forward to the days 
when desks, and chairs, and filing systems would be 
available. Here we are now, nearly two years after the 
war, and very few, if any, of the things that we had 
hoped for are actually physically present. However, to 
lift the Chinese proverb out of a recent issue in The 
Reader’s Digest, “It is later than you think.” The avail- 
ability of new things in many lines is just around the 
corner. Undoubtedly all of the speakers who appear 
on your program will have something to say on this 
score. Perhaps no other industry with which all of us 
are associated stands to benefit more greatly from the 
wartime and current developments of research lab- 
oratories than wood office furniture. Going from the 
universal to the particular, from the laboratory to the 
factory, many of the more progressive wood office fur- 
niture manufacturers are beyond the drafting table 
stage in new development. Designs have been ap- 
proved; equipment is on order. 
The warmth, friendliness, beauty, style and charac- 
ter, durability, strength and rigidity of wood are 
peculiarly adaptable to engineering techniques. 


New Finishes Developed 


It has long been known that a sheet of metal that 
has a high coefficient of heat conductivity like alumi- 
num, but 2/1000 of an inch in thickness, placed be- 
tween a furniture core and the face veneer, would 
conduct away the heat of a burning cigarette so that 
no damage would result to the wood surface. Actually 
applying this knowledge met with difficulty because 
the heat required in the bonding process left the 
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By HOWARD W. GUNLOCKE 
W. H. Gunlocke Chair Co. 
Wayland, N.Y. 


aluminum in a heat-expanded condition. Research 
and technology have removed the necessity for using 
heat in this process. A new process employs a newly 
developed glueing technique. Cold adhesives now 
attach the aluminum to the core and the face veneer. 
Not only does this eliminate the expansion but also 
removes the necessity for expensive and hard-to-get 
hot plate presses. The cost of application will be con- 
siderably less. New varnishes have been developed to 
withstand the severe conditions caused by burning 
cigarettes, water and alcohol stains. 

Studies in core construction of desk tops have re- 
sulted in the development of a fabricated honeycomb 
base for surface veneers, which greatly reduces weight, 
amount of material required and the cost of assembly. 

Wood becomes super-wood by being impregnated 
with a resin, or resin-forming material, and pressed. 
This is compregnated wood, or “compreg.” Usually it 
is laminated. It may be compressed to a half or third 
of the original thickness. Improvements have been 
made on the old German process so that the wood 
so produced will not continue to shrink and swell. 
Expansion and contraction is eliminated. Desk draw- 
ers will work quietly and with ease. By this chemical 
process the wood’s structural cells are filled with resin- 
forming urea materials. It becomes a relatively 


OFFICE APPLIANCES, August, 1947 
















KE 


rch 
sing 
wly 
now 
eer. 
also 
-get 
on- 
| to 
ing 


mb 
tht, 
bly. 
ted 
sed. 
y it 
ird 
een. 
90d 
ell. 


cal 
in- 
ely 








stable thermo-setting plastic which imparts hardness 
to the wood as well as making it resistant to shrinkage 
and swelling. Thus, contact points of desks and chairs, 
center legs, knee-space drawer fronts and base legs of 
chairs become dent-proof. The material used in this 
process, called “Arboneeld,” is colorless. However, the 
simple addition of dyes to the treating solution pro- 
duces completely colored wood of any hue or shade. 
Just think for a moment of the possibilities that lie 
ahead of us in this Selling field alone, today and in 
the future, when the use of color in offices will play 
such an important part, not only in attractiveness, 
but in the efficiency and morale of office workers. Even 
today, only a slight bleaching process produces an 
American walnut color that has an index of light re- 
flection of 25 per cent. This, the lighting technicians 
tell us, produces the most efficient and restful reflec- 
tion for office work. 

Color without tone, without depth, without design, 
is uninteresting, flat, uninviting. It requires a nat- 
ural vehicle. Pencil-grain oak and rich walnut supply 
the natural background. 


New Wood Techniques Applied 


New glues and improved technique have made it pos- 
sible to build wood members of almost any size and 
shape. Urea-treated wood for steam-bending opens 
new doors to a wider use of continuous steam-bent 
chair members, eliminating joints and providing addi- 
tional strength, lending itself to streamlined designs. 

Even at the present time, by use of hydraulic press- 
ure of 13,000 pounds, we are compressing the inner 
radii of steam-bent parts, and as a result are incor- 
porating 90-degree bends into our chairs. 

Rapid progress is being made in upholstery tech- 
niques. Neither plush-seat day coach hardness nor 
feather-like softness will result. Rather a combina- 
tion of the two, a combination of springs and rubber 
in many of our recently introduced designs, is pro- 
viding sitting comfort that is firm for support, soft 
to the touch. 

Recently we’ve heard much of new upholstery cover- 
ing materials. Plastics invade this field and produce 
coverings of the greatest flexibility. This extends to 
genuine leather. New tanning and finishing develop- 
ments are about to come from the laboratory that will 
increase the pliability and softness of the most natural, 
time-tested, and popular of all coverings. After all, 
regardless of the material out of which the chair 
frame is made, metal, wood or wood-plastic, the life 
of the furniture is limited more than anything else 
by the life of the covering. Nothing takes the place of 
leather. 

Gluing Now Done Speedily 


Perhaps the most revolutionary new development 
and certainly the closest at hand application-wise is 
high-frequency gluing, or wood-welding as it might 
be called. Gluing of desk tops and panels, chair seats, 
and other parts that formerly took hours is rapidly 
becoming an operation of minutes or even a few sec- 
onds. The stock is assembled, the glue applied, elec- 
trodes are attached, the electricity is turned on, and 
the gluing is completed. The glued-up stock can go 
to the planing or other process immediately. Unheard- 
of production schedules are realized. The resulting 
glue joint is stronger than the material itself. Savings 
in time, savings in space, increased production, greater 
efficiency mean lower consumer costs. These radio 
frequency, dielectric heaters are being produced today, 
and many of us are currently installing them or have 
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them on order. The units range in sizes that would 
be suitable for the largest desk manufacturer, or for 
your own small patch-and-repair jobs in your service 
department. Small spot-welding units such-as you 
would use, are currently available. They cost $395.00, 
f.o.b. San Diego, with delivery in seven weeks. 

The story of human progress has been divided into 
cycles—the Stone Age, the Bronze Age, the Iron Age. 
Through chemical research and technology, we are 
entering upon an Age of Cellulose and Lignin. Many 
of the compregnated woods and similar products may 
well be classified as “plastic.” We commonly think of 
plastic as something ultra-modern. It is but naturally 
fitting that the source from which these are derived is 
about to become a material to which they will return 
to enhance in beauty and utility our twentieth century 
office furniture. The line where wood stops being 
wood and becomes a plastic is very finely drawn. It 
will become finer with each succeeding month. “It is 
later than you think.” 

While this new age is just dawning, some of the 
results of our industry’s research and technology will 
be felt within months or weeks. Now is the time for 
all of us to get ready to receive these results. 


People usually become more receptive to anticipated 
arrivals if it is pointed out how they will benefit from 
these new salesmen that our industry has employed. 
Such things as quality, service, costs, profits are of 
the essence of business—the business of all of us. 


What This Means to Industry 


Let us translate everything we have just said into 
concrete terms of benefits to yourselves, and through 
you, to your customers. After all, in your own commu- 
nities you are the purchasing agents for the users of 
office furniture. Because of this, what benefits your 
customers benefit you. Research and technology, as 
applied to the design, production and merchandising 
of wood office furniture, will raise the status of your 
business activity to that of one of the important pro- 
fessions in the business world. From almost any one 
of your present wood furniture manufacturers, you 
will receive, just as soon as it is physically possible 
for them to turn themselves around, office furniture, 
desks, chairs and complementary accessories, the likes 
of which have never been seen in this industry. I 
am not talking about gadget-equipped novelty fur- 
niture, but standard, practical, utilitarian pieces of 
equipment—tools designed and engineered to perform 
efficiently and to lessen the burden of both clerical 
and executive office work. 

The method of operation for which the industry is 
now converting, and note that I say “converting” in- 
stead of “reconverting,’ because the program is a 
complete face-lifting job, will result in better quality 
and a greater uniformity of quality. While many of 
the things about which we have spoken this afternoon 
might, at first blush, appear to be largely for the 
benefit of easier shop practice and factory convenience, 
these benefits are not at all confined to that. Just as 
what benefits your customers benefits you, so, too, what 
benefits your factories also accrues to you, not only 
by giving you office furniture with which you can do 
a creative merchandising job, but in service. The hun- 
dreds of thousands, yes, millions of board feet of lum- 
ber that some of us have, and the thousand-and-one 
other items of material and supplies that represent 
huge investments in inventory, will by the processes 
developed by research and technology, enable us to 

(Turn to page 195, please) 
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Metal Office Equipment Age 





J EITHER DEALER nor manufacturer can be pros- 
i perous for any length of time unless the other is 
equally successful. You have heard it said, and it is 
true, that the consumer, the dealer, and the manu- 
facturer form a triangle. What is best for the con- 
sumer is best for the dealer, and what is best for the 
dealer is best for the manufacturer. 

Right now we should be especially co-operative and 
understanding. Dealers are selling more goods than 
they would have thought possible back in 1938 and 
1939. The factories are producing to capacity. There 
is not enough goods to satisfy the demand. Dealers 
are crying for more and more, and manufacturers are 
straining at the traces to produce more. During the 
sellers’ market which has existed since hostilities 
ceased and which we have with us at this time, the 
demand for metal office equipment has been unprece- 
dented. These demands could not be taken care of 
by our reconverted factories, and production facilities 
could not be expanded due to shortage of building 
materials and plant equipment. 


This Is a Time for Patience 


Under such trying conditions let us be patient and 
sympathetic rather than critical. There will be enough 
business left for all, even though we now and then 
lose an order or have an order canceled. Let’s de- 
velop a spirit of live and let live instead of getting 
all we can while the getting is good, and “to hell with 
everybody else.” 

As a starting point for a discussion of my specific 
subject let us begin with the office. Our profits and 
the justification of our business existence depends on 
satisfying office needs. 

The office is the place where a company’s activities 
are planned, co-ordinated, and directed. The work 
of the office consists of gathering, classifying, and 
preserving records and information of all sorts. In 
the office, also, this information must be analyzed and 
utilized for laying out the policies of the company, 
and for preparing the orders and instructions neces- 
sary to put these policies into operation. When we 
consider the amount of work involved in performing 
all these functions, it is not difficult to understand 
why there are millions of clerical workers producing 
tens of millions of records. 

Office workers are constantly busy corresponding, 
computing, recording, and interviewing, deciding what 
is to be done, and scheduling when, where, and by 
whom each operation is to be performed. Such work 
must be done in order and on time. The necessary 
order and precision cannot be attained without suit- 
able office appliances and equipment placed in proper 
arrangement, work which can be done only by expert 
office workers fully trained in system, methods, and 
routine. 

For years little serious thought was given to the 
means of doing office work. Equipment was purchased 
with but small consideration of the purpose to be 
served and was arranged in the office with but slight 
regard to convenience and appearance. Recently, 
however, the tendency has been toward greater care 
for such details. Management is learning that if every 
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means of office work is carefully fitted to the system 
and methods to be employed, waste is reduced and 
production increased. 

Office equipment—or office furniture, if you prefer 
—constitutes the first means of doing office work. 
Because of the phenomenal growth of business, the 
use of office equipment has greatly increased during 
the past 40 years. With this increase have come im- 
provements in design, finish, and utility. Probably 
the most outstanding change that has taken place is 
the use of metal in the production of chairs, desks, 
filing cabinets, and so forth. 

Now let us consider metal office equipment from the 
standpoints of the products, markets, and sales. 


PRODUCTS 


The production of stock metal office equipment is 
a comparatively new industry. It is a twentieth cen- 
tury enterprise in every sense of the word. 

The first reason for the growth of this industry is 
the material used. Metal has certain qualities that 
are especially desirable in office equipment. Metal 
has strength, rigidity, and durability. It is resistant 
to wear and abuse. It can be fashioned into products 
of attractive design and beautiful finish. In short, at 
a low maintenance cost it offers greater comfort and 
greater utility. 

The second reason for the increased popularity of 
metal office equipment is the promotional work that has 
been done by both dealers and manufacturers. -. They 
have cultivated consumer interest through advertising 
and sales development work. They have made exten- 
sive studies of office layouts and of the training of 
office workers. And they have made valuable recom- 
mendations of improved office methods and systems. 

A third, and obvious, reason for the expanded use 
of metal office equipment is the increase in the num- 
ber of office workers. For example, in 1870 there were 
154 typists in the United States, whereas by 1940 the 
number had grown to about 1,150,000. 

Stock metal office equipment is at present produced 
by approximately 35 manufacturers. Some of these 
produce broad lines, which makes it possible for deal- 
ers to outfit an office completely; others produce short 
lines which makes it necessary for dealers to depend 
on more than one supplier to accomplish the same 
results. The industry has grown from nothing to a 
business of the first rank in less than a half century. 
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It is now one of the largest fabricators of sheet metal 
in the country. 

The prospects are all for even greater expansion of 
this business in the future. We see evidence every 
hour of the day of the trend toward metal in the 
production of civilian and industrial goods. House- 
hold and business appliances, transportation equip- 
ment, agricultural implements, and automobiles and 
trucks are only a few of the obvious uses of metal that 
we see around us. 

World War II made the public intensely metal-con- 
scious. Eleven million service men and women fought 
and worked with equipment and implements made of 
metal. Some 40 million other men and women worked 
with metal in our war production plants. It is impos- 
sible for 50 million people to be associated with metal 
products for over four years without developing a 
consciousness that will be reflected in their every-day 
pursuits. They will buy products made of metal for 
their own use because they realize the superiority of 
metal. 

MARKETS 


We know in a general way that the market for metal 
office equipment is large, but this knowledge is often 
too vague to use in making plans to develop specific 
markets. For instance, it does not answer these very 
vital questions: 

Approximately how much should a market produce 
annually? 

How much business should an individual dealer do 
in the same period? 

How many salesmen should an individual dealer 
have in order to produce a certain volume? 

How much inventory should he carry? 

What should he do in the way of advertising his 
service? 

I do not propose to answer these questions, but I can 
give you a unit of measurement, or a market yard- 
stick—the office worker. 

Everything you sell is used by office workers. Re- 
member this—if there were no office workers there 
would be no office outfitters. By the same token, if the 
number of office workers were one-fourth or one-half 
less than it is, you would be doing 25 per cent or 50 
per cent less business. The number of office workers 
increased from 81,000 in 1870 to 4,000,000 in 1940. There 
are more workers employed in offices than in any other 
gainful pursuit except agriculture. 


Survey Reveals Market Data 


After many careful surveys, certain impartial statist- 
ical agencies have determined the average number of 
pieces of equipment in use per 100 office workers. Some 
of these findings are: 150 chairs, 76.9 desks, 28.6 tables, 
150 filing cabinets, and ten bookcases. Knowing these 
figures, you have only to find the number of office 
workers in your community and you can estimate very 
closely the amount of equipment the territory should 
use. 

One of the largest markets for office equipment is 
the replacement of the chairs, desks, and filing cabi- 
nets already in use. 

Equipment should always be replaced when it be- 
comes obsolete. It is obsolete as soon as it becomes 
so worn that it does not perform the functions for 
which it was purchased, or whenever there is a new 
piece of equipment that will do a better job. The rate 
of obsolescence of office equipment is so great that it 
has been estimated that since 1900 there has been one 
complete replacement of desks, chairs, and filing cabi- 
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nets on an average of every 13% years. The manufac- 
turers of typewriters have estimated that 70 per 
cent of all new machines purchased are bought “for 
replacement purposes. Before the war, close te 90 per 
cent of all new automobiles bought were purchased to 
replace old cars. We recently conducted a survey 
among our branches and several of our key dealers 
for the purpose of ascertaining what percentage of 
their pre-war sales of office furniture was used for 
replacement purposes. The replies received varied from 
ten to 75 per cent. 

Even this rapid replacement, however, has been in- 
adequate, for before the present war it was conserva- 
tively estimated that two-thirds of all equipment then 
in use was obsolete. This proportion is undoubtedly 
higher today than it was at that time, for since we 
became engaged in the war effort few replacements 
have been made, and repairs have been reduced to the 
very minimum. Considering the normal high rate of 
replacements, together with the unusual wartime wear 
and tear, it seems that the prospects are bright for 
an exceptionally favorably replacement market. 

The curve of office equipment sales has followed the 
curve of general business for almost 40 years. When 
the general curve goes up or down, the office furniture 
curve moves with it. General business is now at an 
all-time high. With full employment and production 
we are not making enough goods to satisfy the de- 
mand. Moreover, new businesses are being organized 
so rapidly that it is estimated 300,000 new firms will 
open for business this year. 

Under the circumstances, the only conclusion we can 
reach is that the need for office equipment for new 
offices will be unprecedented. This market, plus the 
large replacement, should tax the capacity of all fac- 
tories and the selling efforts of the dealer field for 
years to come. 

SALES 

Since our market for metal office equipment is the 
largest in history, the next question is, “What are we 
going to do with it?” There can be only one answer 
to this question: Cultivate it by intensive selling and 
perfect service. 


Metal office furniture moves from the factories of 
the manufacturers to the stores of the dealers, and 
from the stores of the dealers to the offices, where it 
is to be used by the workers. If there were no office 
workers, there would be no stores like yours and no 
factories like ours. Since your annual volume of metal 
office furniture sales will be so many dollars per 
office worker, multiply that figure by the number of 
office workers and you will know the minimum volume 
you should produce per year. You depend-on your 
market for your sales and your profit. How you develop 
your market is largely up to you. 


The basic rule for developing a market is to “or- 
ganize.” How organize? I can make a few sug- 
gestions. You should build an organization that will 
give you adequate market coverage. Next you should 
adopt a sales training plan, but the salesmen, even 
after being trained, must be supervised by you. You 
should sell one line only and high-quality products 
only. You should use the advertising supplied by the 
companies you represent and set up separate displays 
of metal equipment. Remember that your supplier 
gives you good products and that he co-operates with 
you in cultivating consumer interest. Above all, study 
your market for new prospects, for the needs of old 
customers, and for obsolete equipment. After all, it is 
your market, and your salvation depends on how well 
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you know it and how carefully you work it. 

The successful execution of these suggestions de- 
pends on three factors—management, policies, and 
selling. 

MANAGEMENT 


All authority is vested in management. The success 
of a business is in direct ratio to the ability of those 
who manage. A successful manager will give careful 
supervision to his selling and his service. He must 
know who is and who is not a customer. He can 
keep informed about his customers by studying his 
accounts receivable to see who is and who is not 
buying. It is also well to adopt a system of reports 
on lost orders and new prospects, particularly the large 
ones. With such information he can lay plans for 
winning new customers and regaining lost ones. And 
last, but not least, the manager should always keep 
informed on the buying power of his market. 


POLICIES 


A very important part of a manager’s responsibility 
is to formulate policies which are absolutely essential 
to the success of any business. Leading dealers in our 
field have found it necessary to formulate a definite 
policy on prices and to require their organizations 
to adhere to it. Some other fields in which definite 
policies are usually established are buying, cred- 
its, and collections. Unequal treatment in the last two 
can result in many lost customers. Of course, expenses 
must always be watched carefully and definite expense 
policies are usually adopted. 

The manager who performs all these functions has 
gone a long way toward making his business a success. 
SELLING 

The actual selling depends largely on the men em- 
ployed to do it. I know that since the war the major- 
ity of dealers have been faced with the problem of 
rebuilding their sales organizations, and I hope this 
has been done on a predetermined basis rather than 
on a hit-or-miss plan. Selecting men with good back- 
grounds, even though they have had no experience, is 
more desirable than picking up any Tom, Dick, or 
Harry who comes along. The latter practice was one 
of our pre-war mistakes. Building a sales organiza- 
tion takes time. We should not rush. It is better to 
have no salesmen at all than to have men stumbling 
and stuttering in and out of offices. 

I cannot give you a formula for picking good sales- 
men. All that I can do is to emphasize the importance 
of a well-trained organization large enough to cover 
your market. Of special importance is the need of 
at least one man who knows every aspect of metal 
office equipment and how to Sell it. 

As to the management of the sales force, I will offer 
you only a few suggestions. Conduct sales meetings at 
least every two weeks, and at these meetings make use 
of the sales manuals and other literature supplied by 
manufacturers. Also encourage your salesmen to study 
such manuals outside of business hours. Divide your 
market into territories as far as possible. Keep simple 
but informative sales records. Another worth-while 
point is to know your salesmen’s customers and have 
customers of your own. 

By carrying out these suggestions and other plans 
that may occur to you it will be possible in a short 
while to make excellent salesmen out of the inexperi- 
enced material that is now available. 


In closing, I feel that I should say something about 
the atmosphere that surrounds general business at the 
present time. Since our return to peacetime pursuits 


28 





there has been some confusion caused by the surge of 
buying and the talk of “boom or bust.” This is in line 
with the natural course of events. 

Every major crisis through which civilization passes 
is followed by permanent changes in the economic 
structure. War invariably speeds the action and widens 
the scope of changes more than other economic, social, 
and political upheavals. World War II seems to have 
made an all-time record in this respect. 

Change is inevitable but it is reluctantly accepted 
by man. We are chronically opposed to anything that 
interferes with the pattern of our business and per- 
sonal life. Some businessmen are today acting on the 
assumption that economy will adjust itself to condi- 
tions that prevailed before the war. It is difficult for 
them to believe that the present high level of business 
is anything more than temporary. To them, pre-war 
conditions are considered as normal conditions. 

There is not a man in this room who wants to go 
back to a pre-war business situation. In fact, I shall 
be so bold as to say that if you were told that you 
must be satisfied with the volume of business you did 
in 1938 and 1939, there would be a shout of protest 
that could be heard beyond the city limits. We don’t 
want to go back to our old way of life, but at the 
same time we are reluctant to adjust ourselves to that 
which is new or different. These are natural reactions. 


THE FUTURE 


There are many factors that preclude the possibility 
of our ever returning to the situation we knew before 
the war. These are new and strange and it will take 
time to become adjusted to them. Some of these 
factors affect our economic, political, and social struc- 
ture. The most prominent are the following: 

1. Our country has accepted a leading role in iron- 
ing out the affairs of a distressed world. We cannot 
turn back or relax our efforts for universal peace. 

2. We owe a public debt of 300 billion dollars that 
cannot be repudiated. It cannot be paid unless our 
national income is two to three times more than it 
was in 1938 and 1939. 

3. Today there is full employment in this country 
at wage rates two to three times higher than in the 
pre-war period. These rates cannot be cut to any 
appreciable extent, if at all. 

4. Our national income has been more than doubled 
since 1940. While this is a very desirable situation, it 
does have inflationary possibilities which we must 
avoid. 

5. For over a century we have traditionally thought 
of business as a series of booms and depressions. This 
conception has been changed. We learned in one de- 
cade—1930 to 1940—that idle manpower cost 500 billion 
dollars, or two and a half times the cost of the last 
World War. 

6. We are pledged by legislation and other commit- 
ments to supply full-time employment to all Americans 
who are able to work and desire to work. These com- 
mitments must be met either by private enterprise or 
Government. 

7. We are more dependent on each other in our 
present economy than ever before in history. 

8. The most remote spots on earth are less than 
two days’ traveling time apart. This factor makes it 
possible for the United States and other civilized parts 
of the world to function almost as local communities 
did 50 years ago. 

9. The world-wide swing to the left is another rea- 


(Turn to page 192, please) 


OFFICE APPLIANCES, August, 1947 





ge of 
. line 


aSSes 
omic 
dens 
cial, 
have 


pted 
that 
per- 
| the 
ndi- 
t for 
ness 
-war 


O go 
shall 

you 
did 
ytest 
lon’t 

the 
that 
ons. 


ility 
fore 
hake 
1ese 
ruc- 


‘on- 
not 


hat 
our 
a it 


try 
the 
any 


led 
Wee | 
ust 


ght 
‘his 
de- 
ion 
ast 


1it- 
ans 
m- 

or 


our 
an 
; it 
rts 
ies 


47 


a 


i 
a 
2 


ot oth ot ot 


Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. .COUR- 
AGE .. . CO-OPERATION 


ARING!” was the caption of 
an intriguing article by a 
manufacturer, called to our atten- 
tion at our Pacific Northwest sta- 


tioner’s convention, meeting here - 


in Spokane, for the thirty-eighth 
annual conclave. Therefore as a 
lead-off PEPPER-UPPER on this 
month’s broadcast of your BUSI- 
NESS BUILDERS, permit us to 
give you a word-by-word rebroad- 
cast of this stimulating release of 
a DIFFERENT and CHALLENG- 
ING way of stating an invigorat- 
ing I-D-E-A. Here it is: 

Once a month a man should do 
something that puts his job in 
jeopardy, otherwise he is not living 
up to his maximum possibilities. 

That is a saying of St. Elmo 
Lewis, noted advertising man. 

What Mr. Lewis meant, prob- 
ably, was that a man should not 
be satisfied merely to follow rou- 
tine, refusing to take any chances 
if the consequences may mean 
ridicule, or loss of esteem, posi- 
tion or capital. 

“Play safe” is a good motto to 
many of us, but “take a chance” is 
an indispensable ingredient in the 
career of anyone who hopes to rise 
to high achievement. 

In business, as in sports, the 
great men occasionally find them- 
selves in situations where caution 
must be ignored. A base must be 
stolen, a three-bagger must be 
stretched into a homer, or a hard 
buyer must be told that the price 
will not be cut for him or any- 
one else. 


* * * 


And perchance you'll be capti- 
vated by a few of the other clever 
Observations of this particular 
issue of this particular factory’s 
house organ that is so definitely 
aligned with our office-outfitting 
profession. This publication ema- 
nates from a firm that produces 
envelopes; hence we call it to 
your attention over the OFrFIcE 
APPLIANCES network: 

Minds are like parachutes—they 
only function when open. 

Some men would look more spic 
if they didn’t have so much span. 

Business Reply Envelopes In- 
crease Collections 12.3%. (This 


obviously is a commercial that you 
should heed for yourself and your 
clients—we think it is a SUPER- 
SUPER I-D-E-A). Whenever re- 
plies are sought—orders, collec- 
tions, inquiries—it pays to enclose 
a business reply envelope with 
your mailing. A large firm sent 
a number of collection letters 
without any reply envelope, then 
sent the same number of letters 
to the same type of customers, but 
with a business reply envelope. 
The former’s mailing produced 
49.63% returns, while the latter 
mailing brought 61.92% returns. 

Reply Envelope COLOR Is Im- 
portant! Many tests have shown 
conclusively that the color of re- 
turn envelopes is a vital factor in 
the percentage of inquiries or or- 
ders obtained. The best color de- 
pends upon the product, type of 
customers, the other pieces in the 
mailing, and so on. In general, it 
has been found that pink is the 
most resultful shade, with yellow 
and green following. For three 
years a large paper company 
tested various colors, and found 
pink reply envelopes pulled almost 
three times as well as blue. Manila, 
white and other neutral color en- 
velopes pulled so poorly that they 
were discarded early in the tests. 

In actual tests the following is 
a table of percentage returns 
in this particular representative 
large mailing: 


RETURNS 

PINK reply envelopes..............28.3% 

GREEN reply envelopes..........22.2% 

YELLOW reply envelopes........20.7% 
GOLDENROD reply 

CNVCIONGE eisai ...----L8.4% 

BLUE reply envelopes........... 10.4% 

oe Ok * 


From the Royal Reporter, pub- 
lished by the Royal Metal Manu- 
facturing Company, came the 
following “Daffynitions”: 

A CONFERENCE is a group of 
men who individually can do 
nothing, but as a group can meet 
and decide that nothing can be 
done. 

A STATISTICIAN is a man who 
draws a mathematically precise 
line from an unwarranted as- 
sumption to a foregone conclusion. 

A PROFESSOR is a man whose 
job it is to tell students how to 
solve the problems of life which 
he himself has tried to avoid by 
becoming a professor. 

* oo * 

ALONG WITH YOUR letters this 
month to our IDEA EXCHANGE 
department, include a thought or 
two that you would deem helpful 
for a new department, in this, 
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your BUSINESS BUILDERS page. 
As always, address your slants to 
the Co-ordinator of BUSINESS 
BUILDERS, care of Shaw & Bor- 
den Company, Box 2153, Spokane 
2, Wash. 


With this compilation and with 
a similar one gleaned by us at 
the thirty-eighth annual conven- 
tion of the Pacific Northeast Sta- 
tioners Association and _ joint 
meeting of District No. 11 of the 
National Stationers Association 
just concluded in Spokane, we 
plan to give you in next issue a 
long-range forecast of what we 
can accomplish together in the 
coming months in these chats in 
the interest of office efficiency. 

You will be interested, we are 
sure, in the theme of our recent 
enthusiastic convention. We 
termed it: “STRAIGHTLINERS” 
... and straightliners indeed they 
were, each and every one of them. 
They started with the headliners, 
Less S. Crowl, national president, 
and Paul E. Burbank, general 
manager, respectively, of the Na- 
tional Stationers Association, and 
proceeded along in precision order 
with the following eminent au- 
thorities—Claude Allen of General 
Fireproofing Company speaking 
for the steel equipment industry 
under the topic, “Metal Office 
Equipment Age”; Carl E. Priest, 
Parker Pen Company, speaking for 
the fountain pen industry, under 
the caption, “The Fountain Pen 
Industry in 1947’; John Wing, 
Weber Costello, on “Ideas and 
Service Sell Merchandise”; L. G. 
Morris, Eaton Paper Corporation, 
theming, “Have You Ever Seen a 
Stationery Store Without Paper?”; 
Howard W. Gunlocke’s treatise for 
his industry entitled, “Meet Wood 
Furniture’s New Salesmen!”; Her- 
bert S. Morgan’s presentation of 
his chief’s, Paul Buckwalter’s, re- 
search display, “Panorama of the 
Stationers’ Loose Leaf and Bound 
Book Markets”; with the grand 
finale of General Manager 
BURBANK’S “N. S. A. ON THE 
MARCH!” All these sparked many 
a BUSINESS BUILDER that we 
gleaned from both the national 
speakers and the local informal 
discussions that were the produc- 
tive resultants. 

Office-efficiently yours with 
Straightliners! 


Office-efficiently yours! 
RALPH B. ORTEL. 


ie Se se 
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EDITORIAL 











The State of 
the Industry 


@ TAX CUT POSSIBILITIES are important 
to all businessmen. Reductions before Jan- 
uary, 1948, are now definitely out. This 
sets up a situation whereby saving may be 
achieved by incurring logical expenses and 
losses in 1947 when deductions may be 
applied to currently high tax rates, and 
deferring income, such as dividends, until 
1948, when the tax rates may be lower. 


@ AS THIS ISSUE is being prepared for 
printing, the Twenty-second Annual Con- 
vention and Trade Exhibit is getting under 
way in Sacramento, Calif. Judging from 
the size of the New York delegation which 
joined the Chicago delegation of similar 
size on Thursday, July 24, to travel by train 
to the convention city, the assembly will 
be well attended. Subjects of significance 
to the entire office machine trade are in 
the agenda. The headquarters hotel has 
all of its rooms reserved. All factors point 
toa genuinely national conference out of 
which will come decisions of value to every 
member of the industry. 


@ ACCORDING TO Standard & Poor's 
Office Equipment Survey issued under date 
of July 3, “earnings and dividend pros- 
pects are promising. Some lines probably 
have reached their sales peaks, but capac- 
ity output is still to be attained by others. 
Heavy volume and price advances indicate 
the probability of materially wider profit 
margins." The domestic outlook is gen- 
erally favorable and foreign business is 
increasing normally, although the pre-war 
figure, 25 to 40 per cent of the total vol- 
ume, has not been reached. The unfavor- 
able factor is that dollar balances abroad 
are getting short. Government loans may 


solve this difficulty, at least temporarily. 
—WSL 





Don't Let Fear Overrule Common Sense 


&@ CONTINUAL STRESS of the buyers’ market 
may have set up a bogey man which unnecessarily is 
frightening dealers in this industry, points out the 
Oklahoma Office Machine Dealers Association in a 
bulletin issued July 19. This organization asserts, 
“It is our opinion that a great many dealers will 
suffer more from the loss of business due to lack of 
machines, in the next year, than from losses due to 
depreciation or lower prices in his stock.” 

The sensible dealer will appraise the “buyers’ mar- 
ket” for what it correctly is—a challenge. Return to 
competitive buying and selling should not frighten 
the man in this industry who has the courage to go 
out and sell as he did in the past and who realizes 
that today’s market is far from being glutted. 

A conservative typewriter dealer, for example, does 
not have to hazard the risks of speculation to any 
great extent. The Oklahoma OMDA makes an intel- 
ligent survey of the situation in declaring: 

“Few dealers are back to where they were seven 
years ago so far as rentals and saleable stock are con- 
cerned. Then there were plenty of new machines (at 
lower prices) and a dealer could acquire all of the 
used machines he needed. If he was making money 
then, when machines were plentiful, why should he 
hesitate to ‘get back in business’ under present con- 
ditions? New typewriters are still being delivered in 
dribbles, and it does not appear to be in the cards 
that new machines will be cheaper or that we will 
have all we want for another year.” 

Instead of “getting out,” today’s dealer will want 
to “get under” his selling machine and repair it if 
alterations are in order. 





Customer Service — After the Sale 
@ WITH NOT ONLY mechanical equipment but 
other merchandise as well in this industry, the serv- 
ice motive carried through can transform occasional 
buyers into permanent customers. 

A sale is not completed at a time when the cash 
register is rung and the receipt is marked “paid.” 
Instead, the sale is really culminated when goods are 
placed in service and proven satisfactory. 


HERE AND THERE 


RAY MANNING, VETERAN IN 
TYPEWRITER BUSINESS, SAYS 





industry is a profitable one in 


r in the typewriter business and 
which to be engaged, points out 


f the fact as well as of his 


PITTSBURGH IS GOOD MARKET ity as a market for office equip Mr. Manning, who has held two 
Ray L. Manning of L. C. Smith & ment jobs in the typewriter business cov 
Corona Typewriters, Inc., 210 Clark It should be an incentive to ering a span of 37 years. 


Bldg., Pittsburgh, Pa., is an old younger men to realize that this In a recent letter to Charles H. 
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Everly of OFFICE APPLIANCES 
Mr. Manning brought to mind the 
names of some other typewriter 
veterans in Pittsburgh including 
W. R. Shilling, remaining member 
of a prominent family. Also men- 
tioned was W. J. Peacock, who 
founded the Standard Typewriter 
Company and who was one of the 
original nine distributors of Corona 
typewriters in the United States. 
He still occupies the same quarter 
in which he has been in business for 
the past 38 years and around 
Corona sales he has built an out- 
standing typewriter business. 


Regarding Pittsburgh, Mr. Man- 
ning says, “We men who have lived 
in this city any length of time and 
lived elsewhere while selling type- 
writers can vouch for the fact that 
potentially Pittsburgh has by far a 
greater buying power on office 
equipment than any other city of 
the nation of its own size and far 
greater than many, many cities two 
or three times as large. We have 
here in Pittsburgh the home offices 
of United States Steel Corporation, 
Jones and Laughlin Steel Corpora- 
tion, dozens and dozens of smaller 
steel companies; Gulf Oil Corpora- 
tion; Aluminum Company of Amer- 
ca; Westinghouse Electric Cor- 
poration; Westinghouse Air Brake; 
Union Switch and Signal; H. J. 
Heinz; Pittsburgh Plate Glass; Pitts- 
burgh Consolidation Coal Com- 


pany, which is now the largest bi- 
tuminous coal operator in the 
world; and there are others." 


GOVERNOR M. E. THOMPSON 
NAMES IVAN ALLEN, JR. AS 
HIS NEW CHIEF OF STAFF 
lvan Allen, Jr., of Ivan Allen 
Marshall Company, Atlanta, Ga., 


was recently sworn in as chief of 








IVAN ALLEN, JR., TAZ: 2s HIS OATH 
AS GOVERNOR'S CHIEF OF STAFF 


staff by Governor M. E. Thompson 
of Georgia. 

Mr. Allen served as secretary of 
the executive department of the 
state of Georgia under former Gov- 
ernor Ellis Arnall and returned to 
lvan Allen-Marshall Company in 
March, 1946, to assume the duties 
as president. 
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PRIZE-WINNING WINDOW OF MASON 
COUNTY STATIONERS.— Opened in 
Shelton, Wash., in August, 1946, by 
Joe D. Finn, the firm carries a complete 
line of office supplies and equipment, 
stationery and greeting cards. Shelton 
is in the heart of the Pacific Northwest 
timber country, and is the home of the 
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Simpson Logging Co. and one of the 
larger units of Rayonier, Inc. This win- 
dow, which took second prize in the 
commercial division of the Forest Fes- 
tival, featured the plant and products 
of Rayonier, Inc., and depicted the 
processes through which raw material 
passes in becoming finished products. 
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HORSE SENSE FROM OLLIE THE OWL 


OLLIE 
THE 


2 WHO STREET 
OAK TREE 


Owe HOLLOW 
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Dear Editor: 

Bob White wasn’t exactly the 
blackbird of the family, but he 
went to church only when the 
spirit moved him and his spirit 
must have had rheumatism bad, 
because whenever Bob showed 
up at “the little church down 
in the glen,” the flock always 
sang “The Wanderer’s Return.” 

I remember the last time that 
Bob went to church. It was a 
beautiful spring Sunday. The 
flowers had colorful bonnets and 
the trees were buoyant in a new 
garb of green. Even the old buz- 
zards sang like larks, and the 
scoffers were kindly disposed. 
Generosity comes to fullest 
flower on a day like this. 

As the winds played through 
the trees, a choir of lovely cana- 
ries filled the little church with 
song. The congregation in new 
spring plumage said their pray- 
ers with fervor and Bob White 
felt in mood benevolent. 


Came the sermon. ‘This 
preacher's pretty good,” thought 
Bob. “I'd feel cheap, cheap, 
cheap if I didn’t put at least a 
dollar in the plate.” As elo- 
quence soared, Bob .began to 
reflect. “Why wouldn't a half- 
dollar be enough?” 

The preacher continued to ex- 
hort. Bob reckoned that maybe 
two bits would be plenty. Words 
kept winging their way from the 
pulpit and Bob’s generosity was 
now down to a thin dime. 

At long last, the preacher 
1olded up his notes; the ushers 
passed around the collection 
basket. 

When it got to Bob, he spread 
out a wing and stole 15 cents. 

A good starter will get caught 
in his own trap unless he shuts 
it in time. 

Very wisely yours, 
“OLLIE THE OWL.” 
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MORE THAN 200 ATTEND NSA 
NEW YORK REGIONAL SESSION 
Round Table Discussion Among Program Features 


For District No. 13—J. S. Libien Named 
Governor-elect for Ensuing Year 








The Hotel New Yorker, New York, N. Y., was the 
scene of the one-day regional convention of the Na- 
tional Stationers Association, District No. 13, held on 
Tuesday, June 17. Registration exceeded 200. 

NSA Troupers present were Less Crowl, Blade 
Printing & Paper Company, Toledo, Ohio, NSA presi- 
ident, who gave his address on “Men at Work”; Paul 
B. Buckwalter, National Blank Book Company, who 
spoke on “Panorama of the Stationers Loose Leaf and 
Bound Book Market,” illustrating his talk with a 
series of charts; and Paul E. Burbank, general man- 
ager, NSA, who discussed Association activities under 
the title of NSA on the Move.” 

The Tuesday morning session was called to order 
promptly at 10 o’clock by Governor Mortimer H. Chute, 
Jr., Bainbridge, Kimpton & Haupt, Inc., New York, 
N. Y., whose first act was to appoint Harry W. Lynn, 
The Esterbrook Pen Company, sergeant-at-arms, nam- 
ing Harry Tehan, Higgins Ink Company, and Louis 
Wachtel, American Lead Pencil Company, his assist- 
ants. 

Governor Chute then introduced Louis Caracci, The 
Nor-Wood Company, New York, N. Y., president of 
Stationers Association of New York, who gave a brief 
address of welcome. 

This was followed by Less Crowl’s talk on “Men at 
Work.” 

The next speaker was Harold F. Graves, vice-presi- 
dent and eastern sales manager, Wilson Jones Co., 
who reported on the outlook in the loose leaf and 
blank book industry. 

“While we have no doubt returned to the normal 
buyers’ market, we find the situation in the loose leaf 
and blank book field just about as gratifying as any 
one could want it to be—except for two points: (1) 
Lack of service to dealers on finished merchandise; 
(2) Scarcity of materials for production,” declared Mr. 
Graves. 

Talks on Paper Situation 

E.-W. Tinker, executive secretary, American Paper 
& Pulp Association, whose topic was “What’s Ahead in 
the Paper Industry,” expressed the hope that supply 
and demand will come into balance by the end of the 
year. Pointing out that the general outlook is con- 
tingent on the supply of pulp, and pulp on the supply 
of wood, he declared that during the first four months 
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this year, the average drain was 600,000 tons of pulp. 
Practically no shipments of pulp have come from Scan- 
dinavia, but the expectations are that shipments will 
begin to come over in a few months, thereby relieving 
the situation to some extent. 

The next speaker, L. M. Brown, vice-president of 
Eberhard Faber Pencil Company, reported on the 
“Wood-Cased Lead Pencil Industry,’ informing his 
listeners that despite shortages of materials during 
war years, quality was maintained and, in many in- 
stances, improvements were made. He went on to say 
that because of an inadequate supply of pencils dur- 
ing those years, dealers began the post-war period 
with short inventories of good salable merchandise. 
Stating that production of wood cased pencils in 1946 
was between nine and ten million gross, he gave as his 
opinion that production in 1947 would be about the 


same. 


Sees Good Fountain Pen Business 


Charles S. Kernaghan, sales manager, L. E. Water- 
man Company, in predicting the future of the fountain 
pen business, stated his belief that the industry would 
do a gross business of between 125 and 130 million 
dollars this year. As far as the fountain pen industry 
is concerned, he could see no signs of business de- 
pression; on the contrary, he found the outlook bright, 
with the demand for moderate-priced fountain pens 
increasing. 

Joseph Burger, president of Art Steel Sales Corpora- 
tion, talked on “Steel Office Equipment.” 

In his address, Mr. Burger asserted: “There have 
been in our industry so very few changes made in our 
items that the vast buying public has been lulled into 
a false sense of security. Sales volume is taken for 
granted. There is little of the dramatic, the modern, 
the new in the way of items in our industry. Station- 
ers seem to be quite conservative, but the few out- 
standing examples of innovation of modernly-styled 
items in our line indicate the trend that I think will 
mount in crescendo as we go along and which must 
be vigorously and actively supported by the stationers. 
This will give to our industry that excitement and 
sense of achievement in keeping attuned to the modern 
world that is just around the corner of tomorrow.” 


Tells of Profit in Small Items 


George F. Griffiths, Sr., president, Noesting Pin 
Ticket Co., spoke on “Clips and Hardware.” He stated 
that small items such as staples, clips, pins, pin tick- 
ets, fasteners and thumb tacks that sell every day in 
the week are stable, profitable articles for dealers. 
He declared that present demands are far in excess 
of former years. With machinery now in use that was 
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SEEN BY THE CAMERA AT NSA’s 13TH DISTRICT MEETING, NEW YORK CITY, JUNE 17 


1. Charles A. Granath, L. E. Waterman Co.; W. H. Greenleaf, Bain- 
bridge, Kimpton & Haupt, Inc.; C. S. Kernaghan, L. E. Water- 
man Co. 

. George C. Holt and Walker Hall, both W. A. Sheaffer Pen Co. 
I. O. Lasner, Goldsmith Bros., N. Y. C.; Joseph Burger, Art Steel 


Sales Corp.; G. D. White, Acco Products, Inc. 
. General Manager Paul E. Burbank addresses the New York City 
meeting. 


a *- SN 


. L. M. Brown, Eberhard Faber Pencil Co.; A. J. Kerin, Tower- 
oe Corp., N. Y. C.: Henry Frank, Henry Frank, Inc., 


. Harry Tehan, Higgins Ink Co.; Mrs. Atwood; H. O. Atwood, H. O. 
Atwood Associates; R. W. Mueller, Esterbrook Pen Co. 
7. The New York committee at the convention registration desk. 


a 


Seated, left to right: J. J. Savage. The Carter's Ink Co.; C. W. 
Lipman, Geo. B. Gra 0.: riffiths, Jr., Noesting Pin 
Ticket Co.; Sam Libien, Libien Press, Inc., N. Y. C.; G. D. White, 


Acco Products, Inc.; D. N. Briggs, Sun Rubber Co.; Lou Wachtel, 
American Lead Pencil Co.; Chas. Wansker, Wansco Paper Prod- 
ucts Co. Standing in rear: Sig Engleberg. Eagle Pencil Co. 

8. H. Rosefield and Miss Nel Lee Litvak, both Speed Products Co., 
Inc.; Ed Golde, Golde Stationers, N. Y. C.; Charles Karasik, 
Jaclin Staty. Corp., N. Y. 

9. Lou Wachtel, American Lead Pencil Co.; I. M. Levy. Art Steel 
Sales Corp.; Harry Lynn, Esterbrook Pen Co.; Henry Bowman, 
American Lead Pencil Co. 


forced to lie idle during the war, production has been 
stepped up to meet the increased demand, and pres- 
ent supplies are ample. 

Charles Reynell, sales manager, Oxford Filing Sup- 
ply Company, spoke on “Filing Supplies.” Mr. Reynell 
discussed today’s situation in the filing supply indus- 
try, telling of the paper shortage and the many new 
uses for paper as containers, a factor in cutting down 
the supply. He particularly discussed the kraft paper 
situation. 


Carpenter Addresses Luncheon 


The morning session was then adjourned and lunch- 
eon was served in the Grand Ballroom. The guest 
Speaker was Herbert L. Carpenter, president, Carpen- 
ter Container Corporation, whose topic was “An Anal- 
ysis of Opportunity.” As business grows and prospers 
in the United States, he asserted, its accomplishments 
have created greater demands on the stationery indus- 
try to a point where it has become an important part 
of the national business picture. It is his belief that 
even though a small business recession is in progress, 
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10. E. T. Kemp, Ever Ready Calendar Mig. Co.; E. J. Conlon, Rock- 
well-Barnes Co.; Charles H. Ramsey, Ever Ready Calendar Mig. 
Co.; Henry Levy. Silver Staty. Co., N. Y. C. 


il. Z. J. McDonough, McDonoug Co.. Brooklyn; A. C. Shearman, 
Boorum & Pease Co.; Al McLane and Larry Levine, Reliance 
Pencil Corp. 

12. John Sishesby. a?" Office Eis Co.; Arthur Smith, Boorum 
& Pease Co.; E. Rogers, Koh-I-Noor Pencil Co., Inc.; Jerry 
Santry, Boorum & Seams Co.; J. J. Wolder, manufacturers’ repre- 
sentative. 

13. G. F. Gunes. Louis Caracci, Nor-Wood 


a re. Pin Ticket Co.; 

Co., Inc., N. C.; Chasine Reynell, Oxford Filing Supply Co.; 
Ed ‘Mead. Wilson Jones: Co. 

14. Otto Mueller, Mueller Co., New Rochelle, N. Y.; I. M. Levy, Art 
Steel Sales Corp.; Theo. Garfield. The Garfield Corp., N. Y. C.: 
G. D. White, Acco Products, Inc. 

15. Herbert Lerman, Lerman Staty. Corp., N. Y. J]. J. Mack, Na- 
tional Blank Book. Co.; George Burns, Bainbrid e, Kimpton & 
Haupt, Inc.; John D. Horne, Eberhard Faber Pencil Co. 

16. Frank Palmer, Eaton Paper Corp.; M. H. Chute, Jr., Bainbrid 
Kimpton & Haupt, Inc.; W. L. Harrington, Boorum & ‘Pease Co.; 
H. B. Van Dorn, Joseph Dixon Crucible Co. 

17. Sam Libien, Libien Press, Inc., N. Y. C.; R. A. Jonas, Jr.. Oxford 
~~ Supply Co.; Theo. Garfield, The Garfield Corp., N. Y. C.; 

. S. Crowl, Blade Printing & Paper Co., Telege, Ohio. 


it should have no effect on the stationers’ business 
because of the continual need for their products. 

The afternoon session got under way as Governor 
Chute introduced the first speaker, Paul E. Burbank, 
general manager of NSA. He was followed by another 
Trouper, Paul B. Buckwalter, general sales manager, 
National Blank Book Company, who gave his talk en- 
titled, “Panorama of the Stationers Loose Leaf and 
Bound Book Market,” aided by a long series of charts. 

Next to follow was a round-table discussion dealing 
with the New York dealer and his problems, partici- 
pated in by a “board of experts” and stationers in 
attendance at the convention. Less Crowl, president 
of NSA, acted as moderator and the board of experts 
consisted of two dealers, Louis Caracci, The Nor-Wood 
Company, New York, N. Y.; and Theodore Garfield, 
The Garfield Corporation, New York, N. Y.; two man- 
ufacturers, R. A. Jonas, Jr., Oxford Filling Supply Com- 
pany, and H. B. VanDorn, Joseph Dixon Crucible Com- 
pany, and Paul E. Burbank, NSA general manager. 
Intense interest was shown in this part of the program 

(Turn to page 191, please) 
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NSA THIRD DISTRICT CONVENES; 
ATLANTIC CITY HOST THREE DAYS 


Large Registration at Hotel Brighton—Sales Train- 
ing Stressed on Program—Joseph C. Runnels 
Nominated for District Governor 








The Blue Room of the Hotel Brighton in Atlantic 
City, N. J., was the scene of the three-day regional 
meeting of the NSA Third District held on June 19, 
20 and 21. One of the largest assemblages ever to 
attend a third regional meeting met promptly at 1:30 
o’clock Thursday afternoon, June 19. The morning 
hours of the first day were devoted to registration 
and the governor’s meeting of lieutenant governors 
and presidents of local associations. 

The first session was called to order by Governor 
W.H. “Pat” Patterson, Johnstown Office Supply Com- 
pany, Johnstown, Pa., who declared that the purpose 
of the meeting was to determine what the NSA can 
do for its members and what members can do for the 
Association. He then read a telegram from Edward L. 
Little, Wabash Filing Supplies, Wabash, Ind., extend- 
ing best wishes and expressing his regrets that he was 
unable to attend due to the necessity of having an 
operation. 

Governor Patterson appointed the following com- 
mittees: 

Nominating—Chairman, Dan Smith, Jr., Smith 
Printing Company, Williamsport, Pa.; James C. Miller, 
Wosco, Inc., Greensburg, Pa.; Thomas Stagg, Hoskins, 
Inc., Philadelphia, Pa.; Samuel S. Rosendorf, Jr., 
Southern Stamp & Stationery Company, Richmond, 
Va.; and John Link, Jr., Lucas Bros., Inc., Baltimore, 
Md. 

Resolutions—Chairman, George Wustner, William F. 
Murphy’s Sons Company, Philadelphia, Pa.; Harry 
Sheppard, Pittsburgh Stationery Company, Pittsburgh, 
Pa., and Edgar F. Brown, Richardson, Inc., Baltimore, 
Md. 


Haines Welcomes Stationers 


Following the appointment of committees, Governor 
Patterson introduced the first speaker, Wallace Haines, 
Wallace Office Supply Company, Atlantic City, N. J., 
who welcomed the visiting registrants to Atlantic City. 
A stationer himself, who has been doing business in 


:_ 
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THIRD REGIONAL CONVENTION, NSA, HOTEL BRIGHTON, 


that city for a number of years, he felt it was appro- 
priate to tell his listeners something of that city 
which is actually an island with only four approaches. 
In conclusion, he remarked that Atlantic City is a 
convention city and extended an invitation to NSA to 
again hold its annual convention there some time in 
the near future. 

Less Crowl, Blade Printing & Paper Company, Toledo, 
Ohio, president of NSA, was the first speaker, with the 
topic, “Men at Work.” He was followed by the Asso- 
ciation’s general manager, Paul E. Burbank, speaking 
on “NSA On the Move.” Their remarks were reported 
in connection with other NSA regional meetings. 

Roy H. Ellison spoke in place of Jack Linsky, presi- 





THIRD REGIONAL SIDE LIGHTS.—J. F. Emhardt, Columbia 
Steel Equipment Co. and vice-president of NSA’s field divi- 
sion, is such a devoted family man that he gave his entire 
family a treat by bringing them to the Atlantic City meet- 
ing. At right rear is Barbara Kerns, daughter of Mr. and 
Mrs. J. J. Kerns, Stationers Loose Leaf Co. Below: a number 
of wives at the convention attended the thirty-eighth wed- 
ding anniversary of Mr. and Mrs. Tom Stagg at Hotel 
Claridge on June 18. Left to right, Mrs. William F. Vogel, 
Mrs. John J. Kerns, Mrs. Stan Woodruff, Mrs. A. W. Williams, 
Mrs. David Price, Mrs. Stagg, Mrs. Q. P. Graves, Mrs. John 
Emhardt, Mrs. Ralph Henriques and Mrs. Earl Prentzel. 
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- Ben V. Cole, 
































FLASHOTS OF THE THIRD REGIONAL NSA MEETING, ATLANTIC CITY, N. J., JUNE 19-21 


Cole, Harding & James, Richmond, Va.; Sam S. 
Clayton, Koh-I-Noor Pencil Co., Inc.; Woodson P. Waddy. Everett 
Waddey Co., Richmond, Va.; Sam S. Rosendorf, Southern Stamp 


& Staty. Co., Richmond, Va.; L. W. Evans, Evans Specialty Co. 


- Board of governors meeting. Seated: Miss Rose Cushman; Less 
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; to H. Eckert, Allentown, Pa.; 


, Rockwell; 
. E. A. Keeling, Art Metal Construction Co.; 


. W. #H. 


Blade Printing & Staty. Co., Toledo, Ohio; W. H. Paterson. 
Johnstown, Pa.; Dan Smith, Smith 
a E. Burbank. Standing: L. B. 
Herr, L. B. Herr & Son, Lancaster, a.; J. C. Runnels, Commercial 
Office Furniture Co., Washington, Po C.; J. C. Miller, Wasco, 
Inc., Greensburg, Pa.; Russell Ashley, Ashley-McCormick Co., 
Bridgetown, N. J.; Ben V. Cole, Cole, Harding & James, Rich- 
mond, Va.; Charles W. Lukens, Yeo & Lukens Co., Philadelphia. 
Hal G. Tough. Securit eel 
—— Co.; Charles E. Murphy, Johnstown Office Supply Co.. 
' mstown, Pa.; Henry Trout, Palmer, Trout & Co., Trenton, N. J. 

U. Bittman, A. Inc.; Gene Rosenberry, American 


Crowl, 
Johnstown Office Supply Co., 
Printing Co., Williamsport, Pa.; 


Faber, 


: ied Pencil Co.; Jerry McEvoy, Acco Products, Inc. 
5. The registration committee. Seated: Ralph Henriques, 


Bates Mig. 
Co.; Earl Prentzel, Speed Products Co., Inc.; Dick Graff, Ester- 
brook Pen Co. Standing: J. A. Snitzer, Automatic Printing Corp., 
Philadelphia; Mrs. Emily Denton. 

C. F. Decker, C. F. Decker, Inc., Philadelphia; Mrs. Harvey P. 
Harvey P. Rockwell, Yawman and Erbe Mig. Co. 
E. A. Keeling, Jr. and 
J. R. Truitt, Hanby Co., Wilmington, Del. 

Paterson, Johnstown Office Supply Co., Johnstown, Pa.; 
Al W. Williams, Stationers Guild; George E. Harscheid, National 
Blank Book Co.; Ed J. Moore, Dennison Mig. Co. 

Otto Kretchmer, James Treanor and Henry J. Hendler. 
less-Imperial Co., Inc. 

. F. Graves, Wilson Jones Co.; 


all Peer- 


R. C. Schmutzler, Reyburn Mig. 
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. Dave 


. C. Stuart Goll, 


. Walter 
. W. H. Oehmler, 


- John 


- Joe C. 
. Meee 5. Je 


Co.; John G. Kolb, C. Howard Hunt Pen Co. 

J. J. Savage. The Carter’s Ink Co.; Stam Woodruff, Weis Mig. 
Co.; Ben Wachtel, Parker Pen Co.; Bill Vogel. Sengbusch Sell- 
Closing Inkstand Co.; Otis R. Prior, Mutual Stationery Supply 
Corp.; Bart McCloskey, Eversharp, Inc.; Joe Straus, Automatic 
Pencil Sharpener Co. 


.-Paul Cheney, Southworth Co.; Frank R. Curtiss, Frank R. Curtiss 


Co.; Lee Paddock, American Lead Pencil Co. 
W. G. McDonald, Ben Wachtel. Fred Voight and Frank E. Hunt, 


all Parker Pen Co. 
Co.; Earl F. Opie, Weber 


Wainwright. American News 

Paul E. Burbank, NSA. 
manufacturers’ representative: H. G. O'Connor, 

W. H. Gunlocke Chair Co.; J. Kip Edwards, manufacturers’ repre- 

sentative: M. E. Wheeler. Bainbridge. Kimpton & Haupt, Inc. 

Ww Woodhouse and Mrs. Woodhouse. oodhouse Staty. Co., 

Washington, D. Bag — H. S. Sanders; Charles E. Reynell, Ox- 

ford comes Su 

P. Nic tf 

& Pease Co. 


Costello Co.; 


Weis Mig. Co.; Arthur C. Shearman, Boorum 


All-Steel Equipment, Inc.; Jed E. Dugan, Dugan 
Pittsburgh, Pa.; Walter O’Brien, National Blank Book Co.; 
Harry Cox, Thomas ‘HH. Cox & Son, Newark, N. J. 

J. Link. Lucas Bros., Baltimore, Md.; Stanley Wright, Globe- 
Wernicke Co.; H. S. Bradford, American Pa aper Co.; 
Charles E. Reynell, Oxford Filing Supply Co.; John A. Wagner. 
Lucas Bros.; Feldman, Feldman, Inc., Norristown, Pa.; 
W. P. Reinhardt, A. Pomerantz & Co., Philadelphia. 
Runnels, Commercial Office Furniture Co., 
D. C.: Tom Stagg. Hoskins, Inc., Philadelphia. 
Kerns, Barbara Kerns and John J. Kerns, Stationers 
Loose Leaf Co.; W. E. Stockett. Stockett-Fiske Co., Washington. 
D. C.; Charles W. Lyman, George B. Graif Co. 


Co., 


Washington. 
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dent of Speed Products Company, who was unable to 
attend. Using the subject, “A Staple Business,” Mr. 
Ellison said, in part, “The retail stationer is by far 
the most important distributor that the manufac- 
turer has. If his salesmen know and understand the 
manufacturer’s product and can give the customer a 
convincing demonstration, this will sell more merchan- 
dise than any amount of advertising. The retailer’s 
influence on the customer is very strong. It has been 
estimated that the retailer’s recommendation to a 
prospective purchaser is about four times as effective 
as any advertising.” 

Harold F. Graves, vice-president of Wilson Jones 
Co., then presented his treatise on “Sales Training,” 
talking about the transition which is at hand from 
an economy in which both dealers and manufacturers 
have been more eoncerned with the problem of ob- 
taining merchandise than with moving it. “Sales- 
manship,” he declared, “has made this the great 
industry it is today. Salesmanship, through training, 
will make it even greater.” 

Next on the program was W. G. McDonald, pinch- 
hitting for Don Dayhoff, the Parker Pen Company, 
one of the Troopers, who gave his talk on “The Future 
of Fountain Pens.” 


Hear John F. Emhardt 


John F. Emhardt, vice-president of Columbia Steel 
Equipment Company, vice-president of NSA and pres- 
ident of Penn-Mar-Va Travelers Club, was the final 
speaker of the first session, discussing, “The Travelers 
as Educators.” He asserted, “The war period surely 
proved beyond doubt that our industry is a very vital 
spoke in the wheel of big business. It is up to all of 
us to hold, in peace, the record attained in war.” 


On Thursday evening, June 19, a “Spanish Party” 
was given by the Penn-Mar-Va Travelers in the spa- 
cious Punch Bowl of the Brighton Hotel. 


The colorful affair was staged beneath the stars, 
aided by warm sea breezes and perfect weather. En- 
tertainment was furnished in the form of a series of 
variety acts, plus good music for dancing. Refresh- 
ments were served during the show with a buffet sup- 
per rounding out an enjoyable evening for which those 
good fellows, the Penn-Mar-Va Travelers, are noted. 


Tells What’s Ahead For Industry 


The Friday morning session, with Governor Patter- 
son presiding, got under way with Harry Cox, Thomas 
H. Cox & Son, Newark, N. J., as the first speaker. His 

(Turn to page 184, please) 


MORE ATLANTIC CITY REGISTRANTS 


1. W. P. Corbett, manufacturers’ representative: E. C. DeLong and 
L. E. Kellow., Office Utilities, Allentown, Pa.; G. D. White, Acco 
Products, Inc. 

2. M. H. Jackson, Joseph Dixon Crucible Co.; John D. Horne, Eber- 
hard Faber Pencil Co.; L. G. Morris, Eaton Paper Corp.; Harry 
R. Sheppard, The Pittsburgh Staty. Co., Pittsburgh, Pa. 

3. Al Johnson and James Grecco, both Hotchkiss Sales Co.; Lou 
Obstfeld and Mrs. B. F. Karlin, Markwell Mfg. Co. 

4. Dan Smith, Smith Printing Co., Williamsport. Pa.; George Wust- 
ner, Wm. F. Murphy’ Ms Sons Co., Philadelphia; L. M. Brown, Eber- 
hard Faber Pencil : William G. Hintz, Hintz, Inc., Reading, Pa. 

5. F. M. Doblmeier, ccnlashiaiiaaaaaa? representative; James L. Haines, 
Wm. F. Murphy's Sons Co., Philadelphia; Joseph McCormick, Jr., 
Stationers Guild; Allen E. Stecher, Jr., Eureka Specialty Print- 


ing Co. 
6. Ed McLaughlin, Stationers, Inc., Baltimore, Md.; R. E. Gosley. 
Cushman Denison Mfg. Co.; J. J. Kern, Stationers Loose Leaf 


Co.; B. E. Younger, Younger & Co., Baltimore, Md. 

7. Charles W. Lukens, Yeo & wmengy | Coo | ay James C. 
Miller, Wasco, Inc., ag eg L. B. Herr, Herr & Son. 
Lancaster. Pa.; Dave E. Price Beng ‘Pencil Co. 

8. Paul E. Steever, Office Equipment Co., Harrisburg. Pa.; Ben V. 
Cole, Cole, Harding & James, Inc., Richmond, Va.; Claude Allen. 
The General Fireproofing Co.: John Bertch, Office Equipment Co.: 
Dan Smith, Smith Printing Co.. Harrisburg, Pa. 

9. Joseph Dunn, Wm. F. Murphy’s Sons Co., Philadelphia; Charles 
Lukensx Yeo & Lukens, Philadelphia: Irving Roth, Roth Bros., 
Philadelphia; Charles A. Granath, L. E. Waterman Co.; Russell 
Ashley. Ashley-McCormick Co., Bridgeton, N. J.; George Leonard. 
L. E. Waterman Co. 

10. Charles Vieth, A. W. Faber, Inc.; Al Williams, Stationers Guild; 
Hugh Falvey. Eversharp. Inc.; George Leonard, L. E. Waterman 
Co.: Bart McCloskey. versharp, Inc.; Charles H. Ramsey, Ever 
Ready Calendar Mig. Co. 
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A the Panama Canal saves 


MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS _ INKED RIBBONS 


ts office efficiency... 


shipping mileage, so does 
this princely line save 

dollars ... and time... and 
tempers! Traditional 
preference of those canny 
typists and purchasers 

who measure economy by 
RESULTS .. . 

rendering the utmost in 
“Quality that Wears’’ 
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REMINGTON TO OFFER ELECTRIC TYPEWRITER 

Remington Rand, Inc., has a new electric typewriter 
ready for production, it was announced recently by 
Howard V. Widdoes, vice-president and general man- 
ager of Remington Rand’s typewriter division. The 
new machine is the result of more than 20 years of 
continuous research. 

Electric typewriters are not new to Remington 
Rand, Mr. Widdoes said. The company produced 
thousands of them in the 1920’s but the engineering 
techniques then known made the machines too ex- 
pensive and too cumbersome. Therefore their manu- 
facture was discontinued but research was not. The 
result is a machine embracing many outstanding fea- 
tures and advantages which the company believes 
will make it the finest in its field. 

“Our new electric typewriter,” said James H. Rand, 
Remington Rand's president, in commenting on the 
announcement, “is an excellent example of how a 
planned research program through the years enables 
American manufacturers constantly to pass on to 
their customers increased values through perfected 
products.” 

>? 


ALLEN OFFERS 10-KEY CALCULATOR 
Now available for prompt delivery on a nation-wide 


scale for the first time, the R. C. Allen 10-Key Electric 
Calculator is declared to solve the most complex prob- 





NEW R. C. ALLEN 10-KEY ELECTRIC CALCULATOR 


lems in addition, subtraction, multiplication, and divi- 
sion. The manufacturers say: 

“No trained operator or extensive knowledge of 
mathematics is necessary. With only a few minutes 
of instruction, anybody can easily learn to operate it. 
Its one hand, four-finger operation make possible high 
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speed and a reduction of errors. The machine takes 
up less space on a desk than the average letterhead, 
working quietly and efficiently for accurate computa- 
tion.” 

Features of the R. C. Allen 10-Key Calculator are 
fast multiplication with automatic spacing to the left 
or right; automatic division; and speedy subtraction 
and addition. Visible dials show all three problem 
factors in the line of vision. Each problem is proved 


as it is computed. 
nasil: 


SAINBERG OFFERS NEW WASTE BASKET 
A new line of leather covered waste baskets was 
recently announced by Sainberg & Company, Inc., 37-43 
West 26th St., New York 10, N. Y., manufacturers of 





NEW SAINBERG LEATHER-COVERED WASTEBASKETS 


desk pads, desk sets and leather desk accessories. 
These baskets, declared to be equally adaptable for 
both home and office use, are available in oval, round, 
square and octagonal styles, in both popular and 
higher-priced ranges. Those illustrated herewith are 
No. 880, retailing at $12.00; No. 762, with one-fourth 
inch wood frame, retailing at $35.00; and No. 186, of- 
fered at $20.00. Other styles in genuine leather range 
from $7.00 and up. Colors are brown, green, maroon 
and saddle. 
as SE 
NEW FLO-BALL PEN IS INTRODUCED 

The new Flo-Ball pen has been introduced to the 
industry as a product of the Flo-Ball Pen Corporation, 
70 Wall St., New York 5, N. Y., and Hollywood, Calif. 
The pen has been developed at the company’s new 
Hollywood plant and was recently granted the Good 


NEW FLO-BALL BALL-POINT PEN 


Housekeeping Guaranty Seal. A national advertising 
campaign is starting in August. 

Flo-Ball pens come in black, gray and maroon col- 
ored barrels, all with tarnish-proof chrome-plated 
caps. Ink supply in each pen is available in blue, red 
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= Smith-Corona 


...no finer. office typewriter! 











Smith-Corona 


...no finer portable typewriter! 





Smith-Corona 


...no finer desk model 
adding machine! 











Every product bearing the Smith-Corona label is backed 
by the combined experience and high reputation of these 


two great typewriter names. 


LC SMITH & CORONA TYPEWRITER S INC 
SYRACUSE 1 N Y 
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or scented violet. The pen is retailed at $.98. Refill 
units, complete with full ink supply and new writing 
point, retail for $.49 each. 
9 
NEW MASO STAND IS FACTORY SET-UP 

A new Champion No. 1618 utility stand which is 
set-up at the factory and then fitted, leveled and 
tested, is being offered to the industry by Maso Steel 
Products, 500-32 S. Throop St., Chicago 7, Ill. A special 
patented process of riveting the hard-tempered Mason- 
ite top to the all-steel welded understructure makes it 





MASO’S CHAMPION NO. 1618 UTILITY STAND 


possible to have the table ready for sale at the time 
the dealer opens the carton. 

Features of the regular-knockdown 1618 Champion 
are included such as %-inch Masonite top, 15g-inch 
wheels for the free rolling casters, all steel tubing, 
continuous hinges, baked enamel, walnut finish. The 
size is 16 x 18 inches, 27 inches high, overall 36 x 16 
inches. The tables are packed two to a carton, shipping 
weight 40 pounds. 

a ee 
GRAY-MILLS OFFERS H-83 AGITOR 


The new Agitor, H-83, designed for cleaning type- 
writers and other office machines, has been added to 
the line of parts cleaning systems manufactured by 
Gray-Mills Corporation, 1962 Ridge Ave., Evanston, III. 

The unit measures 21 inches square and has an 





AGITOR MODEL H-83 


over-all height of 34 inches. Solvent capacity is 24 
gallons. The manufacturers claim that air-agitation 
and high volume hose cleaning are combined in the 
H-83 for two-way utility. An improved high-volume 


40 


centrifugal pump is provided for flushing out recesses 
and removing softened grease, or for brush cleaning 
under the flowing solvent. The unit uses cold solvent 
and no heating is necessary. 

A feature of the product is that an inside work shelf 
to accommodate parts being hose cleaned is built 
inside the tank. This shelf can be slid completely out 
of the way. The manufacturers point out that an im- 
proved safety device incorporating a fuseable fire link 
which melts at 165 degrees and automatically closes 
the cover is built into the machine. 

a 
ANNOUNCE IMPROVED ENDORSOGRAPH 


Mechanical changes claimed to improve the En- 
dorsograph check endorsing machine were recently 
announced by H. L. Lambert, chief engineer of the 
Commercial Controls Corporation, Rochester 2, N. Y., 
manufacturer of the Endorsograph. He points out 
that the new machine has a mechanical trip which 
is very sensitive and yet will maintain its adjustment 
indefinitely. The improvements not only prolong the 
life of the Endorsograph but give better, quieter and 
trouble-free operation, it is claimed. 

Another advantage advanced is that the new ma- 
chine can be used on any 110-volt current (25 cycle, 
50 cycle, 60 cycle) and D.C. with no alterations. The 
only change on 220-volt current is the substitution of 
another motor. 

A feature of the machine is the flexible feed: per- 
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ENDORSOGRAPH MACHINE IN USE 


mitting selective positioning of the endorsement to 
prevent obliteration of prior endorsement. 

As the changes have been mechanical, the outside 
appearance of the Endorsograph has not been altered. 

“ oie 
NEW SELF-ADJUSTING FILE IS OFFERED 

The Swaystop Company, 116 Mulford St., Evanston, 
Ill., has designed a new seif-adjusting file. This plan, 
according to J. C. Seyl, proposes the union of several 
major file principles—adjustable, locking steel parti- 
tions, drop-back end, overextended drawer and over- 
travel drawer suspension. 

It is claimed that the moment the drawer is opened 
the end drops back and the folders lean backward, 
“the natural position for filing”, while at the same 
time the “V” gap is provided. 

This permits ultimate drawer capacity. 

The overtravel drawer suspension is declared to 
propel the drawer three inches beyond the face of the 
cabinet and supply full-length drawer visibility and 
accessability. 





sinensis 
PIK-TAB TAPE CONVERTS FOLDERS TO BINDERS 

Tape Products Company, 263 E. State St., Milwaukee 
2, Wis., has introduced a new product, Pik-Tab tape, 
for which patents are pending. Full information and 
samples are available from the manufacturer who 
claims that the product makes it possible to make a 
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loose leaf binder from any folder. The binders, it is 
asserted, need not have holes punched in the mate- 
rial to be filed; pages lie flat no matter where the 
binder is opened, and any size sheet of any thickness 
can be used. 
——_—>e—____ 
OFFER ELECTRIC NUMBERING MACHINE 


William A. Force & Company, 216 Nichols Ave., 
Brooklyn 8, N. Y., is offering the industry an electric 





FORCE ‘ELECTRIC NUMBERING MACHINE 


office numbering machine which serially numbers office 
papers. It is claimed that the operator can feed the 
machine as fast as desired, while the paper trips the 
impression and numbers are advanced by a plunger 
on top. The machine is priced at $230 and up, de- 
pending upon specifications. 

pba iad a 


OFFER EVERREADY GELATINE DUPLICATOR 


Hectographia Corporation, 110 W. 17th St., New 
York 11, N. Y., is offering the new Everready Gelatine 
Duplicator as “the modern Hectograph in sheet form,” 





EVERREADY GELATINE DUPLICATOR 


claiming that anyone who can write, type or draw 
can use the machine. It is stated that the desired 
copy, in as many as five colors, can be written, drawn 
or typed on an ordinary sheet of hard, surface bond 
paper, using Hectograph ink, pencil, carbon or type- 
writer ribbon. From this original up to 100 copies can 
be made on the new Everready machine. 

The printing surface is 834 x 13 inches. 

Ca 


ELBE OFFERS CLIPAD MIDGET CLIPBOARD 


Details about the new Clipad, a midget-size, en- 
ameled plastic-wood clipboard, have just been an- 
nounced by the Elbe File & Binder Company, Inc., 
Fall River, Mass. This clipboard has nickel-plated steel 
clip and built-in pencil holder, complete with a pencil 
and 50 sheets of white paper. The over-all size is 4% x 
814 inches. The Clipads are made in five enameled 
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colors—powder blue, Persian red, emerald green, white, 
ivory, brown (natural) and aluminum (metal). The 
boards are packed one dozen assorted enameled colors 
in a colorful display box. Descriptive literature and 
price lists are available upon request to the company. 
———o—— 
SATELLITE STANDS BACK ON MARKET 


The Adjustable Table Company, 117 Michigan W., 
Grand Rapids, Mich., recently announced that pro- 
duction has again been resumed of the Satellite ad- 
justable typewriter stands. Decision to resume opera- 
tions was made, the company states, after numerous 
inquiries were received for the stand which was orig- 
inated in 1902. Testimonial letters declared that many 
stands purchased early in the history of the company 
are still in use. 

These stands, made of cast iron and finished in 
wrinkle baked enamel, have ball bearings and weigh 





SATELLITE ADJUSTABLE STAND 


55 pounds. Four models are offered with oak, walnut 
and mahogany wood tops. Territory is now being al- 
lotted to dealers and a new adjusted price list and 
circular is available to those who write the company. 
x ies 
OFFER NEW MERCURY JR. STAPLER 

Consolidated Wire Products Company, 145 Spring St., 
New York 12, N. Y., recently announced the manu- 
facture of a new junior model of their Mercury Stapler. 
The Mercury Jr. is designed as a popular-priced quality 
stapler that would find ready home as well as office 
sale. It is similar to the standard Mercury Stapler 
except of smaller size and retailing for less. 

The Mercury Jr. holds a half strip of 105 staples 








THE NEW MERCURY, JR., STAPLER 
and has open-end channel to prevent jamming. The 


product will be available in two models, to retail at 
approximately $5.00 and $4.50. The $5.00 Junior will 
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me One look at this easy-to-use, sales promotion plan, It’s primarily designed to sell quality typewriter 
: will convince you of its practical value, because it's ribbons and carbon paper, but it also opens the 
ples ‘ . 
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will FINE CARBON PAPERS & INKED RIBBONS.- PARK RIDGE, NEW JERSEY 
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be of all steel chrome construction and the $4.50 
machine will have an alternate all-steel construction 
with part chrome or part lacquer finish. Available for 
immediate delivery, the new Junior will be promoted 
by an extensive advertising campaign. 
— + 
DELUXE CASE IS OFFERED BY MAYFAIR 

The Mayfair Company, 315 N. Desplaines St., Chicago 
6, Ill., has announced that their steel transfer cases 
in check size and letter and legal size will now be 





MAYFAIR DELUXE TRANSFER CASE 


made also in a deluxe model with rollers. Follower 
blocks may be had as optional equipment. The com- 
pany will make up any special size case requested. 
Catalogs describing the line are available. 
——_——-  —____ 
MICRO-RECORD MICROFILMS BULKY PAPERS 


Single sheets, magazine articles, pages in bound vol- 
umes, sheets of correspondence stapled together and 
labels on bulky packages can be rapidly and economic- 
ally microfilmed by the new Micro-Record all-purpose 
automatic microfilm machine, claim the manufactur- 





MICRO-RECORD AUTOMATIC MICROFILM MACHINE 


ers, Griscombe Corporation, 50 Beekman St., New York 
7, N. Y. The operator need only place the material to 
be microfilmed on a glass window and touch a single 
button, it is asserted. 

Any material, no matter how bulky, which can be 
placed on the 914 x 14-inch glass window, can be 
microfilmed, say the manufacturers. The machine has 
fixed focus, fixed: aperture, fixed illumination, and re- 
quires no knowledge of photography. Up to 45 ex- 
posures a minute can be made. Ordinary 60-watt bulbs 
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are used for illumination. The device occupies a space 

27 x 30 inches and stands 30 inches high. It uses 275 

watts and operates on any 110 to 125-volt A. C. circuit. 
a 

ROYAL DEVELOPS AN ACCOUNTANCY RIBBON 

The Roytype supplies division of the Royal Type- 
writer Company, Inc., 2 Park Ave., New York 16, N. Y., 
has announced the development, after months of ex- 
perimentation in the Roytype research laboratories, of 
an accountancy ribbon. 

The ribbon is declared to have an exclusive ink 
formula for quality performance on either pica or 
elite type machines. 

rr ee 
IMP ENVLOPENER OFFERED TO TRADE 

A new light weight letter opener, the Imp Envlop- 
ener, is now being marketed by the Industrial Molded 
Products Corporation, 72 W. Fillmore Ave., St. Paul 1, 
Minn. This portable, electric and automatic machine 
retails for $49.50. 

It is claimed that the Imp can open up to 100 letters 
a minute and is designed to speed mail to busy execu- 
tives, cut mail room time and prevent damaged checks, 
letters and sales reports. 

The fast feed of the Imp is declared to assure posi- 
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- 
NEW IMP ELECTRIC ENVLOPENER 


tive opening. A concealed cutting wheel is located 
behind a guard bar which allows just enough of the 
envelope to be sliced off without injuring contents. 
The operators are safe from cut fingers, the manu- 
facturers of Imp Envlopener declare. The machine 
comes complete with motor switch cord and plug and 
weighs five and one-half pounds packed for shipment. 
ee 
MITCHELL OFFERS TWIRLIT PAPER DRILLS 


Mitchell Corporation, South Locust at Matthews, 
Hagerstown, Md., recently placed on the market a 
new and improved line of Twirlit paper drills. These 








MITCHELL TWIRLIT PAPER DRILL 


machines are hand operated and designed to be used 
principally in offices for drilling holes in bound mag- 
azines, records, reports and loose leaf sheets. The 
drills have a capacity of 200 sheets (one-half inch 
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4-Position, 3-Track Ribbon Control saves you 
money, gives one third more ribbon usage 








Key Trip instantly releases mis-stroked 
keys that jam—no more smudged fingers 














* 2 & sbjrene | ae Fes Be bis ee aw ing as 
Longer Writing Line often eliminates the 
need for an extra, wider carriage machine 





KEY TO A TYPIST’S HEART 


Here’s a new typing feature... the smoothest, easiest, quickest way 

you've ever known, to turn out letters any boss will be proud to sign. 
Keyboard Margin Control,* we call it. Your fingers never leave the keyboard... a 
flick of the keys, and both margins are set—click! Now you can have margin setting 
where it really belongs ...on the keyboard. It steps up performance, steps down 
fatigue. You'll find it only on the Remington KMC*— the latest of many reasons why 
more Remingtons have been bought than any other typewriter. See it today! There’s 


nothing else like it in typing! 





4 Only the Remington KMC gives you all 8 at no extra cost 


=~. Silent, Lighter 


si ) Carriage Return 


*KMC and Keyboard Margin Control, T. M. 
© 1947 by Remington Rend Inc, 





THE FIRST NAME IN TYPEWRITERS 
Makers also of world-renowned Remington Rand Portable Typewriters 


OFFICE APPLIANCES, August, 1947 45 








thickness) in but one operation of the machine. 

The manufacturers claim attractive modern styling 
for the product and a durable baked enamel crackle 
finish with contrasting nickel fittings, to fit perfectly 
with other office equipment. Single hole and multiple 
hole models provide a selection for every use, it is 
asserted. The drills are for sale at stationery and 
office supply dealers exclusively. 

en 
HOLD-A-CARD OFFERED TO INDUSTRY 


A new product for the industry is the Hold-A-Card, 
offered by Mrs. William J. DuBois, 2074 Catalina Blvd., 
San Diego 7, Calif. The Hold-A-Card is so designed 
that the front card in the group extends up a little 





HOLD-A-CARD COPYHOLDER FOR CARDS 


from the others. This feature is declared to be ad- 
vantageous in that it is easy to remove that first 
card when the necessary information is taken from it. 

The device is placed directly in front of the typist 
through lifting up or removing of the hinged or re- 
movable section of the typewriter above the type bars. 
The section can be replaced, locking the Hold-A-Card 
firmly in place. The device will fit newer models of 
L. C. Smith, Electromatic, or Remington typewriters, 


says Mrs. DuBois. 
——— o— 9 


OFFER NEW DECI. LOG LOG SLIDE RULE 
A new Deci. Log Log Slide Rule to simplify com- 
putation was recently announced by Pickett & Eckel, 
Inc., 5 S. Wabash Ave., Chicago 3, Ill. The scales, on 
the front of the rule, are so arranged that only one 
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SEVERAL READINGS WITH EACH HAIRLINE SETTING 


setting of the hairline gives each result in square 
root, cube root and logarithm. The log log scale on 
the back is declared to be expanded for greater accur- 
acy and arranged to give these five readings with each 
setting of the hairline: (1) decimal fraction to 4 and 
5 figures; (2) its reciprocal to 4 and 5 figures; (3) 
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logarithm; (4) cologarithm; (5) natural logarithm to 
base. The scales read from one ten billionth to ten 
billion and give decimal point location. A simple 
legend tells which scale to read when raising to 
powers. 

The slide rule is made of magnesium alloy with plas- 
tic surface bearing expanded, easy-to-read washable 
scales. Size is 12% x 2% x 3/16 inch. It comes com- 
plete with a carrying case, illustrated instruction 
manual by Prof. M. L. Hartung, University of Chicago, 
and set of typical problems. The price is $16.50 com- 
plete. 

eT 
NEW MEMO PAD KEEPS NOTES INDEFINITELY 


An aid to the busy executive, professional man, 
housewife, or others who make notes and want them 
available for easy reference is offered by Permanote, 
“the memo pad with the permanent memory.” An 
English invention, American patent rights to the new 
type memo pad are held by Permanote, Inc., 4th & 
Chestnut Sts., Philadelphia 6, Pa. Production has al- 
ready begun and retail outlets are now being estab- 
lished. 

Outstanding features of the Permanote are claimed 
to be its continuous supply of writing paper provided 
by a paper roll mounted on a steel spindle inside the 
plastic case, and the swiveled writing board which 
flips back as a knob is turned. Paper roll refills are 
available at slight extra cost. 

In use, the Permanote provides a fresh writing sur- 
face merely by flipping over the bottom of the writing 
board with a slight upward pressure of the thumb or 
forefinger. To refer back to previous notes, a turn of 





PERMANOTE NEW TYPE OF MEMO PAD 


the knob reverses the board instantly. When com- 
pletely used, the paper roll may be removed from the 
case and kept for future reference, if desired. 

The plastic Permanote case is available in a choice 
of finishes—walnut, ivory and ebony. A three-year 
calendar is provided beneath a transparent plastic 
window near the top of the case. The retail price of 
the Permanote is $2.50. 


ee 


OFFER NEW STYLE WASTE RECEPTACLES 

A new complete line of Bennett Bilt waste recep- 
tacles with non-rusting, stainless steel feet—claimed 
to be first so equipped—was recently announced by 
the Bennett Manufacturing Company, Inc., Alden, 
N. Y. 

The manufacturers assert that incorporation of 
non-rusting, stainless steel feet eliminates marks on 
flooring and in addition the new feet keep the recep- 
tacle bottom off damp floors. 

The Bennett Bilt waste receptacles are fabricated 
from heavy gauge steel and are reinforced by rounded 
corners. Two independently-hinged doors permit 
them both to be opened simultaneously. Heavy tension 
springs keep these doors closed when not in use. 

The larger sizes of receptacles have burlap bags 
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oo - PRESTIGE OF MAKER 


Probably the most valuable of all assets—to an indi- 
vidual or to a firm—is a good reputation, prestige. 
It is, we believe, the product of sweat, and years, 
and skill, and integrity. And, these are the valued 


intangibles that stand back of every A-S-E product. 


ALL-STEEL EQUIPMENT, INC. 


600 Cleveland Avenue, Aurora, Ill. 
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A-S-E STEEL PRODUCTS 
STEEL OFFICE FURNITURE 


ELECTRICAL OUTLET 
AND SWITCH BOXES 


FROZ-N-FOOD LOCKERS 


INDUSTRIAL EQUIPMENT FOR 
FASTER MATERIALS HANDLING 


CLOTHING LOCKERS 


WARDROBE, STORAGE, AND 
COMBINATION CABINETS 


ASE: 
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for quick, easy removing of waste. Two models are 
equipped with galvanized cans for use with water 
fountain, and so forth. 
Fie lease tap AANA ipiccamencne 

WELLS EXPANDS POSTURE-RITE CHAIR LINE 

Wells Office Furniture, Chicago, recently announced 
the addition of two lower-priced units to their line of 
Posture-Rite chairs. No. 327, illustrated herewith, 
offers a two-inch padded seat and back and lists for 
$29.40 each. No. 227 has a three-inch spring-filled seat 
and padded back and lists for $35.40 each. Both num- 
bers are covered with Masland leather fabric. Regular 
colors are green, tan and brown. 

These new Posture-Rite chairs are made with 
adjustable height and adjustable back rest and the 
chair is fully chromed. Warranted lifetime operation 





WELLS NO. 327 POSTURE-RITE CHAIR 


is stressed by the company. It covers these new models 
as well as the regular No. 127 Posture-Rite chairs. 
Additional information may be secured by writing 
Wells Office Furniture Company, 725 S. La Salle St., 


Chicago 5, Ill. 
= —__— 


HYCOE INDUSTRIES OFFER NEW TEL-E-DEX 

Hycoe Industries, Inc., 2030 Ogden Ave., Chicago, 
Ill., are introducing the automatic Tel-E-Dex to the 
trade as an automatic index pad with pop-up pencil 


holder. 
Features claimed for this product include precise 





NEW TEL-E-DEX INDEX PAD 


selector control, feather weight finger control, silent 
operation, embossed, streamlined, light weight cover; 
automatic pop-up pencil at finger tips; polished docu- 
ment manila stock suitable for any ink; four live rub- 
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ber snubber cushion feet to prevent skidding and 
marring of desk surface; finish in Hammerloid baked 
enamel with polished ebony plastic base trimmed with 
Chinese high lustre finish. 

The device comes in gem green, Dictaphone gray, 
old rose, tan, silver gray and walnut finishes. 


ee 


NO-GLARE OFFERS NEW ERASURE SHIELD 

No-Glare Manufacturing Company, P. O. Box 267, 
Dallas, Tex., has introduced a new typewriter erasure 
shield. The manufacturers claim that this shield, 





NEW NO-GLARE ERASING SHIELD 


through a special groove at the bottom, catches all 
of the abrasive preventing the dropping of damaging 
erasure abrasive particles into the typewriter me- 
chanism. 

The shield is curved to fit the typewriter platen and 
is only .004-inch thick. 

Patent is pending for the product, designed to sell 
for $.10. 

————-o—__—— 


C-THRU OFFERS NEW SET OF ELLIPSES 
A set of five ellipses that covers almost every draft- 
ing and engineering need is now being marketed by 
The C-Thru Ruler Company, Hartford, Connecticut. A 
set consists of 15, 30, 35, 45 and 60 degree ellipses, and 
each template permits the drawing of any ellipse from 
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3 I 
NEW C-THRU 30-DEGREE ELLIPSE 


14 to 12 inches in diameter. Each ellipse has a pro- 
portional scale to check the proper degree template 
to use when the major and minor diameter are known. 

Made of non-inflammable, non-warping, and dimen- 
sionally stable clear plastic, each ellipse allows an un- 
hampered view of subject matter at all times. Each 
ellipse is marked in eighths of an inch up to six in- 
ches, and is extremely simple to use, state the manu- 


facturers. 
ee ee 


PIERCE COMPANY ADDS PHOTO MAILER LINE 

A line of photo mailers has been added by The 
Pierce Company, 3705 Nicollet Ave., Minneapolis 8, 
Minn., the company selling these through the station- 
ery trade. Information and price data are now available 
for both the dealers and distributors. 

These mailers are offered in six popular sizes from 
64% x 9% to 12 x 15% inches. All numbers may be 
assorted for 500 or 1,000 quantity prices. The mailers 
are packed 50 to 100 to size. 

These envelopes are the stock metal clasp kraft with 
two pieces of 200-pound corrugated board, grains run- 
ning both ways, as required by postal regulations. 
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RULED BOUND BOOKS — 


Account Books 
in 
All Rulings 





















Multi-Column 
Books 
2 to 36 Columns 


hl 





CUSTOM BUILT QUALITY 


The J. G. Shaw Blank Book Company, 
established in 1831, has for many years 
been a part of Wilson Jones Co. * This 
affords the Stationer the advantage of 
combining orders for Shaw’s Bound Books 
with Loose Leaf Products. 


During more than a hundred years since | 
its establishment, the Shaw Line has kept 
pace with every new requirement and to- | 
day offers a complete selection of Ruled 
Bound Books for every accounting and | 
record keeping need. Among Shaw’s Books, 
in addition to those illustrated, are: 


Bills Payable and Merchants Pass Books 
Receivable Books Merchandise Stock 
Cash Sales Books Books 
Po cig ee a Notarial Record 
uD Negister Order Register 
oe “Re Books Package Receipts 
Shera egister Receiving Record 
ngineers’ Field & Se Heaki 
Level Books earn * 
Shipping Record 


Hotel Register . 
Insurance Register Steno Note Books 


Invoice Books Student Note Books 
Law Abstract Books Tally Books 
Memo Books Tourist Register 





See Catalog No. 146 
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Cash Books 
2 to 6 Columns 


9 fa -Pyoors 


Fag Rou 





Time and Payroll Counter Books 


Books— Desk Sizes 
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Sacial Security 
TIME Book 
Weexiy 


Sete 








Time Books 
Pocket Sizes 


Index Books 





WILSON JONES Co. 


GENERAL SALES OFFICES 


NEW YORK BOSTON 
122 E. 23rd Street 137 Federal Street 


CHICAGO 


3300 Franklin Blvd. 


SAN FRANCISCO 
500 Howard Street 


KANSAS CITY, MO. 
816 Locust Street 


Main Plants at CHICAGO and ELIZABETH, N. J 
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HERB WALSH 
Co-chairman 





ED MANNING 
Chairman 


Chicago Convention Committees Named 


for Forty-First Annual Assembly 





‘NHE MEN BEHIND the scenes, active both before 
T and during the actual sessions, have been named 
for the Forty-first Annual Convention of the National 
Stationers Association to be held at the Stevens Hotel, 
Chicago, September 28-October 2. 

Heading the Chicago convention committees are 
E. R. Manning, Stein Bros. Mfg. Co., and Frank Mashek 
Company, general chairman; and Herbert J. Walsh, 
Ace Fastener Corporation, vice-chairman. 

Wtih the convention dates and the multitude of 
arrangements to be made concerning the exhibits, 
entertainment, banquet and housing of what prom- 
ises to be the largest NSA convention in history, these 
groups are holding meetings and completing their 
details. 

Complete list of committees follows: 

BANQUET—Edward L. Little, chairman, the Wabash 
Filing Supplies, Inc.; Tom Gillice, co-chairman, Rock- 
well-Barnes Co.; Ralph V. Maneval, A. W. Faber, Inc.; 
and Duncan B. Conklin, Boorum & Pease Co. 

ENTERTAINMENT—A. M. Allen, chairman, Amer- 
ican Lead Pencil Co.; James Lynch, co-chairman, 
Brown Morse Co.; Parle Cooley, The Bates Manufac- 
turing Co.; Roy L. Melind, Louis Melind Co.; George 
Schumacher, Siekert & Baum; E. E. Long, Stevens 
Maloney & Co. 


In Charge of Exhibits 


EXHIBIT HALL—Fred C. Schaefer, chairman, San- 
ford Ink Co.; Roy C. Clarke, co-chairman, F. S. Web- 
ster Co.; Alvin C. Aigner, G. J. Aigner Co.; Paul W. 
Cheney, Southworth Paper Co.; A. C. Van Horne, 
Eberhard Faber Pencil Co.; Joseph J. Stuckart, The 
Carter’s Ink Co.; Thor Gardner, W. A. Sheaffer Pen 
Co.; and John W. Henn. 

GOLF—George B. Tapner, chairman, Industrial Tape 
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Corp.; Ray J. Eichenlaub, co-chairman, Service Steel 
Products Corp.; Clark Roland, Marshall-Jackson Co.; 
Eldon Just, Just & Son; R. W. Heck, Frank Mashek 
Co.; and W. C. Clegg, The Clegg Co. 


Make Hotel Arrangements 


HOTEL—W. Brewster Towne, chairman, National 
Blank Book Co.; Gordon J. Kickels, co-chairman, C. L. 
Barkley & Co.; Cortland B. Horr, Associated Stationers 
Supply Co.; Earl Collins, Rockwell Barnes Co.; William 
C. Lipner, Koh-I-Noor Pencil Co.; J. L. Mann, Sturgis 
Posture Chair Co.; William R. Robinson, Robinson 
Reminders. 

LADIES’ ENTERTAINMENT—Glenn W. Chambers, 
chairman, The Weis Mfg. Co.; Wesley F. Montpas, co- 
chairman, Victor Safe & Equipment Co.; Russell E. 
Ragan, American Pad & Paper Co.; E. James Bradley, 
Higgins Ink Co., Inc.; H. Folger Fellowes, Bankers Box 
Co.; Charles Malody, Associated Stationers Supply Co.; 
William E. Wintrich, Acco Products Co.; and wives of 
all committee members with Mrs. Less Crowl and 
Mrs. Paul Burbank. 

PRIZES—William E. Smith, chairman, Ace Fastener 
Corp.; Ralph A. Maish, Jr., co-chairman, Dennison 
Mfg. Co.; George Cormack, Wilson Jones Co.; M. M. 
Morrissey, The Parker Pen Co.; Frank S. Cooper, Codo 
Mfg. Co.; and Edward C. Rohrs, Eaton Paper Co. 

PUBLICITY—William J. Dalton, chairman, W. J. 
Dalton Advertising; Walter Lennartson, co-chairman, 
OFFICE APPLIANCES; John M. Smythe, Geyer Publica- 
tions; and J. Brown Hardison, Modern Stationer. 

RECEPTION—G. O. Stevens, chairman, governor of 
District No. 6, Stevens-Maloney Co.; and Maynard 
Westring, co-chairman, governor-elect of District No. 
6, Mid-City Stationers, Rockford, Ill.; and all gover- 
nors and governors-elect. 


OFFICE APPLIANCES, August, 1947 








PORTE «SURED 















The Swing Front has revolutionized office filing 
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GF Super-Filer mechanizes office filing. It makes work 
easier... saves floor space . . . reduces filing cost. 


Filing, finding and reference are simpler, easier and 


teel quicker because of Super-Filer’s mechanized “swing 
“ee front action.” There is no other file like it. 
When you open a Super-Filer drawer, the front 

swings out, enabling the contents to be spread like a 
alll book, making every record quickly visible and readily 
. accessible. ‘This feature also permits you to use the en- 
ners tire 26% inches of drawer space—a gain of 4 inches, or 
or 18%, over the usable capacity of any rigid front file of 
son equal inside depth. Two 5-drawer Super-Filers house as 

much material as three 4-drawer filing cabinets of 
ers, standard 28-inch depth. This means a 50% saving in 
rE. floor space. 
ma Super-Filer brings you the most important improve- 
Co.: Super-Filer shown is ment in office filing since the advent of the steel file 
s of No. 55051, available in green, itself. It is now available in 2-, 3-, 4- and 5-drawer 
and gray, mahogany or walnut. 


height through all GF dealers and branches. 


se su PER-FILER THE OLD-FASHIONED WAY THE SUPER-FILER WAY 
Sod Che Mechanized File 


2 G&> 





on AA product of THE GENERAL 

PA In a rigid front file at least 4” Swing front and attached throw- 
or of FIREPROOFING COM NY of the 26 %” depth must be left back plate permit drawer to be 
- 25 Et en oe cceicncmmeenes Api ik oe 
, No. YOUNGSTOWN 1. OHIO manipulate drawer contents. r _ 
yver- 


METAL FILING CABINETS « METAL DESKS « STEEL SHELVING e STEEL STORAGE CABINETS « GOODFORM ALUMINUM CHAIRS 
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Walter J. Niles, vice-president and general manager, 
and Norman J. Collister, sales manager of Frederick 
Hart & Company, Inc., Poughkeepsie, N. Y., signed 
the Guest Book on June 26. Both Mr. Niles and Mr. 
Collister formerly were members of the IBM organ- 
ization. They had come to Chicago to spend two days 
in the interest of the company which specializes in 
the manufacture of sound recording equipment. 


H. K. Lowerre of Spencer, Iowa, called at the offices 
of this journal July 1. He had come to Chicago to 
spend a week, during which time he visited with 
various suppliers. He conducts an office machine re- 
pair business and is expert on nearly all types of 
office machines and horticulture as well. 


O. A. Strawn of Strawn’s Office Supply, Boise, Ida., 
signed the Guest Book July 2. He was on an extensive 
trip which had consumed six weeks and was to in- 
clude three more by the time he returned to Boise. 
While he called upon suppliers in many cities, he 
also had an extended vacation. He called at prac- 
tically all the important cities from the Northwest 
across the country to New York, Boston and Washing- 
ton. In Chicago he attended the convention of the 
Kiwanis International. Mr. Strawn sells stationery 
and furniture, wood and steel, and maintains branch 
stores in Napa, Ida., and Ontario, Ore. 


O. Morey Smith of The Recordplate Company, 
Pasadena, was a visitor of OA headquarters July 8. 
He had traveled to New York on the sale of his prod- 
ucts which include a loose leaf record index book 
for phonograph records and a similar book for record 
purposes in offices and in salesmen’s kits. The latter 
has been on the market only a few months, the 
record index since the latter part of 1946. He was 
pleased at the number of reorders from stationers 
with whom he had only recently started to do busi- 
ness. 


Larry Smith and Thomas F. Hassett of Larry Smith 
Industries, Inc., called at this journal’s offices for a 
visit July 9. They had been calling upon the trade 
in Chicago with a sample of their smokeless smoker 
stand known as the Smith Odorless Smoker. Although 
selling a new product, they reported excellent ac- 
ceptance by dealers and users alike, and were in the 
midst of plans to extend their dealer coverage. 


Paul E. Burbank, general manager, NSA, dropped in 
at O.A. headquarters for a visit July 10. A man witha 
program strenuous enough to tax the capacities of two 
ordinary mortals, he was on his way from a meeting 
of the executive committee at Santa Fe, with Wash- 
ington as his ultimate destination, a day to be spent 
at the store equipment show in New York before com- 
pleting his journey. Traveling by air whenever pos- 
sible, every day and all day finds him active ad- 
vancing the interests of the commercial stationery 
field in general and the membership of NSA in par- 
ticular. He is prepared for the greatest gathering of 
stationers ever held under one roof when the industry 
has its annual convention starting September 28. 


George Wilkerson of Smead Manufacturing Com- 
pany dropped in at the offices of this journal July 14. 
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He had completed working northern Indiana the day 
before and was on his way to another part of his ter- 
ritory. George for many years has made his home in 
Springfield, Mo., which he expected to reach after two 
or three weeks of travel. 


David Fried, eastern representative of the Murphy 
Chair Company with headquarters in New York City, 
signed the Guest Book on July 15. Mr. Fried has been 
calling on office supply dealers in the Atlantic sea- 
board states for the past 16 years. His journey to the 
Middle West was partly business and partly pleasure. 
He expected to be back in the East calling on the 
trade before the end of the month. 


A. C. Barnhill, Nashviile, Tenn., signed the Guest 
Book on July 21. A stationer for 15 years, he sold his 
busimess before entering the army. In Chicago, he 
called upon friends of pre-war days. Out of the field 
at present, he is thinking seriously of returning to 
it soon. 

- ro a ae ee 
ROYAL TYPEWRITER PROMOTES BOULTON 

David B. Starrett, standard typewriter sales man- 
ager of Royal Typewriter Company, Inc., recently an- 
nounced the promotion of Wayne K. Boulton, former 
assistant manager of the New York office, to the posi- 
tion of supervisor of sales training. 

In undertaking this job, Mr. Boulton will set up a 
sales training program having as its aims: 

1. Standardization of sales training procedure. 

2. Development of training program for new sales- 
men. 

3. Development of a continuous training program 
for typewriter salesmen. 

4. Establishment of a clearing house for sales train- 
ing ideas. 

5. Development of sales training kit for managers. 

Mr. Boulton started with Royal as a junior salesman 
at Pittsburgh, Pa., in 1935. After a period of selling 
typewriters in a territory, he was assigned to the 
Royal factory to study its operation. This experience, 
coupled with several months of study with L. C. Myers, 
head of Royal’s patent and experimental department, 
formed the basis for a nationwide demonstration tour 
he undertook from September, 1937, to May, 1938. 

Upon finishing the tour, Mr. Boulton served as na- 
tional accounts salesman in Pittsburgh for 14 months 
and then as special representative for Royal’s eastern 
sales manager. He entered the Army in 1942 and upon 
discharge in 1945 returned as assistant sales manager 
of Royal’s New York office. 


———>—e—___ 


INCORPORATE FOUR NEW FIRMS IN TEXAS 

The incorporation of four office appliance stores 
in Texas has been approved by the Secretary of State. 

These firms were granted charters: 

The Art Graphic Printing Company, Inc., of Waco 
with a capital stock of $6,000 and incorporators listed 
as L. W. Reed, Leonard E. Draper and Vernon A. 
Kageler. 

Better Business Machines Corporation, of Fort 
Worth with capital stock of $60,000 and incorporators 
listed as H. O. Whisler, L. R. Granberry and J. C. Cox. 

Office Accessories, Inc., of Dallas with capital stock 
of $20,000 and incorporators listed as C. G. Ferrell. 
E. G. Moseley and William Harold Evans. 

Weaver-Pullen Publishing Company of El Paso with 
capital stock of $2,500 and incorporators A. D. Weaver, 
E. W. Pullen and Charles R. Loomis—HORN. 

acacia a. 

GEORGE HAMM JOINS QUALITY OFFICE FIRM 

George Hamm, for many years New York manager 
of American Writing Machine Stores, recently joined 
the Quality Office Equipment Corporation, 166 W. 23rd 
St., New York 11, N. Y., in the capacity of sales 
manager. Many friends in the industry have con- 
gratulated Mr. Hamm on his new connection. 
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Office Supply Volume with 
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Kepresentatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the factlities at New York are not so many as at Chicago 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


London, England, June 1. 

The British Industries Fair ended in a blaze of glory 
for the selling market, an unprecedented exposition 
both from the angle of attendance of overseas buyers 
and inquiries for goods. 

Unfortunately, the Fair stressed the inability of Brit- 
ain to deliver the goods. Only a minor proportion of 
the overseas demand could be met. British exporters 
have to find and hold their markets by the quality of 
their products and honest delivery promises. 

In the office machinery and equipment section there 
was nothing exhibited that was astonishingly new. 
Steel office furniture showed a modern trend, stream- 
lined and of pleasing colours in slate blue, battleship 
and steel gray. 

Roneo had an interesting model library exhibit, dem- 
onstrating how it is possible to completely redesign the 
interior of a building, using only steel library equip- 
ment to build up the entire floors. In one instance, a 
public library was given an additional floor, although 
the outside superstructure remained the same. Every- 
where there was increased book storage capacity, plus 
an additional floor. The office furniture was of stand- 
ard unit principle. 


Exhibit Products of New Factory 


National Cash Register Company, Ltd., placed on 
view models of accounting machines made at the new 
British factory at Dundee. Markmaster, Ltd., exhibited 
a machine for marking designs on any materials. For- 
digraph, Ltd., had a new model, the Multilinex, claimed 
to be the first of its kind in the world for line selec- 
tion in production control, and a machine which can 
also be used in normal reproducing. Miles Aircraft, 
Ltd., in addition to exhibiting the Copycat photo- 
graphic copying machine, also introduced a model of 
a new dictating machine, the Copytone. This machine 
uses what is claimed to be a plastic flat record. The 
latest Gestetner was on show, a selective electric 
model. 

A number of firms revealed improvements on their 
models, although they were not spectacularly new. 
The office machinery and equipment section was voted 
the best section in the Fair and was also the third 
largest. Pre-war, the section comprised nine or ten 
firms, but this year’s exhibit took in 70 firms, demon- 
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strating the growth of British manufacture as a result 
of the war. On display was a pre-war model of a por- 
table typewriter of German manufacture, a machine 
which, it is understood, will be shortly manufactured 
in Great Britain. 

Shannon, Ltd., exhibited a filing cabinet, Shannon- 
swing, featuring a new technique for use in congested 
offices. Made in walnut or mahogany, the cabinet lies 
lengthwise against the wall, with only the depth pro- 
truding, while the drawer swings out pivotally at any 
desired angle instead of pulling out. 

The stationery section was housed on the first floor 
at Olympia. Although comprising some 30 firms, there 
was nothing new on show, the shortage of paper ruling 
out anything of unusual design. John Dickenson & 
Co., Ltd., had a very spectacular and by far the largest 
exhibit, showing their usual wide range of goods. Sev- 
eral firms had minor gadgets new to British manufac- 
ture—stapling machines and pencil sharpening ma- 
chines. 

Shows Britain on Way Back 


Due to sound planning and the clever use of unor- 
thodox materials, the Fair at both Olympia—where 
was housed the office appliance exhibit—and at Earl’s 
Court, presented home and foreign buyers with a 
“shop window” depicting a very different Britain from 
the dismal picture so frequently painted. Granted 
that many of the immense range of goods exhibited 
are unobtainable on the home market, and may not 
be obtainable for as long as two years, but the Fair 
demonstrated that Britain is not lagging in its manu- 
facturing. 

The office machinery and equipment section housed 
on the ground floor at Olympia had stands of uniform 
design, the predominating colors being buff with 
chocolate lettering. 

The industry arranged a free typewriting bureau 
service for the use of both buyers and exhibitors. This 
service was particularly appreciated by overseas buy- 
ers, especially as secretarial services are impossible to 
obtain in London at the present time. The services of 
an efficient stenographer are almost at a premium. 
The typewriting bureau had an international savour 
on those days when buyers elected to type their own 
letters in their own language, on machines loaned by 
the manufacturers. This service, although experi- 
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BRITISH INDUSTRIES FAIR AT OLYMPIA, MAY 5-16 


mental, proved very much worthwhile. 
Firms exhibiting in the office machinery and equip- 
ment section and their products were: 


Adrema, Ltd.—addressing and listing machines and equipment. 

Addressal] Machine Co., Ltd.—addressing and listing machines. 

Addressograph Multigraph, Ltd.—addressing and duplicating ma- 
chines. 

Block & Anderson—duplicating, adding and listing 

British Tabulating Machine Co., Ltd Hollerith 
accounting and tabulating equipment. 

Bulmers, Ltd.—Addo adding and listing machines 

British Typewriters, Ltd.—typewriters 

Cc. W. Cave & Co., Ltd.—Findex, Card Wheel & Cavadex selecting 
and visible systems. 

Columbia Ribbon & Carbon Mfg. Co., Ltd 

Dapag, Ltd.—small label and ticket machines 

Dictograph Telephones, Ltd.—Dictograph systems, loud 
and microphones. 

Egry, Ltd.—manifold registers, billing attachments 
stationery. 

Ellams Duplicator Co., Ltd.—duplicators, carbons and 
and supplies. 

Gestetner, Ltd.—duplicators and accessories and supplies 

Guy’s Calculating Machines, Ltd.—Britannic calculating machines 

Imperial Typewriter Co., Ltd.—typewriters and supplies 

Kaye's Rotaprint Agency, Ltd.—office printing and duplicating 
machines, 

International Coin Counting Machine Co., Ltd coin counting and 
sorting machines, letter opening and sealing machines 

Lamson Paragon Supply Co., Ltd continuous business forms 


loose leaf books, attachments for typewriters and billing machines 
Lamson pneumatic tube systems 


machines. 


punched card 


carbons and ribbons. 
speakers 
and manifold 


ribbons 


Lamson Engineering Co., Ltd.- 
and automatic pick-up systems. 

Magneta Time Co., Ltd.—time recorders, job cards, syncromatic 
clocks and office loud speakers. 

Miles Aircraft Ltd. (Copycat Division)—reflex reproducing equip- 


ment, 
Moore’s Modern Methods, Ltd 
accounting equipment 


loose leaf, visibl« cord machine 


National Cash Register Co., Ltd cast registers, adding and 
accounting machines 

Oliver Typewriter Mfg. Co., Ltd typewriters 

Percy Jones (Twinlock), Ltd.—loose leaf books and record sys- 
tems. 


Powers-Samas Accounting Machines, Ltd 1ed card account- 
ing machines 
Remington Rand, Ltd 
Read Mfg. Co., Ltd 
stencil papers 
Rexel, Ltd. (Ofrex) 
self-adhesive tapes. 
Roneo-Neopost, Ltd.—Neopost franking machines 
Seldex, Ltd.—visible and business systems 


-office equipment and machines 
typewriter carbons and ribbons, duplicating 


stapling machines and ther office machines, 
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The Shannon, Ltd.—office furniture, fiiling and card systems. 

Shunic, Ltd.—office systems, accessories and metals. 

W. H. Smith & Son, Ltd. (Business Forms Dept.)—continuous sta- 
tionery forms and feeding devices. 

Tan-Sad Chair Co.—posture chairs for office and factory. 

Universal Postal Frankers, Ltd.—postal franking and post office 
cancelling machines. 

Standard Telephone & Cables, Ltd.—telephones. 

Creed & Co., Ltd.—Teleprinters. 

Gutteridge Sampson & Co.—duplicators and general office require- 
ments. 

Typewriter Sundries Co., 

London School of Stenotyping—shorthand machines. 

Sterling Continental Typewriter Co., Ltd.—Continental typewriters. 

Acrow (Engineers), Ltd.—mobile steel equipment. 

Art Metal Construction Co.—steel equipment. 

Bar-Lock Typewriter Co.—typewriters. 

Chatwood Safe and Eng. Co.—safes and steel equipment. 

Chubb & Sons Lock & Safe Co.—safes and steel equipment. 

Constructors, Ltd.—steel equipment. 

Cox & Co, (Watford), Ltd.—tubular steel chairs and tables. 

Frank R. Ford, Ltd.—duplicators. 

J. Glover & Sons, Ltd.—stee! equipment. 

G. A. Harvey & Co. (London), Ltd.—steel equipment. 

Leabank Chairs, Ltd.—occupational seating. 

London Computator, Ltd.—adding machines. 

Milners Safe Co., Ltd.—safes and steel equipment. 

Pel, Ltd.—tubular chairs. 

Roneo, Ltd.—steel equipment, addressing machines, visible records 
and duplicators. 

Sankey-Sheldon, Ltd.—steel equipment. 

Waddells, Ltd.—steel equipment. 

Abbott Bros, (Southall), Ltd wood office furniture, * 

Adana (Printing Machines) Ltd.—printing machines. 

Easco Electrical, Ltd.—*’Call Boy” intercommunicating equipment, 

Fermaprint, Ltd.—duplicators 

Modern Telephone Co., Ltd internal telephones. 

E. Shipton & Co., Ltd.—loud-speaker devices 

Rectophot Mfg. Co., Ltd.—photo copying machines. 

H, Christie, Ltd.—pens and pencils. 

Markmaster, Ltd.—electric marking machines. 


Ltd.—typewriter parts. 





————_—= > ____ 


BRITISH OFFICES ARE BUYING SYSTEMS 

Whatever the defects of present legislation in Great 
Britain are as far as business interests in general are 
concerned, the business system and office supplies in- 
dustries are reaping rich harvests. 

Businessmen, snowed under by official returns in 
triplicate, by official questionnaires, and by a hundred 
new forms of government legislation—affecting work- 
ers, canteens, pay-as-you-earn taxation, industrial 
coupons for workers’ clothing, national insurance, in- 
dustrial committees and joint industrial councils—have 
less time than ever to do an increased amount of 


clerical work. 


Suffer From Labor Shortage 


In addition, the British are suffering the biggest 
labor shortage of all time. Gone are the days when 
office help was cheap and a clerk was available for 
limited payment. There is literally no office help avail- 
able in Britain these days and even a 16-year-old 
stenographer is now paid as much as a 50-year-old 
clerical and administrative assistant before the war. 
In London, stenographers command weekly wages in 
the neighborhood of seven pounds and are not re- 
quired to be particularly competent. This all means 
that more industrialists are interested in methods of 
economizing in clerical help. The answer is an in- 
creased use of every form of office appliance which 
will save time, and an increased use of office systems. 

At least one company, Kalamazoo, Ltd., has realized 
that it will pay to advise the businessman, disinter- 
estedly, in newest methods of saving time and money. 
This company has been running a series of nationwide 
exhibitions at which systems have been shown for the 
various purposes now developing. Most businessmen 
wish a specialized system of their own for specific 
purposes. But for nationwide purposes, such as pay- 
as-you-earn taxation, the adoption of a standardized 
form of records offers the maximum help to the 
greatest number of executives, and this is the way this 
company has attempted to do. 


Show How Systems Do Job 


Kalamazoo salesmen get down to the job of explain- 
ing the policy behind their systems with each suc- 
cessive visitor, often spending up to half an hour to 
convince that the system covers every possible point. 

This one outstanding example is evidence that the 
British manufacturers are taking advantage of the 

(Turn to page 183, please) 
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4 This new Sikes Junior Executive Chair cleverly 

ee, Gsivoted back support with the patented Sikes 
tie 3 fiting’’ Seat to form a synchronized, completely 
é filing of the body in any position . . . whether 
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| . efore has a wood desk chair provided such comfort! 
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F. J. BLOEMPC 
1 Park Ave., New York, NXY. 
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H. W. KOEHN, JR. Sa e Dae 
20 Churchill St., Buffalo, N. Y. Bc 1 


WALTER H. GERWIG ROSS4 1. Ball-bearing casters 3. Plastic Scuff Plates 
P.O. Box 976, Parkersburg, W. Va. 115 Front St., Sat 


Please Address All Inquiries to Buffalo 
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2. Base Snubbers 4. Seat Bumpers 


5. Arm Guards 


THE Ss IkKE COMPANY, INC., 20 CHURCHILL ST., BUFFALO 7, N. Y. 
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ELL THEM 


J) SAFEGUARD FILING OUTFITS | 
7 


They're The 0°22” Magic Formula | 


EALERS the country over report that selling GlobeArt Steel Files and Safeguard 

Filing Outfits together makes a double sale even easier than a single one. And G 
it doubles the customers’ satisfaction by assuring accurate, easy filing. Try it your- - 
self, and prove how this ‘‘1-2”” magic formula can step up your sales and profits. 


ll SAFEGUARD FILING OUTFITS 


Customers really go for these easy-to-buy, easy- 
to-use Safeguard Outfits. They come ready-pack- 
aged for use in any 1-, 2-, 3-, or 4-drawer letter 








size file. Everything is included—guides, mis- 

cellaneous folders, individual folders, gummed 

labels, out guides, and instruction sheet. It’s D 
handy to show, simple to sell, and stimulates a 

steady flow of repeat business. Initial dozen 

brings you a supply of the famous ‘“‘Find-i-tis”’ 

booklet, and a handsome counter piece for dis- 

playing an actual 1-drawer Outfit. 





"“SAFEGUARD" FILING SYSTEM  ' 
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© GlobeArt STEEL FILES 


Precision-built for feather-touch operation, even 














when filled to capacity, these world-famous 
GlobeArt cabinets are first choice with discrimi- 
nating buyers everywhere. Top quality materials 
and expert design assure years of lasting depend- 
ability, enable you to sell them with complete 
confidence of customer satisfaction. Get your 
share of business from hundreds of live prospects 
in your territory NOW! 


“We are selling a Safeguard Outfit with 
Dealers Say: 


practically every G/W filing cabinet’”’. . . 
“It’s so much easier to sell the cabinets when we feature 
Safeguard with them.’”’ THAT’S what we mean when we 
keep saying: “Sell Them Together.” It builds dependable 
profits—continued customer loyalty! Many proved selling 
aids available without charge. The Globe-Wernicke Com- 
pany, Norwood, Cincinnati 12, Ohio. 


Globe - Wernicke  onewsne”” 





Bookcases 
STEEL FILING CABINETS Stationers’ Supplies 
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ELECT OFFICERS FOUNTAIN PEN GROUP 

The election of officers and executive commitee of 
the Fountain Pen and Mechanical Pencil Manufac- 
turers Association, Inc., for the year beginning July 1 
was held in New York on June 26. The following were 
elected: 

President—Norman L. Pearce, Eberhard Faber Pencil 
Company. 

Vice-president—Ivan D. Tefft, The Parker Pen Com- 


pany. 
Treasurer—Clinton E. Marshall, Marshall & Meier. 














NORMAN L. PEARCE 


Secretary—Vincent F. Haggerty, Paramount Pen 


Company. 

Chairman of the executive committee—A. H. Ber- 
wald, Eagle Pencil Company. 

Members of executive committee: 

George E. Bartol, C. Howard Hunt Pen Company. 

J. R. Frank, American Improved Products, Inc. 

Stephen H. Harrington, Brown & Bigelow. 

Theodore Hirsch, Stratford Pen Corporation. 

Julius M. Kahn, David Kahn, Inc. 

C. K. Lovejoy, Moore Pen Company. 

Sylvester G. Lipic, Ritepoint Company. 

Bert M. Morris, Bert M. Morris Company. 

Hy Morris, Universal Fountain Pen & Pencil Com- 
pany. 

Horace B. Van Dorn, Rite-Rite Manufacturing Com- 
pany. 

W. Frank Wallace, Aladdin Fountain Pen Manu- 
facturing Company. 

Frank D. Waterman, Jr., L. E. Waterman Company. 

H. L. Moody will continue as industry consultant. 

Papers on the subjects of “Credit Outlook,” by Joseph 
P. Templeton of the Joseph Dixon Crucible Company; 
“Salesmen and Selling,” by Theodore Hirsch of the 
Stratford Pen Corporation; were read, and an excellent 
talk was given on the subject of “Looking Ahead,” by 
the retiring president, A. H. Berwald. H. L. Moody re- 
ported on the past, present, and contemplated associa- 
tion activities. 
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Various estimates have been made of the volume of 
fountain pens and mechanical pencils now being man- 
ufactured. Perhaps a fair estimate of current produc- 
tion would be at the rate of $150,000,000 annually at 
retail prices. 

9 


HOLD MORE STATIONERS’ GOLF TOURNEYS 


The sixth tournament of the Stationers Golf Asso- 
ciation of New York was held at Plandome Golf Club, 
Plandome, Long Island, N. Y., on July 8 with Louis M. 
Brown as host and Norman L. Pearce as co-host. 

At the preceding tournament, held at Preakness 
Hills, E. T. Kemp led Class A with 74 net, closely 
pressed by R. B. Sainberg with 75 and H. Hein with 76. 
In Class B, L. McCready paced the field by shooting a 
net 79 score. H. S. Sanders was second with 84 and 
H. O. Atwood third with 85. 

His victory put Mr. Kemp out in front in Class A, 
accumulating 13 points. E. T. MacIntyre is leader in 
Class B with 10.5. 

Another tournament was scheduled for July 22 at 
Pelham Country Club and the first one the following 
month, on August 12, at Wykagyl Country Club. 
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PENN-MAR-VA HOLDS ANNUAL DINNER 


The annual meeting of the Penn-Mar-Va Travelers 
Club was held on Wednesday evening, June 18, at the 
Brighton Hotel, Atlantic City, N. J., preceding the 
Third Regional convention, June 19-20-21, with Presi- 
dent Jack F. Emhardt, Columbia Steel Equipment 
Company, presiding. 

President Emhardt announced the club had run 
a number of outstanding events during the year and 
tendered his thanks to committees and all others 
who had contributed toward a very successful year. 
He further announced that in celebration of the club’s 
eighteenth anniversary a dinner was in store for 
members at the close of the meeting. 

Secretary Al Williams, Stationers Guild of America, 
announced the club now has 174 members. Treasurer 
Rose Cushman, NSA, in rendering the treasurer’s 
report, announced a_ substantial balance in the 
treasury and declared that 22 new members had 
joined during the past year. 

Editor Kip Edwards, manufacturers’ representative, 
received the thanks of President Emhardat, and a rising 
vote of thanks from members for doing a splendid 
job in publishing the Club’s bulletin, “Chit Chat of 
the Road.” 

William F. Vogel, Sengbusch Self-Closing Inkstand 
Company, chairman of the membership committee, 
in his own modest way, received a vote of thanks for 
his arduous work of signing up the 22 new members. 

Stanley Woodruff, Weis Manufacturing Company, 
recommended strict observance of the bylaws in 
regard to new members. 

President Emhardt then introduced Paul Burbank, 


OFFICE APPLIANCES, August, 1947 






























= 


2 of 
an- 
luc- 
y at 


Sso- 
lub, 
; M. 


ness 
sely 
. 76. 
liga 
and 


s A, 
r in 


2 at 
ving 


lers 
the 
the 
‘esi- 
1ent 


run 
and 
hers 
rear. 
ub’s 

for 


rica, 
urer 
rer’s 

the 
had 


tive, 
sing 
idid 
t of 


and 
ttee, 
. for 
ers. 
any, 
; 


ank, 


into 
duplicating! 


Do you know why copies made from , 
COLUMBIA READY-MASTERS are so 
clean and brilliant? One reason is the 
superb quality and uniformity of the x 
Columbia Ready-Master. Another is 
the use of 


Columbia Duplicating 


Evpecially Formulated to Give 


GREATER BRILLIANCY 
GREATER READABILITY 
MORE DUPLICATE COPIES PER GALLON 


= FROM ANY MAKE DUPLICATOR 
and MASTER FORM 


Contains no ingredients harmful to 
Duplicators and Parts 


Donut Be Fooled / 


You can even use water to dilute duplicator fluids 
in the interest of economy. You can use cheap 





COLUMBIA RIBBON & CARBON duplicating fluids. But why risk rust and corrosion 
MANUFACTURING CO., INC. damage to expensive duplicators and parts when 
Main Office & Factory: Glen Cove, L. I., N.Y. the chances of getting clean, brilliant copies are 
Midwest Seles Kensct ity, Mo Wott 0tts Sacont against you from the start? GET PRICES AND 
Chicago » Detroit + Milwaukee + Min lis » Nash- DEMONSTRATION INFORMATION NOW ON 
Cincinnati (Werrit-Moers Cor) + Atlonta COLUMBIA DUPLICATING FLUID! 


London, England «+ Sydney, Australia « Milan, italy 
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NSA general manager. The next order of business 
was election of officers all of whom were nominated 
from the floor. They are: president, Jerome J. Savage, 
The Carter’s Ink Company; first vice-president, Earl 
H. Prentzel, Speed Products Company; second vice- 
president, George Leonard, L. E. Waterman Com- 
pany; secretary, Al Williams, Stationers Guild of 
America; and treasurer, Rose Cushman, NSA. 

At 8 p.m., members assembled in the Colonial Room 
to attend the dinner given in celebration of the 
Club’s eighteenth anniversary, during which Tom 
Stagg, Hoskins, Inc., Philadelphia, Pa., received the 
congratulations of the group on his thirty-eighth 
wedding anniversary. As dinner drew to a close, music 
was provided and the singing of old familiar songs 
by the entire group was led by Bart McCloskey, Ever- 
sharp, Inc. Good fellowship, song and music prevailed 
for the balance of the evening. 


en 


9130 ATTEND DENVER BUSINESS SHOW 

The first Rocky Mountain Business Show held in 
Denver May 21-23 had representation from 37 of the 
important firms in the industry and attracted an at- 
tendance of 9,130 persons interested in the new devel- 
opments in the business machine and supplies world. 

Denver Chapter of National Association of Cost Ac- 
countants sponsored this business exposition which 
was directed by Max M. Shaver. He has been asso- 
ciated with the Underwood Corporation for 16 years 
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AT FIRST NACA ROCKY MOUNTAIN BUSINESS SHOW, 
DENVER, COLO., MAY 21-23 


Top picture, the show committee. Front row, left to right: 
H. C. McCormack, Multigraph Sales Agency; Robert Whit- 
lock, Underwood Corp.; A. R. Sisson, Addressograph Sales 
Agency: Lloyd Yeagle, Diebold, Inc.; Danny De George, 
Denver Sewer Pipe Co. Back row, left to right: Keith Wil- 
liamson, Moore Business Forms, Inc.; Paul Clemons, Dicta- 
phone Corp.; Jack Washburn, Washburn & Rider, Account- 
ants: Max Shaver, NACA director, Underwood Corp.; L. J. 
Wolfe, Todd Sales Co.; Alfred Ayers, NACA president, 
Colorado Fuel & Iron Co. Center picture, the steak dinner 
attended by more than 300 exhibitors and specially-invited 
guests. Bottom picture, portion of the thronged exhibit hall. 
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as salesman and division manager at San Francisco, 
Calif.. branch manager at El Paso, Tex., and Sacra- 
mento, Calif., and regional manager at Denver for the 
past five years. 

Formal opening of the show, held at Hotel Shirley, 
Savoy, was prefaced by a special steak dinner attended 
by 316 NACA members, office equipment people and 
especially-invited guests. Speakers for the evening 
were Lt. Governor H. L. Pearson; Alfred Ayers, presi- 
dent of the Denver Chapter NACA; Robert Cullinan, 
incoming president; Larry Martin, associate editor of 
the Denver Post; and Max Shaver, director of the 
show. 

The displays were attractively arranged by exhibi- 
tors to fit the contracted space. Booths were draped 
with maroon or dark blue velour drapes approximately 
ten feet high. 

A committee of NACA members acted as host and 
bureau of information, dispensing NACA literature and 
information material. 


Pleased with results of the show, the co-operating - 


companies declare that they wish to hold a second 

exposition. Exhibitors were: 
Addressograph Sales Agency. 
American Stencil Manufacturing Co. 
Centennial School Supply. 
Clary Multiplier Corp. 
Ralph T. Coxhead Corp. 
Creative Direct Mail Co. 
Davidson Sales & Service Agency. 
Denver Stenotype School. 
Dictaphone Corp. 
Dictating & Recording Co. 
Diebold, Inc. 
Duplicator Supply Co. 
Ediphone Co. 
Frankel Carbon & Ribbon Co. 
Friden Calculator Sales Co. 
C. F. Hoeckel Blank Book & Lithographing Co. 
Kendrick-Bellamy Co. 
W. H. Kistler Stationery Co. 
Marchant Calculating Machine Co. 
Hugh M. McKenzie & Son. 
Monroe Calculating Machine Co. 
Moore Business Forms, Inc. 
Multigraph Sales Agency. 
National Cash Register Co. 
Norder’s Office Equipment Supply Co. 
Office Equipment Co. 
Pitney-Bowes, Inc. 
Remington Rand, Inc. 
Rockmont Envelope Co. 
Royal Typewriter Co., Inc. 
Sachs-Lawlor Co. 
Simplex Time Recorder Co. 
Standard Register Sales Office. 
Todd Co. 
Underwood Corporation. 


SS 


COMDA ELIMINATES AUGUST MEETING 


At the pre-convention luncheon meeting of the 
Chicago Office Machine Dealers Association, held July 
8 at the Maryland Hotel, it was voted that the August 
get-together be eliminated because of the expected 
absence of several vacationing members. Seventeen 
were present at the July meeting. 

The business session was called to order by President 
C. C. Creevy, The Creevy Service. This was followed 
by a brief discussion of transportation reservations 
to the Sacramento convention, July 28-30, by Jim 
Ward, Shipman-Ward Manufacturing Company. Also 
carried at the meeting was a motion that mimeo- 
graphed or printed reports of the Chicago meetings 
be mailed to every member of the Chicago organiza- 
tion. 

The final action taken at the meeting was a unani- 
mous vote in favor of a motion, introduced by E. W. 
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Sie 
will continue to offer you the very 


highest quality at the lowest possible cost! 


@ In spite of shortages of steel, the Steel-Age office 
furniture you buy will continue to be made of nothing 
but the best steel obtainable. And you can always be 
sure of the skill and workmanship that goes into every 
single piece of Steel-Age furniture. We've been doing 
business with Business for over 25 yeors. Our record 


speaks for itself. 
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@ Take these Steel-Age filing cabinets, for example. 
They're convenient... practical... sturdy...very durable- 
They look smart in any office. Such features as the new 
cradle-type progressive ball bearing suspension pre- 
cisely formed from a war born, newly developed, wear 
resisting, high tensile steel insures a maximum wear-life 
far in excess of ordinary steel suspensions. They are 


your best buy in files to make your office more efficient. 


CORRY-JAMESTOWN MANUFACTURING CORPORATION, CORRY, PENNSYLVANIA 
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La Tourette of the Chicago Underwood office, providing 
that the Chicago members of the NOMDA executive 
board be instructed to vote for a single membership 
fee, rather than the sliding scale of fees proposed as 
an amendment to the bylaws of the Association. This 
proposed amendment is to be presented for action at 
the NOMDA annual meeting in Sacramento. 


I 


CONNECTICUT STATIONERS PLAY GOLF 


It really was hot on June 26 out on the Indian Hill 
Country Club Golf Course at Newington, Conn., where 
the Connecticut Valley Stationers Association held 
their annual outing. Not hot enough to deter the 
ardent golfers, but a bit on the warm side for the 
spectators. 

This year, the first annual team match between the 
Connecticut Valley Stationers Association and the New 
England Travelers Club was inaugurated, with a beau- 
tiful loving cup the coveted prize of the winning team. 
When the scores were all in, the Connecticut Valley 
boys had spanked the Travelers to the tune of 17% to 
12%. Dick Kilpatrick, Plimpton’s, Hartford, Conn., was 
captain of the winning team, and John Dwyer, manu- 
facturers’ agent, leader of the losing team. 

A bountiful steak dinner was the highlight of the 

day. 
After dinner, President W. S. Blech, Gustave Fischer 
Company, Hartford, Conn., welcomed the attendants 
and introduced James T. Towhill, James T. Towhill 
Company, Boston, Mass., who expressed his thanks for 
the wonderful day, dinner, game and the opportunity 
to be with many fine friends. 

Leo Burt, Burt & Dell, Hartford, Conn., introduced 
the guest speaker of the evening, M. J. Kennedy, 
Aetna Insurance Company. 

Mr. Kennedy told of meeting with purchasing agents 


from all over the country recently. The consensus of 
that group was that the country is not heading into 
a recession but moving upon a plateau where business 
volume will be somewhat lower than it has been in 
the past few years. He then launched into a stirring 
patriotic address, citing facts and observations to back 
up his statements. 

Garry E. Dell, Burt & Dell, Hartford, Conn., then 
announced the winners of the golf tournament and 
presented the cup to Dick Kilpatrick, who received it 
on behalf of the Connecticut Valley Stationers Asso- 
ciation. Many individual feats of the day were re- 
warded. Low gross was taken by John Previdi, John 
Previdi Company, Danbury, Conn. Low net was ac- 
corded to Bill Kobera, Carter’s Ink Company. 

wiilieiasSijlipalillmt 
PLAN LUGGAGE, LEATHER GOODS SHOW 


A cross-country cross section of everything that’s 
new in luggage and personal leather goods will be 
given at the National Luggage and Leather Goods 
Show scheduled at the Hotel New Yorker, New York, 
N. Y., August 11-15. 

Four floors of exhibits will be open to the con- 
vention visitors. 

Sponsor is the Luggage and Leather Goods Manu- 
facturers of America, Inc., 220 Fifth Ave. New 
70Te 2,0. %. 
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GREAT LAKES TRAVELERS CLUB NOTES 
At the regular business meeting of GLTC, held on 
Friday, June 27, Jess Peck of the Springfield Stationery 
Company, Springfield, Ill., was the only dealer’s guest. 
Prospective member Ray York of Service Products 


Company was also a guest. 
It was reported that Ed Little, Wabash Filing Sup- 





FAIRWAY FANS AT CONNECTICUT VALLEY STATIONERS OUTING, NEWINGTON, CONN., JUNE 26 


1. Ed L. Polmatier, Conklin Office & School Supply Co., Springfield. 
Mass.; Bill Freeman, Dennison Mig. Co.; Gordon Winsor, Reynolds 
Mfg. Co.; Garry E. Dell, Burt & Dell. Hartford, Conn. 

2. Dave Abrahamson, Plimpton’s, Hartford, Conn.; John Dwyer. 
manufacturers’ representative: Ted Hargan. Yawman and Erbe 
Mig. Co.; Dick Kilpatrick, Plimpton’‘s. 

3. F. F. Fleming and Arthur Gendron, National Blank Book Co.; 
Charles Weitzman, Springfield Office Supply Co., Springfield. 
Mass.; Ralph Blackburn, Sanford Ink Co.; Sam Challis, Bell Staty. 
Mei Seated: Jack Slavin, Service Typewriter Exchange. Holyoke. 

4 4 

4. Kennedy, Aetna Insurance Co.; W. S. Blech, Gustave Fisch- 
i ae Hartiord, Conn.; Guy Hart, Joseph Dixon Crucible Co.; 
H. M. Stahl, Gustave Fischer Co. 

5. K. W. Conklin, Springfield Office Supply Co., Springfield, Mass.; 
J. T. Wilson, Esterbrook Pen Co.; od Ferry. National Blank 
Book Co.; James E. Feeley. Springfield Office Supply Co. 
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6. James T. Towhill, Towhill Co., Boston; Dale Brown, A. S. Hyland 
Fitchburg, Mass.; Chick Burt, Burt & Dell, Hartford, Conn.; 
A. Mackinnon, Standard Office Supply Co., Hartford, Conn. 

PF Fitzgerald and Arch Danos, Eberhard Faber Pencil Co.; Ed 
Scanlon, Plimpton’s, Hartford, Conn. 

8. J. H. Kelly, W. A. Sheaffer Pen Co.; Jack Kennedy. Trussell Mig. 
Co.; Walter Moore, Yale Co-op, New Haven, Conn.; Joe Yates, 
Yates & Harrington. New Haven, Conn. 

9. Tom Coughlin, Yale Co- *?. New Haven, Conn.; W. B. Ke 
Eaton Paper Corp.; Bill etcher, The Carter's Ink _&. Rie 
Ondusko, Yale Co-op. 

10. Bud Fisher, Plimpton’s. Hartford, Conn.; J. R. Witte, Mittag & 
Volger, Inc.; H. G. Hallock, Hampshire Paper Co. 

ll. Hi Hooper, Hall Bros.; J. P. Previdi, Previdi Co., Danbury, Conn; 
Bill ae The Carter’s Ink Co.; Burton Knust, Burt & Dell, Hart- 
ford, Conn. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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plies, Inc., was at the Mayo Clinic in Rochester, Minn.., 
and expected to be there for several weeks. 

The following were accepted into membership: Rob- 
ert L. Heitbrink, associated with Harry L. Short, and 
C. Elmer Taylor, Sheboygan Furniture Company. 


ee 


WHOLESALER GROUP HAS REGIONAL MEET 

The southwestern regional conference of the Whole- 
sale Stationers Association of the U. S. A. was held 
June 16 at the Baker Hotel in Dallas, Tex. The 
association’s Wholesaler Salesman’s League Forum was 
also held. Lawson Long was program chairman and 
following the one-day session, a Dutch supper was 
held at his home.—PJP. 
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PHILADELPHIA BUSINESS SHOW 


5. Friden Calculating 
Machine Co., Inc. 


3. A. B. Dick Co. 6. A. Pomerantz & Co. 
4. Dicta Records. 7.D. L. Ward Co. 


BUSINESS SHOW HELD AT PHILADELPHIA 

For the first time in seven years, the businessmen 
of Philadelphia were given an opportunity to see 
developments in the office equipment field through 
a business show held April 22-25 at the Bellevue- 
Stratford Roof Garden. 

The show was organized and sponsored by the 
Office Equipment Association of Philadelphia. Its 
members represent manufacturers whose products 
cover the entire field of modern office practices. 

Publicity committee for the show was composed 
of C. A. Branka, R. A. Baker Company; Don Emtage, 
Columbia Steel Equipment Company; C. P. Gilbert, 
Acme Visible Records, Inc.; David L. Ward, D. L. Ward 
Company; and T. J. Murphy, T. J. Murphy Company, 
Davidson Sales & Service Agency. 


1, A. R. Baker Co. 
2.Commercial Con- 
trols Corp. 


Firms represented in the Philadelphia association ~ 
are Ediphone Co.; Uarco, Inc; Marchant Calculating * 
Columbia © 
Royal © 
Divi- — 


Machine Co.; Ralph C. Coxhead Corp.; 
Ribbon & Carbon Manufacturing Co., Inc.; 
Typewriter Co., Inc.; Berger Manufacturing 
sion, Republic Steel Corp.; Shaw-Walker Co.; 
Standard & Duplicator Carbon-Crafters, Inc.; East 
Safe & Equipment Co.; A. B. Dick Co.; Shelby 
Salesbook Co.; Davidson Sales and Service Agency; 
Friden Calculating Machine Co., Inc.; Dictaphone 
Corporation; Diebold, Inc.; Monroe Calculating 
Machine Co., Inc.; Copy Papers Sales Agency; Post- 
index Co.; Kee Lox Manufacturing Co.; Keystone 
Index Card Co.; Art Metal Construction Co.; General 
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Letter Width Deskside File 
No. 1822 NX 


Inside Dimensions—10}" high, 124" wide, 178" long 


Here’s a file that every busy desk worker wel- 
comes. Right there when wanted—out of the 
way when not in use. Keeps special corres- 
pondence or other important papers on hand 
for easy and rapid reference. Solidly construct- 


ed of seasoned oak. Send your order today. 
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WIZARD 


Pull-Out Drawer 














Storage Cases Tm 







































































The outside shell of a WIZARD is made 
from extra strong corrugated fibre board with 
heavy 30 point liners. Four flaps in the front 
turn in, strengthening the shell and improv- 
ing its appearance. The drawers are metal 
stitched and four ply thick at each end. 
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_— _ Aca 
«<> iH Steel supports made especially fo 
mate | WIZARDS make them ready fo 
doe he rey | UN 


cae heavy duty and easy to stack - -’ 
WIZARDS are shipped knockel 
down but are quickly set up withow 


the use of tools. 
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VICTORY 


Transfer 


yes 
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Storage Cases 
















































































































































































The case itself is constructed from solid fibre 
board plus a heavy corrugated apron which 
fits inside to give added strength. Tops and 
bottoms are smooth so that the case does 
not rock and slides off stack without effort. 
No bothersome gummed tape to fuss with 
when this case is set up—Victorys are metal 
stitched at the factory. 


“Te a Show the VICTORY to your cus- 


tomers. They will quickly appre- e 
ciate its features—important fac- ius 
tors which are exclusive with this 

popular case. 
































CELL-U-SEAL 
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CELL-U-SEAL is an exclusive method developed 
by #2 for treating the upper portion of printed 
guides to give them strength and toughness. The 
process causes penetration of cellulose right into the 
stock, sealing top and end edges as well. CELL- 
U-SEAL provides a glass-like appearance, but is 
pliable and will not chip or peel off. Cost only 
a little more than the plain, unprotected kind. 





THE WEIS MANUFACTURING COMPANY Ne 


MONROE, MICHIGAN Ni 


* 
As New YorK 13: The Weis Mfg. Co., 54-56 Franklin St. CuHIcaGo 6: Associated Stationers Supply & 


Boston 10: Adams, Cushing & Foster, Incorporated 





Carpenter Paper Company 
Omaha 8 Oklahoma City 1 Fort Worth 1 Houston 2 





















“TAKE IT FROM ME... 


THE 


{ Copy- Kite 


LIQUID DUPLICATOR 









DEALERS:—Make the Copy-Rite your 
choice. Stock and sell it for greater 
profits— 

The Copy-Rite is easier to demonstrate, 
sells itself—Copy-Rite builds good will 
through satisfied customers—The Copy- 
Rite is designed for ease of operation 
and long life, and—Service problems 


NO STENCILS NO TYPE have been practically eliminated with 


the Copy-Rite. 
NO 
NO GELATIN NO INK Write Today for Our Profit 
NO RIBBONS Producing Dealer Plan 





rs Supply ¢ 










DUPLICATOR & SUPPLY CO.'ciccoi 


A NAME RECOGNIZED BY LEADING DEALERS EVERYWHERE. 
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8.Acme Visible Rec- 10.T. J. Murphy Co. 
ords, Inc. 11. Underwood Corp. 

9.Marchant Calculat- 12. Victor Adding Ma- 
ing Machine Co. chine Co. 


Fireproofing Co.; Underwood Corporation; Elliott 
Addressing Machine Co.; L. C. Smith & Corona Type- 
writers, Inc.; Commercial Controls Corp.; Pitney- 
Bowes, Inc.; Penn Metal Corp. of Pa.; Autocopy- 
Multistamp-Photo Record Co.; Bonnar-Vawter Fan- 
form Co., Inc.; Flofilm Division, Diebold, Inc.; Victor 
Adding Machine Co.; Remington-Rand, Inc.; Yawman 
& Erbe Mfg. Co.; National Cash Register Co.; Inter- 
national Business Machine Corp.; Recordak Corp.; 
Todd Co.; Comptometer Co. 
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WOFI MID-SUMMER MEET AT CASTLE PARK, MICH. 


. Front row: Gloria Fling, WOFI, Washington, D. C.; M. H. Raggio. 
Clemco Desk Mig. Co.; H. J. Lindeman. Chicago. Second row: 
}. R. Middleton, Commercial Furniture Co.; John J. Reinecke, 
WOFI secretary: John E. Wells. Wells Furniture Mig. Co.; W. L. 
Gretzweiler, Hoosier Desk Co.; C. H. Lund, O.C.5S. Olsen Co.; 
Mrs. Gretzweiler. 

. Mr. and Mrs. Albert Schoof, New Indiana Chair Co. 

. Mr. and Mrs. M, F. Sonderman, Indiana Desk Co. 

. F. M. Deane, Gunn Furniture Co.; Sterling Lord, The Leopold Co. 

. John L. Echert, Jasper Seating Co.; J. E. Stearns. Timber Engineer- 
ing Co.: Mrs. Krieg: Mrs. J. L. Echert; A. F. Krieg. Jasper 
Seating Co. 

. Mr. and Mrs. James A. Wallace, Jasper Office Furniture Co. 

. Ralph F. Schneider, New Indiana Chair Co.; J. E. Stearns, Timber 
Engineering Co. 

. J. R. Middleton, Commercial Furniture Co.: M. H. Raggio, Clemco 
Desk Mig. Co.; F. J. Boling, High Point Bending & Chair Co.; 
H. J. Lindeman, finishing consultant, Chicago. 

(Story appeared in July issue, page 98) 
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ANNOUNCE AMERICAN MANAGEMENT DAY 
Observance of American Management Day will con- 
clude this year’s three-day management convention 
at Los Angeles, Calif., September 18, 19 and 20 of the 
National Association of Foremen, newly-named The 
Management Men of America. 
The American Management Day will be staged in 
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beautiful Shrine Auditorium and University of South- 
ern California campus in the morning and climaxed 
before an expected audience of 20,000 in Hollywood 
Bowl that evening. 

Keynoted “Invitation to Progress”, the NAF 24th 
annual meeting is designed to encompass all levels of 
American management. 

An exposition of new products will be held in the 
Grand Ballroom of the Biltmore Hotel. 
© ee 


OREGON TRAVELERS HOLD LAKE OUTING 

The Oregon Trail Travelers in the Seattle, Wash. 
area held a picnic at Lake Wilderness on Thursday, 
July 17, reports Chief Potlatcher Chet Williams, Yaw- 
man and Erbe Manufacturing Company, Seattle. 

The following Travelers turned up with their fam- 
ilies: the Vern Alders, Clark Grams, West Davises, 
Earl Howes, A] Leonards, Norman Lincolns, Clint Mar- 
tins, Bob McCollochs, Ed Moores, George Simmons, 
Ken Swensons, Wilson Turners, Jack Wests, Chuck 
Courtman and girl friend, and Outside Guard “Pill” 
S. C. Pillsbury. 

Correspondent Williams, who incidentally is now 
on a combined business and pleasure trip up the Alcan 
Highway, reports that there were only a few casualties 
on the picnic. Wilson Turner sliced a toe in two, Mar- 
jorie Williams sprained an ankle, and Jill West 
failed to shatter par on the golf course. The soft ball 
game was won by the Eagles, defeating the Fabers 
The winning run was scored by none other than Betty 
Turner after a weird bit of base running by her hus- 
band. 

Seis 

36 ATTEND OKLAHOMA OMDA SUMMER MEET 

The summer meeting of the Oklahoma Office Ma- 
chine Dealers Association held June 28 and 29 at 
Medicine Park outing had 36 dealers and guests reg- 
istered. This was a meeting combining “business with 
pleasure” inasmuch as fishing was on the program. 

Special guests from out of the state included “Hub” 
Welch, manager for Underwood at Fort Worth, Tex., 
and Tony Kartous, manager for Ames Supply Com- 
pany at Dallas, Tex. 

J. W. Densford was elected to represent the state 
association at the national convention in Sacramento, 
Calif. 

New members joining the association during the 
Medicine Park outing were Gordon Dayton, Lawton 
Typewriter Exchange; and J. E. “Jack” Dalton, Office 


Machines and Business College, also of Lawton. 
a a 


SET DATE OF TWIN CITY GOLF TOURNAMENT 

From S. L. Griebel, district manager of Yawman and 
Erbe Manufacturing Company at Minneapolis, Minn., 
comes word that the annual Twin City (Minneapolis 
and St. Paul) Stationers Golf Tournament will be 
held at the South View Country Club on Monday, Au- 
gust 25. Greens fees are $1.25 and the smorgasbord 
dinner will be furnished for $1.50. 

Date of the Wisconsin dealers’ golf session was to 
be announced later. 





CLARY MULTIPLIER REGIONAL MAN- 
AGERS’ MEETING AT HOTEL STEVENS. 
CHICAGO, JULY 1-3.—Left to right, 
Ray Kiedrowski, Chicago manager; C. E. 
Watkins, New York manager; Charles A. 
House, Philadelphia manager; Frank 
Randall, Kansas City manager; John J. 
Walsh, San Francisco manager; Owen 
Sloan, home office sales department; 
Joe Toll, Chicago service manager: 
Hugh L. Clary, president; Joe Stallings. 
general sales manager; F. M. Steven- 
son, Minneapolis manager; Larry Wad- 
ham, Houston manager; Jerry Enger. 
Denver manager; Paul Reichle, Cleve- 
land manager; P. J. Ready, Dallas man- 
ager: William Petit, Jr.. assistant 
manager for the Chicago office. 
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SPEEDERASER WINNERS GIVEN PARTY 

The Blue Robin Corporation, New York City, recently 
entertained the 200 winners in the contest for which 
200 new Speederasers were given to those who wrote 
the best letters as to why a secretary or stenographer 
needed this type of instrument in her office work. A 
cocktail party was staged at the Rainbow Room. 

Among those attending the party, appearing in be- 
half of his London secretary, was F. S. Erroll, member 
of the House of Commons and a prominent London 
businessman. 

See eee: 
CLARY MANAGERS MEET IN CHICAGO 

The first regional managers’ conference of Clary 
Multiplier Corporation was held July 1-3 in Chicago 
with President Hugh L. Clary presiding and Joe 
Stallings, general sales manager, spearheading the 
sessions of managers. Among guests present at the 
July 2 meeting in the company’s branch offices in the 
Palmolive Building was John A. Gilbert, president of | 
OFFICE APPLIANCES. a 

Enthusiastic response was received to reports of ' 
progress made during the first year of Clary sales | 
and plans for the future. President Clary stated that | 
the company’s sales from all sources during the first © 
six months of 1947 totaled $2,600,000, this amount | 
including both adding machines and aircraft hard- 
ware. Mr. Clary further stated that the corporation 
had been complimented on its sound financial condi- ~ 
tion and explained that on April 30 Clary Multiplier 
Corporation held assets of $2,848,000 with a ratio of © 
current assets to current liabilities of three to one. | 
Mr. Clary also stated that there was over a million | 
dollars of working capital in the corporation and 
that an additional $750,000 was about to be brought © 
into the business through sale of 15-year debentures. 

Joe Stallings, general sales manager, in conducting © 
the conferences stated that never before had any — 
new adding machine company produced and sold as 
many machines in the first year of operation; also, 
that June sales set a new high record of machines 
sold and delivered. The Clary organization, he stated, 
has deliberately tried to avoid building up a backlog 
of orders. Sales outlets have been opened only as 
they could be furnished a good volume of machines 
for prompt delivery. Mr. Stallings stated that dealers 
who had been established had ‘done an excellent 
selling job, and announced a program for the estab- 
lishment of additional dealerships to assist in selling 
the high volume of production which will flow from 
Clary’s new factory under construction at San Gabriel, 
Calif. The completion of the new factory will enable 
Clary to establish additional dealers on a prompt 
delivery basis throughout the nation and in many 
foreign countries. 

Managers attending the conferences had a preview 
of additional models of Clary machines which will be 
released over the next few years. 

The conference adjourned with the announcement 
that three new Clary branch offices would be opened 
in the very near future. 
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RESERVOIR 


DESK SETS 


a exclusive design of the reservoir 

makes it all but impossible to spill 
writing fluid with the Sheaffer Safeguard, even when the 
set is tipped or overturned. This safety feature makes the 
Safeguard the most practical desk set available for home, 
be ae and industrial use. 


, 
POINTS Choice of four, inter- 


changeable 14-K gold point styles 


... for every writing need or prefer- 
ence. Point styles: Extra Fine, Fine, 


Shorthand and Medium. 


SIMPLE REFILL 


Refill mechanism of the Sheaffer 
Safeguard is simplicity itself. Full 
2-0z. bottle of Sheaffer’s Skrip can 
be quickly and easily emptied into 
the reservoir without danger of spill- 
ing a single drop. 





a) 
































&. MINIMUM FLUID EVAPORATION 


Interior construction of the fluid reservoir is such that fluid 
evaporation is held to a very minimum. Point of pen is 
constantly immersed in writing fluid, thus always ready for 
instant, smooth action. 


Seasoned dealers know the value of selling 
merchandise by selling features. When pro- 
moting the sale of the new Sheaffer Safeguard 
Reservoir Desk Set, sell these features and you'll 
sell more sets—easier. Sheaffer's Safeguard 
with 14-K gold plate on base and 14-K gold writing 
point. W. A. Sheaffer Pen Co., Fort Madison, lowa. 


/ TWO GREAT SHEAFFER SHOWS! 


Sunday: "Sheaffer's Parade”, 4 P.M., E.D.T.; 3 P.M., E.S.T.; 3 P.M., C.D.T.; 2 P.M., C.S.T.; 1 P.M., M.T.; 12 Noon P.T.; N.B.C. Network, 


Saturday: “The Adventurers Club”, 10:30 A.M., E.S.T.; 11:30 A.M., E.D.T.; 9:30A.M., C.S.T.; 10:30 A.M.,C.D.T.; 8:30 A.M., M.S.1.; 7:30 A.M.,P.S.1.;C.B.S. Network. 


SHEAFFER‘S 
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COL. ATWOOD APPOINTED BY REM-RAND 


Colonel Frank J. Atwood recently was named a vice- 
president of Remington Rand, Inc., according to an 
announcement by President James H. Rand. 

The new vice-president’s outstanding war time serv- 
ice as Chief of the Rochester Ordnance District, an 











COL. FRANK J. ATWOOD 


area covering all of New York state except the Metro- 
politan area, won for him special citations from the 
War Department and the Empire Post of the Army 
Ordnance Association. During this period he was re- 
sponsible for the purchase, production, inspection and 
shipment of war materials valued in billions of dollars 
varying from heavy duty tanks to intricate optical 
equipment. 

Many of his prior years of service as an officer in 
the regular army were devoted to research, develop- 
ment and procurement of tanks, and other ordnance 
automotive equipment. 

Colonel Atwood will continue in his present capacity 
as director of procurement, inventory control and 
traffic. 


~+—{= 


WELLS APPOINTS JOHN H. KLEIN 


Joseph Pritchard of Wells Office Furniture Com- 
pany, Chicago 5, Ill., recently announced the appoint- 
ment of John H. Klein as southeastern sales repre- 
sentative for the company. Mr. Klein has had sales, 
industrial engineer and operating executive experi- 
ence. He served for four years as midwest sales repre- 
sentative for the heavy traction division of the J. G. 
Brill Company, Philadelphia, Pa., spent 15 years as 
operative executive for S. Silberman & Sons, Chicago, 
and was for two years a professional industrial en- 
gineer serving midwestern industry through the de- 
velopment and installation of organization plans, 
systems and controls. Mr. Klein is already making his 
initial trip in behalf of Wells Office Furniture Com- 
pany 
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ACCO PRODUCTS MOVES TO OGDENSBURG, N. Y. 

The Acco Products, Inc., recently closed its plant in 
Long Island City, N. Y., moved machinery and staff 
and began operations in a large new factory at 
Ogdensburg, N. Y. 

Demand for Acco fasteners, binders, punches, paper 
clips and other products increased to the point that 
it was imperative to secure facilities beyond the com- 
paratively new factory in Long Island City, state com- 
pany officials. When such expansion was not possible 
in the metropolitan area, the plant at Ogdensburg was 
secured. The property embraces some.26 acres of land 
with its own railroad siding, pier and water shipping 
facilities on the St. Lawrence River. Large factory area 
is occupied, all on one floor. 

The new factory will provide room for manufactur- 
ing the Accoway system of blueprint and chart filing 
equipment as well as other products in the Acco line. 

Acco Products, Inc., will have a sales office in New 
York City but the company’s address is now Ogdens- 
burg, N. Y. 

ee eee 
TODD COMPANY MAKES APPOINTMENTS 

Appointment of L. T. Thomasma as assistant gen- 
eral sales manager and Irving Greene as manager of 
sales promotion and advertising for The Todd Com- 
pany, Rochester, N. Y., was recently announced today 
by Gilbert J. Owen, vice-president in charge of sales. 

Both are Todd veterans and are moving to Roches- 
ter from Chicago. They assume newly-created execu- 











IRVING GREENE L. T. THOMASMA. 


tive positions, which, according to Owen, were 
established to revitalize Todd sales activities. Both 
id taking over their new responsibilities immedi- 
ately. 

Mr. Thomasma is returning to The Todd Company 
after two years as sales manager of the Sanitor Manu- 
facturing Company of Chicago. Joining Todd orig- 
inally 20 years ago, he established records as a bank 
supply representative and salesman of commercial 
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Send for your FREE sample kit 
of the NEW GLAMORIZED 
PEERLESS-IMPERIAL 
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filing 
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ver of 
Com- 
today : ‘ 
sales. Take a quality line of carbon paper famous 
sees for fine reproduction and durability . . . add the 
xecu- on . 

whole range of an artist’s palette to create stunning, 

beautifully-colored backs . . . and you have an unbeatable 


sales appeal that means more money in your pocket. 





' IMPERIAL, WRITEMASTER, NO CURL NO SMUDGE brands are treated to prevent 
curling. All brands have extension edges for cleaner handling. 












When you see the sample kit you will agree 
that we are not overstating when we say 
that the new PEERLESS-IMPERIAL 
line is one of the most attractive ever ¥ 
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products, next was named a zone manager, first in 
Milwaukee, Wis., and then Cleveland, Ohio, and then 
was promoted to the company’s executive offices in 
Rochester as manager of the machine sales division. 

Co-author of the text, “Modern Salesmanship,” Mr. 
Thomasma is credited by Owen as having developed 
a new concept of Todd selling—emphasizing what 
Todd products will do to help businessmen control 
and safeguard company funds rather than straight 
product features—which resulted in “a dramatic up- 
turn in the company’s sales chart.” He also estab- 
lished Todd’s central school training program for its 
300 salesmen in the period from 1941 to 1945 when 
he previously served in an executive sales capacity. 

Mr. Greene, who has been Todd’s zone manager in 
Chicago, doubled company sales in this area in only 
a year through intensive sales promotion activities. 
Previously, while he was zone manager in Newark, 
N. J., from 1938 to 1946, this office won 15 Todd sales 
trophies. He began work for Todd as a salesman in 
its New York City office in 1933 following several years 
of banking experience in that area. 


—_———_ =o 


STURGIS BROADENS LIFE INSURANCE PLAN 


The Sturgis Posture Chair Company, Sturgis, Mich., 
has broadened its group insurance program by in- 
creasing the amount of life insurance from $1,000 to 
$2,000 for all insured employees. When announcing 
the change, T. H. Van Buren, president of the com- 
pany, pointed out that this greater protection is offered 
without any increase in the employees’ contributions. 

The plan will continue to be underwritten by the 
Metropolitan Life Insurance Company, and the other 
features are disability and surgical benefits for em- 
ployees; as well as hospital coverage for both the 
employees and their dependents. In addition, the plan 
calls for visiting nurse service and the distribution of 
pamphlets on disease prevention and health conserva- 
tion. 

———— i ————— 
ROYAL METAL APPOINTS H. A. GREEN 


Royal Metal Manufacturing Company, manufac- 
turers of Royalchrome furniture, recently announced 
the appointment of H. A. (“Hobe”) Green as general 
sales manager. 

At the same time, Kenneth R. Kerr has been pro- 
moted to the position of sales manager of the office 

















H. A. GREEN 


equipment division, replacing Mr. Green. Mr. Kerr 
has been with the company for 15 years and has had 
a wide background of sales experience. 

Joseph K. Solomon, former sales manager of the 
food and drink division, has been named to the post 


of assistant general manager. 
Oe 


SEATTLE C. OF C. HONORS LOWMAN 
Rewarded for his progressive civic spirit while head- 
ing Lowman & Hanford Company of Seattle, Wash., 
the venerable James D. Lowman, who founded that 
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company, has been honored by Seattle Chamber of 
Commerce. 

The oldest living past president of the Chamber and 
a member of the board of trustees for 22 years until 
his retirement, Mr. Lowman was presented with a life 
membership. He is third ever to be so honored. 

Mr. Lowman once made a special tour for the Cham- 
ber into the Orient, visiting Japan on a mission that 
had for its purpose the development of greater com- 
mercial relations between that country and the Pacific 
Northwest.—CML 

ee 
ASSOCIATED STATIONERS PROMOTES McCALEB 


G. Bruce McCaleb, Associated Stationers Supply 
Company’s representative in the states of Nebraska, 
Iowa, Missouri and Kansas, has recently been ap- 
pointed assistant sales manager of the company with 
headquarters at the main office, 229 S. Jefferson St., 
Chicago, in accordance with an announcement re- 





G. BRUCE McCALEB 


cently made by A. R. Skibbe, vice-president in charge 
of sales. 

Prior to entering the U. S. Navy in April, 1944, Mr. 
McCaleb represented Associated in the Ohio-Penn- 
sylvania-West Virginia territory and also did impor- 
tant priority work in the home office. In April of 1944, 
he started his naval service which took him to the 
rank of radio technician, third class, on duty with an 
LST in the Pacific. About a year ago he returned from 
the service and took over the states mentioned above. 

Matt Dillon, veteran Associated traveler, will take 
over the states of Nebraska and Iowa, and Hollis 
Stephens, who joined Associated around the first of 
the year, will add the states of Missouri and Kansas 
to those which he has heretofore traveled. 

ee 
RUSSELL W. BETTS JOINS FATHER’S FIRM 


Russell W. Betts, Jr.. who commanded Air Transport 
Command bases in the Northwest during the war 
years, has joined his father as a partner in the Russell 
W. Betts Agency at Chattanooga, Tenn., which handles 
office supplies of the Tension Envelope Corporation 
of St. Louis, Mo. 

Mr. Betts, Jr., will be in charge of the Knoxville, 
Tenn., territory of the agency. He plans to reside in 
Knoxville. 

During World War II as commanding officer of 
bases in the Northwest ATC route across Canada, he 
played a prominent role in the supplying by ATC, 
over the Northwest route, of thousands of tons of 
supplies to Russia and to the U. S. Army bases in 
Alaska. 

———— 2 —___ 


KOH-I-NOOR COMPANY ELECTS OFFICERS 


At the recent annual meeting of Koh-I-Noor Pencil 
Company, Inc., the following officers were elected: 

Irving P. Favor, president. 

William E. Danjcezek, vice-president. 

Seymour Rosenfeld, treasurer. 

Anne B. Martin, secretary. 
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FOAM RUBBER OPENS A NEW SHOWROOM 
Foam Rubber Furniture Company of Kinderhook, 
N. Y., recently opened up a showroom at One Park 
Ave., New York 16, N. Y., displaying a line of custom 
built upholstered furniture featuring Foam Rubber 
interiors throughout these products. The company 
also handles contracts of various kinds where quality 
workmanship is required and where foam rubber can 
be used to advantage. The products also include 
office cushions and church kneelers. 

Sales manager of the Foam Rubber concern is 
Murray Corson. He states that a special spring base 
construction has been developed to make the most of 
latex cushioning in his company’s products, the latex 
used wherever the user’s body rests, including arms 
and back of sofas. A new promotional chair group 
with full latex construction recently had retail intro- 
duction. The group includes English lounge, club 
and wing chairs to retail at $98 covered. 

PERE 
WOFI APPOINTS E. HOWARD GATEWOOD 

E. Howard Gatewood, Washington, D. C., has been 
named to head the Wood Office Furniture Institute’s 
newly created trade relations division, according to 
Institute President Gilbert H. Bosse, Imperial Desk 
Company. 

Mr. Gatewood comes to the Institute with a consid- 
erable background of experience in office equipment 
merchandising problems. Until recently he was with 
the International Business Machines Corporation in 
various capacities, his most recent position being that 











E. HOWARD GATEWOOD 


of branch manager of the company’s Baltimore Elec- 
tromatic division. 

In his new assignment Mr. Gatewood will be re- 
sponsible for retail merchandising planning programs 
of the Institute and maintaining liaison in the field 
between dealers, manufacturers, and manufacturers’ 


sales forces. 


0 0 

COLE STEEL EQUIPMENT IN NEW LOCATION 
S. T. Scheinman, president, announces the removal 
of the general offices and showrooms of the Cole Steel 
Equipment Company to 285 Madison Ave., New York, 
N. Y. With over 6,000 square feet of space in the heart 
of the Grand Central section, a complete display of 
the entire Cole line will offer a convenience for dealers 


and their customers. 
— — o———_— 
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J. A. BIEL EXPANDS DUPLICATOR BUSINESS 

J. A. “Joe” Biel, representative for the entire line of 
Standard Duplicating Machines Corporation duplica- 
tors, envelope sealers and supplies in Oklahoma, has 
expanded business in this territory since taking over 
in December of 1944 at Tulsa. 

Mr. Biel has built his business to the point that he 








JOE BIEL IN HIS NEW SHOWROOM IN TULSA 


has appointed the Western Bank & Office Supply Com- 
pany, Oklahoma City, Okla., to assist him in sales, 
serving in the capacity of dealer. In addition, he has 
found it necessary to expand his own agency quarters. 

Mr. Biel did not move to a new address in Tulsa 
but was fortunate in obtaining new and enlarged space 
across the hall in his present quarters in the Daniel 
Building. 

Mr. Biel had 15 years of experience in the duplicat- 
ing field before he joined the Standard organization, 
starting his career with the latter company as man- 
ager of the duplicating department for Hoover Brothers 
in Kansas City, Mo. His success in that job led to his 
appointment to handle the Oklahoma territory. 

= repeat 
HANSON SCALE NAMES REPRESENTATIVES 

T. J. Riley and Associates were recently appointed 
to represent the Hanson Seale Company, Chicago, in 
the Detroit, Mich., and Toledo, Ohio, territory. Head- 
quarters are maintained at 516 Book Building, Detroit 
26, Mich. 

F. M. Warburton Associates will represent the Han- 
son Scale Company in northern Ohio and western 
Pennsylvania, headquarters at W.R.A. Building, Hud- 
son, Ohio, P.O. Box 30. 

oe 


TODD COMPANY TO NEW DALLAS LOCATION 

The Todd Company, Rochester, N. Y., will move its 
Dallas, Tex., plant and sales offices into a new quarter- 
million dollar building on August 15. The new plant, 
located at Bellview and Cockrell Sts., will service all 
Todd check customers in Texas, Oklahoma, Arkansas 
and Louisiana. 

Officials expect that the output of checks will be 
more than double that of the present plant as soon 
as the new building is occupied. 

In addition to the Dallas plant and the main plant 
and executive offices in Rochester, The Todd Company 
operates eight other plants in the United States and 
one in Canada. 











NEW QUARTER-MILLION-DOLLAR TODD CO. PLANT AT DALLAS 


OFFICE APPLIANCES, August, 1947 








ie of 
lica- 

has 
over 


t he 


its 
ter- 
ant 

all 
sas 


| be 
soon 


lant 


any 
and 


947 








DIXIE CHROME 
PRODUCTS 
are the 


Fastest moving things on legs / 


You ring up MORE SALES QUICKER 
when you stock this smart, modern furni- 


ture for office, home, or public buildings. 


HROME 


DIXIE CHROME PRODUCTS 
4 DALLAS 


This label identifies the durable, comfort- 
able, economical items that sell on sight! 


DIXIE CHROME PRODUCTS 


2509 Oakland Avenue Dallas, Texas 
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COLORADO SPRINGS FIRM 75 YEARS OLD 

This year marks the 75th anniversary of the estab- 

lishment of the Out West Printing and Stationery 
Company, Colorado Springs, Colo. The firm, founded 
by Gen. William J. Palmer, had its beginning in 1872, 
a few months after he founded the city of Colorado 
Springs, and its roots are entwined with those of the 
city. 
Just recently, the anniversary was marked with 
many congratulatory remembrances and special} his- 
torical stories in the Gazette Telegraph, Colorado 
Springs newspaper. 

The congratulations for carrying on the proud tra- 
ditions of the firm and its growth in the modern 
manner were extended to William Mason, Jr., presi- 
dent; Herbert S. Riley, vice-president and sales man- 
ager; Charles F. Gatterer, secretary and manager of 
printing; Leslie A. Goss, treasurer; and William Mason 
III, manager of the stationery department. 

The Out West Printing and Stationery Company, 
with some changes in name, looks back to its start 
in the first issue of the Out West, a weekly newspaper, 
on March 23, 1872, in the then young town of Colorado 
Springs. 

In 1877 the firm name was changed to Gazette 
Publishing Company, which began the publication of 
a daily newspaper known as the Colorado Springs 
Gazette. This paper took the place of the “Out West 
Weekly” in the rapidly-growing city. This firm name 
was retained until 1896, when the newspaper was sold 
and the original name, Out West Printing and Sta- 
tionery Company, was taken for the then greatly- 
expanded part of the business comprising printing, 
bookbinding, county supplies, legal forms and office 
stationery. 

As long ago as 1880 the company had made a 
specialty of county printing and furnishing record 
books and other supplies for practically every county 
in the state and soon gained the reputation as the 
“County Supply House of Colorado.” 

In all of its history the company has occupied but 
two buildings and these a block apart. 

“Every Good Thing for Your Office” is the slogan 
of this company and the products carried, bearing 
nationally-known trademarks, express the intention 
of the proprietors to carry on the 75-year-old tradi- 
tions of the Colorado Springs firm. 


———__—_ 9 P- 


“CHILLY” WINDOW SELLS OFFICE FANS 

Bishop Office Equipment Company, Inc., office appli- 
ance dealer in Orlando, Fla., got sensational results 
in the sale of horizontal circulating fans recently, 
when the store presented a “chilly window” which 
sold the idea of office coolness. 

Seven models of horizontal-type circulating fans 
were set in the window on various levels, ranging from 
8-inch to 20-inch sizes and in all price ranges. To 
give an icy atmosphere, the management draped the 
window with white cotton “snow” impregnated with 
mica, resurrecting this stock frem Christmas display 
materials, and tied ice-blue ribbons throughout the 
grilles of the fan. Models of penguins, ice blocks, 
and handsful of imitation snow were scattered around 
the window. Over the entire display were the letters 
“Keep Cool’. A smaller sign in the corner of the 
window read “Do you hate to go to the office in the 
summer months? These fans will keep you delight- 
fully cool.”—RAL 

ee 
DIXON POCKETBOOK PENCIL RETURNS 

Joseph Dixon Crucible Company, Jersey City, N. J., 
recently announced the reinstatement among its prod- 
ucts, after a number of years, of the No. 473-BT 
pocketbook pencil, describing it as slim, small, per- 
fect for purses, pocketbooks, memo books and the like. 

Bone tipped, this 43g-inch pencil has a cedar finish, 
comes already sharpened and is packed in one gross 


boxes. 
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BAINBRIDGE, KIMPTON & HAUPT ELECTS 

The recent annual meeting of Bainbridge, Kimpton 
& Haupt, Inc.,,New York, N. Y., was occasion for 
election of the following: 

Members of board of directors—Mortimer H. Chute, 
Jr., Lester C. Milton, Ivan N. Olsen, Alfred D. Olena, 
and Mrs. Dorothy K. Chute. 

President and treasurer—Mortimer H. Chute, Jr. 

Vice-president in charge of sales—Melville G. 


Wheeler. 
Secretary and assistant treasurer—Ivan N. Olsen. 





FIFTH DISTRICT TRAVELERS PLAY GOLF AT 
WYANDOTTE C. C., COLUMBUS, OHIO, JUNE 12 
& i Nichols, Weis Mfg. Co.; H. M. Donisthorpe, Rockwell-Barnes 
° 


2. Bill pede mrs * Acco Products, Inc.; H. M. Donisthorpe, Rockwell- 
Barnes Co.; L. Thompson, Eagle Pencil Co.; Billy Kane, Oxford 
Filing Sup - ‘Co. 

3. R. F. Douglas, W. H. Gunlocke Chair Co.; Billy Kane, Oxford Filing 
Supply Co.; Jack Clark, W. A. Sheaffer Pen Co.; Dixie Carroll, 
Eberhard Faber Pencil Co. 

. Steve Stout, Boorum & Pease Co. 

. George 7. George L. Long & Sons, manufacturers’ representa- 
tives; John oy — Ptg. Cc.. Newark, Ohio; Cal Long, 


ue 


George L. Lon 
6. Leland Stanford, ‘t Dick * Office os Co., Columbus, Ohio; 
Harry Nichols, Weis Mfg. Co. Burns, Charles Ritter Co., 
Mansfield, Ohio. 
- Bob Russell, Samuel Ward Mig. Co. 
. Nash Kelley, Nash A. Kelley % Co., Columbus, Ohio; Bill Diehl, 
Diehl Office Equipment Co., Columbus, Ohio. 
. Jack Sell, F. J. Heer Ptg. Co., Columbus, Ohio; Frank Antennucci, 
William Reeves and Jac« Clarke, all W. A. Sheaffer Pen Co. 
10. E. L. Thompson, Eagle Pencil Co.; Bill Wintrich, Acco Products. 
Inc.; Don Swan, Yawman and Erbe Mfg. Co. 
11. Mr. 7; Charles Ritter Co., Mansfield, Ohio: John Lucks, 
Diehl Office Equipment Co., Columbus, Ohio; J. Moriva, F. J. Heer 
Ptg. Co., Columbus, Ohio. 
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°. 7 AW) FABER-CRSTECE as you know, are proud parents of a large 
lsen. | family of products. Although we try not to be partial, COLUMBUS 
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has always been one of our favorite children. 
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It was our intention to keep it a class 5¢ pencil for the discrim- 
inating minority. But you can't keep quality a secret. More 
and more folks tried it and liked the deep, rich strokes of 


this yellow hexagonal beauty. .. the 
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genuine A.W. Faber-Castell eraser tip. 
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Today, the masses and 

the classes have the same 
appreciation for COLUMBUS...'. Yes, America 
has discovered 
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Biekett 


RESPIRATOR 
Chair Cushions 











U. S. Patent 
No. 2,025,712 } 





A bit of very old advice | 
is | 


investigate the bottom 
of things. 








It is the bottom of a Respirator Cush- 
ion we want you to investigate, for then 
you will discover why the name RES- 
PIRATOR is so appropriate. 


There is incorporated in Respirator 
Cushions a ventilating system that pro- 
vides comfort and a degree of seating 
SATisfaction no other seat cushion can 
provide. 


A Respirator Cushion is in reality A 
Scientific Seating Device. Eliminates un- 
comfortable conditions and _ increases 
efficiency. 





. ° * | 
Crude Rubber is now plentiful there- | 
fore all restrictions regarding manufac- | 
ture have been removed. | 


We repeat the statement — YOUR 
CUSTOMERS WILL APPRECIATE i} 
YOUR CALLING RESPIRATOR CUSH- i} 
IONS TO THEIR ATTENTION. 


Stock Chart-Price List and Discount | 
Schedule on request. 


LL. M. Bieckett Co. 


| Watertown, Wisconsin, U. S. A. | 
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MEN FOUND BEST IN SHORTHAND, TYPING 


A survey conducted by the National Employment 
Service in Winnipeg indicates that on the average 
men are better at shorthand and typewriting than 
women. 

However a girl holds the speed typing record of 84 
words a minute. 

While reluctantly admiting men to be superior in 
this field on the average, Miss Georgia Porter, testing 
officer, observed it was hardly fair to draw compari- 
sons. Out of 142 applicants tested in the first three and 
one-half months only 11 were males. The tone of her 
voice suggested that possibly the “deck had been 
stacked.” 

Miss Porter expressed belief that the reason for 
the btter showing of the men in tests is that they take 
them more seriously than women. Incidentally, it is 
the man who holds the perfect score for short hand— 
120 words a minute. Miss Porter says the tests began 
early in April with an average of three persons a day 
being examined. The tests are entirely voluntary. 

W. H. Darracott, district manager of the employ- 
ment service, said the tests have been accepted by 
both employers and applicants. 

They are used simply as a measure to assist an ap- 
plicant in finding a job he or she can handle, he 
said. He cited the case of an employer who took a 
girl who could only do 20 words a minute on the type- 
writer. He told the service that “in spite of her slow- 
ness, at least I know what I can expect.”—RC. 


—-e—____ 


J. GIFRE MAKES VISIT TO UNITED STATES 

Jose Gifre, proprietor of J. Gifre, Rondo de la Uni- 
versidad 5, Barcelona, Spain, is in the United States 
on a business visit, sailing July 9 for New York on the 
Spanish liner Magallanes. 

While here, Mr. Jifre hoped to make arrangements 




















JOSE GIFRE 


for imports of typewriters, adding and calculating 
machines, new or rebuilt, and all types of office sup- 
plies. He expected to be in Chicago in late July or 
early August. 


——_e—=-9 —__——— 


HONOR PRESIDENT, VETS OF TEXAS FIRM 

Vance K. Miller, president of the Vance K. Miller 
Office Supply Company, 1916 Main St., Dallas, Tex., 
and returned veterans employed by the company, 
were honored at an open house held on Sunday, June 
8, at the home of Mr. and Mrs. E. M. Morrison. Those 
honored included J. D. Justice, Joseph Kaseno, Joe 
Milam and Herschell Smith.—JHR. 


snittscenaceslplillintistnttesnin 
PRONTO FILE CORPORATION MOVES 


The general offices of the Pronto File Corporation are 
now located at 285 Madison Ave., New York 17, N. Y. 


The new location is in Manhattan’s busy Grand Cen- | 


tral district convenient to local and visiting dealers 
who are cordially invited to drop in for a visit. 
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FEATURE THESE RED HOT Z4/ZAS//AAF VALUES FOR 


SCHM. CPLMING/ 


THE PENS ALL AMERICA 
WANTS—AT SAVINGS 
UP TO 60%! 


e Now is the time to plan your “Back 





to School” —“Back to College” promo- 
tion! Right now, EVERSHARP’s sensa- 
tional pen sale is being featured on 
“Take It Or Leave It” and in the lead- 
ing magazines reaching every man, 
woman and child in your community! 
So, build your windows and counter 
displays around EVERSHARP merchan- 
dise ...for more traffic—more sales! 


EVERSHARP CA* JV J len ) Ay. 

REPEATER PEN Vf Jy Levi ; 
Y) fi, y Y 

14 karat Ys fl ; 

gold filled 


also $12.50 Model — Now $9.95 


NOW! $995 


— eee mse oe 


EVERSHARP CA* PEN 
14 karat 


i HERE’S HOW 
a” YOU PROFIT! 


ee he e By featuring these four outstanding 
EVERSHARP CA* PEN 


Stainless Steel Cap 


3875 NOW! $595 “s+ 


EVERSHARP CA* PEN 


Two-tone plastic 


$69 NOW! $395 "x2: 









pen values, you can bring your pen 
business back to life with a snap. 

e By featuring EveRsHARP instead of 
unknown brands, you increase your 


unit of sale, insure customer satisfac- 








tion, and build for a solid future. 


A 
ie 9; VERSHARP and 1 YU TRE. ih, fin “nest! 











































The Goose 
Hangs High 


When the weather is bright and fair, geese 


in their travels generally fly high in the air. 
From that habit comes the expression the 
goose hangs high," which means that pros- 
pects or profits, as you may choose, also 


are bright and fair. 


Today the prospect for the office equip- 
ment business is as bright and as fair as 
ever. In some few lines production has 
overtaken demand, but in general manu- 
facturers still have their backlogs of un- 


filled orders. 


The improved "Andy units of steel" offer 
bright prospects to office equipment deal- 
ers everywhere. Demand is great; supply 
is improving slowly but steadily. Rely upon 
Cardinal for files that will meet the require- 


ments of your best customers. 


Sole Distributors for Anderson-Hickey Co. 


5631 W. Madison Street 
Chicago 44, Illinois 


sy i 





CARDINAL SALES, INC. 
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THE SALESMAN’S TEN 
COMMANDMENTS 


By J. M. Hughes, Jr. 


Divisional Sales Manager, 
Remington Rand, Inc., 
Pittsburgh, Pa. 


ead SHALT: 


1. Work. 6. Not argue. 

2. Study. 7. Appreciate other’s 

3. Be loyal. viewpoint. 

4.Evaluate time. 8. Know your territory. 
5. Observe. 9. Ask for the order, and 


; 10. Get it. 

1. In the olden days when salesmen were known 
as “drummers” or “peddlers,” people didn’t expect © 
them to do much work and if they couldn’t carry a 
lot of drinks and didn’t have a large repertoire of 
shady stories they were not considered to be real sales- 
men. But, through the passing years this picture has 
gradually changed until salesmanship has become a 
very highly respected profession and the most suc- 
cessful salesman is the man who WORKS. 

His hours are long. If he has extra work to do— 
reports, proposals, correspondence, records, or sur- 
veys to make—he starts an hour earlier in the morn- 
ing or works on them in the evenings, Saturday after- 
noon, or even Sundays. There is no substitute for 
work for the successful salesman. 

2. With constantly changing products, methods of 
manufacturing, customer requirements, prices and 
competitive tactics, knowledge—complete and up to 
the minute knowledge—is essential and to gain this 
knowledge, time must be devoted to STUDY. 

3. To be successful.the salesman must BE LOYAL— 
loyal to his customers and their best interests by see- 
ing to it that they secure the products that will do 
the job that has to be done, efficiently and economic- 
ally; loyal to his own company by getting a fair price 
for their products and services that will assure them 


| a fair profit; and, lastly, loyal to himself in that he 
| puts in a fair day’s work every day. 


4. The ability to EVALUATE TIME, not only his own 
time but that of his customers and his fellow work- 


ers is an invaluable asset to the successful salesman. 
| Time is money and the way he spends it and that of 
others reflects in his personal earnings. 


5. The power to OBSERVE is indispensable. We 
are given eyes with which to see and a mind to record 


| what we see. Some people have the ability to see and 


remember much more than others. This is a trait that 
can be cultivated and its development pays big 


| dividends. 


6. Probably the most difficult commandment for 
the younger salesman to learn is that he should NOT 
ARGUE. He feels that he has to do it to win his point. 
Arguments are seldom won and usually make enemies. 


| Always agree with the customer or prospect as long 


as the main issue is not at stake, even if he is wrong. 


| On main issue points, the buyer can be led along the 
| desired course of thinking much easier than argued 


out of his original thoughts on a subject. 

7. Never force the prospect to buy something be- 
cause it is higher priced, or pays higher commission, 
or because you think he should buy it before you have 
carefully weighed his reasons for thinking as he does. 
Always APPRECIATE ANOTHER VIEWPOINT. This 
is the quickest and easiest way to make the other 
fellow appreciate your interest in him. 

8. KNOW YOUR TERRITORY—the users of your 
products in it, when they buy, in what quantities, and 
at what price. If this were not a requisite, there would 
be little or no use for salesmen or sales managers. 
Salesmanship, as a profession, like the prehistoric 
animals, would soon become extinct. 

9. ASK FOR THE ORDER. You don’t really start | 
selling until the Customer says no, Save some of your | 
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Gunlocke’s No. 622 Executives Chair : 


Executives take pride as well as comfort in He will readily appreciate its full, natural 
this masterpiece of Gunlocke’s chairmaking support when sitting erect or leaning back 
art. That's why it’s a profitable, good-will to relax. It is built for all day working comfort. 
building chair for dealers to sell. The finest quality leather and genuine 

Show it to any executive. Seat him in it and walnut or mahogany finish on wainut will 


adjust it to fit with four simple adjustments. enhance the appearance of any office. 


. H, GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 

















Hundreds of other dealers have learned how and you can 
do it too! 

First step is to make a list of all your prospects and cus- 
tomers who have typewriters, or a Ditto, Hecto or some 
other similar duplicating machine. Since that will be prac- 
tically every one of them you probably already have a list. 


Second step is to hand the operator of one of these 
contrivances a‘jar of Pax Hecto Ink Cleansing Cream and 
tell ‘em to try it next time they get their hands all messed 
up with duplicator ink, typewriter ribbon, carbon paper or 
stamp pad ink. The results will amaze both them 
and you. 

Third step (and you'd better hurry) is to put in a 
stock of Pax Cleansing Cream to take care of the 
demand the second step will produce. If the word 
gets around you'll have business brother—and we 
mean profitable repeat business—plenty of it! 


ee ee 


G. H. PACKWOOD MFG. CO. 
1545 Tower Grove Ave. 














The reason is easy to explain. Pax Hecto Ink Cleansing 


Cream is really something every office gal wants all the | 


time when they once try it. It takes stains and smudges off 


their hands in a moment—even Multilith Intensifier which © 
ordinary soaps won't remove in hours. It's got plenty of © 
lanolin in it to keep their hands lovely and soft—it won't | 


dull or smear the most gorgeous nail polish job—it makes 
its own lather so no soap is needed—it won't leave an 
odor on the skin—it won't spot clothes, even when mixed 
with the ink it removes—and it stays fresh in the jar, even 
in hottest weather. 

Your cash register will play the sweetest sym- 
phony you've ever heard if you'll give your 
customers a performance with Pax Hecto Ink 


tice just to prove Pax will do all we say, mail 
the coupon today! 


PAX HECTO INK 
CLEANSING CREAM 





St. Lovis 10, Mo. 

ATTACH TO COMPANY LETTERHEAD 
Please send, without cost or obligation, a sample 
jor of Pax Hecto Ink Cleansing Cream together 
with complete information and prices. 


G. 
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TRADEMARK REG. U. S. PAT. OFF. 





When you purchase any Pax Product you also purchase the experience and ability of 
Pax Technicians acquired through 21 years of exhaustive research and development. 


1545-55 TOWER GROVE AVE. 


of o 


ST. LOUIS 10, MO. 


PACKWOOD MFG. 
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Cleansing Cream. But if you want a little prac- | 
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ammunition for the second, third, and following no’s. 
Ay! Use a modern repeater rifle and not the old one shot 

s breech loader used in the prairie days, and keep ask- 
ing for the order until you— 

10. GET IT and then get out before you lose it. Too 
many salesmen think they have to hang around after 
they have the order and talk themselves right out 
of it. Don’t let this happen to you. 

>= >-e—____—_ 
HALL LITHOGRAPHING TO BUILD PLANT 

The Hall Lithographing Company, Topeka, Kans., 
owners of the Hall Stationery Company at the same 
location, will build a $500,000 plant on land recently 
purchased from the Kansas Legislature north of 
Topeka. At that time the firm bought 70 acres, but 
only a part of the land will be used by the firm or 
about ten to 15 acres. The remainder of the acreage 
will be set aside by the Hall company for industrial 
development, C. A. Severin, president, said. 


The plant will house all of the Hall Lithographing 
Company’s offices and printing facilities. Space will 
be increased over the present building at 623 Kansas 
Ave., by about 50 per cent, and equipment will be 
expanded correspondingly. 

The new building will probably be constructed of 
insulated steel. It will have both humidity and tem- 
perature control, and the work space will be so ar- 
ranged that no posts or supports will obstruct the 

factory part. The manufacturing space will contain 
two big rooms 98 x 225 feet, and another somewhat 
smaller room. There will be no windows except in the 
offices, and the entire plant will be at ground level. 

Mr. Severin said the move to the new site was neces- 
sary because business has outgrown the capacity of 
the present plant in downtown Topeka. Approaching 
its sixtieth anniversary in September, the Hall firm 
now has customers all the way from Boston to Utah. | 
It was founded by Willard N. Hall, who moved his com- 
pany here from Logansport, Ind. 

Mrs. Luella R. Hall is chairman of the board of di- 
rectors of the company. The Hall Stationery Company 
store will remain where it is at 623 Kansas Ave., Mr. 
Severin said.—_GMH. 
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a SHARPER CASH REGISTER STARTS PRODUCTION | 
gets The Sharper Cash Register Company, Airport Blvd., 
wy i Austin, Tex., claiming to be the first cash register 
4 Y "| manufacturing firm in the South and the only one 
it won in the nation making cash registers out of plexiglass, | 

makes has completed tooling and expected to get into pro- 
ave an duction August 1. 
| mixed George A. Sharper, president of the new concern, is | ra 
ir, even a native of Seguin, Tex., and has been engaged in the | 





office machine business for the past 30 years. M. C. | 
st sym- Young, secretary and treasurer, is a native of West | 
» oa Point, Ga. | 
tg Ink The ten employees of the plant will have additional | 
: help, raising the number to 25, when production is 

, pre actually started. 


BD ealer CGqperation 
ry, mail The Sharper Cash Register Company announces that 


Fs. | so 
and Service 
the new streamlined cash register has a cover of plexi- | 


glass, weighs only 26 pounds, and has all moving parts 
K manufactured from aluminum or stainless steel. The eR Ae ee 
M machine is spring operated, doing away with the Trade Marks Reg. U. S. Pat. Office 
conventional handle. Although only one model will 


be produced at the start, desi h b leted = stots = lel — 
oduced a e start, designs have been complete [2] : =| arn E air fe] (feo : 
o 


























for 20 models, to be placed on the market later. Be- 
fore the close of year, officials expect that 1,000 ma- My, IL 4 
chines will be produced monthly—JHR. Oj 
—_———— a -o— a 4 
STUART-HALL COMPANY LEASES BUILDING . 
The Stuart-Hall Company, printers and stationers z . t of}, 
of Kansas City, Mo., leased a two-story brick building 
in that city for five years from Fred D. Martin, taking 
occupancy in July. The property contains 11,000 . 
Square feet of floor space.—PJP. 
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New Advertising Campaign Directed to Office 
Managers and Purchasing Agents The Institute 
is just inaugurating a new program of consumer 
advertising. Big full pages and double magazine 
spreads in color in leading business publications will 
point up to actual buyers of office furniture the 
advantages of modern wood desks and chairs... for 
better customer impressions . . . for better employee 
This colorful, dynamic new campaign is 


will produce 


relations. 
directly slanted to your customers... 


sales and lower sales resistance for you! 
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The Members of the Wood Office Furniture Institute 
cooperate on product research and improvement in 
the interest of bringing you better desks and chairs 
But product improvement is only one phase 
of Institute operation. Other Wood Office Furniture 
Institute merchandising plans and services from which 
you profit directly include: 


to sell. 





Plans 


from the 





Continuing Surveys of Buyer Preferences and 
Trends To guide manufacturing and merchandising! 
plans, the Institute conducts continuing spot checks} 
and surveys of buyer preferences. Recently the! 
Institute interviewed over 700 buyers of office furni- 
ture in 24 key cities. Companies contacted ranged 
from famous manufacturers employing thousands of 
people, to 10 and 25 person offices. Reported buyer} 
preferences will be reflected in the products the 
Institute members create and in the selling plans; 


we prepare for you. 





OFFICE APPLIANCES, August, 1947 | 


OF 









or Your Profits 


1 the: Wood Office Furniture Institute 






























: 

es and The New "Office Furniture Merchandiser” Four New Trade Relations Division to Aid Dealers 
indising) years of research and thousands of dollars have been 
t checks) invested in a new looseleaf sales training manual. 
tly thel The ‘‘Office Furniture Merchandiser’’ is the first Trade Relations Division for liaison between manu- 
e....:| comprehensive ‘‘know-how’’ book on all of the phases 

e furni- ‘ ; ; f : 
of retail selling. It will help you train your salesmen 
Tanga 45 eel] more office furniture—more profitably. It’s Institute department will bring you merchandising 
sands off a one-book course in retail office equipment sales- 
d buyer? manship! Reserve your copy now. Price (offered 


E. Howard Gatewood heads the Institute’s new 


facturers and dealers and their salesmen. This new 


ideas and counsel in the field. Details of the new 


. . > ‘ i me . ¥. i. nr s — : e . . 
rets the) at less than publication cost to office equipment deal- service will be announced. This new service is just 
g plans) a omy) $13.50. — A <die ood Office one more instance of the W. O. F. I.’s ‘‘Plans for 

Furniture Institute, 807 American Security Bldg., ae 
Washington, D. C. your Profits’’! 


Wood Office Furniture Institute 


America’s progressive manufacturers of commercial desks and 
chairs . . . cooperating in product research and development... 
market surveys and plans .. . in the interest of better 
manufacturing and better merchandising methods. 


This symbol identifies their products: 
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NEWS NOTES FROM NSA DISTRICT NO. 7 
Merrill D. Hasty, Correspondent 


Warren Carlson, traveling for Wilson Jones Com- 
pany, is off on a vacation trip in the Golden West, 
hoping to find scenic thrills in the mountains. 

* ae 


* 


Bi ESS 


Ollie Straton of American Lead Pencil Company was 
seen in and around the Twin Cities, where there are 
always such green pastures. 

a * * 

L. E. Friedmann of LePage’s has been on the go all 
this year, thus he reports he is looking forward to his 
vacation and our golf game. 

* * * 

Elgin Burke, formerly a N.W. traveler, then a dealer 
and later a salesman for a dealer, has returned to 
his old profession as a peddler. Yes, Elgin is back 
with Wilson Jones Company and will be in California. 


You can’t keep a good man down. 
* * 














aS 39Vd NUYHI-> 


H. Ed Cooper, a former N.W. traveler and then 
a dealer, may return to Knights of the Road business. 
Just at this time, his plans are not ready for an- 
nouncement. 

* » + 

Harry Woodmansee, located at Bismarck, N. Dak., 
has remodeled his quarters, adding a balcony for office 
furniture and displays. 

© * * 

Hoskins-Meyers, Bismarck, N. Dak., is having a 
major building program with a new store underway 
on the same location. The Bismarck Tribune is also 
remodeling the interior. Bismarck dealers are now 
looking forward to the first century inasmuch as the 
late P r city observed its Diamond Jubilee last June. 

a = * * * 
4 ore to 12” ellipse- Our friend of long standing, Hamilton “Ham” Ken- 
drawing ° - drick, with the American Lead Pencil Company for so 
has @ many years, has passed on. He had many sincere 


iwse 
Each ellips c friends in the industry and the Northwest Travelers 
express their deepest sympathy to the survivors. 
+ * * 


We are happy to see our pal, Vic Irgens, Miller- 
Davis Company, back in the harness. He has had his 
share of a long and serious illness. His address is 
5055 Halifax Ave. S., Minneapolis, Minn. 

» * * 

Don’t forget to mail that greeting card to Friend 
Dick Gingland, Esterbrook Pen Company. Dick has 
been ill for some time and may be confined to his home 
for a while longer. His address is 35 S. Dearborn St., 
Chicago. Also mail a greeting to Ed Little, our little 
: sas ai? ics man who makes those mystic things disappear. He 
template that will draw from a '4” to 12” ellipse, has been ill for some time. Maybe, Ed, you can make 


this clear plastic set has a large and waiting your illness disappear. 


market. Allows unhampered view of subject 
matter, and is marked in eighths of an inch up Larry Ackert, too, has been under the doctor's care, 

; ‘ being at the Mayo Clinic in Rochester, Minn. He 
to 6 inches. Order now for early delivery. indicates in his letter that he is sure that his condition’ 
will improve. Send his greeting to 3618 Garfield Ave., 
I. 3. S., Minneapolis, Minn. 


A boon to professional and amateur alike. First 


* * + 


Draw perpendicular lines 4 Repeat ean ae en 

Hr, operation Mrs. Ed M. Hansen and daughter are enjoying 4 
Ces a. tour of the West, their destination announced as Cali- 
2. ellipse fornia. Meanwhile, papa stays at his desk, trying to 


& " Place ellipse on perpen- satisfy that customer who’s undergoing a heat wave. 
om 





dicular to size wanted, * * 


dd y t . aiid 
— You may keep right on practicing your golf game. 


Our chairman, Stan Griebel, will have our Milwaukee, 
Wis., and south St. Paul, Minn., dates for announce- 
SEND FOR COMPLETE C-THRU CATALOG ment very soon. 





* * * 


Al Nagele and Harry Wester of Miller-Davis Com- 
RULERS ~ TRIANGLES « NAVIGATIONAL IMSTRUMERTS ~ STEMCILS - PROTRACTORS « OTHER DEVICES pany, and their wives, are off for a real vacation in 
the West and may visit Yellowstone and Glacier Na- 


>, q, 
VHA EL | tional Parks. ee 


Joseph T. Beltz and Company, Stationers at 19 








woamerTrF ORD, C OR U. 
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Now— Waterman's famous 
mee Inks in a New Bottle — 
4 New Carton! 


° 
ae 
e 
~ 
i on 
A - 


\ \ ‘ Now pint and quart packages of 
, Waterman’s Inks have been completely 

modernized to match the recently 
introduced 3-o0z. size! The new bottle— 
the new carton—are the work of 
one of America’s most famous industrial 
designers. They’re sure to please 
buyers of pint and quart sizes not only 
because of their new design but also, 


‘) Ah) py ° ° 
Klue Black because of their practical features. 


Miller- é . i Watermans : 3 Note, for example, the ridged, 
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shaped-to-the-hand bottle. It’s easy 
to handle; no danger of slipping. 
The base is designed to prevent 
tipping—and the new, improved 
pour spout does away with 

spilling and slopping. 

The new bottle and carton are ready 
now in the four best sellers: Red, 
Washable Blue, Jet Black and, 
of course, Blue Black. Waterman’s 
Blue Black is the biggest seller of all— 
nationally advertised as the ink that’s 
all ink—writes thousands of words 



























ii 


; 


Piri’ a 


more with each filling of a pen. 


Yi 


é 
pigil 


Write for attractive discounts, today. 


z 


L. E. Waterman Company, 


344 Hudson Street, New York 13, N. Y. 


No other ink writes or sells like 


» Waterman's 
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A SAVING AT EVERY TURN 


DARNELL 


Of fice Chair 


CASTERS 


FOR 
Maximum 


FLOOR 
PROTECTION 
Specify 

DARNELL 


DARNELL CORP. LTD. 
LONG BEACH 4 CALIFORNIA 
60 WALKER ST. NEW YORK 13. N.Y. 
36 N. CLINTON CHICAGO 6. ILL. 
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Northwest Third St., Faribault, Minn., have announced 

a change in policy and location. They will now spe- 

cialize in and devote their entire resources to office 

appliances, printed forms and commercial stationery. 
* 7” oa 


Claude Fleet of Eberhard Faber Pencil Company has 
undergone a serious operation and is recuperating at 
home. Send him a greeting at 4620 Harriet Ave., S., 
Minneapolis, Minn. 

isidiiniian 
PLAN PUBLISHING OF PAPER GOODS DIRECTORY 

The Market Guide for Purchasing Agents Publish- 
ing Corp., 385 Fifth Ave., New York City, will issue, 
this winter, a market guide for the use of buyers of 
boxes, paper and paper products of every type and 
description. 

Paul Serwitz, one of the directors of the Market 
Guide for Purchasing Agents Publishing Corporation, 
declared, “An intensive survey, recently conducted, 
revealed that many purchasing agents were com- 
pelled to pay exorbitant prices, were being short 
counted, given merchandise inferior to that ordered, 
and were in general running into malpractices when 
dealing with these unreliable sources. To cope with 
this evil, it was recommended to us that a compre- 
hensive, easy-to-find directory of every reliable jobber, 
distributor and manufacturer in the metropolitan New 
York area, handling every conceivable product in the 
box, paper, paper product and shipping equipment in- 
dustry, be published.” 

SE tee oe 


BASSETT RETIRES FROM ACTIVE MANAGEMENT 

Bert M. Morris Company announces that Bert Bas- 
sett, who has for the past many years managed the 
Chicago office of the Bert M. Morris Company and 
supervised the territory from Washington, D. C., to 
Omaha and Kansas City, is retiring from active duty. 
He will, however, retain his office at 202 S. State Street 
in Chicago and continue his association with the Bert 
M. Morris company in an advisory capacity, spending 
part of his time in California and a greater part in 
Chicago, visiting his many friends. His successor 
has not as yet been announced but will be about the 
first of September. 

3 es 

COLUMBUS, IND., FIRM TAKES NEW LOCATION 

Hull’s Business Machines Company, owned and 
operated by William I. Hull of Columbus, Ind., re- 
cently moved from 1003 Lafayette Ave., to 306 Wash- 
ington St., in that city. The new location is in the 
heart of the shopping district and is a much larger 
store than was previously operated by this firm. Hull’s | 
has been in Columbus for 17 years and handles a j 
full line of office machines and office supplies. A J 
modern repair department is maintained. : 





So 


INCORPORATE FIRM AT BUFFALO, N. Y. ; 
Gramlich & Ferris, Inc., operators of a wholesale | 
stationery business in Buffalo, N. Y., for many years, t 
has been incorporated with capital of 200 shares. In- i 
corporators are Cruciano Ferraro, Dominic Ferraro, | 
Russell Ferraro and Vincent Ferraro, all of Buffalo.— | 
GET. ' 
sa 
MELVIN AUTREY RETURNS TO GEIGER 
Melvin (Pel) Autrey recently returned to the force 
of Geiger Printing Company, Hattiesburg, Miss., as 
the firm’s representative outside the store. A World 
War II veteran and graduate of Mississippi Southern 
College, Mr. Autrey has had several years’ experience 
in selling office supplies and equipment. 
© 9 
McWILLIAMS FEATURES OFFICE DESKS 
McWilliams Stationery Company, 222 W. Third St. 
Texarkana, Tex., recently featured new executive and 
secretary desks along with other varied office ma- 
chines and supplies.—EEG. 
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pare 4 ALUMOMY 


C aw 





“Uy 
Wells POSTURE-RITE 


Fully Chromed Chairs 















WARRANTED LIFETiqp TION 
i a a 


No. 327 





WITH 2” PADDED SEAT 
AND BACK 


CASTER EQUIPPED 
Masland Leather Fabric 
Adjustable in Height 
Adjustable Back Rest 

GREEN 
Regular Colors TAN 
BROWN 
Packed 2 to Carton Unbroken 


“29° 


EA. LIST 


725-33 SOUTH 
LASALLE STREET 


E CHICAGO 5, ILt 
OFFICE FURNITURE COMPANY E) er TEL HAR 1100 
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“Donpct.” 


FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


for 


IMMEDIATE DELIVERY 





De Luxe EXECUTIVE STYLE 


A thick pile VELOUR covered executive cushion filled with 
long-life resilient foam-rubber . . . 2" or I'/2"" Boxed edges. 
. . . Durable and Luxurious. 


CONVERTIBLE STYLE 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7" x 18°—15" x 17°—14/," 
x 15'/."", 


THE Sofsead STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats 





Elastic grip holds 
on stool firmly. Cush- 
ion is instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
piece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters 





WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


1412 UNITY STREET, PHILADELPHIA 24, PA. 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William J. McNulty, Correspondent 





A new firm, Newfoundland Distributors, Ltd., has 
been organized at Corner Brook, Newf. A concrete 
building, 80 x 40 feet has been built on a lot bought by 
the firm at a central location in Corner Brook, the 
principal industry of which is a big pulp and paper 
plant. Office appliances and supplies will be coupled 
with motor vehicles and marine engines by Newfound- 
land distributors, who will cover the west coast of 
Newfoundland. An affiliation has been made with 
Roneo, Ltd., England, manufacturers of office appli- 
ances, whereby the new firm will serve as distributing 
unit for the west coastal territory. The partners in 


| the new firm are L. R. Bruce, A. B. Fraser and A. H. 
| Crosbie, all of whom had been in the Newfoundland 


war services during the second world war. Before 
the building was completed, arrangements were made 
tentatively for an addition to the structure to be 
built next year. The lot is 140 feet wide. 

* a oa 

Mr. and Mrs. Harry McKinlay of Yarmouth, N. S., 
observed their fiftieth wedding anniversary recently. 
The start of the celebration was at thanksgiving mass 
in St. Ambrose Catholic Church in which the couple 
was married a half century ago. The choir was 
composed of the seven children of the jubilarians 
and with one of the number, Ernest, who is the of- 
fiicial organist at the church, the accompanist for 
the hymns. After the service, there was a family 
breakfast at the home of the oldest daughter, Mrs. 
P. J. Hurlburt, Yarmouth. Gifts were given the couple 
by the sons and daughters and the Papal blessing was 
extended by Rev. W. A. Penny, pastor. In the after- 
noon, a family dinner was participated in at the home 
of another daughter, Mrs. V. J. Pottier, Yarmouth. 
In the evening, Mr. and Mrs. McKinlay held a recep- 
tion at their home for friends and relatives. 

* ok * 

The Tribune Publishers, Ltd., Campbellton, N. B., 
sponsoring a weekly newspaper and job printing, have 
added the sale of new and used office appliances, with 
an emphasis on typewriters. The sales appeal is to 
both sides of the New Brunswick-Quebec provincial 
line, on which Campbellton is located. The partners 
in the business are L. G. Seely, R. M. Raymond and 
Miss C. T. Salome. 

a * * 

Graves Typewriter Company, Bangor, Me., is offering 
a complete service on office needs, including new and 
used typewriters, adding machines, chairs, tables, 
desks, two and four-drawer steel letter files, ribbons, 
stationery, carbons, staples, clips, and ink. 


ce. “SS 


Stirling Business Machines, a new firm recently es- 
tablished in Saint John, N. B., is selling Imperial type- 
writers, Precisa adding machines, Speed-O-Print du- 
plicators, used machines of various makes, office fur- 
niture and supplies. The repairing and overhauling 
service covers all makes of typewriters, adding ma- 
chines, checkwriters, addressing, numbering, dupli- 
cating and dictating equipment. The location is al- 
most next door to a store operated as an electrical 
supply store by a brother of Walter C. Stirling, head 
of Stirling Business Machines. All kinds of office sup- 
plies and parts for all machines are carried in stock, 
and public Mimeographing is an extra service. This 
is the only office appliance business in the north end 
of Saint John. The owner started in the office ap- 
pliance field 33 years ago and had been service man- 
ager of the Soulis Typewriter Company, Saint John, 
for 17 years until he opened his business recently. 
Previously, he had been located at St. John, Montreal, 
and New York, on the staffs of business machine 
dealers, and for about two years had sold and re- 
paired machines on his own in the city of Saint John. 
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Wells POSTURE-RITE 


Fully Chromed Chairs 














WARRANTED UFETiME— OPERATION 
a a 


No. 227 
WITH 3” SPRING FILLED SEAT 


AND PADDED BACK 
2” HARD RUBBER CASTERS 


Masland Leather Fabric 


Adjustable in Height 
Adjustable Back Rest 
GREEN 
Regular Colors TAN 
BROWN 


Packed 2 to Carton Unbroken 


sd 25 aie 


EA. LIST 


OFFICE FURNITURE te we. a ef 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 


to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 






Write for details 
and samples. 
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PETER M. WEGE 
Peter M. Wege, 76, who founded the Metal Office 
Furniture Company in 1912 and was president through 
the years of its development as one of the outstanding 
firms of Grand Rapids, Mich., died June 22 after an 
illness of two and one-half years. 

Until his retirement, the decedent was active in the 
| development of many innovations in metal and office 
| furniture. 
| Born in Toledo, Ohio, Mr. Wege was superintendent 

of the Cold Spring, N. Y., plant of the John Cornell 
Company, makers of steel furniture. Later he was 





THE LATE PETER WEGE 


assistant general manager of the General Fireproofing 
Company, Youngstown, Ohio, and a designer and 
executive of the Safe Cabinet Company, Marietta, 
Ohio. He resigned from the latter position in 1912 to 
co-operate with several Grand Rapids men in organ- 
ization the Metal Office Furniture Company. The firm 
started with 12,600 square feet of space, added several 
lines and expanded until it now occupies three plants 


| with more than 427,000 square feet of manufacturing 
| space. 


| 
| 
| 
| 


| 


Since his retirement, Mr. Wege had remained close 


| to the affairs of the company. 


Surviving are the widow, Louise Dubridge Wege; a 
son, Peter M., Jr., Grand Rapids; two sister, Mrs. 
Louise Tefft and Mrs. Lillian Melcher, and one brother, 
David Wege, all of Toledo; and two grandchildren, 
Grand Rapids. 

+; - - 


JAMES EMMETT BROOKS 
James Emmett Brooks, 58, who had been manager 


| of out-of-town sales for the Smith-Grieves Western 


Envelope Company, Kansas City, Mo., died July 6 of a 
stroke. 

Mr. Brooks was born in Omro, Wis. At the end of 
World War I, he came to Kansas City as president 
of the United Serum Company, having been trans- 
ferred from New York where he served as claims 
agent with the British ministry of foods. At that time 
he was with Swift & Company. In 1922 he moved to 
the Smith-Grieves Western Envelope Company, taking 
the position which he held until his death. 

He is survived by his widow, Mrs. Ruth Blackwood 
Brooks, and a daughter, Mrs. Kenneth L. Norris; a son, 
James E. Brooks, Jr., Evanston, Ill.; and two brothers, 
Frank Brooks, San Jose, Calif., and George Brooks, 
Salinas, Calif—GMH. 


+: - 
W. J. STEWART 
W. J. Stewart, of 50 Wanda Rd., founder and head of 
William J. Stewart, Ltd., manufacturing stationers, 
Toronto, Ont., died recently in St. Michael’s Hospital, 
that city. He was in his seventy-fifth year. 
A native of Toronto, he established his firm over 40 
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Wells POSTURE-RITE 


Fully Chromed Chairs 











ANTED LiFey 1ON 
WARR —<TIME opERATION — 








No. 127 


With Comfort “BUILT-IN” 


Ml Duran Plastic 
4 O sca Filled Seat 
and Foam Rubber Back 


2” Ball Bearing Casters 


$41.40 EA. LIST 


Regular Colors: 


Green, Tan, Brown 
Packed One to Carton 


Colors on request: 


Red Gray Taupe 

Blue Rose _ Ivory 

Aqua Beige Black 
Chartreuse Pastel Yellow 


With Foam Rubber Seat 
$45.40 EA. LIST 


m7, 


— > 
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The De Luxe Posture Chair 





Four Easy Adjustments 


1 Adjustable Back Rest 

2 Adjustable Back Frame 

3 Adjustable Spring Tension 
4 Adjustable Height 


NEW . 
tow A | oe 
PRICE EA. LIST 


125-33 
LASALLE 5 
CHICAGO 5 
TEL HAR 1 











Collier-Keyworth presents 
outstanding engineering in 

revolving chair controls with 
patented “Equi-Balanced” 

action that assures smooth, easy 
motion. Modern in design and 

appearance, these all-steel 


chair controls are construct- 


ze 


ed to give enduring com- 


fort and satisfaction. 





COLLIER-KEYWORTH CO. 
RSA MEAE GANDER, MASS °CHUSERTS 
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years ago. Mr. Stewart was a keen gardener and well- 
known for his fancy dahlias. He was connected with 
the High Park Horticultural Society, and took many 
prizes in dahlia competitions. In his youth, he was 
a member of the Toronto Bicycle Club. 

Surviving are his two sons, Wallace J. and William 
S. Stewart; and his sister, Mrs. Clara Driver.—SJL. 


+ | | 
CHARLES MARTIN MEYER 
Death came to Charles Martin Meyer, associated 
with the stationery industry practically all of his life, 
at the Monterey Hospital, Monterey, Calif., on May 8. 
In the start of his career, Mr. Meyer was identified 
with Boorum & Pease Company, whom he represented 
for many years. After that, he was general manager 
of Wilson Jones Company at Chicago until he left 





————————————————————— 
THE LATE C. M. MEYER 


that organization to go into business for himself in 
1920. He purchased the F. P. Burnap Stationery & 
Printing Company at Kansas City, Mo., which he 
owned and operated under the name Burnap-Meyer, 
Inc. In 1939, he closed the business and retired for 


reasons of ill health. Since then he had spent most 


of the time with Mrs. Meyer at Carmel, Calif. 
Surviving are the widow; sons Frank M. Meyer of 
Salinas, Calif.. and Charles E. Meyer of Colorado 


Springs, Colo.; and daughter, Mrs. Fred Wallace of | 


Denver, Colo. 
+ - 
EDWARD H. ELLIS, JR. 
Edward H. Ellis, Jr., 33, director and assistant man- 


ager of the Barber-Ellis Company of Canada, Ltd., | 
manufacturing stationers with plant in Brantford, | 


Ont., died recently in the Western Hospital at Toronto 
as a result of burns suffered when the car he was 
driving collided with a ten-ton milk truck on Highway 
No. 27 north of Toronto. 

Son of E. Harvey Ellis and Mrs. W. J. J. Butler, Mr. 
Ellis was a flight lieutenant in the Royal Canadian 
Air Force during the Second World War and was re- 
garded as an outstanding aviation instructor. In 
charge of production for the Ellis firm, he was popu- 
lar and efficient. He was president of the Brantford 
Flying Club, a member of the Board of Zion United 
Church in Brantford, director of the Victorian Order 
of Nurses, a member of the Brantford Rotary Club 
and the Sales and Advertising Club. 


He is survived by his widow, the former Greta | 
Currie of Toronto; one daughter, Virginia, 8; his par- | 
and one brother, John, | 


ents, residing in Toronto; 
Montreal.—SJL. 
- - f 


D. RAY BOUVIER 

D. Ray Bouvier, 240 Millwood Rd., Leaside, vice- 
president and general manager of Bouvier Envelopes, 
Ltd., Toronto, died recently at St. Michael’s Hospital, 
that city, in his fifty-third year. 

Born in Toronto, Mr. Bouvier spent several years 
in northern Ontario as a travelling salesman prior t0 
joining the business founded by his father, the late 


OFFICE APPLIANCES, August, 1947 

















OFF 








Mmpale “QUAL/TV 


Buy WELLS 


TYPEWRITER AND 
| UTILITY TABLE 


| -PRE-WAR QUALITY 
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There’s a big market today 
f in and there always will be—for 
y & _— , 
he this Wells all wood typewriter 
yer, one ‘ 
for —utility table. Priced for 
nost | 5 ' 
| competitive selling—yet con- 
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ado | structed with unmistakable 
> of 
quality features—the kind of 
quality that makes quick sales 
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‘td. and satisfied customers. 
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was No. 5677 LEGS ROUNDED ON 2 SIDES 
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° Size 18” x 32” For Smart Styling 
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In ¢ 34” Birch tops, Walnut finish 
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ford ¢ Satin smooth finish No. 5677 
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ESCRIPTION 


MARKING DEVICES 


DomMESTIC & EXPORT TRADE 
“ MPLETE LINE 


R EVERY PURPOSE 











Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP MG. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 


SPRING VALLEY, N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. . NEW YORK, N. Y. 
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L. P. Bouvier. During the Second World War he 


served in a voluntary capacity as advisor to the ad- 


ministrator of paper production with the Wartime | 


Prices and Trade Board of Canada. 
He was a past president of the Canadian Associa- 


tion of Envelope Manufacturers. He maintained a fine © 
summer residence at Orillia, Ont., where he did a | 


great deal of fishing and hunting. 
Surviving are his widow, the former Ethel Pearson; 


' and a sister, Mrs. Vernon G. Cardy, of Montreal.— 
| SJL. 


tb + 


RICHARD F. WARD 
Richard F. Ward, youngest son of James P. Ward 





| of the Shipman-Ward Manufacturing Company, Chi- | 


cago, died on Wednesday afternoon, July 23, following | 
a short siege of pneumonia. Originally associated in / 


business with his father, “Dick” Ward spent several 


| years before World War II in another field. When the 


| survived by his wife, Helen T. Ward; his parents, James 


war started in Europe he enlisted in the Canadian 
| Army. He suffered shrapnel wounds while in service. | 


Upon return to the United States he joined the Chi- | 


cago staff of the War Assets Administration. He is 


| P. and Mary O. Ward, and two brothers, James P. 


Ward, Jr., and Robert E. Ward. 
+; - -& 
FRED TELFER MAUGHAN 


Fred Telfer Maughan, 68, died recently at his home | 


on Brookdale Ave., Toronto. He was an employee for 
44 years of Barber-Ellis Company of Canada, Ltd., 
Toronto, manufacturers of stationery. He attended 


Upper Canada College and was an early member of | 


the Royal Canadian Yacht Club and the Granite Club, 


| all of Toronto. He attended St. Paul’s Anglican church. 


Surviving are his widow, the former Helen Eva 


| Mason; two daughters, Helen Elizabeth and Margaret; 
| and a son, John. Mr. Maughan was the grandson of 
| Nicholas Maughan, for many years assistant city com- 
| missioner of Toronto.—SJL. 


it i 


MARK H. BERRY 
Mark H. Berry, chairman of the board of the Milton 
C. Johnson Company, manufacturers of banking notes 
and other financial record paper at 78 Walker St., 
Manhattan, died July 2 at his home in Brooklyn. He 
was associated with the company for more than 40 
years. Surviving is the widow, Mrs. Helen H. Berry. 


+ + -& 
CHARLES DAFENER 
Charles Dafener, 75, owner and operator of Da- 


| fener’s Book Store, Galveston, Tex., and resident of 


| trict manager of the Elliott Addressing Company in | 


that city for more than 55 years, died June 20 at 
St. Mary’s 'nfirmary. Mr. Dafener established his book 
store 50 years ago.—PJP. 


t bf + 


FRANKLIN D. NOBLE 
Franklin D. Noble, 77, Pittsburgh, Pa., retired dis- 





ut th 
ey fin 
qui 





that city, died June 23. He had been a resident of | 


Pittsburgh for 50 years.—PJP. 


ft kt + 


H. H. KELLY 
H. H. Kelly, 52, who had covered the southeast Mis- 
souri territory for the American Writing Machine 
Company the last 15 years, selling and repairing type- 
writers and adding machines, died in the Veterans 
Hospital at Wadsworth, Kans., June 30.—PJP 
Oe 


NEGGESMITH APPOINTED BY GEORGE B. HURD 

Harry B. Neggesmith, 1211 Merchandise Mart, Chi- 
cago, Midwest representative of the Smith Metal Arts 
Company, has taken the George B. Hurd, Inc., line of 
fine stationery for the same territory. 
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COMFORT-WISE BG’S INSIST 





It’s just tops in 
posture chairs! 


It will never 
snag my hose! 


There's a lot of difference in Business Girls... 


ut they all agree that Easyrest is tops in posture chairs. 


hey find Easyrest so very comfortable, and so easy and 


quick to adjust to a natural, restful sitting posture. 


Moreover, a BG’s boss knows that every dollar 


invested in Easyrest pays greater return in comfort, 


good looks, sturdiness and top quality ...and 


in the cheerful efficiency of his office staff. 


DEALERS: 


Easyrest is one of a com- 
plete line of Steelcase chairs 
now available to recognized 
office furniture dealers. You 
are invited to write for 
Prices and catalogs. 


eat 


HE Posture CHAIR 


Manufactured selely by 


OFFICE FURNITURE CO., Grand Rapids 7, Michigan 












































WARNING 
Fire Loss Going Up 











Are You Getting 
Your Share of Profits 
from These 3 Home Units 


List 
$12.50 





MEILINK HOME DEPOSIT BOX 


Inside dimensions—434 x 4!/4 x 10!/4—!/2 hour test S.M.N.A. label 
—equipped with paracentric type pick proof key lock. Thermo-Cel 
insulation—felt flox lined. 


MEILINK 
HOME 
SECURITY 

CHEST 


Proven  fire-resistive 
tection—thousands in use 
—One Hour test S$.M.N.A. 
label — inside dimension 
13 x W/ x 53%4—felt flox 
lined — Thermo-Cel insula- 
tion — Model FCé. 






pro- 


List Price $25.50 


Equipped with 3 Tumbler Com- 
bination Lock. 


Always convenient — eas- 
ily concealed—One hour 
test S.M.N.A. label—felt 
flox lined. Thermo-Cel in- 
sulation—3 tumbler com- 
bination lock. Easily in- 
stalled in wall. 











_.......List $33.50 
.....List 36.50 


WS911A—Inside 9’2x11x43%. 
WS911B—Inside 91¥2x11x8%.. 


Dealer Helps—circulars, newspaper mats, 
etc.—available. Quick deliveries on these 
3 numbers—order your samples now. 


MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 


NEW YORK CHICAGO 
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Calendar of 
Industry Activities 











Sept. 28-Oct. 2. National Stationers Association 


Forty-first Annual Convention and Eleventh Merchan- 


dise Exhibit, Hotel Stevens, Chicago. Paul E. Burbank, 
General Manager, National NSA Headquarters, 1740 
Investment Building, Washington, D. C. 

Sept. 29-Oct. 4. National Business Show, Thirty- 
ninth Annual Exposition, Grand Central Palace, New 
York, N. Y. Frank E. Tupper, President, National Busi- 
ness Show Company, 30 Vesey St., New York 7, N. Y. 

Oct. 27-28. Office Equipment Dealers Dinner Club 
Second Annual National Office Furniture Convention, 
Waldorf-Astoria Galleries, New York, N. Y. B. H. 
Nemlich, The Westcort Co., 60 E. 42nd St., New York, 


N. Y. 
a 
BRANCH MANAGERS APPOINTED BY ROYAL 
The Royal Typewriter Company, Inc., recently an- 
nounced the appointment of V. E. Voss and T. V. Scott 
as branch managers. Mr. Voss has been named man- 
ager of Royal’s new Flint, Mich., office at 701 E. 8 St. 
He began with the company as a typewriter salesman 
in Detroit in November of 1945. Mr. Scott, former In- 
dianapolis, Ind., salesman, assumes managership of the 
Akron, Ohio, office. He joined Royal as a salesman in 
Indianapolis in 1934. 
a 
TODD APPOINTED CHAIRMAN OF CAMPAIGN 
Walter L. Todd, chairman of the board of directors 
of the Todd Company, Rochester, N. Y., has been ap- 
pointed general chairman of the united YMCA-YWCA 
financial campaign in Rochester.—GET. 
———————9 
SENGBUSCH OFFERS NEW WINDOW DISPLAY 
Sengbusch Self-Closing Inkstand Company, Mil- 
waukee 3, Wis., has announced the development of 
an attractive four-color window display for its dealers. 
It is being supplied free of charge. 
This display, consisting of three pieces of impres- 
sive size, has an overall width of 66 inches and a 


ee ie 
OESK Sete 





NEW SENGBUSCH WINDOW DISPLAY 


height of 30 inches, when assembled. It is available 
in its complete form or dealers may order component 
parts of the display—the center panel alone, or the 
wing pieces. 

Considerable space is devoted to illustrating the 
operation of the unique capillary action feature of 
Handi-pen sets. Ample room is provided for display- 
ing the different styles. Displays can be obtained 
by writing to Sengbusch. 
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The “REASON WHY” FOR GUNN’S LIGHT FINISH 























THE GUNN * Starline — Gunn pioneered the Starline to 
put the worker at ease on the job ...at ease of body, ease of mind, 
ease ol vision. So, if you think its fine modern grain natural 
wood is just a smart decorative touch, look again! That light 
color, with its attractive protective finish, was developed to the 
specifications of America’s foremost illumination engineers. 
It is put there to save your eyes and the eyes of your employees —_ 
trom the fatigue that slows production and creates errors. 
let us send you the proof | 


Gunn Furniture Company, 
FINE OFFICE APPOINTMENTS 


Grand Rapids, Michigan. omny by ——f 


WRITE FOR 
NEW FREE BOOKLET 


“Your Eyes at Work” 

















FOR 
LITTLE 
GIRLS 






but not for 


CARBON PAPER 
that's why good typists 


choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 





handling. 


The famous patented "Carbon Gripper" 
in every box of Codo Super-Treated, 
Super Kote and Keen Rite. 


Codo MFG. CORP. 


270 Lafayette St., 
New York 


‘cS 


Wi Mjy fs 


529 South Franklin St., 
Chicago 


Factory: Coraopolis, Pa. 
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McBEE COMPANY APPOINTS MOFFETT 

Dale Moffett was recently appointed southeastern 
divisional manager of the McBee Company with offices 
in Atlanta, Ga. The announcement was made from 
the company’s sales headquarters in New York City 
by H. C. Davis, general sales manager. 

In addition to Georgia, Mr. Moffett’s territory will 
include several other southeastern states. District 
offices are already established in the principal cities 
on the territory. 

Mr. Moffett joined McBee in 1941 as a salesman in 














DALE MOFFETT 


the Kansas City, Mo., territory. He was transferred 
in a similar capacity to Detroit, Mich., in 1942. Three 
years later Mr. Moffett was assigned to the home 
office in New York City, doing special sales work in 
various parts of the country. For the past year he has 
been director of the McBee Technical Training School 
in Athens, Ohio. 

Mr. Moffett’s duties will include advance field train- 
ing of the salesmen in his territory and the supervi- 
sion of a sale expansion program in the southeastern 
states. 

—_———o =o 

NEW OWNER FOR FIRM AT POTTSVILLE, PA. 

One of the oldest business establishments in Potts- 
ville, Pa., changed hands recently when the F. A. 
Mudey Stationery Store, 105 W. Market St., was sold 
to James H. Botz, certified public accountant. Exten- 
sive improvements are planned. 

Active management of the new store will be under 
the direction of Miss Mercedes M. LeDet of New 
Orleans, La. Miss Frieda Mudey, who has worked in 
the store for about 40 years and owned it for the past 
15 years, will work with the new firm until it is 
established. 

This business was originally established about 40 
years ago by A. M. Womrath, who later went to New 
York City to establish lending libraries. 

ee 


RAPID OFFICE DEVICES CHANGES LOCATION 
Rapid Office Devices, Inc., manufacturers of a pat- 
ented machine for the quick and easy computation 
of payroll and tax records, recently moved from 215 
W. Illinois St., Chicago, Ill., to 847 Lincoln St., Evans- 
ton, Ill. 
—_—__—_— > 
REYAM HOLDS PRICES STABLE UNTIL 1948 
Reyam Plastic Products Company, Chicago, manu- 
facturers of the Rubberlyke Plastic Foneholder, recently 
announced that the prices to the trade are guar- 
anteed until January 1, 1948. The dealer is assured 
that he will not incur a loss on any price reduction. 
a3 iliieiipiiecesie 
TALLAHASSEE FIRM FILES INCORPORATION 
L. S. Teague Equipment Company, and office supply 
business of Jacksonville, Fla., recently filed articles 
of incorporation at Tallahassee, listing 500 shares of 
$100 par value stock. Directors are L. E. Teague, 
A. S. Teague and C. H. Teague.—PJP. 
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A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. Available with 
rigid and secure winged shelves for working convenience. 
Upper compartment with lift cover for current records and 


visible data. Lower filing drawer for other records plus a 





No. 854 LETTER SIZE No. 858 LEGAL SIZE 


$42.70 $49.95 
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CUTS OR PHOTOGRAPHS OF ABOVE ITEMS AVAILABLE ON REQUEST 


C0 LE STEEL EQUIPMENT COMPANY 





WITH TWO SWINGING 
SIDE SHELVES 


No. 856 
LETTER SIZE 


$51.20 


No. 860 
LEGAL SIZE 


$58.45 





utility drawer set into the base. Made of heavy gauge fur- 
niture steel. Equipped with spring compressor, ball bearing 
rollers and four swivel casters. Bright smooth cadmium fin- 
ished hardware. Guide rod operates in a depressed groove 


for eyeleted guide operations. 


TIONS 


No. 855 LETTER SIZE No. 859 LEGAL SIZE 


$46.95 $54.20 


td 


& avs 





: 
i 
/ 
' 
{ 
} 
' 
’ 
’ 















Hl Lt STEEL EQUIPMENT onl | 


COLE STEEL SECURITY BOXES 7 


No. C1505 





Size 16” x 12” x 7% 


ed with combination lock 








a Yale Pa entric Lock casted keys 

$1 35° Green Cai Minick. rr 
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Size 131." x 1 x 5Yy’ 
Equipped with disc tumbler tock  pilfe 
Green Crinkle finish 
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COLE DELUXE 
CARD CABINETS 






































can be 

built up 

into multi-units 

with bases 

co 

SH mo és 
a te OS 














10 Drawer Unit 6Drawer Unit 8 Drawer Unit 
with base with base with base 


card size card size card size 
3x5 3x5 


3x5 
$41.50 $28.90 $35.20 








ONE DRAWER UNITS TWO DRAWER UNITS 

No. C335 — 3x5 — $3.60 No. C3352 — 3x5 — $6.30 
Card Olive Card Olive F 377 
No. Size Capacity Height Width Depth Green No. Size Capacity Height Width Depth Green 1 No. 3495 
C335 3x5 1500cards 5%” 6%” 16” $3.60 C3352 3x5 3000cards 5%” 123%” 16” $6.30 eae 
C346 4x6 1500 “" 6%” 7%” 16° 4.20 C3462 4x6 3000 “ 6%” I4y6” 16” 7.20 jenny 
C358 5x8 1500 “ 7%” 9%” 16° 5.40 C3582 5x8 3000 “ 7%” 18%” 16” 9.60 egy 
C369 6x9 1500 " 8%” 10%” 16° 8.40 C3692 6x9 3000 “ 8%” 20%” 16” 12.00 aa. 
baked ena: 





CUTS -OR PHOTOGRAPHS OF ABOVE ITEMS AVAILABLE ON REQUEST 





(CULE BEST-OELLER 


STEEL STORAGE CABINETS 


No. 349L 





A sturdily constructed cabinet of heavy gauge 
steel. Will keep your office supplies and 
printed matter clean and orderly. As a storage 
cabinet for hand tools, or even liquor, will pay 
for itself over and over again by preventing 
pilferage. Doors are thoroughly reinforced and 
| are equipped with a two-way locking device 
controlled by a paracentric lock. Two adjustable 


| steel shelves. Olive green baked enamel finish. 


Size: 37 “2° high, 30° wide, 18%" deep 


$4500 








STEEL STORAGE CABINETS 





37/2” high, 30” wide, 18” deep 
) No. 3498. A sturdily constructed cabinet of heavy gauge 
steel. Designed for many uses. Will keep your office sup- 
Plies, catalogues and printed matter neat and orderly. 
‘Improves the appearance of your office. Many use the 


above as a book case. Two adjustable shelves. Olive green 
baked enamel finish Thar sc ie > oa ee 


CUTS OR PHOTOGRAPH 


Illustrated above 
3 No. 3498 cabinets 
used as book cases 





S OF ABOVE ITEMS AVAILABLE ON REQUEST 
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C0 Lt STEEL EQUIPMENT COMPAN 
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COLE “AIR FLO” 


only hardened steel 
precision bearings used 


The only cabinet having 


Air Flo drawers... 


<a The only cabinet having 


a suspension cradle within 


a suspension cradle... 















* For use with standard vertical folders 
or hanging folders No. 1002. Desk height, letter size, 2614 


CUTS OR PHOTOGRAPHS OF ABOVE ITEMS AVAILABLE ON REQUEST 






eek: STEEL EQUIPMENT COMPAN 1 hee 
wD Tha a 9-285 Madison Avenue, New York 17, New Yorl 


‘ 
* 


ws 














IN THE FINAL ANALYSIS 












The Finest Staples Cst You Les 


















One of the quickest ways of losing a customer’s FIG. 1 Shows cross section of on ALL-ROUND steel wire. Ace 


° F ° a - uses only premium, precision made, accurately drawn-to-size 
goodwill is to sell him inferior staples... staples aids 
that buckle, break and jam his stapling machine. 
Should he come to you for help you may find it 


necessary to return the stapler to the manufacturer. 





This involves more time and expense than the 
profit on the sale of the staples. In the meantime 
the customer has been deprived the use of his 


stapling equipment. 


When a customer buys Ace he is getting the 





finest, most satisfactory staples ever made... the 
best that money can buy. Through a special 





process, developed by Ace Engineers these staples 





ty 


have all those smooth, efficient and reliable oper- FIG. 2 Shows the ALL-ROUND wire after being treated by the | 
° _ ‘i ACE PROCESS. This gives maximum strength on the outer edge | 
ating qualities so greatly appreciated by those uote iinnembuiiniil 


who use them. 


DEALERS! Help your customers get better stapling 
results. Feature ONLY Ace Quality Staples. 


rae? 


SItd 





SOLD THROUGH DEALERS EXCLUSIVELY 








ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 
IN CANADA e ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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PRONTO 




















FIBRE BOARD FILES 


LETTER SIZE LEGAL SIZE 
No. 1210L No. 1510L 
$3.75 $4.75 





STEEL DRAWER FRONTS 
are back again! 


For the first time in five years, you can now buy PRONTO 
FILES with the beautiful, practical, long lasting all steel 
drawer front in letter and legal sizes. They are the same 
PRONTO FILES which proved so popular before the war. 


Remember your customers like PRONTO FILES because: 
(1) drawers operate easily; (2) sturdy and durable construc- 
tion; (3) space saving, safe, stacking feature; (4) low cost and 


(5) fine appearance. 


Your all steel drawer front PRONTO FILES are waiting for 
you. Order today. 


PRONTO FILE CORPORATION 


285 MADISON AVE. NEW YORK 17, N. Y. 
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ANNOUNCE SEVEN ROYTYPE MANAGERS 
James F. Vreeland, Roytype sales manager of Royal 


Typewriter Company, Inc., recently announced the 
appointment of seven men to positions of district 
Roytype managers. Those appointed are: 

Robert L. Frakes, former Sioux City, Iowa, Roytype 
salesman, to take charge at Seattle, Wash., Portland, 
Ore., and Spokane, Wash.; Edmund W. Ferris, former 
Newark, N. J., salesman, to Newark managership; 
Duane W. King, former New York City Roytype sales- 
man, to be in charge at Cleveland, Akron and Toledo, 
Ohio; John Fleck, former Pittsburgh, Pa., salesman, 
to be in charge at Pittsburgh and Youngstown, Ohio; 
Robert T. Jaglowicz, former Louisville, Ky., salesman, 
to be in charge at Louisville, Evansville, Ind., Nash- 
ville, Knoxville, and Chattanooga, Tenn.; Salvatore 
Aliffi, former Baltimore Roytype manager, to be in 
charge at Baltimore, Md., Washington, D. C., Wilming- 
ton, Del., and Richmond, Va. 


_— ———o—_. 


ANNOUNCE SALE OF LOUISIANA FIRM 
A. V. Breard, president of the Alexandria Office 
Equipment Company, 325 DeSoto St., Alexandria, La., 
announced the sale of the business, including stock, 
good will and accounts receivable, to W. V. Jones and 


M. J. Jones, effective June 23. The new owners have | 


had many years experience in the office supply busi- | 


ness, and will operate the business under the same 
name, featuring a complete line of office supplies. 
—EEG. 
_—— =o 
MANHATTAN, KANS., FIRM CHANGES NAME 

The Co-op Book Store, Manhattan, Kans., recently 
changed the name of the firm to-the Campus Book 
Store. The same ownership and management as the 
former Co-op Book Store wili be retained. Only the 
name is changed, officials said. 

The Campus Book Store is located in Aggieville, 
near Kansas State College—GMH 


9 —wate 9 


ORGANIZE MERCER OFFICE SUPPLIES, INC. 

Harry Mandel, formerly associated with Meco Press, 
New York City, and Samuel E. Freedman, formerly 
associated with Parker Printing & Stationery Com- 
pany, Trenton, N. J., recently announced the forma- 
tion of the firm of Mercer Office Supplies, Inc. 

This firm is successor to Parker Stationery Company, 
214 S. Broad St., Trenton, N. J. 

si aia 

PORTABLE TYPEWRITER MANUAL ON THE PRESS 

Office Appliance Mechanical Institute, 302 E. Walnut 
St., Springfield, Mo., recently announced that a port- 
able typewriter mechanical manual is now on the 
press. This publication is complete with detailed 
drawings and explicit mechanical adjustment instruc- 
tions similar to Volume 1 of the Typewriter Mechanical 
Training Manual, Standards. The book, costing $7.50, 
will be ready for mailing about August 15. Requests 
are to be addressed to the Institute’s address. 

ncaa merenstye 


BATES NOW BACK IN IMPRINT BUSINESS 
The Bates Manufacturing Company, New York, N. Y., 


recently announced that the imprint department, dis- | 


continued during the war, has been resumed. The com- 
pany is now imprinting both Model A List Finders and 





Bates Pressalist, giving opportunity for Bates dealers 


to secure quantity orders of good will builders. 


SS ee 


APPOINT MANAGER OF H. S. CROCKER STORE 

Leland A. Johnson was appointed as manager of 
the H. S. Crocker Company, Inc., retail store, on Mar- 
ket St., San Francisco, Calif., effective June 23. Mr. 


Johnson was promoted to this position from the | 


Sacramento store. He will have complete charge of 
the office furniture department as well as the com- 
mercial stationery store at 599 Market St. 


OFFICE APPLIANCES, August, 1947 


TYPEWRITERS 


Fastened to Desks - 








slides the typewriter off the 
desk and goes to work. He 
cleans and repairs without 
removing the base! Every 
mechanic makes more serv- 
ice calls in less time... when 
your customers use SILENT 
SENTRY! And you make a 
neat profit on every sale! = 


TWICE as EASY to SERVICE 


o re 


Silon Sentry 





When 
equipped 
with... 


Typewriter Base 





~3 Dealers everywhere are 
writing to tell us how much 
time and money they save 
servicing typewriters that 
are fastened to desks when 
the typewriter is equipped 
with SILENT SENTRY... 
the sensational new open- 
center typewriter base... 
there are no screws to un- 
fasten. 





Your mechanic simply 








emtisss eee 
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\ 
\x\ 









































Your customers will appreciate 
learning about SILENT SENTRY, too. 
There is no other typewriter base with 
so many commendable features, so 
convenient, so easy to use. It fastens 
the typewriter firmly to the desk, yet 
it can be moved forward and back- 
ward for individual typing conven- 
ience, or can be moved to another 
desk or stand in an instant by simply 
lifting it away. 






9 


SILENT SENTRY not only soundproofs typewriters, but 
also makes every typewriter in an office, whatever the 
make, instantly interchangeable. Any typewriter can be 
used at any desk or stand . . . and be fastened in place 
instantly! 


Nothing to wear out or break. SILENT 
SENTRY lasts forever! Write for full 
details of our profitable dealer plan 
today. Certain territories still avail- 
able to distributors. 


BUSINESS MACHINE PRODUCTS, inc 


96 LIBERTY STREET » NEW YORK 6,N.Y. © WOrth 2-1823 
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IN ANY 
OFFICE 


WESCO’S 
DESK COMPANION 


In Letter and Legal Woridtha 


CHECK THESE FINE FEATURES: 


V Constructed of High Grade Furniture Steel. 
V Reinforced Upright Construction for Greater Strength. 


V Positive Center Locking Easily Adjustable Follower 


Block and Recessed Guide Rod in each Drawer. 


Drawers Operate smoothly and easily on a set of 


Four Rollers. 
Electrically Welded construction throughout. 
Pearl Grey or Olive Green Baked Enamel Finish. 


Plan to Visit our display while attending the 


NATIONAL STATIONERS ASSOCIATION 
CONVENTION 


Chicago, Illinois 
Be 


For Dealers Price Lists and Illustrative 


Circulars, Write 


ESTERN MFG. C 


WESTERN MANUFACTURING COMPANY 


=> AURORA, (LLENGee GC 


EASTERN AND EXPORT OFFICE: 50 CHURCH ST., NEW YORK ” 
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NATIONAL TYPEWRITER USES PENSION PLAN 

A pension plan for all employees who have been 
with the company two years and over was put into 
effect by National Typewriter, Inc., commencement 
date being July 1. 

All men over 25 years old and who have been with 
the company for two years, and women over 30 years 
of age, can participate. The company matches a four 
per cent contribution by each employee. In addition, 
the company is presenting all who have been with © 
the organization for five years a fully paid-up pension 
of two per cent of present-day salary. 

There are 69 people on the payroll who can partici- 
pate in the plan which makes arrangements for them 
or their dependents. 

= 2 ___ 
MARCHANT NAMES BUFFALO AGENCY MANAGER | 

Joseph H. Terreberry has been named manager of 
the Marchant Calculating Machine Company’s Buf- 
falo, N. Y., agency, which serves seven Western New 
York and Northwestern Pennsylvania counties. For- 


| merly with the Burroughs Adding Machine Company 


in Buffalo for ten years, Mr. Terreberry has been asso- 
ciated with Marchant since April. He succeeds Eugene 
C. Norman, who has been transferred to Santa Bar- 
bara, Calif—GET. 
hse = 

CARBON & RIBBON DEALERS HOLD PICNIC 

David Scoville of the Pacific Carbon & Ribbon Manu- 
facturing Company, San Francisco, Calif., president 
of the Carbon & Ribbon Dealers Association for North- 
ern California, recently announced that the annual | 
picnic of that organization would be held August 2. 
The place was to be the Woodside Home of H. M. Car- 
scallen. 

eI 
FERRARA NAMED BURROUGHS MANAGER 

Harry, S. Ferrara, manager of the Burroughs Add- 
ing Machine Company’s Elmira, N. Y., territory since 
September, 1944, has been named manager in Bing- 
hamton, N. Y. He will have charge of an area of 13 
counties in New York and Pennsylvania. Mr. Ferrara 
has been with Burroughs since 1924.—GET. 


——<—— > —___ 


MINNESOTA FIRM CHANGES ITS NAME 
The Rogers Music and Office Supply, International 
Falls, Minn:, recently announced it had disposed of 
the music department and will now be known as 
Rogers Business Supply. 


Sant ite cca A 


GOLD KEY CLUB INITIATION.—While charter members 
looked on, eleven fellow employees who had reached the 
requisite 25 years of Underwood service were initiated 
into membership of Underwood Limited’s Gold-Key Club 
at the club’s first annual luncheon in Toronto. Here Joseph 
S. Irving, Sundstrand Service manager, busses the club 
symbol before receiving a solid gold key to his home’s 
front door from Underwood President Joseph L. Seitz (stand- 
ing), the toastmaster. At right sits Phoebe S. Taylor of 
Toronto, president of the club, which now boasts 113 
members across Canada. 
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WAG 
BUSINESS 
MACHINES 








because R.C. Allen 
ADDING MACHINES 


give you all these advantages 


@ Visible dials — Visible printing 

@ Full, visible, high-speed keyboard 

@ Multiple key depression 

@ Automatic clear signal 

@ Direct subtraction — amounts print in red 
@ Plus and minus motor bars 

@ Motorized total and subtotal keys 


@ Repeat, correction and non-add keys 


placed in best positions 
for fast operation 


@ 5% inch carriage — wider 
carriages available 


@ Models for large or small 
businesses 


@ Attractive, modern styling 














ESS hie + 
CORR ee OMIM Gani 
“ONIFS MRA ey Sree < 


gs 8 eet 
@ Smart, wear-resisting finish | aa eS IRS 









@ Entirely precision-built 


@ All R.C. Allen Machines are desk models 


R.C.Allen Business Machines, Inc. 


678 FRONT AVE., N.W. - GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 



















jr Destgned for Stationery Trade 
Sy Customer Suggestion - - 


GENUINE STEEL-DIE ENGRAVED 


C , 
THIRTEEN DESIGNS FOR HOLIDAY AND GENERAL USE 


Justrite Currency Gift Envelopes are “just right’ for every 
occasion where gifts of money are given. Designed for the 
Stationery Trade, these quality currency envelopes have 
been proven sellers. A ‘must’’ for the greeting card counter, 
they also are used by banks, by business firms for cash 


bonuses, etc. 


Genuine steel-die engraved in two colors, they are 
sparkling, attractive and have real customer appeal. 
Available in eight Holiday designs for the Christ- 
mas Season and five general designs for Weddings, 
Birthdays, Congratulatory, etc. Currency Gift en- 
velopes are also offered in four outstanding litho- 
graphed designs. 


The currency envelope has cut-out window as illustrated 
above for the enclosed bill to show thru. Set includes en- 
jraved currency envelope and plain outside envelope with 


jummed flap for presentation. 
Boxed in sets of fifty for convenience, they are a splendid 


er-the-counter sale item—a necessity in your Greeting 


t Sc to ]0c per set. 


Write today for samples and pricing informa- 
tion. Prompt delivery. Order General De- 
signs for immediate use—Holiday numbers 
for delivery when you need them. 


/ to th. em 


ENVELOPE 


CHICAGO SAINT PAUL 





, re 
COMPANY 


J. F. HOWISON, VETERAN WRITER, ILL 

This month, a familiar heading, “Virginia and North} 
Carolina News Notes,” is missing from the columns of} 
OFFICE APPLIANCES. The reason is that its veteran” 
writer and figure in the typewriter sales world, J. F.’ 
Howison, is convalescing at his home, 9 West Grace 
St., Richmond, Va., after a serious operation. As of 
July 10, Mr. Howison wrote that he was still kept in” 
bed and didn’t expect to be able to walk about his™ 
home for ten days. 

Mr. Howison’s illness interrupted gala plans for an § 
octodecennial birthday celebration for him at the 
Ingleside Hotel in Richmond. 

The column will be resumed as soon as Mr. Howison 
is able to again gather and comment upon the hap- 
penings within the industry in Virginia and neigh- | 


boring states. 
5, Pte 


TYPING CHAMP.—A new record was set recently for 
Kansas City’s Westport High School typing department 
when 18 year old senior S. J. Krueger wrote an official 
ten minute test at 101 words per minute on an Under- 
wood typewriter. This broke the previous Westport 
record of 84 words per minute set in 1944. 


= 


W. M. FOWLER COMPANY TO NEW LOCATION 

W. M. Fowler Company, Charlotte, N. C., recently 
announced the taking of a new location at 128 East 
Fourth St., in that city. P. O. Box 1431 is still retained. 

The new location for the Globe-Wernicke dealers } 
who handle a general line of office supplies and equip- 
ment is in the heart of the Charlotte business district 
and offers three times the floor space of the old lo- 
cation. 

W. M. Fowler is president of the firm and J. W. 
Hutchison is vice-president. 

9 


BLYTHEVILLE, ARK., FIRM INCORPORATES 

Articles of incorporation were filed June 30 by the 
Don Edwards Company of Blytheville, Ark., to deal in 
office equipment. Authorized capital was listed at 
$30,000, with $10,000 paid in. The following are incor- 
porators: Ruth Edwards, D. M. Edwards and C. W. 
McDaniel, with W. Leon Smith of Blytheville as resi- 
dent agent.—EEG. 

in clita saan 

HAMILTON-KING APPOINTS SALES MANAGER 

Hamilton-King Company, Los Angeles, Calif., manu- 
facturers of Spil-Pruf desk sets, has appointed Velma; 
Weaver as sales manager for nation-wide distribution 
of this new product. Mrs. Weaver has just returned 
from an extended trip through the East where she 
established selling agents for Spil-Pruf sets. 
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SPEED-O-PRINT | Presents 


y Beading ie 
of Dupli icalors, Stencils 
and Snks— 













Model L 
Duplica for 4 Pro. 


Automatic feed. Post card to legal size. 


Sovereign 


Letter Size, Quire......____- bX BK fe} 


Legal Size, Quire.._.__...... 3.50 Sovereign Grade tM GSR 


a ee Zp) In 1 Ib. or % Ib. cans. Choice of 
wide or narrow mouth cans. 
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oe, 
tte’ 






a untor 
Thrift a? Wl 

hrift bs | erator 

i, a : y 3 $DQ50 : Pls, 
Saas | a ui " 

Se Automatic feed. 

— Letter Size, Quire............ $2.60 Ideal for menus and post cards.. 
us Legal Size, Quire... 2.85 


irned 
she 


SPEED-0-PRINT CORPORATION + 161 E. GRAND AVE, » CHICAGO 11, ILLINOIS 
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WS easy as— 


PS 


(THESE are the ABC’s of carbon paper suc- 


cess! These are the qualities which have made 


Allied’s Flagship popular with buyers and users 
and a consistent profit maker for dealers every- 


where. 


Flagship’s quality is built in. The result of 
skilled research and long experimentation, fine 


inks, better imported tissues and experienced 


Customer satisfaction 


manufacture are combined to provide a superior 
carbon paper. Available in 24 weight and finish 


combination, Flagship meets every requirement. 


tory. Flagship is the answer for more sales, 


Give Flagship the Performance test in your terri- 


greater volume, larger profits. A few exclusive 
franchises are still available. Write for free 


samples and full details today! 





HERE’S WHY 


NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
niques. 








CLEANER TO HANDLE Flagship _ is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
with specially treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
tical motif in full color on the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 


RINGS THE SALES BELL 





ALLIEN 


CARBONS & RIBBONS 








ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
165 DUANE STREET 


Producers of the famous Echo and Rocket Brand typewriter ribbons 








NEW YORK 13, N. Y. 
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When a business man selects a JACKSON 
DESK for his executive office, that desk be- 
comes as personal to him as his own bill fold. 
Both are possessions whose contents are never 
opened to public scrutiny. It's strictly “hands 
| off." The Chippendale Desk illustrated above 
embodies all of the skill and wood craftsmanship 


JASPER, INDIANA 








A MAN’S BILLFOLD! 


—JASPER OFFILE FURNITURE LU— 



















for which Jasper Office Furniture Co. is famous. 
This is the ideal "private office" desk for the 
business man who likes to be surrounded by the 
rich beauty of traditional furniture. The new era 
of office interior decorating will find this 


JACKSON DESK an indispensable contribution 


to functional office beauty. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Col. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, I. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio onl 








wood 
OFFICE FURNITURE [ 
mesTivure 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 
Ralph A. Bender, 813 Bona Allen Bidg., Ationte, Ga. 
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FACTORY MEMO 





TO FROM DATE 
ALL SALESMEN: STEVE MURPHY JULY 1, 1947 


We have reached an objective--our Mid-Season line of 1947 is, by 
odds, the best styled, most durably constructed line of medium 
priced chairs in the field. 


Adjectives don't do full credit to our new styles-—-upholstered in 
colorful Duran and warm—-hued tapestries. 


ENCOURAGE YOUR DEALERS TO REQUEST FULL LITERATURE ON THE MUR-MILL 
LINE--SUGGEST THAT THEY SEE OUR ATTRACTIVE FURNITURE DISPLAY AT THE 
AMERICAN FURNITURE MART BUILDING, SPACE 1512, IN CHICAGO. 


Emphasize to your dealers that all MUR-MILL arm chairs are SHOKSORB 
packed and full cartoned to eliminate transportation damages. 


You can assure our dealers that construction, finishing, and 
tailoring are not to be surpassed, regardless of price! 


We have added extensively to our plant facilities to meet the 
already accelerated demand for MUR-MILL chairs so deliveries can be 


prompt. 


YOU CAN SELL OUR LINE WITH YOUR HEART AND YOUR HEAD! 


Thanks, 


Min Inaph, 


Steve Murphy. 


MURPHY-MILLER, INC. 


MANUFACTURERS OF BUSINESS AND OCCASIONAL CHAIRS, OCCASIONAL 
FURNITURE AND RADIO CABINETS 


i 
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TEXAS TRAVELERS CLUB 
Virginia -Leonard, Correspondent 

Philo and I are back on the road again after having 
to spend two weeks in Temple, Tex., while I underwent 
an operation at Scott-White Hospital. Recovery is 
complete but news for this issue is plenty scarce. 
Jack Fleming (Vance K. Miller Company, Dallas) has 
generously supplied numerous items. 


* * 





At the annual conclave of the Grand Commandery, 
Knights Templar of Texas, recently held at San 
Angelo, Tex., Vance K. Miller, president of the Vance 
K. Miller Company, was installed as Grand Commander. 
Mr. Miller was elected to the Grand Commandery line 
of Officers in 1939 at San Antonio and has been ad- 
vanced each year to his present office. 

* * * 

The marriage of Miss Betty Ann Smith to Warren 
Bair, son of J. C. Bair, J. C. Bair Company, Austin, 
took place June 21 in Dallas. Warren is associated 
with his father in the store while completing his senior 
year at Texas University. 

a * * 

Harold Myers is in charge of the Tyler Story-Wright 
store now that Wiley Wood, buyer, has moved his office 
to the new 8000 square feet warehouse at 307% E. 
Locust. The mezzanine floor at the 213 N. College 
store, formerly used as a warehouse, is now being 
utilized as a furniture display department. 

* x * 


Bob Strafford III, manufacturer’s representative, was 
roaming around Texarkana like a lost soul when we 
ran into him. Bob was on a three-week cross-country 
trip out to the Panhandle before returning to Phil- 
adelphia, his family and a month’s vacation. 

* * * 

Maury Bradley of Bradley-Brown Company, Mar- 
shall, Tex, has been ill several weeks with pneumonia. 
Last reports were that he was much improved. 

* * * 

If you have missed Otto Eisenlohr, Dorsey Com- 
pany, Dallas, recently it may be because he has been 
very busy in his capacity as lieutenant governor of 
the Kiwanis Club. Otto attended the annual meeting 
in Chicago. 


* * * 


Al Turner, Wilson-Jones representative, has moved 
from Marshall, Tex., to Oklahoma City where he will 
headquarter. e * « 


Harold Cude, Stewart Office Supply Company, Dallas, 
and Art Phister, Smead’s smiling trouper, recently 
visited the newly-opened Town & Country Restaurant 
two and a half blocks from the Stewart store. The 
boys must have been tired as they rode a street car 
from the Stewart store. 

* 


* * 


















Capt. Wayne V. Armstrong, formerly with the Vance Pie ane skid-Droot bone” 
K. Miller Company, Dallas, was a recent visitor to the other hetlsate sence 40d many One of the 
store and with his many Dallas friends after 16 months AMERICAN Haip ig 3 KIL-KLATTER 
duty in Germany with the Army of Occupation. His The Merchandice nar tt COMPANY advertisements 
new assignment and address is Capt. Wayne V. Arm- Patten that are boosting 
strong, C/O 11th Air Force, 1620 So. Cameron St., ee 








Harrisburg, Pa., and he would like to hear from any of 


his many friends or see any who may be around. . 
¢ @ & Sor use in your 


local papers. 
Joe Peatling of F. S. Webster Company and Larry i 


Pues of Joseph Dixon Crucible Manufacturing Com- 


Mats are available 


pany were recently seen between Laredo and San) § wqnnnnnnnnnnnnnnn nnn eonae a e smnaenaee 


Antonio with two very large watermelons. Wonder 
whose patch they came out of? 


(Dealers: attach this coupon to your letterbead} 
AMERICAN HAIR & FELT COMPANY 
Dept. 7B-8, Merchandise Mart, Chicago 54, Ill. 


r 
' 
L 
* * * ' 
i] 
. , , ( ) Send 3 doz. KIL-KLATTER Ty riter Pads individually boxed 
Have you a spare tent? Dick Lowe, Stationers Dis- ; with free card and enclosures. Our check for $18.00 is enclosed. 
tributors, Ft. Worth, is looking for one. He is having 4 (In are only) ey 
to give up his house in Garland, Tex., on short notice ; ( ) Send illustrations of available newspaper mats and catalog cuts. 
as the house was sold out from under him. ; Firm Name Coeeeereeeesesesesseseeeese Address eee eee eee eeeeseeee 
. * * 
i] 
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Jack Fleming of Vance K. Miller Company, recently 
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WOODSTOCK TYPEWRITER COMPANY 
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Adjus table Neigh t — 29" to 30%" 


... STEEL ISLAND BASE 


Quartered Oak or Walnut Tops and Panels 
















NO. 458—58 x 32 INCHES 


Genuine Walnut Tops and Panels . Standard Walnut Finish 
Quartered Oak Tops and Panels « Combed Grain « Light Modern Oak Finish 





SPECIFICATIONS—Tops |!/,"", Shaped Rim. High , ble 
Grade Lacquer Finish Rubbed Tops—Cast Metal Availa 
Drawer Pulls. Steel Automatic Locking Device in the following sizes: 


Inches 


No. 458—Flat Top 58x32 
No. 458PT—Ped. Type 58x32 
No. 452—Flat Top 52x32 


No. 452ST—Secra Type 52x32 
Chicago . 16100A Merchandise Mart No. 469——Table 52x32 


Grand Rapids ° Waters Building 


MICHIGAN DESK COMPANY 


MANUFACTURERS 
GRAND RAPIDS 1, MICHIGAN 
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controlled by center drawer. All drawers dovetailed 


—finished drawer interiors well sanded. 


Permanent Displays 
























TRADEMARK 


TRANSFILE 
STEEL 


FRONTS 
ARE READY 
FOR DELIVERY! 








The popular Leader TRANSFILE 
Fibre Board File with the steel 
front is now ready for delivery to 


you—letter and legal sizes only. 
This is the fast selling number 
which your customers preferred 
before the exigencies of war in- 
terrupted manufacture. 


Wire, write or phone your 
order today. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET + NEW YORK 13, N. Y. 


The Regular TRANSFILE is available 
in all sizes as usual. 


a Se om 


received a letter from Hugh Norment, former Texas 
representative for Eagle Pencil Company. Hugh is now 
manager of the London, England, branch for Eagle 
and reports he is well and doing fine but that he sure 
misses his Texas friends and sends them all his best 
regards. 

* * . 

H. Wayne Johns, owner of Johns-Donoho Office 
Supply, Kilgore, Tex., will graduate from Kilgore 
Junior College in August and will enter the more than 
a century-old Austin College at Sherman, Tex., to 
study philosophy. Mrs. Adah Donoho Coleman will 
manage the business in his absence. 

* * * 

The Steck Company, Austin, expects to hold the 
formal opening of their new building between August 
10 and 15. 

* * * 

Palace Office Supply Company, Tulsa, Okla., has a 
handsome store now that remodeling has been com- 
pleted. A social stationery and gift department has 
been set-up near the front entrance and about $10,000 
has been spent on all new steel shelving and floor 
cases. This is the first installation of this type shelv- 
ing in the Southwest. A new, more convenient stairs 
to the second floor furniture display room has been 
added. 

* * * 

It’s twins, a boy and a girl, for the L. H. McDaniels, 
Stationers Manufacturing Company, Ft. Worth and 
you can bet grandfather, L. H. McDaniel, Sr., manu- 
facturer’s representative, is proud as punch. 

* oe cd 


The quarterly meeting of the Texas Travelers Club 
was held July 8 at the Atomic Club in Houston with 
President Dick Gage presiding. The next meeting 
will be held in Ft. Worth on October 14. 

* * cs 


It was a most pleasant week-end spent with the 
E. N. McWilliams, McWilliams Stationery Company, 
Texarkana, at their summer home on Lake Hamilton, 
Hot Springs, Ark. Of course Philo caught no fish! 
Also enjoyed the gathering up in Mrs. Ellis Ryan’s 


' room while in Tulsa. Get Al Perry of Carpenter Paper 


Company to demonstrate for you what Tennessee 
customs are sometimes. Between that and Obie Seale, 
Scott-Rice Company, Tulsa, bragging about the fish 
that didn’t get away it was a gay party. Mrs. Ryan 
is that popular Milwaukee Chair Company representa- 
tive. 

* +. + 

Mr. and Mrs. Tom Hanson, Thomas H. Hanson, 
Tulsa, will be on a business trip through Texas and 
Louisiana until August 10, at which time they will 
leavesfor the seashore at West Point Pleasant, N. J., 
for the rest of the summer. Tom, Jr., and Tony Han- 
son, who are touring Yellowstone and Glacier National 
Parks, Banff and Lake Louise, Canada, will join their 
parents in New Jersey. 

” ~ . 

The Dallas stationers report a continued nice busi- 
ness and do not look for any slump during the summer 
months. 

7 * * 

Mrs. Jack Harrison has returned to active manage- 
ment of the Simplex Systems Office Supply Company 
in Oak Cliff, Dallas. The son, who has been running 
the store, has taken to the road for the systems de- 
partment of the business. Jack has returned to the 
office of the systems department in much better health 
after a long and much needed rest. 

* * * 


Lloyd Griffith, formerly with Pampa Office Supply 
Company, Pampa, Tex., has joined the Pampa Print 
Shop, 119 N. Frost, organization and is doing the 
buying. 

na * * 

J. H. Blackburn, buyer at Palace Office Supply, 

Tulsa, was married to Miss Julia Mize of the Tulsa 
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PATENT PENDING 


THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 





= 


IT ALWAYS HANGS! 


Our dealers tell us their customers say 'Guide-O-folders are 
the finest hanging folders on the market today.'' Our tests 
proved they have all the advantages and none of the dis- 
advantages of other hanging folders. For instance, the metal 
strips are securely anchored to the high grade folder stock 
enabling Guide-O-folders to be dropped into the file with 
ease. They are always in the right position and glide along 
on the metal Guide-O-frames without effort. They make 
filing and finding a pleasure. 


The adjustable metal tab on every Guide-O-folder 
makes it easy to set up or add to any filing system. The 
tabs, slanting at a 45-degree angle for better visibility, fasten 
into place quickly. Once fastened, they are locked in place, 
but can be easily unlocked and shifted to any position. 


Guide-O-frames, made of steel, are adjustable so a snug fit 


is assured in all standard file drawers. No cutting of frames 
is necessary. 


Feature the new Guide-O-folders in your sales work. You'll 


find a handsome profit for your efforts. Write today. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK 13, N. Y. 
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Guide-O folder 












WITH 
SLID-O-MATIC 
Disappearing Top 


A personal file, desk high, where infor- 
mation may be kept instantly available. 
The Slid-O-Matic top completely dis- 
appears at a slight push of the finger. 
It slides back into place with equal 
ease. Gray finish. Sturdy all steel con- 


struction. Mounted on rollers, the 
Guide-O-file can be moved about as 
required, 


The Guide-O-file is equipped with 25 
Guide-O-folders complete with adjust- 
able metal tabs and an assortment of 
inserts for tab headings. 

Guide-O-file is also available without 
the stand. 





Guide 0: thay 


DESK DRAWER UNIT 


Made to fit the lower deep drawer of 
all standard desks. Using this unit, the 
desk worker always has important and 
vital data at the finger tips—always in 
an upright position, instantly available 
and instantly replaced. The unit consists 
of a metal tray and 25 Guide-O-folders 
complete with adjustable metal tabs 
and an assortment of inserts for tab 
headings. 


“AT YOUR SERVICE" is a phrase we've 
heard far too seldom during the past years. 
Because we realize that the industry ap- 
preciates all that the words imply, we're 
trying to give them more meaning with 
each passing month. Although manpower 
and material shortages may continue to in- 
terfere with our plans, Vail will remain 
"“SERVICE- CONSCIOUS." Rest assured 
that the Vail standard of quality will re- 
main constant . . . we feel keenly our obli- 
gation to provide our trade with the max- 
imum supply possible, under present condi- 
tions, of the highest quality paper fasten- 
ing devices on the market. 


VAIL 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 13, Illinois 


Legal News on May 3 at Independence, Kans. 
* * * 

John D. Lathrop, formerly the Central Northwest 
F. S. Webster Company representative, has taken over 
Cuba White’s territory. Cuba resigned recently to be- 
come Southwestern Stationery & Bank Supply Store ¥ 
manager in Wichita, Kans. 

W. J. Edwards, Edwards Book Store, McAlester, Okla., | 
has been seriously ill for the past month. He is now 7 
able to spend a short while each day at the store. A} 


| baby daughter, Mary Frances, arrived at the Edwards 


home March 13. 
* oS * 
Mr. and Mrs. Cecil Bush of Dorsey Company, Dallas, 7 
celebrated their thirty-third wedding anniversary on 
June 3 and are just back from a two-weeks’ motor 
vacation around Mississippi and other points of in- 7 
terest. 


The L. B. Buchanan Company, exclusive dealers at 
Memphis, Tenn., for the Shaw-Walker Company since 
1929, recently announced an expansion of their busi- | 
ness operations which cover the city of Memphis and | 


| the Tri-States area. 


The firm has leased a sizable office on the first floor 


| of the Sterick Building, Memphis’ largest office build- } 
| ing. This office for the present will be used as sales 
| and display office and later, when office furniture and 


equipment is available for stock warehousing, space 
will be added to provide better and speedier delivery 
to customers. 

The move into the new office was planned for August | 
1 but the formal opening will not take place until 


| about September 1. 


Manufacturers of office furniture, office equipment, } 
loose leaf, office systems and filing supplies have been 


| invited by L. B. Buchanan Company to send trade liter- 
| ature to the Sterick Building Lobby at Memphis, Tenn. 


sid cents Latinas, 
ROYAL DEALER KEYNOTE AGAIN PUBLISHED 
The Royal Dealer Keynote, a newspaper published bi- 

monthly for portable and Roytype retailers by Royal 


| Typewriter Company, Inc., New York, N. Y., has made 
| a post-war return. The decision to renew its publica- 


tion is regarded by Royal as indicative of the com- 


| pany’s return to good old-fashioned competitive selling. 


Robert R. Sieger is editor of the profusely-illustrated 


| publication which, in this first issue, provides retailers } 
| with many sales helps and news items. 


A feature article, ‘““Now is the Time to Start Selling,” 


| is written by W. H. Beckwith. Pictures of interesting 
| display windows and portable managers are included 
| in the pages. 


ee ee 
NEW INDIANA CHAIR BUILDS ADDITION 
The New Indiana Chair Company, Jasper, Ind., has 


| well under way a two-story addition to the plant. This 
will be of brick and steel construction, 72 x 150 feet. 


It is hoped by the officers to have this addition com- 


| pleted in the next 60 days in order to provide needed 
| production expansion enabling the company to serve’ 
| its customers with more prompt deliveries. 


——— 9 


PRE-WAR IMPORTED PENCILS AVAILABLE 
J. S. Staedtler, Inc., 53 Worth St., New York, N. Y, 


' recently announced a stock is available of various 


degrees of pre-war imported Mars-Lumograph and 
Tradition drawing pencils. Also available are sizable 
amounts of the imported Tradition-Chroma colored 


pencil line. 
7. 


INCORPORATE ALLEN MANIFOLD COMPANY 

The Allen Manifold Company was incorporated July 
1 in Lima, Ohio. The business had been previously 
carried on by R. E. Breckenridge, doing business as 
Allen Manifold Company. There has been no changé 
in assets, management or ownership, says President 
Breckenridge. 
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chrome-trimmed well and pen. 
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This feature also eliminates an 
f ink in compartment ‘‘B” 
dled or jarred in any way. 


to your pen. 
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SHELPMAN OPENS OFFICE SUPPLY FIRM 

Ed Shelpman, after 27 years as vice-president of 
the Elkins-Swyers Company, has sold his interest in 
that concern and has opened his own office supply 
firm at 308-310 E. McDaniel, Springfield, Mo. 

The new business, known as Shelpman’s, features 
office planning and complete lines of office supplies 
and printing and office equipment. 

Associated with Mr. Shelpman in the new venture 
are Ken Rhoden, R. P. Hardin and Paul Shelton. 

Mr. Shelpman, well-known in stationers’ circles, 
was recently elected governor of the NSA district em- 
bracing Missouri, Kansas, Oklahoma, Nebraska and 
Arkansas. 

a 
EVERSHARP SENDS “FLYING DISKS” 

Eversharp, Inc., took advantage of the recent “fly- 
ing disk” mystery in announcements of a new cart- 
ridge for the CA ball-point pen. The advertising and 
publicity program was so designed that the new cart- 
ridges, claimed by the company to be tamper-proof 
and to hold twice as much ink, were sent to dealers 
attached to silver-painted cardboard disks on which 
the announcement was printed. 

<2 —_— 
JASPER CHAIR TO CLOSE FOR VACATION 

The Jasper Chair Company, Jasper, Ind., has an- 
nounced plans for closing the factory and office during 
the annual summer vacation period from August 10 
to 18. 

During this period no shipments will be made and 
as the office will also be closed, no replies can be made 
to correspondence, telegrams or telephone calls. 


ee 


OPEN OFFICE SUPPLY FIRM AT AMARILLO 
Lex Baker and A. Rogers announced June 29 the 
opening of their new office supply business, which will 
do business as the Baker-Rogers Company, “Prompt 
Service To Any Office In Town,” at 115 East Fourth 
St., Amarillo, Tex. The firm will handle everything 
from carbon paper to office furniture —EEG. 


Sannin cee cena Onn 


MEILINK SUBMITS HIGH BID FOR BUILDING 

Meilink Steel Safe Company, Toledo, Ohio, has 
submitted high bid of $210,000 for the National Sup- 
ply Company building in that city, the regional War 
Assets Administration office in Cleveland, Ohio, re- 
cently announced. 

A recommendation on bids received will be made 
by the regional office, but a final decision on the 
matter will come from the Washington WAA office. 
The high bid was for the building, cranes, and elec- 
trical equipment.—AK 





“DEAR SLAYER” WINS HUNTING RIFLE.—Louis I. Kriloff, 
(right), president, Kriloffice, Inc., Chicago, receives gift of 
new hunting rifle from Mort Straus (left), Klein’s Sporting 
Goods Company, as Beverly Neuhaus looks on. Kriloff, 
who is known as the “Dear Slayer” because of his campaign 
to eliminate the salutations “Dear Sir” and “Dear Madam” 
from business letters, was recently mentioned in Dale Har- 
rison’s Chicago Sun column, “All About the Town”. Reader 
Straus was amused by the news item and wrote the “Dear 
Slayer,” offering a hunting rifle to aid in the campaign. 
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Laugh at the Weather 


— 
mom 





Speed-Mo Sponge Rub- 
ber Stamp Pads are un- 
affected by climatic 
conditions. They are 
sweat-proof in hot and 
humid weather and are 
specially treated against 
deterioration. Speed-Mo 
Speed-Mo Office Mode! Pads are the cleanest, 
ial most durable stamp 
pads available. They withstand constant hard 
usage and always produce sharp, clear impres- 
sions. For increased stamp pad sales and greater 
customer satisfaction, stock Speed-Mo. Write 
today for Catalog No. 1043, showing the com- 
plete Speed-Mo line—a pad for every stamping 
need. 








RIVET-© MANUFACTURING CO 





701 MAIN STREET ORANGE, MASSACHUSETTS 
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WHEREVER 
EXECUTIVES 
DESIRE 
LUXURIOUS 
OFFICE 


That 
combine 
Pre-War 
Quality 
with 
Post-War 
Features 


FURNITURE THE MODERN 





There's quality in every inch of these two new Jasper Desks designed for executive use. The 
Chippendale stresses stump walnut matched veneers, inset back, roller suspension on the deep 
drawer and dictation slide on the 69" desk only. The Modern accents 5" panels all around, in- 
set back, roller suspension on the deep drawer and recessed pulls. 


Truly, the Chippendale and the Modern reflect all the dignity, warmth and luxury that is inherent 


in wood. 


—THE JASPER DESK COMPANY 


JASPER, INDIANA 
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Aiding, 


the new... 
















A real chip off the old block, this brand new arrival. . . 
for you to sell by the dozens to a wide-open, lower-price, 
mass market! Meeting the need for a stapler that's low in 
price, yet high in performance, is this new JR., differing 
from the famous standard Mercury only in its smaller size 
and price. It offers the same outstanding features: 


rz, 4 
N\A STAPLES, rigidly pre- I . 


meted and insgectéd (ime }. Exclusive open-end channel eliminates 


smooth performance. Precision. jamming. 


made of high-grade steel for even @ 2. Can be used for stapling, 


penetration, no buckling. 5000 per temporary pinning, tacking 


box—210 or 105 staples per strip. @ 3. Heavy-duty construc- 
tion for long wear 
and service. 


s 
onsolidated @ 4. Easy loading of staples 


{holds 105). 


d 
wire products co. Jaume 


and sell it in volume for 


145 SPRING ST., NEW YORK 12, N. Y. school, home, office 


factory use 
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Fast Delivery 


AUTOGRAPHIC REGISTER 
FORMS 








OLSON RUC COMPANY 














i rere 





i 


pail 

















30 to 60 DAY SHIPMENT 


New presses and collating equipment assure you and 
your customers of fast delivery of good working, fine 


appearing register forms for almost every make of 
Autographic Register. 

Write for full details of the most complete line of Con- 
tinous and Snap-a-part Forms ever offered through 


dealers. 


GOOD DELIVERIES ON 
CONTINUOUS CARBON FORMS 
CONTINUOUS BILLING FORMS 

SNAP-A-PART FORMS 


WRITE FOR DEALER 
PROPOSAL IF YOU ARE 
LOCATED IN THE SOUTH 
MIDDLE WEST or WEST 







PHILIP HANO COMPANY 


INCORPORATED 
HOLVOKE ,MASS. 
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ISSUE NEW CUSTOM HOUSE GUIDE 


Announcing the publication of the eighty-fifth 
annual edition of the Custom House Guide, John F, 
Budd, editor and publisher, and a leading figure in 
foreign trade and international aviation circles, told 
interviewers recently that the reviving business of 
world trade was amply reflected in the pages of the 
newly-issued volume. 

“A year ago, when the eighty-fourth edition came 
off the press, I pointed out that the termination of 
the war had prompted the addition of several new 
ports in the domestic Port Section and the inclusion 
of a new foreign airlines department in the General 
Information Section,” he said. “This progressive trend 
hasn’t stopped, and the information contained in the 
1947 book is more comprehensive than ever. In fact, 
the new Custom House Guide is 100 pages bigger than 
it was in 1946.” 

Mr. Budd pointed out that the intensification of 
work in the foreign trade field had an unusual effect 
on the editorial staff of the Guide. 


Editorial Pace Is Speeded 


“For several years the pace has been leisurely, prob- 
ably due to the war. But compiling information for 
the 1947 edition kept the staff hopping for nearly a 
full year. Changes have been so rapid and so wide- 


| spread that all of us have been on our toes to keep 


the Guide at the head of the list as the ‘bible of for- 
eign traders’. 

“We have renewed most of our pre-war foreign con- 
tacts, and as a result have been able to give our sub- 
scribers more up-to-date information than we could 
give since the war began in 1939. The increasing part 
in foreign trade which is being played by commercial 
aviation has caused us to allow air transportation 
adequate space in the form of air express rates, air- 
line lists, directories, and regulations. As always, the 


| Marine Section remains an important part of the 


Guide; and the shipping, trucking, railroad, and ware- 
house information round out the volume perfectly.” 

The 1,620 page Guide contains an alphabetical index 
of 30,000 commodities and their custom rates of duty 
(including Reciprocal Trade Agreement rates) as well 
as Customs regulations; the Internal Revenue Code; 
port activities, facilities, and charges; and a directory 
for shippers and those in allied trades. The General 
Information places all sorts of necessary data at the 
fingertips of the importer and exporter. 


Issue Monthly Supplement 


To keep the Custom House Guide up-to-date, Budd 
publishes a monthly supplement, American Import & 
Export Bulletin, which covers the latest laws, regula- 
tions, decisions, rulings, import and export control re- 
quirements, trade agreements, general news, and 
business contact lists. In addition, a free readers’ 
information service is maintained for the benefit of 
subscribers. 

Completing the overall pattern of his publications, 
the latest progress in domestic and foreign air com- 
merce and aviation developments is recorded in the 
internationally recognized monthly magazine, Air 
Transportation. Mr. Budd, who is founder and hon- 
orary chairman of the Aviation Section, New York 
Board of Trade, has been largely responsible for the 


4.increasingly important part in air transportation 
being played by the foreign freight forwarder as well 


as the domestic freight forwarder. 
anlae 
TOLEDO, OHIO, FIRM TAKES NEW QUARTERS 
Everybody’s Gift Shop, 1011 Sylvania Ave., Toledo, 
Ohio, established 14 years ago, has been incorporated 
under its new name, “West Toledo Stationers”, and 
soon will occupy new quarters at 1128 Sylvania Ave. 
Incorporators of the new firm, authorized to issue 
250 shares of no par value common stock, are Ernest 
W. Schock, who will head the business; Kenneth E. 
Schock, and Edward L. Durbin.—AK 
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FULL MARK-UPS 





Yes, even 48 inch Protectall 


Safes are now in production! 


[] Please send literature 
[] Please send salesman 


[] Please send sample 
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Plus every conceivable selling aid makes it 


MORE PROFITABLE for you to sell 


PROTECTALL 
SAFES 


With Underwriters’ Approved 
Label or Safe Manufacturers 
Label 


Priced to retail as low as 


$14.78 


in Central, 
Western and Canadian Areas 
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NEWS NOTES FROM NSA DISTRICT NO. 5 





Bill Wintrich, Correspondent 


It’s a bouncing boy, Calvin Francis Long Jr., for the 
Cal Longs of George S. Long & Sons, Cine¢innati, Ohio. 
* * * 





Marcus Jacquemain of Gregory, Mayer & Thom 
Company, Detroit, Mich., has returned from a vaca- 
tion trip to the east coast. 

* * * 

Jim Curran, Eagle Pencil Company, was married 
in Boston, Mass., early in June. Jim is making his 
home in Louisville, Ky. 

oo * co 

Mr. and Mrs. Otto Lintner, of State Office Supply 
Company, Columbus, Ohio, took a Great Lakes Cruise 
to Georgian Bay in mid-July. 

* od * 


Nate Balaban, Service Office Supply Company, De- 
troit, Mich., is vacationing in Florida. 

Also vacationing in the Southland are Dixie Carroll, 
club president, and Mrs. Carroll, who are in Florida, 
and A. C. Burton, who is visiting New Orleans. 

cs * * 

At the June 20 meeting of the Stationers Club of 
Ohio, held at the Mayflower Hotel, Akron, Ohio, the 
following were elected to office: Gene Donohoe, C. F. 
Denzer Company, Sandusky, Ohio, president; Scott 
Summerville, Ohio Office Equipment Company, Akron, 
Ohio, vice-president; Otto W. Lintner, State Office 
Supply Company, Columbus, Ohio, treasurer; and Al 
Garrigan, Typewriter Equipment and Office Supply 
Company, Springfield, Ohio, Secretary. 

* * * 


Walter De Groft, Sanford Ink Company, is back on 
road after many months at the factory. Walt says 
their new plant is a “dilly.” 

* * * 

Friendly and busy, Charlie Rabout, Beecher, Peck 
& Lewis Company, Detroit, Mich., will be able to see 
through “Ye Travelers” a little better now. He is sport- 
ing a new pair of horn-rimmed specks. 

* * * 

Gil Reischman, a club member, has left Eversharp, 
Inc., to take a position in the East. It is understood 
he will enter another field. 

* * * 

Jimmie Flack, former Parker Pen Company repre- 
sentative for Cleveland, Ohio, has entered the stencil 
brush business. Jim is a partner in The Monel Prod- 
ucts Company at Cleveland. 

aa * * 

Our next golf party was planned for Cleveland, 
Thursday, July 31, in connection with the Ohio Sta- 
tioners group, at the Pine Ridge Country Club. 

* * * 


Michigan Stationers Club annual golf party was 
held Thursday, July 15, at the Bonnie Brook Country 
Club, Detroit, with 200 dealers, travelers and guests 
attending. 

* * oo 

Howard Denomme, formerly of the Lynn B. Emery 
Company, Detroit, Michigan, is managing the Art-O- 
Craft Store in Mt. Clements, Mich. 


oi — 
INCREASE PRODUCTION OF CADO CLIPS 


Cushman & Denison Manufacturing Company, New 
York, N. Y., recently announced increased production 
of the Cado L.E.B. binder clips, which have been 
scarce since 1942, because of the steel shortage. These 
binder clips are available in three standard sizes and 
are packaged one dozen per box. 


_— o—aiir@ = 
NEW PACKAGING FOR ROYTYPE CLEANER 


The Roytype supplies division of the Royal Type- 
writer Company, Inc., recently announced that the 
Roytype Hand Cleaner shortly will be made available 
in metal tubes, each tube in its own carton. 
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“Of course | use 
Dennison Srxods 
in my 
Class Room” 





"Everyday, I have need of one or 
more of the many handy products 
which Dennison makes. Transpar- 
ent Mending Tape, Gummed Stars 
and Seals, Crepe Paper, and 
Gummed Reinforcements are just 
a few of the Dennison items which 
make my job of teaching a little 
easier.’”’ 





School teachers are only one of the many groups of 
people who are regular customers for Dennison Goods. 
Everyday, in home, school, and office, there are hun- 
dreds of instances where Dennison products can be 
of help. Acquaint your customers with Dennison 
quality, and always remember to stock and display 
the full line of Dennison Goods. It is a sure way to 
build customer satisfaction and real profits for your- 
self. Don’t forget the school market. 





Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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Yes, you'll find your customers mighty happy with 


this handier, easier-to-use staple remover. You can 
really get a grip on it—and it mever tears the papers, 
even in the thickest files. 





Staple Remover 
No. 150-5” 


Staple Remover No. 150-5” is just one item in the 
famous BERNARD line of stationery tools. The trade | 


knows “BERNARD means faithful quality’. Send for | 
complete catalog. 
Faithful | a Since 1870 


fl f 
WM. SCHOLLHORN COMPANY 


3508 Chapel Street, New Haven 9, Connecticut 
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OPEN NEW GAFFANEY AND SHIPLEY STORE 





By Merrill D. Hasty 





The formal grand opening of the Gaffaney and Ship- 
ley store at.314 Main, Bismarck, N. Dak., was held 
June 19,20 and 21 in connection with Bismarck’s Dia- 
mond Jubilee marking 75 years of progress for the 
North Dakota city. 

A store of complete new and modern styling was 
inspected by many friends and guests. 

The front of the store displays the firm name of 
Gaffaney and Shipley and the trade slogan, “Better 
Office Methods,” in ivory, pink and black with a border 


EXTERIOR AND INTERIOR VIEWS OF GAFFANEY & 
SHIPLEY STORE, RECENTLY OPENED AT BISMARCK 


of neon offering an attractive lighting effect. The 
windows, as well as the entire front, are slanting, add- 
ing a modern touch and enabling customers to look 
into the store without the annoyance of glare. 


Windows Offer Display Advantages 


The show windows are off center. The left window 
is the larger one and lends itself to office furniture 
which can be demonstrated from inside store level. 
The window on the right is shallow and the entire dis- 
play of shelving can be drawn out for trimming. Col- 
ors in the show windows are ivory and off-white, 
lighted by shadowless fluorescent lights. 

A complete gift department is maintained with Mrs. 
Oral R. Orchard as manager. 

Well displayed in the business machine department 
are typewriters, adding machines, Dictaphones, calcu- 
lators and duplicating machines. The repair depart- 
ment, with complete stock of repair parts neatly ar- 
ranged, is operated by Fred Weber. 

The entire building, 25 x 130 feet, has a colorful 
interior. Above the seven-foot shelving is a panel 
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... the foundation of sound judgment 


When coordinated —through an Acme Visible Record 
System—facts become the data that enable executive 
management to make prompt decision and take timely 
action. Acme systems also cut record keeping time— 
effecting substantial savings in clerical labor. Have an 


Acme representative analyze your record requirements. 


Arete 4 @ lute Stitt “ome lisuhle Record Sjsiomn 


ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 


Representatives in Principal Cities 
Copyright 1947 


Meme Visible Records, Inc Reprint of Our Message in National Magazines, Aug... 1947 
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This is the NEW, improved STYLE 
machine, featuring new feed arm easily 
adjustable for post cards and narrow 
paper. Automatic impression roll 
release; semi-closed cylinder; built-in 
inking roller; fast print adjustments 
—raise or lower and centering. 
Dial control paper guides; accurate 
registration; all steel welded frame 
— single unit construction... 


so MUCH for so LITTLE! 





When closed, is dust-proof 
and occupies little 
more than a 
square foot of 
floor space 


Write 
for 
further 
details 





MARR DUPLICATOR CO., Inc. 


Delivery also being made on 53 Park Place, New York City, 7 
MARR Electric “Model £” 
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arrangement utilizing three colored Celotex boards. ° 
The ceiling is off-white and cold cathode lighting fix- The New Luxurious 


tures are used throughout. “pi f E ‘ oe m 

The balcony, 25 x 60 feet, has a prominent approach 
for its use as a display floor of office furniture, chairs ite orm xecutive ¥ 
and accessories. 

One of the main attractions during the grand open- 
ing was an electric Victor adding machine in operation 
each day of the show. Greetings were well expressed 
during the opening event by many floral baskets, wires 
and letters from friends and associates of the propri- 
etors. 


Many Assist at Opening 


Those who came from out of the city to assist Arthur 
F. Shipley, secretary-treasurer; Mrs. Arthur F. Shipley, 
vice-president; and Mrs. Willard Orchard, manager of 
the gift department; were: 

J. E. Gaffaney, president, and sons Robert and Rich- 
ard—Robert in charge of business machines in the 
Fargo store and Richard in charge of a similar de- 
partment in Minot; Claude Tritschler, vice-president 
in charge of furniture at Fargo; Don More, manager 
of the Minot store; Paul Wherely, manager of the 
service department at Minot; factory representatives: 
F. C. Allen, Victor adding machines; R. B. Valleau. 
Leopold desks and Milwaukee chairs; C. W. Housman, 
Royal typewriters; Dave Sanberg, Dictaphone; Fred 
Kuenzie, Shaw-Walker lines; C. H. Wheeler, Rust No. ISSUA - ARM CHAIR 
Craft; V. H. Williamson, Acme Visible Records; Al 





Nordstrom, Smead Manufacturing Company; M. Owen, Aluminum Base - Baked Finish - Walnut or Neutra - Grey. 
Columbia Ribbon & Carbon Company; R. E. Okerstrom, Imperial, Duran, or Koroseal Plastic Leathers. 

Sheaffer pens; and Merrill Hasty, Sengbusch Self-Clos- CUSHION: 20x! 7x5 inches deep, No Sag Spring Seat. 
ing Inkstand Company. Among guests from out of the RITEFORM Spring Tension "for Relaxing Back Stretch.” 


city were Mrs. R. E. Okerstrom, Fargo, and Mrs. E. 
Orderman, Dickinson. 


Employees of the Bismarck store include Ed Order- 
man, Ron Olney, William Kyle, Arthur Thompson, ‘2 THE OFFICE CHAIR WITH THE 5 








Lawrence Knutson, Fred Weber, Lawritz Peterson, 
Jacob Johnson, Melinda Giedd, Joyce Jopp, and Vir- 5 STAR FEATURES 


ginia Orchard. 









~ ee 
H. A. CLEMETSEN AIDS FUND CAMPAIGN 

H. A. Clemetsen of the Office Furniture Warehouse 
Company is serving as chairman of the furniture divi- 
sion in the 42nd annual maintenance appeal for the 
Travelers Aid Society of New York. Thomas W. Balfe, 
vice-president and a director of National Distillers 
Products Corporation, is general chairman of the drive, 
which has a goal of $400,000 and began July 21. 

Mr. Clemetsen directs a committee of men in the 
furniture field, soliciting contributions for the Travelers 
Aid Society. His committee forms a part of the com- 
merce and industry division, comprising more than 
150 prominent New York businessmen working for the 
drive. 

Last year the Travelers Aid Society gave assistance 
F to 171,973 persons in need of transportation, shelter, 
food, housing or other tangible help. 

Among this number were 8,000 persons arriving in 
New York City from abroad, who were assisted by the 
Port Department. A second group included 799 run- 
aways who were returned home or otherwise assisted 
by Society workers. The remainder of those helped 
were travelers who came to the agency’s offices in the 
terminals and bus stations with various problems. 

a cain 
WERTMAN NAMED OFFICER OF ALUMNI 

Bert F. Wertman, treasurer of Millington Lockwood, 
Inc., Buffalo stationers, has been elected first vice- 
president of District No. 1, University of Michigan 
Alumni Association —GET. 

sj pedinia 
NAME AUTOMATIC PENCIL SHARPENER OFFICIAL 
ae Automatic Pencil Sharpener Division, Spengler- 
omis Manufacturing Company, Chicago, recently 
announced the appointment of David W. Roberts as CHAIR CO., I 
export manager, effective July 1. r 








43 S. OXFORD: ST. PAUL MINN 
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IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE ¥ 
REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





T. G. Nettleton has recently been appointed office 
and credit manager of the Pacific Stationery & Print- 
ing Company, Portland, Ore. Mr. Nettleton, a skilled 
accountant, has been a copartner of the Cascade En- 
terprises of Portland for the past two years and 
formerly conducted his own accounting business in 
Bend, Ore. According to Lester Hunter, president of 
the stationery concern, he was added to the staff in 
order to more fully co-ordinate the wholesale and retail 
departments. The volume of business of the Pacific 
Stationery and Printing Company has vastly ex- 
panded, the increase representing six-fold or 600 per 


cent during the last decade. 
OK * * 


Considerable growth and expansion are reflected in 
the new move of the Kilham Stationery & Printing 
Company, Portland, Ore., of which James S. Ball is 
president. The stationery and printing house has re- 
cently purchased a large commercial building at 134 
N.W. Eighth Ave., Portland, which will be readied by 
extensive remodeling and installation of equipment 
as the large new home of the company. 

* * * 

The Gibb Office Supply Company of Third Ave., 
Seattle, which succeeded the A. E. Fransen stationery 
concern in that spot, has trebled former business 


within the short space of its ownership. 
* * * 


Charles Easton, who has been with the Lowman & 
Hanford Company, Seattle, for 29 years, is now on an 
extended vacation. He will have a new position on his 
return to the fold in the large stationery house which 
has been his business home for so many years. 

* * * 

Leslie Fertig has recently been appointed new man- 
ager of the Seattle, branch of the J. K. Gill Company, 
at Portland. He had worked several years as a pub- 
lishers’ representative among Pacific Northwest edu- 
cational institutions before joining the Gill staff. 

* * * 

Capitalized at $50,000, the U. S. Fixture and Hard- 
ware Company, Inc., has been duly formed and incor- 
porated in Tacoma, Wash., to deal in office fixtures 
as well as water craft, papers of incorporation being 
filed by Erven W. Caddey of Tacoma. 

* * * 


Well known to the stationery trade of the Pacific 
Northwest, Frank A. Carson has recently been ap- 
pointed Seattle division manager of the pioneer Pacific 
Coast paper firm of Blake, Moffit & Towne. He ex- 
tered the organization in 1920 and has had wide ex- 
perience in all branches uf the paper business, being 
division sales manager since 1942. He is past president 
as well as honorary member of the Purchasing Agents 


Association of Washington. 
* * co 


Victor A. Shea, former salesman and government 
department manager of Lowman & Hanford Com- 
pany, Seattle, has recently taken over the purchasing 
agent’s duties of this concern with which he has 
served for 26 years in various capacities. 

* * oo 

A. E. Fransen, formerly the head of his own station- 
ery organization in Seattle, has returned to the city, 
and is living at the Elks Club of Seattle. After hold- 
ing a commission as first lieutenant in War II, being 
a veteran overseas of War I, serving as a finance 
officer with the Transport Corps of the Army in Hon- 
olulu in the recent war, he has spent some time in 


Florida and Louisiana. 
ca * + 


Thomas Pelly, head of Lowman & Hanford Com- 
pany, has been named as chairman of a special com- 
mittee of the Seattle Chamber of Commerce which is 
aimed at reducing or co-ordinating the many fund 
drives which are in progress in Seattle. 
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Bliveloe ofa Blowhy A Line of 
Polooe iieleablse | Filing Equipment 

buculive Neri with Outstanding 

blewer flute | ==———— Sales Features 
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Available in 2, 3 and 4 drawer 
models, with or without the exclu- 
sive Invincible Concealed Safe Unit. 
(See below.) 











A selection of four beautiful eye- 
appealing finishes: olive green, 
grained walnut, grained mahogany 
and the new Modernaire gray. 
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Mhuueke 
thucktwe Filing of letters is faster, neater and 
: more efficient with .INVINCIBLE'S 
$ new Positive Locking Compressor. 
Positions easily, locks firmly, releases 
with a finger touch, slides smoothly. 
| ee oa ; a 
h : , 
All three heights come in standard 
letter and legal sizes. All fittings 
are metal. Cradle-type drawer sus- 
: pension has super strength for max- 
* imum drawer load. 
e 
* 
r. EXCLUSIVE! INVINCIBLE’S Concealed 
- a Safe Unit . . . Combination Lock 
equipped . . . asbestos fire protec- 
tion . . . armor plate door. . . full 
: height hinge . . . three point lock. 
‘ic 
X- 
X- 
ng 
nt 
ts 
Concealed Safe Unit is a patented fea- 
nt ture available only to Invincible Deal- 
ers because only the Invincible line of 
a metal filing cabinets has them! It's a 


sales wedge for home as well as office Ly 
as use. IT’S A PLUS FEATURE that brings . 
you extra profits. 





For full details on INVINCIBLE, write File Headquarters... Invincible Metal Furniture Co., Manitowoc, Wis. 
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activity, 
every thought and every movement 
of the Carpenter organization is directed 
to earning the confidence of every 
retail stationer in the great south west. 


The breadth and scope of our com- 
mercial stationery warehouse stock is 
maintained to a level that will give you 
the best of service on any order, small 
or large. You can buy from Carpenter 
with complete confidence. 


It is you, our customers, who formulate 
our plans and supervise the quality of 
our merchandise and service. All this to 
warrant your confidence. 


Since your confidence is so vital to Car- 
penter's success, this confidence itself 
has become our fixed goal. For that 
reason Carpenter's every thought is di- 
rected to increasing your confidence 
in us. 
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CANADIAN NEWS NOTES 
S. J. Luddington, Correspondent 


The Consolidated Paper Company, Three Rivers, 
Que., recently took delivery of a 30-ton, 5,000-horse- 
power pulp wood grinder motor, described as one 
of the largest pulp wood grinder motors ever built 
for the Canadian pulp and paper industry. A second 


similar motor is being manufactured for the Quebec | 


firm by the English Electric Company of Canada, 
Ltd., St. Catharines, Ont. 
* 


* * 


Prompt arrival and efficient work of nearby fire | 
detachments recently saved from destruction the | 
large plant of Hinde & Dauch, Ltd. paper manu- | 


facturers, Toronto. The fire, which broke out about 


midnight in a huge pile of baled paper at the rear | 
of the plant, was blazing 40 feet high when the | 


nearest fire department arrived. 
* * 


* 


The Provincial Paper Company, Ltd., Port Arthur, | 
Ont., has just placed into operation new equipment | 


for the manufacture of machine coated book papers 
to be marketed under the name of “Thriftcoat Process 
Enamel.” This paper is being made under a process 
developed and patented by Consolidated Water Power 


& Paper Company in the United States. Cost of | 
installing the equipment is about $600,000. This paper, | 
which is suitable both for books and commercial | 


purposes, will likely be available in two or three 


months on the open market. When the complete | 
installation is made early in 1948, the Provincial | 
Paper Company, Ltd., expects to reach an untimate | 


capacity of about 27,000 tons. 
* * * 


The Aylmer Business College, Aylmer, Ont., was | 
recently closed and Ed. Horman, Stratford, Ont., who | 
has been in charge, has been trasferred to Wood- | 


stock, Ont., where the owners, The Wells Business 


Schools with head office in London, Ont., operate | 
a business college. The school in Aylmer has been | 


in operation for a number of years. 
* * 


* 


One of the features of the annual meeting of the | 


Canadian Stationers Guild, held recently in Van- 


couver, B. C., was the emphasis placed on price | 


stability and incorporation of the Guild into a 


corporate body to be known in future as the Sta- | 


tioners Guild of Canada, Inc. Many visitors from 
both the Atlantic and Pacific Coasts of the United 
States were welcomed to the meeting. 

Greetings from the east coast of the United States 
were brought by Mr. and Mrs. S. D. Wonders of Car- 
ter’s Ink Company, Boston, Mass., and from the west 
coast by Al Osborn of Tacoma, Wash., who repre- 
sented the North West Pacific Stationers’ group. In 
addition, a considerable number of United States 
cities and towns sent delegates. 


In his annual report, Fred S. Smart, secretary- | 


treasurer urged his fellow members to always keep 


| 


in mind the importance of cultivating good will in | 
all their dealings with the public and constantly | 


use the ethics of good sound business. He felt that 
while only a few government controls remained it 
would be a long time before business got rid of all 
of them. It was more than likely that business will 
be faced with a large measure of state control proba- 
bly even in increased extent as time passes. 

The Guild has shown an increased membership 
With 228 member companies now on the rolls, seven 
of which are United States firms. 

The following were elected last year for a period 
of two years and continue in office for another year: 
Angus Barwick, Barwick, Ltd., Montreal; W. A. Bor- 
deleau, Villemaire Freres Ltee., Montreal; James P. 
Cooke, Jas. Cooke & Son, Ltd., Toronto; J. S. Luckett, 
Luckett Loose Leaf, Ltd., Toronto. Nominated as 
directors for a two-year term were: Retailers, L. F. 
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CARBON PAPERS 





WRITE up Sales and 
Profits with WRITE 


Write Carbon Papers and Typewriter 
Ribbons give satisfaction in service. 
Customers who buy Write products at 
your store will return—again and again 
—for these quality items that turn out 
clear, clean copies . . . give longer wear. 
Stock and display Write Carbon Papers 
and Typewriter Ribbons. Get your 
share of profits from these fast-selling 
items. 


Immediate Deliveries 


Write for samples and discounts 


W R I T c ° 420 Lexington Ave.., 


INCORPORATED New York 17, N. Y 














SENG Style “Vv” 
Low Fulcrum Chair 
Control. Designed 
for plain or uphol- 
stered heavy 
swivel chairs. Al- 
lows natural, com- 
fortable shifting 
of body weight. 


YOU CAN SELL office chairs easier when they have 

the features that provide increased working efficiency 

and "fatigue-free" seating .. . 

OFFICE CHAIRS equipped with SENG “Comfort- 

Action" Controls are quality chairs that offer the 

FOUR essential factors assuring fatigue-free per- 

formance: 

I—BALANCED TILTING—the low fulcrum prevents 
the danger of upsetting. 

2—INSTANT RESPONSE—demanding the least mus- 
cular energy for body movements not required 
by one's work. 

3—FREEDOM FROM FATIGUE—aiding correct body 


posture in sitting. 


4—SILENCE—Oilless bearings are squeak-proof, 


PROTECT your office chair sales and profits, 
while building customer good-will, by han- 
dling only lines equipped with SENG ''Com- 
fort-Action'' Controls. 


we OLIIU compan 


1450 N. Dayton Street 


SENG QUALITY PROTECTS YOUR REPUTATION 
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Chicago 22, Illinois 


Beattie, Bixby Beattie Co., St. Catharines, Ont., and 
E. B. Charters, Charters & Charters, Ltd., Montreal; 
suppliers, George Basil, Carter’s Ink Company, Ltd., 
Montreal, and M. B. Seldon, Office Specialty Com- 
pany, Ltd., Newmarket, Ont. Nominated as directors 
for a one-year term were: Retailers: W. Ed. Dawson, 
Dawson Bros., Ltd., Montreal; Cha. Doucet, Eugene 


Doucet Ltee., Montreal; Matt Filion, Lib. Garneay 
Ltee., Quebec City; P. F. Grand, Grand & Toy, Ltd, 
Toronto; Virgil James, The James Texts, Ltd., Belle- 
ville, Ont.; W. J. O’Reilly, Underwood, Ltd., Toronto, 
and W. H. Stainton, Stainton & Evis, Ltd., Toronto; 
suppliers, Alf. Daley, The Brown Bros., Ltd., Toronto; 
C. G. Easton, Eagle Pencil Company, Ltd., Toronto; 
Ed Gariopy, Granger Freres Ltee., Montreal; A. G. 
Lancaster, Dennison Manufacturing, Ltd., Toronto; 
James McArdle, W. J. Gage & Co. Ltd., Montreal; 
Art Morice, Fred W. Halls, Paper Co., Ltd., Toronto: 
Harold Norman, representing the Stationers Guild of 


| Toronto, and Alex Thornton, Barber-Ellis of Canada, 


Ltd., Toronto. 
co * * 

James A. Allan recently took over the ownership 
and operation of the stationery and book business 
of Ireland & Allan, Granville St., Vancouver, B. C. 
The business, which is one of the largest in Canada, 
has been operated by John S. Ireland and Mr. Allan 
on a partnership basis for the past 30 years. 

Following conclusion of the business, Mr. Allan 
gave a dinner at Hotel Vancouver, Vancouver, in 
honor of Mr. Ireland. It was largely attended by 
members of the book and stationery trade on the 
coast, personal friends and the staff of the company. 
Mr. Ireland recently completed over half a century 
in the trade. 

He became associated with the business through 
the store of his uncle, W. K. Ireland, at Owen Sound, 
Ont. Mr. Allan has been in it for practically all his 
life, as both his father and mother were associated 
with the business in Great Britain. 

* * * 

Jos. Fortier Ltd., stationers and printers, Montreal, 
recently celebrated the 125th year of continuous 
operation. The firm has been in operation in that 
city only and is now one of Montreal’s oldest com- 
mercial houses. 

* * ca 

Members of the Hamilton Stationers’ Association, 
Hamilton, Ont., recently had the pleasure of seeing 
a showing of the technicolor film, “Paper—Pace 
Maker of Progress.” The film was shown through 
courtesy of the Howard Smith Paper Mills, whose 
representative, C. Ernest French, ably and most 
interestingly outlined the history and activities of 
his firm from its inception to the present time. 

oe * * 

A. W. McLeod, accountant with 42 years of service, 
and George Carney, 38 years with the firm, who re- 
cently retired from service with McFarlane, Son & 
Hodgson, Montreal, were presented with suitable gifts 
at a fine dinner sponsored by their employers. 

on * + 

The last meeting of the Stationers Guild Club, 
Toronto, was featured by the election of officers 
for the coming term. Meetings will resume after the 
summer vacation. The club is in fine financial con- 
dition and has a membership of 163. 

The following slate of officers was unanimously 


| adopted: Guild Club representatives to the Stationers 


Guild of Canada, Harold Norman, Warwick Bros. & 
Rutter, chairman of the executive, Frank Shea, Peer- 
less Carbon & Ribbon Company; vice-chairman of 
the executive, Ivan Card, Viceroy Manufacturing; 


| secretary, G. Anderson, Northern Miner Press; assis- 


tant secretary, Charles Deacon, Callow Bros.; treas- 
urer, George Wilson, F. W. Barett & Company; assis- 
tant treasurer, Bette Price, Brown Bros.; program 
convenor, Ross Imrie, Eagle Pencil Company; mem- 
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FILES | 
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Oxford fiberboard files are again being produced in pre-war quantities. We offer prompt 
shipment of letter size files, in both Standard and Steel Clad models. Most other sizes are 


coming through with only a short delay. 


These sturdy, long-lasting fiberboard files are adequate for any storage or transfer duty. 
They can be purchased at a price that anyone can afford. 


Sturdy Oxford Fiberboard files are most efficient and economical for correspondence, 
invoices, checks or vouchers, cards, documents, deposit slips, or office forms of any nature, 
and in whatever quantity—one drawer or hundreds. 


STANHARD FILES 





For simple storage of records, Standard Files save money. 
They cost no more than top closing boxes, require no expensive 
shelving, and keep every record instantly accessible. No tire- 
some, dirty handling of boxes, to get at the record you want. 
Pull open the drawer, and there it is. 


STANDARD FILES 
Packed flat, 10 files to the carton 


Stock Drawer measure inside 
No. For records such as Height Width Depth 
ree nN Sh 104% 12 94 
2 Legal or Cap Size Forms 10% 15 24 
3 *Invoices or 2 rows 8x5 Cards 83, 103, 24 
4 Checks or Vouchers 334 9 24 
5 Checks or Vouchers... 4, 9 24 
6 Checks or Vouchers... 4%, 10% 24 
7 Tabulating Cards ....... 334 7% 24 
8 5x8 Cards or Forms 5% 84 24 
9 *4x6 Cards or Forms (2 rows) 41/, 12%, 24 
10 *3x5 Cards or Forms (2 rows) 3% 1034 24 
12 Deposit Slips..... ’ 4, 8, 24 
13. 514x814 or 6x9 Forms. 6 9 24 





STEEL CLAW FILES 





For the transfer filing of frequently consulted records in all 
common sizes from 3 x 7 to 10 x 15. Here is sturdiest metal- 
reinforced construction. Most attractive are the low prices, 
which guarantee economical as well as efficient transfer filing 
with Oxford Steel Clad Files. 


STEEL CLAD FILES 


Packed flat, 6 files to the carton 


Stock Drawer measure inside 
No. For records such as Height Width Depth 
71E Letters ..... 104 124% 24 
72E Legal or Cap Size Forms 104% 154 24 
75E Checks or Vouchers 4, gl, 24 
77 Tabulating Cards 334 7% 24 
78E 5x8 Cards or Forms 54% 834 24 
79E *4x6 Cards or Forms (2 rows) 4% 12% 24 
713E 514x8\4 or 6x9 Forms 6% 94 24 


*These files furnished with divider strip for 2 row filing. Double width forme 
may be filed merely by disearding the divider or placing it at the side to 
take up any excess width. 





DIVIDER STRIPS—Place in center of drawer, to divide drawer for two-row filing. 


Style A, for files #1, 2, 3 
Style B, for files #4, 5, 


OG: 1,859, 20, TZ 15 


Style H, for files #71E, 72E, 713E 
Style L, for files #75E, 77E, 78E, 79E 





FOLLOWER BLOCKS—2159—5, 7, 9. 10, 12, 75E, 77E, 79E 


2160—4, 6, 8, 13, 78E, 713E 2161—1, 2, 3, 71E, 72E 





BACK LOCKS—For use with both styles of Oxford Files to lock files together in the back. No. 19 Backlock. 





NOTE TO DEALERS: Send for reprints of this page, with price information included, for your use and for distribution 


to your customers. 


Ask for Form 47.7A. 





OXFORD FILING SUPPLY COMPANY, 


340 MORGAN AVE., BROOKLYN 6, N. Y. 
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A new convenience in office copying with 
the new Viseco Reproducer and Drier. 


Exact size copies of any opaque or transparent 
original without previous experience, darkroom 
or special preparation. These new modern units 
duplicate art work, plans, reports, magazine arti- 
cles, layouts, contracts, forms, etc.—legal copies 
for study, or discussion without endangering valu- 
able originals. 


Show your customers how easy it is to make 
the copies they need the handy Viseco way. 
Profitable and easy to sell, for Viseco's complete 
outfits include all necessary initial supplies and a 
brand-new visibly indexed instruction book de- 
signed for use in dim light—a real contribution 
to photocopying in its clarity of expression and 
instant reference. 


Write Today for Literature on this New Profit-Maker 








Photo Reproducing 
Equipment and Supplies 


CONSUMER APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 


Viseco Photo Reproducer—Produces _ better 
copies because of better light diffusion, accurate 
timer, positive contact between original and copy 


paper. 


Viseco Drier—Works quickly, eliminates all the 
bother in drying negatives and prints. 


Viseco Papers—Noted for their uniformity and 
consistently good results. Fast, sharp, can be han 
dled in normal office light. Can be used on any 
good photo-copy equipment. 


Viseco Chemicals—Simple to mix, uniform good 
results, attractively packaged, convenient to 
store and sell. 


Repeat profits from sales of Viseco supplies can 
pay you handsomely for introducing Viseco Photo 
Copying to your customers. Victor helps you 
get started. 





— 


THE VICTOR SAFE & EQUIPMENT CO., INC 
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bership convenor, J. O’Neill, Brown & Collett; fellow- 
ship convenor, B. Glendinning, Acme Carbon & Rib- 
bon Company; publicity convenor, Vince Balfour, 
D. A. Balfour Company; directors, George Chrisolm, 
Dennison Manufacturing Company, and J. Sims, 
Underwood, Ltd. 

A fine address was given by Robert G. Fitzpatrick 
of Underwood, Ltd., who took as his topic “Pertinent 
Merchandising.” 

Southern Stationers recently opened for business in 


Lethbridge, Alta. The firm will carry a complete line | 
of general and office stationery and equipment. Mem- | 


bers of the firm are Charles H. Linn and Stanley 
Worboys. 


The former was previously a school teacher and Mr. | 


Worboys has been in the stationery field since the 
early 30’s. 
*x x * 

The Quebec City Stationers, Quebec City, recently 
elected the following officers for the coming term— 
president, Matt Filion; secretary-treasurer, Armand 
Troupin; directors, Arthur Careau, Pat Lane @nd Ray- 
mond Thivierge. 

* OK * 

E. B. Munroe, Wilson-Munroe Company, Toronto, 
was elected president of the Canadian Paper Trades 
Association at a four-day convention held in Van- 
couver, B. C., recently. K. W. Murphy, Barber-Ellis 
Company of Canada, Toronto, was elected vice-presi- 
dent; and T. M. Hubley, Federal Paper Company, 
Montreal, treasurer. 


* * * 


Phillippe Villeneuve, Three Rivers, Quebec, recently 
took over the store in St. Johns, Quebec, which has 
been known as H. Bernard & Fils, stationers and im- 
porters. Mr. Villeneuve for many years was manag- 
ing director of P. V. Ayott Ltd., Three Rivers, Quebec. 
He is a member of the board of trade and Rotary 
Club of Three Rivers. 


—— 
SYSTEMS AND PROCEDURES GROUP ELECTS 


The New York City Chapter No. 1 of the Systems 
and Procedures Association of America recently an- 
nounced the election of new officers for the fiscal 
year 1947-1948. The officers are president, H. John 
Ross, Continental Can Company; vice-president, 
Everett J. Livesey, The Dime Savings Bank of Brook- 
lyn; treasurer, Frank Hoffman, Standard Oil Co. 
(N. J.); secretary, John H. Beatty, Metropolitan Life 
Insurance Company; member-at-large, Winfield P. 
Swanton, Union Carbide & Carbon Corporation. 

It was also announced that this chapter had estab- 
lished a new commitee, the administrative research 
committee, under the chairmanship of Floyd Baugh- 
man. The purpose of this committee is to develop a 
body of literature which will aid managers of systems 
departments in the successful operation of their func- 
tions. This will include specifically, the following: 

1. A survey to ascertain the types and extent of 
job classifications in use in organizations in connec- 
tion with systems engineers. 

2. In that connection, the committee will develop 
proposed standard nomenclature and classifications. 

3. A survey to ascertain current salary brackets 
covering systems engineers in various classifications. 

4. A survey to ascertain the relative size of systems 
departments and their scope of action in companies 
of various sizes. 

5. The preparation of a bibliography of books, mag- 
azine articles, and pamphlets bearing on the systems 
function. 

Se 
HY MORRIS ELECTED TO GROUP’S BOARD 


Hy Morris, president of the Universal Pen & Pencil 
Company, New York, N. Y., was recently elected to the 
executive board of the Fountain Pen & Mechanical 
Pencil Manufacturers’ Association. 
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The case of the 
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You don’t need a super sleuth and baying bloodhounds 
to track down one of the reasons for high filing costs— 
the expense of replacing damaged file folders and guides. 
Rock-a-File reduces this expense to a minimum because 
supplies last longer with Rock-a-File side filing. Folders 
slide in and out sideways—there’s no cramming down of 
folders, no more mutilated tabs. 


Yes, Rock-a-File means real economy in supplies.. . 
and in floor space, too. It provides the same filing capac- 
ity as ordinary files in less than two-thirds the floor space! 
And Rock-a-File means economy in time. . . due to side- 
opening compartments, two or more persons can file at 
once. 


Filing is faster, easier and more efficient at lower cost 
with Rock-a-File. Get complete details of its many ad- 
vantages now—send for free descriptive folder today. 


miHere’s How Rock-a-File Solves Filing Problemsgy 


COMPLETE ACCESSIBILITY—Entire contents acces- 
sible to two or more persons at once. All compart- 
ments can remain open. 

TIME SAVING—Open compartments do not block 
access to others in cabinet. No waiting to get aft 
contents. 

LESS TIRING—Perfectly balanced compartments 
open and close effortlessly at finger touch. Fewer 
openings and closings. 

TOPPLE PROOF—Open compartments project only 
slightly—gravity center always within framework. 
ECONOMICAL—Supplies last longer. Folders slide 
in and out sideways. No more mutilated tabs and 
guides. 














A Nationally Advertised Product 


*Reg. U. 8. Pat. Off. Pats, App. For 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, Ill. 
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BUSINESS 
depends 


on DESKS 








D. you ever stop to think how 


many desk workers and desks it takes to 
keep a railroad operating on schedule? 
On any large system there are hun- 
dreds upon hundreds of office workers 
performing their particular tasks at 
their desks day after day. 


ALMA Desks have proved their value 
among office workers who use their 
desks continuously day after day. They 
are made staunch and true and stand 
up under the strain of the daily grind. 
You can always depend on ALMA 
Desks for reliable performance. 


ALMA DESK company 


HIGH POINT, N. C. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Dan MacDougall, Correspondent 

To the bereaved family and to the coworkers of 
our late friend and business associate, John A. Smith 
of Southwestern Stationery & Bank Supply, Ponca 
City, Okla., go our deepest sympathies. This is a loss 
that is keenly felt by his business partners and his 
many friends; he was an alert business man and a 
fine companion. 





e) rr 


All good wishes to Sam Plant, for many years 
vice-president of Western Bank & Office Supply 


| Company, Oklahoma City, who, on July 1, moved to 


Parkin Printing & Stationery Company, Little Rock, 
Ark. Our congratulations to Sam and to the Parkin 


organization. 
eo * * 


Another pair of good stationers recognized: M. T. 
“Binks” Weingaertner, Egyptian Stationery Company, 
Belleville, Ill., was advanced to the presidency of the 
Illinois Booksellers and Stationers Association at their 
recent convention in Peoria, Ill., and Eugene Crone 
of Business Equipment Company, Peoria, IIl., was 
elected vice-president of the same group at the same 
time. 

* ok co 

Word from that new benedict, Peter C. Masterson, 
Acco Products, Inc., advised that he expected to 
spend a vacation in New Jersey, Pete’s home 


|; community. 


* * * 

We hear that our good pal Dick Gingland of Ester- 
brook Pen Company, is doing a nice job of recuperat- 
ing from his recent heart attack. 

* * * 


Many from the Midwest Travelers Club and the 
eighth regional district were noticed at the District 
No. 7 NSA convention, Nicollet Hotel, Minneapolis, 


| on May 24 and 25. Past Governor Leonard B. Wilcox 
| of Roberts Printing & Stationery Company, Hutchin- 
| son, Kas., carried the best wishes of Governor Roy 


Moreland and his staff to Governor Floyd Kongsvik. 
Governor and Mrs. Moreland were at the time attend- 
ing the doings of the Shriners at Atlantic City. 
Governor Moreland is an active member of the Uni- 


| formed Body of Ararat Temple, Kansas City. Gover- 
| nor Kongsvik’s meeting looked like a reunion of past 


presidents of the Midwest. Aided by President Bill 
Bohart of Eberhard Faber Pencil Company, the others 


| present included Past Presidents Matt Dillon, “Heine” 
| Sengbush, Fred Schafer, Harold Hoffman, Gene 
| Mitchell and Dan MacDougall. Vice-president Pete 
| Masterson was also present to keep everything well in 


hand. 
* + * 

Stanley Hall, Koch Brothers, Des Moines, Iowa, has 
announced he is about to leave these parts for Cali- 
fornia. We understand he is to be associated with the 
Parron Office Equipment Company, at San Diego. 


* * * 


This column is rightfully known as Gene Mitchell’s 
column. Gene and his wife, Ruth, are spending a well 
earned vacation touring the eastern U. S. and Canada. 
Their first stop, and the most important one, was 
Colby Jr. College, New London, N. H., where they 
attended the graduation of their daughter, Bette Lee. 
In behalf of the officers and members of the Midwest 
Travelers Club, as well as the officers and members 
of the Eighth Region NSA—good vacationing, Gene, 
and thanks a million for your interesting bits through- 
out the years. 

* a * 

A recent visitor to the two metropolitan centers of 
Missouri was the new representative of Louis Melind 
Company, Chicago, Roy Melind. Roy was seen talk- 
ing very serious business with the stationers of Kan- 
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ARTER QU 


CHECK THESE FEATURES 


Fully Adjustable. Four hand-wheel controls 
give comfort that’s really “made to order.” 


Bonded Foam Rubber. Stays soft and resil- 
ient, cool and clean. Seat cushion is 2% ‘thick! 


Spring Back. G-i-v-e-s in tilt-back action, 
remains rigid for work. Tension adjustable. 


Colorful Upholstery. Choice of green, ma- 
roon, brown. Fabric or smooth-finish material. 


Baked Enamel Finish. Choice of gray, green, 
or brown; also grained walnut and mahogany. 


Streamlined Base. Sheet steel, arc-welded. 
Silent in action. 2” ball bearing casters. 


“Also available with tubular base. Specify No. 56-D. 


OFFICE APPLIANCES, August, 1947 





* 


NO. 56-S* 





ALITY STANDS OUT 


Today more than ever, Harter quality stands out. You find it in the 
nationally advertised materials which go into every Harter chair. 
You find it in exclusive comfort features, in superior design, in 
skilled workmanship. Above all you find Harter quality in many 
years of trouble-free service. 

Compare Harter chairs for quality, compare them for price. 
Harter gives you more for your money. 

The 56-S “Comfit” chair for typists and stenographers is now 
available. Current production permits prompt delivery. The same 
is true of all posture chairs in Harter’s E-line. Write for full details. 


HHHARTER 


oT Ee ROC 1ST eM PORTS SS 
POSTURE CHAIRS + STEEL CHAIRS 
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Everyone admires self-assurance and con- 
fidence wherever and whenever it ap- 
pears. Building INDIANA DESKS isn't 
quite as spectacular as accomplishing 
acrobatic feats but there's a quality that's 
common to both. That's CONFIDENCE. 


In the case of the circus performers, its 


unthiandu desk co. 


JASPER, INDIANA 
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confidence in their ability to thrill the au- 
dience. In the case of Indiana Desks, it's 
the dealer who manifests confidence in the 
ability of these desks to perform. The Indi- 
ana Desk Co. policy of always giving maxi- 
mum value continues to pay real dividends 


for both the company and its dealers. 
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sas City and St. Louis and we hope that he and his 
factory fared well. 
* * * 

Have you noticed how some of these manufacturers 
representatives are stepping out with new offices and 
display rooms? We refer particularly to those two very 
popular fellows, Harry Short of Chicago and Jack 
Kerns of Dallas, Tex. Fine work, fellows, and our 
envious congratulations. 

* * * 

Looks like Ed Manning of Stein Bros. Mfg. Co., has 
really put his co-convention chairman, Herbie Walsh 
of Ace Fastener Company to work. What is the 
formula, Ed? 

* * * 

When it comes to real politicing we take our hats 
off to our good old friend Blaine J. Bristoll, the head 
man of Koch Brothers, Des Moines, as well as to a 
certain white haired gentleman in Minneapolis. 
Whatta team of producers! 

* x * 

Many travelers will be interested to learn that Herb 
Hanna and George Janner, both formerly with Roberts 
Printing & Stationery Company, Hutchinson, Kans., 
are now connected with Hutch-Line, stationers of that 
same city. 

” cd + 

Paul Cheney, that native New Englander who covers 
the United States every now and then for Southworth 
Paper Company, gave his charming daughter in mar- 
riage, on June 7 and followed with a large reception 
for local and visiting friends. 

* * * 


Our hearty congratulations to the 7th Region, NSA 
for their excellent choice of governor for 1948, Arthur 
Kenworthy of Storey-Kenworthy Stationery Company, 
Des Moines, Iowa, and for lieutenant governor, Jim 
Gaffaney of Gaffaney’s Office Specialty Company, 
Fargo, N. D. Two very fine gentlemen of this industry, 
both heads of successful businesses with outstanding 
reputations in their home communities. 

* a nd 

A recent report tells of a very fine sales meeting 
held by Branham’s, Inc., of Oklahoma City, Okla., 
for the entire inside and outside sales forces. An 
unusually fine educational program was most ably 
presented by the department heads of the firm, with 
a few manufacturers’ representatives present. 

+ * ~ 


Harold Duffy, sales manager of S. G. Adams Com- 
pany, St. Louis, spent two weeks of late June showing 
his family the wonderful sights of the country to the 
north of his native grounds. Harold is a very active 
civic worker, an instructor in public speaking at a 
local college as well as an outstanding leader of 
salesmen. og me 


John Wachtler, general manager of Omaha Printing 
Company, Omaha, Nebr., is spending several weeks 
touring the far west with his family and friends. We 
hope he finds time to try his luck at mountain stream 
fishing—but don’t bring home any tall fish stories, 
John. ee we 


The Stationers Association of Greater St. Louis 
planned to hold their annual summer outing at 
Wabash Club, near St. Louis, in July. Hugh Alexander 
of Skinner & Kennedy Stationery Company, was the 
able chairman in charge of arrangements. 

* ok * 


Kansas City attracted several of the pencil boys in 
June. Vice-President Izzy Voda of Wallace Pencil 
Company, was noticed dining with a group of 
“strange” dealers; Bill Bohart, Eberhard Faber Pencil 
Company, took to the country for the weekend; Carl 
Schutz, Eagle Pencil Company, was on the job dusting 
dealers’ stocks. Also seen was Austin Waterbury, the 
big ink and paste man from Carter’s, who commutes 
between Chicago, Minneapolis, St. Louis and Kansas 
City. He spent a few days in home port and reports 
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THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS ano FANCIES 


By McGillicudy 


The Little Woman has been after me to take a 
vacation . . . you know, go to a resort and get 
burned to a crisp with sun, chewed to a pulp 
with mosquitoes and chiggers, poisoned with 
ivy, and all tired out so you really need a vaca- 
tion to rest up from your vacation. 
I said, “No, I'm an important man — I have 
to stay on the job to tell Quality Park 
dealers why we aren’t making all the 
sizes.” She said, ‘Phooey! You only have 
to tell them what they already know — that 
there are still shortages of certain types of 
paper; that you’re making as many envel- 
opes as you possibly can; that Quality 
Park’s deal for dealers is a square deal 
with fair distribution.” 
“Yes,” | said, “but . . .” “Furthermore,” she 
interrupted, “you can emphasize again that 
Quality Park products are quality products; that 
they are sold under firm prices for dealer pro- 
tection; that they build repeat business for 
dealers because Quality Park quality means 
long run economy.” 
"Yes," | said, “but . . .” “So,” she con- 
tinued, “you tell your boss exactly what ! 
have just said; be firm; insist on a vacation 
NOW.” 
Well . . . I’m all packed, | have my tickets, 
reservations, sunburn lotion, DDT, ointments, 
liniment, and other vacation essentials. As for 
the Little Woman — well, she isn’t going. While 
I’m gone, if you have any questions about 
envelopes, orders, prices and so on — just write 
Quality Park, Attention Mrs. McGillicudy. 


Quality Park Quality Envelopes 
Sold Through Dealers Only 


Daatiry Pk 





Cz 


% General Office and Factory, Quality Park, St. Paul 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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A Mosler 
Franchise 
Safeguards 
Dealers Profits 


Approved for fire SATE MANUFACTURER NATIONAL Assiciarion ae 
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baie emphasis on modern design, advanced 
engineering and expert craftsmanship, 
MOSLER INSULATED FLAT SILL VAULT 
DOORS — embodying extra protective safe- 
guards—find ready customer acceptance. They 
are the preferred equipment of discriminating 
buyers. 


The MOSLER prestige and reputation for 
highest quality product pave the dealer's way 
for a favorable audience with prospects—and 
ultimate sale. 


A complete line of 
Fire-Resistive Safes, 
Burglary - Resistive 
Chests and Insu- 
lated Record Con- 
tainers is available 
to dealers under an 
EXCLUSIVE 
FRANCHISE. 













THE MOSLER SAFE CO. 
The Targost Builders of Safes and Vaults in the World 
FACTORIES: HAMILTON, OHIO 


Mosler has meant Safes and Safety for nearly a century 


Member National Stationers Association 
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good business. Art Pfister, Smead Manufacturing 
Company, recently worked Kansas and Oklahoma on 
a trip taking him to Texas and Louisiana. He is plan- 
ning a fishing trip with Paul Baird, the genial Kansas 
City stationer, in the Rocky Mountains. 

* * * 

George Constantine has really done a swell job in 
remodeling the Palace Office Supply Company, Tulsa, 
Okla. Papa Jim Constantine proudly watches the new 
fixtures go into place. It is reported that a Midwest 
traveler, Ray J. Eichenlaub of Service Steel Products 
Corporatien, Chicago, had something to do with this 
job. 

* + * 

To the dealers and travelers of District No. 8 who 
have been inquiring, it is reported there will be an- 
other listing of over-stocks going in the mail soon. 
Further details will appear later. Chairman Wilcox 
has been meeting with others on the committee. The 


results of the past list have been far beyond expecta- 


tion and still moving considerable merchandise. 


* * * 


July 12 has been set for the grand opening of the 
Southwestern Stationery & Bank Supply store in 
Wichita, Kans., formerly the Cast Office Supply Com- 
pany, Inc. Cuba White, store manager, and his asso- 
ciates have been working day and night preparing 
for the occasion. 

* * aa 

Miss Vivian Fairow of George E. Baird & Son and 
Miss Florence Burk of Wilson Jones Company, both 
of Kansas City, recently spent a portion of their 
vacation at the Elms Hotel, Excelsior Springs, Mo., 
where they found unexpected friends in a couple of 
members of the industry stopping for dinner on their 
way through the village. All reported a most enjoyable 
stopover. 

* * * 

Southwestern Stationery & Bank Supply added an- 
other unit to their fast-growing organization when 
they recently purchased the well-known Trave-Taylor 
Company of Oklahoma City, Okla. This gives South- 
western a printing, lithographing and book-binding 
plant to serve their five stores in Lawton and Ponca 
City, Okla., Joplin, Mo., Amarillo, Texas and Wiehita, 


Kans. 
a a * 


Tragedy struck the S. G. Adams Company, organ- 
ization when death called Edgar Hill, June 27. One 
of their leading outside salesman who had spent over 
25 years with the firm, Ed was stricken ill several 
days prior, though he had been ailing somewhat since 
injured in World War I. Surviving are the widow, 
Marguerite, two grown stepchildren and a brother. 

* om * 

George Wilkerson of Smead Manufacturing Com- 
pany spent several days in and around Kansas City 
and St. Louis in an effort to keep his factories work- 
ing nights. 

* * * 

Barrett Mitchell braved the high waters of the 
Mississippi Valley late in June and was forced to 
drive through water-covered highways in southern 
Missouri, causing heavy damage to his gasoline buggy. 
As you may know Barrett is the other member of 
the firm of E. J. & B. K. Mitchell, manufacturers’ 
representatives. 

a * * 

Edward A. Holscher, with Mrs. Holscher, spent a 
week in Grand Rapids, Mich., and Chicago while Ed 
was scouting furniture to sell. Ed is the boss at E. A. 
Holscher Office Furniture Company, St. Louis. Under- 
stand Paul McCollem of P. R. McCollem Office Furni- 
ture Company, Kansas City, Mo., was also in the same 


searching party. 
* * * 


Word from old “Pickle-Puss” Pickering, states he 
is hurrying there and here and elsewhere making con- 
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THERE’S AN ARMY OF DESK WORKERS 


Behind every Auto that comes off 


the Assembly Line 


Automobiles have been about as scarce as 
office desks the last few years. It's inter- 
esting too, to realize how independent in- 
dustry really is. It takes a well equipped 
assembly line to produce new motor cars 
but back of the entire manufacturing 
process is the administrative end of the 
business. Without thousands of desk work- 


ers, it would be difficult to mass produce 
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the cars for which America is clamoring. 


Maybe it takes a dramatic picture such as 
this to give us all a true conception of the 
importance of clerical desks. But once we 
realize how indispensable they are, it's easy 
to understand why dealers and their cus- 
tomers eagerly await the arrival of each 


shipment of IMPERIAL commercial desks. 
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EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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As the supply of office chairs catches 
up with demand and buyers become 
more and more discriminating, the all 
round value of HIGH POINTS Chairs 
will continue to command more and 
more attention. For built right into 
every HIGH POINT Chair is the stam- 
ina that insures years of sitting comfort. 
HIGH POINT Chairs maintain their 
record as outstanding examples of styl- 
ing, comfort and structural strength. 
They are a credit to the judgment of 
buyer and dealer alike. 

The HIGH POINT Chair Line, with this 
enviable record, is a good line for 
every dealer to tie to. 


HIGH POINT 


BENDING & CHAIR CO. 


SILER CITY, N. C. 
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ventions, attending grand openings and doing every- 
thing but writing business. 
+ oe * 

A big hurrah to Governor Turner of Oklahoma for 
his wisdom in appointing Bob Scott of Southwestern 
Stationery & Bank Supply, Lawton, Okla., a member 
of the State Game, Fish & Wild Life Service of Okla- 
homa. A very fine appointment and especially so 
when this high honor goes to one of our fellow sta- 
tioners. Again our industry has been honored. 

Ray’s Stationery Company, Ardmore, Okla., will 
likely have moved into their new store by the time 
you read this. Ray’s store was wrecked by a tornado 
last year but, like all Oklahomans, Ray arose and 
fought his way back. After 15 years selling stationery, 
office furniture and greeting cards to his neighbors, 
a mere tornado can’t scare him out of the picture. 

* 7 * 

Old man Pickering advises us that Parkin Printing 
& Stationery Company, Little Rock, Ark., have almost 
completed their remodeling program and will have 
one of the finest stationery stores in the country. 

* * * 

J. L. Wren of the House of Wren, Oklahoma City, 
whom I think most of us know, passed up the dinner 
hour in order to put in some night work at his desk, 
during which time many of his prized belongings 
became the property of some unknown but experi- 
enced thief. His car, together with a new golf bag, 
case of shotgun shells, camera, a case of throat oil 
and his dignity all disappeared. To top it off, he was 
stuck for dinners for four sympathetic peddlers and 
had to ride home standing in the trunk of one of 
the sympathizer’s coupe. He did not mind riding 
standing up, however, as he always rode that way 
in Maybank, Tex., when coming in from the cotton 


fields. J. L. claims he still can pick 300 a day... | 


hmph! a Gee 


Word just came through that “Wheezy” McDaniel, 
the big Texas manufacturer, salesman and world 
traveler, is the grandfather of twins. He was last 
seen going to a singing teacher to learn to croon. He 
tried to teach one of his walking horses to drag the 
baby buggy around, but the horse said nothing doing, 
so “Wheezy” can now be seen pushing the double baby 
buggy around Fort Worth, crooning to the twins. 

Should anyone care to know where the foregoing 
“dirt” came from, send self addressed post card to 
RFD No. 2, Davis, Okla. 

* * * 

Many of the travelers and dealers are wondering 
how the florists happen to know them so well when 
their local stationer has a gala celebration of some 
kind. It’s a deep secret, fellas. 

a oe * 

Which brings to mind that our good friends out 
there in Lincoln, Nebr., Bob Latsch and his co-work- 
ers, are to show off their beautiful new quarters on 
July 31 to August 2. Congratulations to each of you 
who have helped this fine organization progress so 
rapidly these several years. May the years to come 
hold continued prosperity for you. 

Business goes on at Latsch’s even while Mr. and 
Mrs. Bob take time out to visit Colorado Springs for 
a few days’ rest before moving on to Santa Fe to 
attend the executive committee meeting of NSA and 
Art Reed, the new vice-president of Latsch’s, hies off 
to a California vacation with this young son. We 
won’t tell anyone, Art, that you left your car out 
of gear on one of those Los Angeles hills and it rolled 
a block down the street and ran into a tree smashing 
the front end, which required the purchase of some 
new parts before it was again driveable. We won’t say 
anything about all of that. 

* * * 

Well I guess I’ll turn this job back to the regular 
feporter for the next issue and say “so long” until 
the job is open again. 


OFFICE APPLIANCES, August, 1947 


> CONTAINERS 
RECOR AN WHO DEPENDS ON 


THE M 
sme TODAY’S IDEAS 


RECORDS FOR 





NUBIAN FIBER Folders are strong, 
smart looking, and won't sag or bulge 
even if overloaded. They are punched for 
Acco fasteners for permanent binding of 
financial, statistical, or research material. 
Use them in the deep drawer of your desk 
for personal papers, catalogs, price lists, 
as well as in the file. Plainly printed, per- 
manent steel tabs for easy filing and find- 
ing ... Nubians stand out in any company. 
Write for sample and more facts today. 
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Here’s Why Quality Chairs 


Feature Bassick 


“FLO-TILT” CONTROL 
AND CASTERS 





The smooth, quiet action and easy finger-tip control of 
the Bassick “ Flo-Tilt’’, firmly established it as the foremost 
chair control in prewar years. 

' As rapidly as the material situation will permit, leading 
chair manufacturers will again be able to feature the Bassick 
‘Flo-Tilt” control. Look for “Flo-Tilt”’...it will help you 
sell better office chairs. 

Companions to the “ Flo-Tilt’’ are Bassick’s ‘“‘ Diamond- 
Arrow’ casters 
field. These, too, are being produced in volumes which 


- recognized leaders in the quality caster 


soon will relieve manufacturers of the necessity of using 
cheap, stop-gap substitutes ... and enable us to fill your 


orders as well. 
For more information about Bassick’s 


Bassick Company, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. 
Stewart-Warner- 
Ltd., Belleville, 


Canadian Division: 
Alemite Corporation, 


Ontario. 
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‘Flo-Tilt’’ control and casters, write: The | 





|W. F. Githens, 
Films, Inc., recently visited Southern California. 


Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Introducing the new film, “The Duties of a Secre- 
tary,” a picture endowed by the Underwood Corpora- 
tion for the use of schools, C. H. W. Ruprecht, man- 
ager of the publicity division of the corporation, and 
president of National Educational 
Two 
showings of the film were given in Los Angeles, one 





HOST AND GUEST.—J. A. Johnson (left), Underwood Cor- 
poration’s Los Angeles regional manager, with C. H. W. 
Ruprecht, manager publicity division, Underwood Corpora- 
tion, New York, in front of the home of a friend of Mr. 
Johnson's at Malibu La Costa, near Los Angeles, on the 
eccasion of Mr. Ruprecht’s recent visit to Los Angeles. 


under the auspices of the Los Angeles board of educa- 








tion at the audio-visual section on Sentous St., and 
another at Woodbury College. 

This was Mr. Ruprecht’s first visit to Southern Cali- 
fornia and he was shown the sights by Regional Man- 
ager J. A. Johnson. 

* x * 

The Clary Multiplier Corporation, 1524 N. Main St., 
Los Angeles, plans to open its new plant at the cor- 
ner of Dalton St. and Junipero Blvd., San Gabriel, 
Calif. on October 1. The new building is very modern 
in design and is of rigid steel and masonery construc- 
tion. The plant at 1524 N. Main St. will be continued, 
according to H. L. Clary, the proprietor. 

* * * 

Paul R. Reed, proprietor of the Henley Typewriter 
Company, 6771 Hollywood Blvd., states that this is a 
better than usual summer for typewriter rentals, due 
to the big summer school demands. The attendance 
at all Los Angeles schools is exceptionally large this 
year. 

* os ok 

A. R. Bernard, proprietor of the Fidelity Typewriter 
Shop, 4925 S. Broadway, spent a two weeks’ vacation 
during June in Honolulu visiting friends. He made 
the trip by plane. This was Mr. Bernara’s first visit 
to the Islands. The Fidelity Typewriter Shop moved 
from 4929 S. Broadway to 4925 S. Broadway several 
months ago. The new quarters, which were enlarged 
and redecorated, give the firm a fine new home. The 
Fidelity Typewriter Shop has been in the same locality 
since 1936. 

a * oa 

The Royal Typewriter Company Agency and the 
Hollywood Office Furniture Company, 5820 Hollywood 
Blvd., has recently added a cash register department. 
H. Block, formerly with the National Cash Register 
Company’s Hollywood office, is in charge of the new 
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files when you stock the Liberty line. Just about every bank, com- 


or- mercial, industrial and government form fits into some one of the 
be 23 Stock Sizes of Liberty Boxes. 

ne Users like Liberty Storage Boxes. They protect valuable records 
les. from dirt, dust, and moisture. They’re spillproof, easy to use, eco- 
~~ nomical. Your customers will like them, too. 
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Ask about the Liberty 8-80 stock assortment which reduces inven- 
i- tory investment and speeds turnover; and about the Liberty Buy- 
ing Plans that step up your profit margin as Liberty sales increase. 
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OW MYRTLE DESKS a4 Were! 


be Disp!? 


; \ soon 


We're mighty proud of our new show room which occu- 
pies the entire second floor of our new office building. It 
may look empty in the picture above but just wait—our 
complete new line of Myrtle Desks will shortly grace this 
display room. With the completion of our new factory 
building, our plans for the future are rapidly crystalizing. 
If you're in the east, why not make a visit to Myrtle Desk 
Co. the "High Point" of your trip. 





MYRTLE DESK COMPANY 


furniture institute 


NORTH CAROLINA 


member WOOD office 


HIGH POINT 
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department, according to L. C. Wolter, the manager. | 


Mr. Wolter and Ralph Alexander of the Alexander 
Stationery Company, 1519 Vine St., Hollywood, made 
their annual fishing trip to Guaymas, Mexico, in 
June. They were gone ten days. Mr. Alexander caught 
two Marlin sword fish, each weighing 150 pounds, on 
a twenty-seven pound line. So great a catch is 
seldom made with such light tackle. 


* * * 
Harry Tyler on June 2 purchased the Skeyhan Sta- 
tionery and Printing Company, 1120 La Brea, Ingle- 
wood. 


The former proprietor, Jerry Skeyhan, has | 


gone to Illinois where he plans to join his brother-in- | 


law in business. Mr. Skeyhan started the business at 
1120 La Brea in October, 1946. 


Mr. Tyler, the new | 


proprietor, was formerly with the Automatic Canteen | 


Company of Southern California, with headquarters 
in Los Angeles. 
* * * 


D. C. Walker, head of the systems division of Rem- 


ington Rand, Inc., 711 S. Olive St., Los Angeles, re- | 
ports a recent visit to Los Angeles and other west | 


coast points by T. J. Norton, sales manager of the 


systems division of the head office in New York City. | 
Mr. Norton, accompanied by Mrs. Norton, spent four | 


or five days in Los Angeles. 


H. J. Syren, manager of the library division, also | 


from the home office in New York City, spent a few 
days in Los Angeles after attending the American 
Library Association’s meeting in San Francisco. 

* * * 


R. A. Thomas, president of the Stationers Associa- | 
tion of Southern California, and general manager of | 


the Grimes-Stassforth Stationery Company, 737 S. 


Spring St., returned recently from an eastern buying | 


trip. Mr. Thomas visited the Wilson Jones Company, 
Chicago; the Shaw-Walker Company, 
Mich.; and the Master-Craft Corporation, Kalama- 
zoo, Mich. He spent one week in Salt Lake City visit- 
ing his parents, Mr. and Mrs. Rowland Thomas. Mrs. 
Thomas and baby who accompanied Mr. Thomas, re- 
mained in Salt Lake City while he visited the eastern 
factories. 
* * * 

The Miller Desk and Safe Company’s new store at 
8642 Wilshire Blvd., is attracting much attention. A 
number of eastern visitors have stated that it is one 
of the most outstanding stores of its kind in the coun- 
try and that it is really glamorizing the office furni- 
ture industry. The Wilshire store and the store at 
219 W. Second St., are both under the supervision of 
Leo Miller and Herman J. Klein. 

* * * 

G. E. Miller, P. E. King and F. M. Swann, proprietors 

of the Southern California Adding Machine Company, 


947 S. Broadway, all planned to attend the National | 


Muskegon, | 





Office Machine Dealers’ Convention at Sacramento. | 

The company’s volume of business in June was the | 
largest in its history and July gave promise also of | 
making a good record. Walter Fichtner, former sales- | 


man for the R. C. Allen Company, Chicago, joined 
the sales force of the Southern California Adding Ma- 


chine Company the middle of June. 
* * * 


George E. Montgomery, head of the Ediphone Com- | 
pany, 643 S. Broadway, took several of his older sales | 
and service men to Elk Lake Camp, Monida, Mont., | 
recently on a fishing trip. An annual trip is given | 
to the men in reward for the year’s good work. Last | 


summer, a trip was made to the High Sierras. 


Those who accompanied Mr. Montgomery this year | 
were Salesmen W. B. Buchanan, L. J. Smith, W. R. | 


Teets, R. A. Simon and Servicemen W. B. Stadler, 
H. L. Warren and E. G. Tuplin. 


George E. Montgomery Jr., who for the past four | 


years has been with a plastic manufacturing company 
in Los Angeles and who prior to that time was with 


the Ediphone Company for two years, has again | 
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No. 1200 
Executive Posture 
Chair 


More value + More comfort 
= More sales. 


CHECK THESE FEATURES: 
. QUIET base. 


. Sturgis’ amazing new and lasting finish. 
. Soft rubber ball bearing casters. 


. Posture curved back. 


ua >. Ww WN 


. Well padded arm rests. 
Again Sturgis leads the way. Look to Sturgis. 
Write today for details. 


THE STURGIS POSTURE CHAIR CO. © STURGIS, MICHIGAN 
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DEALERS:— 


Increase Sales! 
IMMEDIATE DELIVERY 
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HANDI-CLIP 
IT STAPLES AND PINS 





ROBOT 


IT STAPLES, PINS AND TACKS 





TACKMASTER 


ONE-HANDED LEVER TACKER 


e 


Our Office Fasteners and Office Staples are sold 
ONLY by Dealers to Consumers at minimum 
Fair Trade Prices 


¢ 


Please Write Us for Information 


MARKWELL MFG. CO 


Dealer Division ied 


200 HUDSON ST., NEW YORK 13, N. Y. 








160 


joined his father in business. He is at present work- 
ing in the sales department. 
* a a 

C. M. Jungbluth, sales manager of the typewriter 
division of the Underwood Corporation and his as- 
sistant, Oscar Zaun, who have been touring the west- 
ern states introducing the new Underwood all-electric 
typewriter, were in Los Angeles July 9. A luncheon 
meeting was held for the presentation of the new 
machine at the Biltmore Hotel. 

Fifty-nine Underwood Corporation representatives 
from Southern California, Arizona and Nevada were 
in attendance. Mr. Zaun made the presentation of 
the new machine in Los Angeles. 


William Coffman, Pacific district manager from . 


San Francisco, was also a guest at the Los Angeles 
meeting. 
* * * 

G. G. Ralls, manager of the Royal Typewriter Com- 
pany, 1034 S. Broadway, Los Angeles, reports that de- 
livery of typewriters is at a much greater rate than 
in 1941. The company still has a tremendous back- 
log of orders, according to Mr. Ralls. 

* * * 


Clark Goddard, head of the wholesale Roytype sup- 
plies department in the Los Angeles office, and- 
Johnnie Glasgow, wholesale district field representa- 
tive for portables, planned to attend the NOMDA 
convention in Sacramento. 

* * 

C. J. Harris, manager of L. C. Smith & Corona Type- 
writers, Inc., 533 S. Spring St., reports that John J. 
McCormick, manager of the portable division of the 
Smith-Corona Typewriter Company, Syracuse, N. Y., 
visited dealers in Southern California prior to the 
Sacramento Convention. J. W. Galland, manager of 
the Liberty Typewriter Company, New York City, an 
outlet for L. C. Smith & Corona second hand ma- 
chines, was also scheduled to attend the convention. 

* a oa 

R. W. Lent, West Coast manager of the duplicator 
supplies division of Remington Rand, Inc., states that 
the company’s new plastic plate for direct image and 
photographic offset work, is receiving a most enthusi- 
astic reception. The direct image plate is fast finding 
a place among off-set users, according to Mr. Lent. 
He adds that production is increasing rapidly and the 
manufacturers will soon be in position to take orders 
for unlimited numbers of these new plastic plates. 

+ * * 

Ralph A. Maddox, manager of the Holly Beverly 
Typewriter Company, 6611 Sunset Blvd., formerly 1649 
N. Wilcox St., Hollywood, reports that July sales 
showed a marked increase over any previous month 
this year. The new location is a good one, Mr. Mad- 
dox finds, and business has nicely increased since the 
move. Incidentally, there was an error in these notes 
in the May issue where this company was mentioned 


as the “Beverly Hills Typewriter Company.” instead 


of the Holly Beverly Typewriter Company. This error 
is regretted and was occasioned only by the similarity 
of the two names. 

* * * 

C. Elmer Anderson, head of the Anderson Type- 
writer Company, has appointed his brother, Alvin E. 
Anderson, as his assistant in charge of sales for all 
three of the company’s stores at Pasadena, Glendale 
and Long Beach. Mr. Anderson states that merchan- 
dise is coming in faster than formerly and that the 
space between order and delivery is much shorter. 
Speed up on delivery is particularly noticeable for 
typewriters, adding machines, duplicators, and metal 


steel equipment. 
o <P ¢ 


COLUMBIA, MO., FIRM TO NEW LOCATION 
The Pen Point, fountain pen and greeting card store 
of Columbia, Mo., which was located at 8 S. Ninth St., 
recently moved to its new location in the Central Office 
Equipment Company, 111 S. Ninth St., Columbia. 
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BPirtract of M RABID MONROE FAN 


Once a girl gets her hands on a Monroe, just try and switch her to some other 


_machine—you'll have a tough job on your hands. 
She has become convinced that Monroe simplicity and Monroe ‘Velvet Touch’ ease of operation, 
enable her to turn out more work and better work with a minimum of strain and fatigue. 
Simplicity and ease of operation are basic Monroe advantages in Monroe Calculators, 
Listing Machines, and Bookkeeping Machines. They are cutting figure costs in 
thousands of businesses large and small by speeding the work and saving the workers. 
Every Monroe user has the advantage of complete figuring and maintenance 
service through a Monroe-owned branch in every important city. 


Monroe Calculating Machine Company, Inc., Orange, New Jersey. 


ONROE 


MACHINES F BUSINESS 


CALCULATING * ADDING & ACCOUNTING MACHINES 
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THE TRAVELERS AS EDUCATORS 
By Jack Emhardt 


Vice-president, 
Columbia Steel Equipment Company; 
Vice-president, 
National Stationers Association. 








(Address Before NSA District No. 3 
Meeting, Atlantic City, N. J., June 19) 





SPEAK AS A TRAVELER, for the traveler! While 

this is repetition, since you hear it from all sides 
these days, it definitely bears repeating, that the con- 
sensus of present day reports denotes conditions 
changing from a sellers’ haven to a buyers’ era. 

It can be said that buyers have assumed control, but 
for us, a better expression would be that the situation 
is returning to a normal way of doing business. 

Our business is selling, and our future depends on 
the man who carries the brief case. 

Orders have been plentiful in recent years and earn- 
ing statements are running at high levels, but the 
trend, toward what most economists, industrialists 
and government officials believe to be a recession, has 
already taken place. 


It’s a Problem, or Opportunity 


A condition such as this presents either a problem, 
or an opportunity, for the man who carries a brief 
case and the man on whom our future depends. 

During the past few years most of us did not need 
salesmen to keep orders rolling in. But most companies 
kept their salesmen on the payroll while not on the 
road, doing other work and giving them special train- 
ing until such time as the situation would change and 
they would go back to selling. 

The manufacturer and the dealer, in the last few 
years, have had a closer relationship and better un- 
derstanding. They know what to expect of each other. 

Manufacturers have spent considerable time and 
money teaching their salesmen their particular lines, 
in order that they may better help the dealer. You 
dealers should take advantage of this experience and 
training of these sales representatives who call on you. 

Most dealers sales organizations have been disrupted 
during the war period. While some men returned after 
V-J Day, others had to be replaced. 


The Representatives Can Help 


The manufacturers man, traveling to call on you, 
can play a most important part in helping you build 
your sales organization both old and new, together 
with your store clerks. 

These specialists in selling can be extremely helpful 
in your program because they are equipped to help 
the dealer in this respect and to assist his organiza- 
tion to know our industry better. 

I am sure that all travelers groups will be more than 
willing to work out with the local associations and the 
dealers’ educational programs which will be beneficial 
to all. 

Some of these programs may be planned and grouped 
as follows: 

—1l. Individual training. 

—2. Salesmen’s group training. 

—3. Store clerk training. 

It is quite a fact which you no doubt realize, that 
in our industry the stationers and office equipment 
dealers of the country did a very remarkable job in 
the past war years. The products and service of our 
business turned out to be as major in the war role as 
any of the more spectacular items of material. 


Recounts Nebraska Experience 


This particular point was strongly brought home to 
me while serving in the U. S. Army in Nebraska. The 
Army at that time was building a large bomb loading 
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* Sharp... super-durable . . . mgre eco- 
nomical to use! 


* Build big, loyal “repeat” business with 
this long-lasting, satisfying carbon 
paper! 
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plant and airfield, totaling in dollars and cents, ap- 
proximately 40 million. Planes arrived and left hourly, 


| bombs and munitions were loaded and shipped daily. 
| The stationers in Nebraska contributed heavily by 


supplying products and services urgently needed for 
complete and satisfactory operation of these two mili- 
tary bases. 

The war period surely proved beyond doubt that 
our industry is a very vital spoke in the wheel of big 
business. It is up to all of us to hold, in peace, the 


| record attained in war. 


The recession is another challenge to our effort and 
ability. Jt is urgent to see the necessity of maintain- 
ing an expert and efficient sales force. 

We have in our industry some of the finest and high- 
est calibre sales personnel who helped to make our 
industry big. Let’s use them, now is the time to put 
the punch needed into our selling, let us not hold 
back, let us put the accent where it will insure our 
future, which is definitely dependent on the MAN 


WHO CARRIES THE BRIEF CASE. 


UNDERWOOD NEWS WINS RECOGNITION 
At the International Council of Industrial Editors 
Convention recently held in St. Louis, Mo., Underwood 
Corporation’s house magazine, the Underwood News, 
received an award in recognition of exceptional accom- 
plishment, achievement of purpose, excellence of edi- 
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.C.LE. AWARD RECEIVED BY “UNDERWOOD NEWS” 


torial content and effectiveness of design. The award 
was made on June 19 to Editor Lillian Denton, a mem- 
ber of the House Magazine Institute, at the institute’s 
summer meeting at the Roosevelt Hotel in New York 
City. 

9 
CALDARA PROMOTED BY STANDARD REGISTER 

W. Stuart Caldara was recently promoted to the new 
position of state regional sales manager of the Stand- 
ard Register Company, Inc., Dayton, Ohio. His juris- 
diction excludes New York City. Mr. Caldara has been 
Buffalo, N. Y., representative of the company for the 
last four years. His headquarters will remain at 250 
Delaware Ave., Buffalo. 

jinciiccnissieaalitialaly 
JOSEPH T. BELTZ ANNOUNCES CHANGES 

Joseph T. Beltz & Company, stationers of Faribault, 
Minn., recently announced a change of policy and 
location. 

The firm is now specializing in and devoting entire 
resources to office appliances, printed forms and com- 
mercial stationery. 

The new address is 19 Northwest Third St., Faribault. 
Former location was 324 Central Ave. 
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STAPLES STAPLERS 


.eeYour Star Attraction! 


ALL-STAR CAST... stock Swingline staplers and 
staples and turn customers into fans for your store. 
Swingline’s the perfect office team for eye-appeal, 
quality-appeal, efficiency-appeal. 


BIG BOX-OFFICE... Swingline staplers and staples 
have them standing in the aisles with the largest 
consumer advertising campaign in the field. 


SMART PRESS AGENTS...complete Swingline pro- 
motion helps you get across with smart sales-build- 
ing ideas—you get displays, mats, electros, leaflets, 
ideas galore to help you sell more than ever. 


FAN APPEAL...only Swingline gives your custom- 
ers all the features they want...Swingline Staplers 
with the famous open-channel for easier, faster 
loading, smoother operation...Swingline Staples, 
the only 100% round-wire staples for greater, easier 
penetration, less buckling. 


NOW SHOWING...stock Swingline, promote 
Swingline... the pay-off of Swingline superiority 
means extra profits in your pocket! 


THE ONLY 100% ss See THE ONLY 
ROUND-WIRE STAPLES a “OPEN-CHANNEL” STAPLER 


SPEED PRODUCTS COMPANY, INC. LONG ISLAND CITY 1, N. Y. 
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A 
Statement of Policy 








For more than 40 years the Bandes policy has been based upon 
quality. During the war years we necessarily had to curtail 
manufacture on many of our “office accessories of quality” be- 
cause of this undeviating policy of quality materials and work- 


manship. 


Take, for instance, our Card Index Cabinets. Three years 
ago when seasoned oak was in such short supply, we investigated 
the possibility of using substitute woods such as pine. But we 
found the resultant product fell far short of the traditional 
Bandes quality standard, and so suspended manufacture until 


solid oak would again be available. 


Now we can again offer the trade 3 x 5,4 x 6 and 5 x 8 Midget 
Card Index Cabinets made of select grade kiln dried oak and 
carrying our unconditional guarantee against warpage and man- 
ufacturing defects. Here’s your opportunity to offer your cus- 
tomers pre-war quality oak Card Index Cabinets ... and at a 


price competitve with the inferior wartime pine boxes. 








JULIUS BANDES & CO., Inc. 


126 West 22nd Street, New York 11, N. Y. 
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“WHAT NEXT?” WINS AWARD IN CONTEST 

“What Nezt?”, published by the Dennison Manufac- 
turing Company, Framingham, Mass., recently received 
one of the awards in the second annual publications 
contest of the International Council of Industrial 
Editors. 

The award stated in part that it was presented “in 
recognition of exceptional accomplishment in achieve- 
ment of purpose, excellence of editorial content, and 
effectiveness of design’’. 

“What Next?’, a bi-monthly publication, is mailed 
out regularly to thousands of Dennison dealers 
throughout the United States and Canada. Its 28 pages 
offer stationers retail sales promotion and manage- 
ment ideas as well as the latest information about 
Dennison products. 

The ICIE award is the second of its type which 
the publication has received in the past six months. 

At the end of last year the Massachusetts Industrial 
Editor’s Association presented the publication’s edi- 
tors with a certificate for distinguished industrial 
journalism “in recognition of the superior quality of 
this publication in the industrial press field.” 


~ rr 


SELLS CARLOAD USED FURNITURE IN WEEK 

M. Kressin, manager of the Manhattan Office Equip- 
ment Company, Washington, D. C., is authority for this 
story—and he should know for he furnished the furni- 
ture: 

Frank Bowker is a young married man and a recent 
father who started in the office furniture and station- 
ery business in his home town of Rutland, Vt., in a 
modest way four months ago. Because he could not 
obtain a street level store at a reasonably low rental, 
he established himself in two rooms of an office build- 
ing, and employed a livewire salesman. 

He sold carbon paper, boxes of clips, and other sun- 
dries, but wanted to do something with office furniture. 
He resolved to buy a whole carload of used serviceable 
desks, chairs and filing cabinets. He inserted an ad in 
the local paper and watched results. 

According to Mr. Kressin of the Washington firm, 
the young merchant sold that carload in just one week. 
Elated, he purchased another carload from the Man- 
hattan Office Equipment Company. 


——_—- eo 


GAVRIN INTRODUCES FORM-EFFICIENCY CLINIC 

The Arthur J. Gavrin Press, Inc., New Rochelle, N. Y., 
has inaugurated a service designed to help other man- 
ufacturers effect economies within their own offices. 
It is claimed that the Gavrin Form-Efficiency Clinic 
will analyze all office forms of any company with a 
view to efficient consolidation, “thus minizing oppor- 
tunity for error, conserving typists’ time, and saving 
money needlessly spent for interoffice forms.” 

Dealers who wish to take advantage of the Form- 
Efficiency Clinic in behalf of their customers have been 
invited to write directly to the Arthur J. Gavrin Press, 
Inc., 46-50 Webster Ave., New Rochelle, N. Y. No charge 
is made for the service. 





A: . to 2.8 


A proud pencil salesman is R. F. Landgraff since the 
arrival of Carlene Roberta July 12, weighing five 
pounds, 13142 ounces. Mother and the little debutante 
are doing nicely and R. F. is smiling broadly in his 
Eagle Pencil Company territory of upper Michigan, 
Minnesota, parts of North and South Dakota, and some 
of Wisconsin. His headquarters are in Minneapolis, 

inn. 

George C. Ohland, Metal Office Furniture Company, 
Grand Rapids, Mich., and Mrs. Ohland are grand- 
Parents for the second time, rejoicing over the birth of 
4 second daughter, Barbara Jane, June 23, to George 
T. and Ruth Ohland. The father is manager of con- 
tract sales for the Grand Rapids firm. 
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Large Size 14x11 Meier's V.P.D. 
Multo-Ring Presentation Book. 
Takes photographs, advertise- 
ments up to Life and Esquire 
page size. Cover is gold embossed 
simulated leather over heavy 
padded boards. Of course, other 
books from 8x5 up. 


> 
The finest ring-book transparent “ 


plastic envelope on the market. 
Thermo-Welded three edges to 
eliminate all stitching and bind- 
ing. Visibly Protects and Dis- 
plays contents without bulking up 
the ring book. Available in all 
sizes. Write for details. 


Meier’s V.P.D. Magazine Covers 
and Book Covers are real beauties. 
Made of heavy gauge transparent 
plastic with smart blue imitation 
leather bindings reinforced with 
metal corners. They fit all usual 
sizes of magazines and books. 


* All-Plastic Transparent Folders 


for Ring Books in 8 sizes. Plain 
or doubly reinforced by an extra 
wide transparent flap that really 
locks in contents, 


Meier's V.P.D. Transparent Plas- 
tic Factory Sheet Holder. Keeps 
blueprints, instruction sheets, job 
tickets safe from grease and 
mutilation. 





















THE RIGHT TOUCH OF 
Smartuedrs 
IN DESK ACCESSORIES 


fer OFFICE and HOME 


will make more profits for YOU. 
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The B-M line includes: 
Triple Letter Tray... 
Double Letter Tray... 
Single Letter Tray ... 
m | Guarded Spindle File 
~ & a Memo Sheet Holder .. 
Notebook Holder ... 
es nba a 














A complete line of lightweight. hand- 
buffed. polished ALUMINUM desk 
accessories . . . distinctively styled 
... for office and home. This new. 
popular “B-M” line is making a sen- 
sational HIT with dealers every- 
where. Nine beautiful items listing 
from $1.00 to $10.00 that will bring 
to you EXTRA profits and EXTRA 
customer satisfaction. 

Here is just the right touch of 
SMARTNESS in desk accessories 
... exquisitely designed . . . sturdily 
built ... can be used anywhere... 
always attractive. Write for illus- 
trated folder and prices today. 


| DY =S-5 te bel=re MMe solo Mme rtosslttioconathacte| 
exclusively by 


BUSHMAN-MOORE 


* CLEVELAND 3 


INC. 


2034 EAST 71 STREET * OHIO 


Territories still open for 
sales representatives. 


Write Dept. B 
Bushman-Moore,Incor porated 
2034 East 71 Street Cleveland 3, Ohio 


Please send the Special B-M Profit Package 
(Double letter tray, memo sheet holder, guard- 
ed spindle file and stenographic notebook 
holder) on a ten-day trial order. 


Name 
Dealer 
Street 


. State 


City 
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PLAN CAMPAIGN TO STRESS SALES ART 
Plans for an intensive drive during the coming year 


| to instill “new enthusiasm into the profession of sell- 


ing” and to emphasize its importance to the public 
were revealed by Gene Flack, president of the National 
Federation of Sales Executives, in addressing a recent 
meeting of the Sales Executives Club of New York. 

Basis of the federation’s activity will be a 15-point 
program centering around the theme, “Better Stand- 
ards of Living for Every One Through Better Selling,” 
it was announced by Mr. Flack, the advertising man- 
ager and trade relations counsel for Loose-Wiles Bis- 
cuit Company. 

The projected programs will include establishment 
of speakers’ bureaus locally and nationally by the 
federation and its 70-odd local clubs; a research 
bureau to collate information and provide the factual 
basis for the speakers’ talks; a national legislative 
committee in Washington headed by Alfred Schindler, 
former Under Secretary of Commerce of the United 
States and first vice president of the NFSE; and an 
index and library of literature pertaining to selling, 
as well as a catalogue of motion pictures and slide 
films on the subject. 


Have Shunned Careers in Sales 

Asserting that “no survey I ever saw showed that 
more than four per cent of any class of college stu- 
dents ever evidenced the slightest interest in selling 
as a career,” Mr. Flack said the federation’s drive 
would remedy this by instituting classes in selling at 
the university and high school levels. National essay 
contests will also be relied on to stimulate the stu- 
dents’ interest in the contribution of selling to the 
eceonomy. 

He explained that speakers representing the fed- 
eration and its affiliated clubs would “go out to do 
missionary work with community organizations and 
business groups” and would address assembly meet- 
ings of high school and college students. In turn, he 
added, professors of maketing and business will be 
invited to participate in the meetings of local sales 
executives clubs. 

Collaboration is planned with the National Distri- 
bution Council and the Committee for Economic De- 
velopment to survey and define “distribution” and 
establish distribution indices. Pressure in favor of a 
new national census and preparation of a compre- 
hensive study of salesmen’s compensation were also 
promised by Mr. Flack. 

During his address, he asserted that union stand- 
ards for salesmen which follow those set for produc- 
tion workers would work contrary to labor’s best in- 
terests. He said that seniority rights have no place 
in labor contracts involving salesmen, nor can man- 
agement be hamstrung by stipulations calling for 
approval of sales meetings and advertising campaigns. 
Where contracts of this kind had been signed, he said, 
in all instances the companies lost their best men 
as a result. 


One Salesman Keeps 33 Busy 

“Every salesman keeps 33 men busy on the produc- 
tion line,” he pointed out, “and labor leaders must 
be impressed that it is to their best interests to work 
with management in keeping the sales force working 
at its best potential.” 

Adoption of better standards for salesmen would 
eliminate much of the friction between salesmen and 
management which presents fertile ground for union 
organizers, he said. 

Mr. Flack said that an extremely sore point in the 


| preparation of contracts with salesmen, especially 


where unions were involved, was the question of allo- 
cation of desirable territories according to seniority. 

“Seniority means nothing in this profession,” he 
declared. “It would mean that the only chance for 4 
salesman to reach the top in his profession would be 
to outlive the rest of the sales force—and I have never 
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~ GRACIOUS LIVING 


lace Leopold dealers are equipped and trained to plan entire office arrangements. Their 
an- installations combine beauty with convenience to make working conditions happier 


for for employees ... to help get work done quickly and easily. 
ens. 


aid, For over 70 years, Leopold has been manufacturing wood office furniture having the 
men beauty of design and finish that only wood can give. Designed for convenience, too, 
Leopold desks are outstanding because of their unusual comfort and utility. 





Leopold desks have rounded, protective corners . . . clear, mirror grained finishes. 
mn They are adjustable to either 29” or 30” height . . . easy to clean under and easy to 
aust keep clean. 

vork 


And Leopold designers and craftsmen are planning and developing new designs, 
king 


better techniques for construction and new methods of production. That’s why so 


il many look to Leopold, for desks of distinction, refinement and convenience. 
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Pictured above: Office of Truck Tractor Equipment Company, 
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Announcing... 
the best performing 


mereveitl 


The new Esterbrook Elevator Desk Pen Set is here! 
This is the set that Esterbrook has worked years 
to develop. Look at all its many advantages: 


Fill like an inkwell. No more turning bottles up- 
side down ... no more ink-stained fingers. As 
easy to clean as it is to fill. 


Big non-tip base comes in colors. Holds a full 2- 
ounce bottle of ink. 


Snug fitting socket holds pen firmly . . . reduces ink 


evaporation to the absolute minimum. 


New knurled finger grip for greater writing comfort. 
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LIFTS THE eA 
DESK PEN SET ‘s 


WITH THE RIGHT POINT FOR THE WAY YOU WRITE 
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desk pen set in years 
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New ‘‘Conference’’ Feed holds ink for 50% more 
words without re-dipping. 

Patented Ink Elevator prevents ink “‘surge”’ ... 
lifts and feeds just the right amount of ink to 
the point. 

The right point for the way you write. Your choice 
of the famous Esterbrook Points ... each in- 
stantly renewable by the user. 

Ask your Esterbrook representative to show you 
this revolution in writing. Or write for complete in- 
formation. The Esterbrook Pen Company, Cam- 
den, New Jersey. In Canada: The Brown Brothers, 
Ltd., Toronto. 
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heard of a case where the oldest salesman is the best,” 

The speaker announced that the national head- 
quarters of the NFSE would move to New York from 
St. Louis, Mo., this summer. He added that Robert A. 
Whitney, who has been serving as head of the book 
division of the Encyclopaedia Britannica, would be- 
come the organization’s executive director. Next na- 
tional convention of the federation will be held in 
New York City during June, 1948—BJ 
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MODERN DESIGN.—Newest member of the Waterman ink 
family is this attractive bottle and package, available in 
pint and quart sizes. Redesigned to conform with the Water- 
man 15-cent ink line, the tapered shape and grooved bead- 
ing provide an excellent grip and make the bottle a decora- 
tive item with considerable reuse value. Both pint and 
quart sizes have new red plastic screw cap and easy “pour- 
out.” Commercial sizes are available in permanent blue- 
black, permanent black, carnation red and washable blue. 


—— 


ANNUAL REPORTS COMPETE FOR “OSCAR” 


The 1946 annual financial reports of six office equip- 
ment manufacturers have been cited for excellence 
in the seventh annual report survey conducted by 
Financial World, national weekly magazine: These 
companies are: Addressograph-Multigraph Corpora- 
tion, Burroughs Adding Machine Company, Marchant 
Calculating Machine Company, National Cash Regis- 
ter Company, Pitney-Bowes, Inc., and Remington 
Rand, Inc. 


In the final judging to be completed by mid-Septem- 
ber one of these 1946 financial reports will be judged 
as “Best of the Office Equipment Industry,” and then 
awarded the bronze “Oscar of Industry” at the Finan- 
cial World Annual Report Awards banquet in the 
Grand Ballroom of the Hotel Pennsylvania in New 
York on Friday, October 10. Last year, the 1945 re- 
port of Remington Rand, Inc., was awarded the 
“Oscar” in this classification. 

More than 3,500 annual reports were entered in this 
year’s competition, the largest in the series, according 
to Weston Smith, director of the surveys, who an- 
nounced that the 1946 reports of 758 corporations have 
been rated as “modernized” and qualified for the final 
judging in 100 industrial classifications. 

The independent board of judges is headed by Dr. 
Lewis Haney, professor of economics at New York 
University; and he is assisted by Glenn Griswold, 
editor of Public Relations News; Sylvia F. Porter, 
financial editor of the New York Post; Elmer Walzer, 
financial editor of the United Press Associations; and 
Lester Tichy, artist, industrial designer and licensed 
architect. 
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IMMEDIATE DELIVERY. 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


ASH STANDS 


No. 223 


29" high . . . Base 10” 
diameter heavily weight- 
ee. se ewe 
8" amber glass tray. 


No. 224 
27'/2" high... Base 10" 
diameter heavily weight- 
od... Te wees es 
8" amber glass tray. 


LIST $17.00. 


SHIPPING WEIGHT 
12 LBS. 








No. 223 


No. 224 


SAND URN 


19!/," high . . . Base 10" diameter, Top 11" 
. 2/2" tube. 


SHIPPING WEIGHT 10 LBS. 


LIST $15.00 


diameter . . 


COSTUMERS 


Made of 1!/." aluminum: 
tube. Height 72", Base 
12" diameter with heavy 
iron loader under spun 
aluminum base. 


SHIPPING WEIGHT 
22 LBS. 





omar LIST $21.00 





No. 229 


All are highly polished and buffed . . . permanent finish. 
Packed set up...one to a carton... shipped F.O.B. Factory. 


GENEROUS DEALERS DISCOUNT 


Complete Catalog and Price 
List on Request. 


GLARO MACHINE PropucTs COMPARY 
MANUFACTURERS 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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HANG-A 


NOW- METAL COVER EQUI 





IMMEDIATE 
DELIVERY 






NO. 31 HANG-A-FILE WITH COVER 


@ All Metal file, finished in olive green enamel. Caster equipped. 
Width 134%", depth 18", height 27". 


@ Furnished complete with 25-Hang-A-File folders A-Z_ Inserts. 
Folders | to 31 or Blank Inserts optional. 


Hang-A-File COVERS are engineered for easy attachment. 


Shipping weight 38 Ibs. Packed 2 to carton. Shipped K.D., easily 
assembled. 


NO. 30 HANG-A-FILE Without Cover also Available 
FOR IMMEDIATE DELIVERY 


Louis H. Farber 


OFFICE AND SCHOOL FURNITURE 
31 E. Congress St., WEB. 3217, Chicago 5, Illinois 
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FAIR TRADE PRACTICE TO THE 
RETAIL STATIONER 





By Julius Stark 
Julius M. Stark & Company, 
Baltimore, Md. 





(Address Before NSA District No. 3 
Meeting, Atlantic City, N. J., June 20) 





NE OF THE MOST IMPORTANT considerations of 

any business man is to maintain his selling prices 

so that a fair margin of profit is returned, and one 

of the solutions offered in holding this line is the Fair 
Trade Act. 

Every state in the Union with the three exceptions 
of Missouri, Texas and Vermont, has Fair Trade laws. 
These laws were passed by the various state legisla- 
tures after conferences and comparisons to other state 
Fair Trade Acts. Under these laws, a manufacturer of 
a specifically-identified item, branded or trade-marked, 
is permitted to enter into contracts with all sellers of 
his product whether wholesale or retail. These con- 
tracts state that this certain product may not be sold 
for less or for more than the amount specified. If 
this manufacturer enters into such a contract with 
one or more dealers in any state, every dealer in that 
state is covered, and must abide by the Fair Trade 
price. The Miller-Tydings federal-enabling act per- 
mits a manufacturer to employ Fair Trade laws of any 
and all states. 

How does a manufacturer arrive at a proper price 
at which to Fair Trade his item? Surely this price 
must be determined without any collusion between 
competitive manufacturers. He must also realize that 
if his product is priced too high, and with definite 
price restrictions in effect, his sales will fall far below 
expected quotas. Competition in trade-marked prod- 
ucts is much more severe than in any other class of 
goods. The manufacturer knows that quality-consid- 
ered, a fair price is the most potent factor in building 
and holding his market. 


Three Advantages Listed 


The sales manager of the Corning Glass Works Said 
recently: 

There are three definite advantages to selling under 
Fair Trade laws: 

—1. It has permitted us to establish a definite value 
for our products in the mind of the consumer through 
national advertising and promotion. For example, no 
housewife has any suspicion or hesitation in buying 
a Pyrex nine-inch pie plate. She knows, because it is 
nationally advertised, that it is a quality product; 
and she recognizes it as a $25 value, not worth $25 one 
day, $19 the next and $23 the day after. 

—2. Price maintenance has assured a fair profit to 
everyone handling our line. Both the retailer and the 
wholesaler know the profit they will make on their 
purchases of our line, and they plan their operations 
accordingly. If the retailer has no assurance of the 
price that his competitor will charge for a nationally- 
advertised product, he will naturally be hesitant about 
advertising and promoting the line for fear he will 
be undersold. 

—3. It has prevented chaotic market conditions and 
price wars which result in retailers withdrawing all 
promotional support, not displaying the line, and 
finally refusing to carry it at all. 

I am sure that these advantages are all well known 
to you and that you will agree that from a reputable 
manufacturer’s point of view they are valid. 

However, what about the other side? There are many 
dealers, probably many here today, who insist that 
after they have bought merchandise, they are free 0 
do with it as they please, and in the long run, the 
consumer benefits by such a “free market.” His argu- 
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WE'LL BE AT THE NAT’L STATIONERS CONVENTION 
Stevens Hotel, Chicago, Sept. 28th to Oct. 2d, BOOTH 8. 


AND STILL, THE SPOTLIGHT IS ON AMERICA’S 
FINEST OFFICE FURNITURE 


This office furniture by D & G Manufacturing Company, leaders in the field, is defi- 
nitely “tops.” Chrome is triple plated, mirror finished. Frames are selected hard- 
wood especially reinforced. Upholstering is extra heavy, made to hold shape and give 
real comfort. Covered in such materials as Naugahyde, manufactured by U. S. Rubber 
Co., and also available, upon request, in the finest top grain genuine leather. 



















ra 
5200-1 
Lounge. Chair 
Loose Reversible 
Cushion, 
Spring Filled. 
» 5200-2 5200-3 
' Double Lounge fi Triple L 
a ple Lounge 
_ loose Reversible j x - ' , 4 Loose Reversible 
” Cushion, — ; Cushion, 
Spring Filled. ’ “SPs  . —— Spring Filled. 
oe : =e “ } ee 5500-2 ; 
: Double Lounge 
Coil and Web, 


Seat and Back. 






5500-1 

Lounge Chair 
Coil and Web, 
Seat and Back 


5500-3 4 
Triple Lounge 

_ Coil and Web, 
Seat and Back. 


D & G MANUFACTURING CO. 


480 BROADWAY, ST. PAUL 1, MINN. 
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“ seilling Uhe business woul.” 


Is the Business of Jasper Chair Co! 






JASPER, 


REPRESENTATIVES: 


Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 
Dallas 5, Texas 


‘Jasper Chair 


Geo. A. Litchfield, Sales Mgr. 





INDIANA 


James S. Fowls, (Southern) S. H. MacDonald, (West) 
327 Sunset Drive, North 511 Orpheum Bldg. 
St. Petersburg, Florida Seattle, Wash. 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
(Phone ROgers Park 3644) New York, N. Y. 
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ment is “If I want to make less than my normal profit, 
it is no one’s business but my own.” But the catch is, 
the man who marks down the price of a well-known | 
item on his own counter automatically sets the HIGH- 
EST price the average consumer will be willing to 
pay for that item in THAT locality at THAT time. In 
other words, the cut-price policy affects not only his 
own profits, but that of all the other dealers in the 
area, and it therefore DEVALUATES the inventory of 
all his competitors. 

Then the competitors have three alternatives, either 
they can meet the cut price, or they can temporarily 
put the item under the counter or, they can throw it 
out completely. Obviously, it would create ill-will with 
his customers if a retailer continued to advertise and 
sell at its regular price while nearby competitors were 


advertising the same item at much lower prices. m1) 79 
Suppose the local retailers elect to meet the price 
of their price cutting competitor. What happens? 








-” 





The “bargain” store usually cuts again and at the end 
of a series of such cycles the price is so low that neither | FOR EVERY DUPLICATI NG, 
the price cutter nor any other dealer will continue | CARBON AND RIBBON NEED 
lata, to promote the item, and the owner of the national | PaaS Soe 
Mare. brand loses his potential sales volume in that locality. Bite cena 





The price cutter then moves on to someone else’s 
nationally advertised line and starts the downward | 
spiral all over again. 


~ Everyone Gets Hurt 


Thus, no matter what type of price competition on 
nationally branded products, whether it be the legiti- 
mate retailer offering a special bargain price or the 
so-called “discount house,’ everyone gets hurt—the | 
retailer, the distributor, the manufacturer and the | 
consumer. It hurts the retailer because he must either | 
give up what was once a profitable item, or handle it 
at little or no profit. It hurts the wholesaler for obvi- 
ously, whatever happens to retailers is directly reflected | 
= to their sources of supply, the wholesale distributor. 

It hurts the manufacturer, because the more his 
market becomes demoralized, the smaller his volume | 
iny becomes. And finally, it hurts the consumer most of | 
le. all because with diminishing volume the manufac- | 
th turer cannot continue to supply merchandise of the | 

same quality, at the same price. 


G- Many manufacturers, however, do not agree that <——_s 
"- the Fair Trade Act is beneficial. In preparing this f 
address, I contacted quite a few manufacturers, deal- ( ) CARBON RIBBONS 





ers and manufacturers’ salesmen and the expressions 
of opinions were varied. Most, however, agreed that 
they themselves benefited by the Act, and they, there- 
fore, heartily approved of its continuation. One prom- 
inent manufacturer wrote me, and I quote: “We have 
had some experience with Fair Trade prices in our 
company some years ago. You might recall that we 
established Fair Trade prices on some of our exclu- 
sive items. However, the results of this were very dis- 
appointing, because invariably on any bids coming 
up of any consequence, substitute items would be sub- 
mitted and on which items, price would be more ma- 
neuverable and as a consequence the sale on our 
item decreased instead of going ahead. 


Needs Acceptance by All of Industry 


“We believe that the manufacturers would be inter- 
ested in Fair Trade prices, providing that it would be 
accepted by the industry as a whole. Some years ago, 
we published price lists for the convenience of the 
dealers and these contained suggested retail prices, 
based on quantities, but we never got very far with 
this. In other words, we were pretty much alone in 
our efforts in anything we tried to do along these lines. 

“In a commercial business like this, we doubt if any 


efforts to maintain the Fair Trade prices would be 
Successful, because there are too many factors in- WATERS & WATERS BRANCH 
volved. However, on the other hand, if we could get ST. LOUIS, MO. BURLINGTON, N. J. 


everybody interested, it certainly would be worth while 
to consider it. But, as we said before, it would defi- LOS ANGHES, CAL. SAN A 


_ -— * @ 
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TEMPO TRAD=MARK  — 
REG. U. S. PAT. OFF. 


The Famous 
TEMPO FILM STENCIL 


* It’s in a class by itself! Speeds production, 
turns out cleaner cut stencils, better copies. 
Preferred by operators. 

& 


TEMPO INTERLEAVING TRAY 


Now back in production. 
Slipsheets up to 200 
copies per minute. 
Nothing like it on 
the market — one 
demonstration 
will sell any dupli- 


cator user. 








Manufactured by 


MILO HARDING CO. 


ESTABLISHED 1904 


432 West Pico Boulevard ¢* Los Angeles 15, Calif. 
317 Third Avenue °* Pittsburgh 22, Pennsylvania 
Department C 
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nitely have to be a combined effort of all manufac- 
turers and dealers alike.” 

Another manufacturer wrote, and I again quote: 
“Regarding Fair Trade, it has its advantages on items 
selling across the counter where the public comes in 
to buy—and where there is no substitute, or again if 
the item is competitive. The Act is not satisfactory 
when the item must be taken out by salesmen and 
sold to the consumer, and when competitive manufac- 
turers can make a substitution. As an example: For 
many years, you have been buying a blank item re- 
tailing at, we will say, $3.60. You know as well as I 
do that you could have it made for you by one of the 
competitive manufacturers in quantities of 100 or 200, 
at a price enabling you to sell at $2.75, and still make 
a nice profit. So what good is Fair Trade under such 
conditions, when there are thousands of such items 
in the stationery business that fell into the same 
category?” 

Your Inventory Is a Factor 


The outlook today, to my mind, shows a consider- 
able change from the picture a year ago, or even a 
few months ago. To begin with, the condition of your 
inventory is a factor of great importance in deter- 
mining the value of the Fair Trade Act in your busi- 
ness. Inventories are very high, and out of proportion 
to the amount of volume. In a recent issue of the 
Modern Stationer, the traveling salesmen of the man- 
ufacturers submitted opinions on the extent of inven- 
tory “overages.” These findings are highly significant 
—let us not be deaf to the implications. 

The unfortunate part of this overage in inventory 
is the fact that these inventories are in no way bal- 
anced. They are long on merchandise that is available 
and have none or very little of the critical goods be- 
cause these goods still arrive in small quantities and 
move on to the consumer promptly. Probably in nor- 
mal times, the inventories of most dealers would be 
made up of 25 per cent to 50 per cent of the merchan- 
dise that is now critical. 

Propitious business conditions are direct influencing 
factors to the success or failure of any pricing system, 
and especially to the Fair Trade Act. In abnormal 
times, as we have recently experienced, price has no 
factor in selling and delivery was the only factor 
affecting sales. Now that the buying spree is over, 
orders may be lost because of small price differences, 
since delivery of most items has improved. As a matter 
of fact, all of the regular factors determining the 
success or failure of any business are of vital impor- 
tance to any consideration of the merits of the Fair 
Trade Act. 


The Costs Bear Watching 


Are you watching your cost per sale? Are you one 
of those men who is lulled by the misquoted fact that 
Woolworth built a fortune by selling 5 and 10-cent 
items? If you are, stop and think about the last time 
you were in a 5 and 10. You probably bought $1.00 
worth and not $10 worth. 

I belong to a pretty good local association—Balti- 
more Stationers Association. We are average guys 
meeting and complaining just like you and your 
friends. In 1942, as an experiment, we made a reason- 
ably exhaustive test on just how much an average 
$.05 sale cost us to make, and we found that it cost 
us $.17. Why? Just figure it out—a man (in most 
cases) to greet the customer, find out what he wants, 
get a salesman to wait on him, salesman finishes the 
transaction, wraps and ties the package, and so forth. 
So keep those sales higher—it is more important now 
than ever before—suggestive selling on related items 
should be definitely emphasized. As an association 
we are firmly in accord with the tenets of the Fair 
Trade Act, and we do everything in our power 
strengthen it. Of course, one of the prime purposes 
of any local association is to maintain prices, and 
while we have the usual amount of mistakes, both 
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NOT COMPLETED OVERNIGHT 






NATIONAL CRAFTSMEN SPENT 
YEARS IN RESEARCH AND 


EXPERIMENTATION 
PERFECT 


OFFICE - COMBINING 
ALL THE FEATURES 
OF DIGNITY, 
COMFORT, AND 
SERVICE AT 
POPULAR 
PRICES 


NATIONAL FURNITURE 
MANUFACTURING CO. 
EVANSVILLE, INDIANA 


VISIT NATIONAL’S DISPLAY 
ROOMS IN SPACE 1045 
AMERICAN FURNITURE MART 
IN’ CHICAGO... OPEN DAILY 
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honestly made—and the other kind, on the whole we 


are pretty well organized. A prominent manufacturer | 


of an office appliances (and you may know to whom 
I am referring) just last month-voluntarily wrote us 
and asked us whether or not the association would be 
in favor of him putting his item under Fair Trade 
in Maryland. Our response was immediate and en- 
thusiastic. Yes, and within a week, the usual notices 
were received. We make it a point, however, to em- 





phasize to our employees that the term Fair Trade | 
and its implications should not be overly stressed to | 


our customers. 


I do not mean that the fact should | 


be hidden, but that a simple statement to a customer | 
that the item is Fair Traded should suffice and not | 


be followed by an elaborate treatise on the why and 
wherefores. The manufacturers agree with us, for 
in many cases, the information concerning states 
covered which is attached to the catalog, has the 
further instruction: For dealers and salesmen’s in- 


formation only. Remove and file for reference as soon | 


as read and understood. 
Each Believes His Business Best 
Every business man believes in his heart that his 
business is “tops,” and even though he occasionally 
envies the other fellow, he sincerely feels that he 
would not change for any other activity. I know, in 


the past, I’ve insisted many times that there is no | 
business like the stationery business, and that because | 


it requires an adult trained mind to run, I love it 
and am making a living at it. (If my wife is listening 
—I am only kidding.) But, according to the U. S. 


Department of Commerce, it is easier to run a sta- | 


tionery store than it is to run a shoe repair shop or 
a beauty parlor. At least that is the impression one 
might gain from the catalog of booklets prepared by 
the department on the subject of establishing and 
operating various businesses. The department re- 
quired a book of 213 pages to tell how to run a laun- 
dry, 375 to tell how to operate a grocery store, 190 
pages on a shoe repair business, and a booklet of only 
30 pages (the smallest in the list) on running a sta- 
tionery and office supply store. 





Wouldn’t it be a lark to put one of these book- | 
writing experts in a stationery store, give him the 
appropriate booklet and say “Go ahead—make a liv- | 


ing.” 
One should love one’s business. 


You all have been | 


told about the ordinary business hazards, credits, in- | 
ventory overages, higher cost of sales and so forth. | 


In considering unforeseen business hazards, 
would you like to live in Maryland, where on July 1, 
a retail sales tax is effective. At a recent meeting, 
We discussed this tax, sympathized with our fellow 
business men in border towns and cities throughout 
the state who would certainly lose a lot of business 
to neighboring towns just over the state line. In 
addition lots of our customers who have never before 
taken a 2 per cent discount are already threatening 
to pay 2 per cent tax and take off 2 per cent cash 
discount. Nice trick, eh? 


Real Competition Is Ahead 


Please bear in mind that we haven’t yet seen real 
post-war competition. The real post-war competition 
will begin during the last half of 1947. While earn- 
ings of many companies during the first quarter of 
this year will make an unusually good showing, this 
high rate of operation is largely due to the substantial 
orders still on the books for replenishing stocks de- 
pleted during the war. So let’s gird our loins and pre- 
pare for the battle—it will really start soon. 

Fair Trade is of great importance to every industry 
and business. I gathered together some informative 
material from various industries and businesses, the 
Substance of which is certainly applicable to our own 
business. In Apparel Arts, the magazine for men’s 
wear, the leading article is called “Nobody Wants a 
Price War.” If you think that the Newbury Plan is 
a good idea, just listen to this, and I quote: “Let’s 


OFFICE APPLIANCES, August, 1947 


how | 


Aont \et this happen 
your Customers 


to one Of 





TIFFANY STANDS 


are Built for this Job 


Patented 
Adjustable Top 
Sx 5S to 141% x 161% 
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Sure Hold 
Tiffany Knee 
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> 
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Caster 
Retracting - 


Linkage 
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Foot for Uneven 
Floor Surface 





Bassick 
Quiet 
Ball Swivel 
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Creep Foot 
@ Construction Roll Formed Angle and Channel Steel. 

Drop Leafs of 18 Ga. Prime Sheet Steel. 

Baked Enamel Finish, Standard 26" Height. 

Model "'S-Biller'’ Shown Here. 

Models ''S" and "SS" Also Now Available. 

Colors Dark Office Green and Silver Gray. 


Inquiries Invited 


TIFFANY STAND COMPANY 


MISSOURI 


POPLAR BLUFF, 
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take a look at that past experience. “In 1920, one 
of the country’s leading stores cut prices a flat 20 per 
cent. It was an attempt to increase sales volume, 
clear shelves of war goods for the better post-war 
grades. It sounded like a smart merchandising move. 
However, it just didn’t increase business. People 
bought even less than before while they waited for 
someone else to cut prices still further. And soon 
someone else did and the snowball was started leading 
to underselling from store to store, from block to 
block. 

“And still, with declining, crashing prices, sales 
never picked up. The index of retail selling fell off 
20 points, and shortly afterwards as manufacturers 
necessarily stopped producing, the entire economy was 
affected, leading to business failures, foreclosures, 
factory stoppages, wage reductions and unemploy- 
ment. It was estimated that payrolls had dropped 
25 per cent. Unemployment had reached a record 
shattering high of six million. 

“It had all started with an inopportune ‘20 per cent 
sale’ at retail level, which led to ‘39 per cent reduced 
sales’ then ‘40 per cent off’ and ‘50 per cent reduc- 
tion’. It had started with a slight decline in volume 
which store owners tried to bolster by cutting prices, 
by trying to get the other fellow’s business, net with 
better merchandise, but by underselling him.” 

Tells of Problem in 1920-21 


Says Jules Backman, Professor of Economics at New 
York University, widely known business expert, “What 
was the problem in 1920-21? The answer of course is 
inventory losses (due to price collapse). The moderate 
decline in sales in 1920-21 was accompanied by a 
collapse in prices. The wholesalers’ price index fell 
from 240, to 140 or 100 points in one year. The result 
was enormous inventory losses.” “Dr. Simon Kuznets, 
a leading authority on national income, has estimated 
the total inventory loss, manufacturing and retail, 
at about 11 billion dollars during 1920-21.” 

This should be a lesson to us. The history of the 
last depression shows the same results from the same 
tactics—huge inventory losses due to price cutting 
and underselling. We have all met experienced ex- 
retailers in every section of the country, men who had 
a store in 1929 and who now work in someone’s else 
store. The cause then as they will tell you, was the 
overnight collapse of prices which made their inven- 
tory worth one-fourth of what they had paid for it. 
The inventory and price collapse resulted from the 
attempt of a few retailers to revive dwindling boom- 
time volume by underselling competition. A decline 
in sales under such circumstances is accompanied 
by a much larger decline in profit. Data compiled for 
25 leading department stores may be used to indicate 
this relationship in the 1937-38 depression. These 
25 stores had a 8.8 per cent decline in sales but their 
net taxable income fell 24 per cent. 

9 
EDISON NAMES NEW BRANCH MANAGER 


The appointment of Walter C. Gorenflo as branch 
manager for Ediphone division of Thomas A. Edison, 
Inc., at Boston, Mass., was recently announced by E. C. 
McCarthy, vice-president and general manager. Mr. 
Gorenflo will have his headquarters in the United 
Shoe Machinery Building at Boston. 

For the past five years, Mr. Gorenfio has been the 
branch manager of the tabulating machines division 
of Remington Rand, Inc., in Boston. He is a member 
of the National Office Managers Association and the 
National Association of Cost Accountants. 

——n io 
CHARTER ISSUED TO WICHITA, KANS. FIRM 


A charter was issued recently by the secretary of 
state to the Southwestern Stationery and Book Supply, 
Inc., 133 N. Market, Wichita, Kans., with Cuba While 
named as resident agent. This firm is capitalized a 
$50,000 and will handle office supplies and equipment. 
—GMH. 
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IN OTHER LANDS 
(Continued from page 56) 


Heaven-sent gift, presented by the British government 
under stress of redesigning, and are on the start of a 
wave of buying as soon as conditions and materials 
permit. Britain will become ever more business systems 
conscious, not only by preference of more progressive 
businessmen, and the efforts of appliance firms, but 
also by the necessity of meeting governmental trends. 
—SATNA. 


—_——__——»-= 9 — —_ 


NATIONAL CASH OPENS BRITISH FACTORY 


What is claimed to be the most modern National 
Cash Register factory in the world was opened at 
Dundee, Scotland, on June 9. Sir Stafford Cripps, 
president of the Board of Trade, performed the open- 
ing ceremony. Attending were members of the parent 
company from Dayton, Ohio, including Colonel Ed- 
ward A. Deeds, chairman, who paid tribute to the 
efficiency and industry of the Scottish employees. 

The managing director of the British company 
D. A. E. Donald, presided. 

The importance of the location of this new factory 
in Dundee is fully appreciated there. The normal] 
textile industrials in the city have come through a 
difficult period demanding the introduction of newer 
industries to make good these losses. For this pur- 
pose the government scheduled the district as a 
development area and encouraged the establishment 
of new factories such as this. 

The factory is 70,000 square feet with additional 
facilities covering 40,000 square feet. Other extensions 
which have visualized include 175,000 square feet of 
factory space, a complete technical school for tool- 
makers, and other servicing facilities. 

Erection of the factory in 11 months has been re- 
garded as extremely good in view of all present exist- 
ing difficulties. 

Some 600 workers are already employed and the 
labor force is expected to rise to 1500, of whom two- 
thirds will be men. Work is essentially on mass 
precision assembly lines, already some seven and one- 
half million component parts having been used for 
the building of machines. 

Col. Deeds pointed to the fact that the company 
will manufacture machines for which there is a proved 
market.—_SATNA. 


—_—_— 9 9—_—_ 


GUILDFORD HEADS BRITISH STATIONERS 


The Stationers Association of Great Britain, holding 
the first post-war “non-austerity” conference at 
Hastings on June 14 selected as president F. C. Guild- 
ford, managing director of the Waterman Pen Com- 
pany, Ltd., according to the British Stationer. “Unable, 
through war-created pressure of business, to accept 
nomination on two occasions previously,” states the 
publication, “he will this year be voted into office 
Simply because he is very well liked, because he has 
an admirable record of service to the Association, and 
because he is a very good man for the job.” 

The career in the industry of Mr. Guilford is de- 
clared to have started when he was a youngster of 14 
who, in 1907, took a job with the firm of L. G. Sloan. 
He advanced in the pen department until he became 
Manager of the pen distributing organization and in 
1925, he became a director of L. G. Sloan, Ltd., and 
in 1936, managing director of the company. He ad- 
vanced in the Stationers Association, holding several 
chairmanships and finally membership on the execu- 
tive board. In the war years he had the foresight to 
open a new factory for ink production and became 
chairman as well as managing director of L. G. Sloan, 
Ltd. After the war he successfully negotiated a merger 
of the interests between L. G. Sloan and L. E. Water- 
man Company of New York City leading to the estab- 
lishment of the Waterman Pen Company, Ltd., in 
London, of which he is managing director. 
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It Was Worth Waiting For . 
Jts here Now! 


THE BREWSTER WOVEN PLASTIC COVERED 
FOAM RUBBER 
OFFICE CUSHION 








No. 27 KL 
EXECUTIVE 
2” Thick 


This is the modern, colorful office cushion you have been 
waiting for, covered with woven plastic fabric that is dust 
proof, vermin proof—non-fading—non-combustible, practi- 
cally everlasting . . . the last word in luxurious comfort. 














MILLIONS OF BUBBLES 


Filled with long-life resillient 
foam rubber having millions 
of tiny air cells, it virtually 
seems to breathe, and never 
sags out of shape. 


Write for descriptive circu 
lar showing entire line of 
Brewster office cushions. 


YES—THAT’S REALLY 
INK! 


Yes, that's really spilled ink 
you're looking at. No need 
to worry. This miracle fabric 
is impervious to stain or ink 
spots. Dust and grime disap- 
pear with a wipe of a damp 
cloth. Certainly a contribu- 
tion of science to a new and 
better comfort. 






Browstor 


MANUFACTURING COMPANY 


1274 FLATBUSH AVE. BROOKLYN 26, N. Y. 
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THIS REGISTER on the Counter 


Means 


A QUICK, HANDY 
SALES RECORD 


* 


AN ACCURATE 
CASH CONTROL 


LV DTANS 
Ueairgraphic 


CASH REGISTE 








A practical and efficient method of recording sales 
and expenditures plus a positive cash controll 


All entries made as the transaction occurs—at 
the end of the day complete simplified records are 
available for rapid check and easy bookkeeping. 


Best for small business, retail stores and service 
establishments which need quick, accurate, safely 
kept records. Simplifies all tax problems! 


SMOOTH OPERATION—drawer mounted on rollers 
WARNING SIGNAL—when drawer opens 
TUMBLER LOCKS—best made 

FINISH—Durable Black Wrinkle 
MATERIALS—Indiana hard maple and white oak 
PAPER ROLLS—two widths 

RULINGS—S5 to 15 columns 


Sell Indiana for Profits and Good Will 


CASH 


oe es ae ee 
A. _ 








SHELBYVILLE, INDIANA 
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NSA THIRD DISTRICT CONVENTION 

(Continued from page 36) 
topic was “What’s Ahead for the Stationer?” Hé 
stated, “The greatest challenge to the salesman in 
our industry will come, I believe, in the next 12 months: 
This is probably the rough way to look at it, but I 
believe that 25 per cent of our salesmen are going to 
lose their position because they have forgotten how 
to work.” 

William P. Reinhardt, secretary of A. Pomerantz & 
Company, Philadelphia, Pa., was the next speaker on 
the subject, “SometHing to Think About.” He dis- 
cussed discounts, selling prices, percentage of profits 
and other figures of financial advantage, and quoted 
from a number of charts to back up his conclusions. 

W. E. Stockett. Jr., president of Stockett-Fiske Com- 
pany, Washington, D. C., spoke on “Sales Training in 
Earnest.” Mr. Stockett, who, in addition to being a 
stationer, also operates a salesmen’s training school, 
was moved to tell something about his early experi- 
ences in learning the stationery business little by little 
the hard way. He urged dealers to take advantage of 
manufacturers’ aids in the form of sales manuals, pam- 
phlets or any other form of assistance available. He 
suggested that the NSA adopt a sales training program 
which would pool the abilities of manufacturers, the 
NSA and stationery dealers. 

Thomas Wade, L. B. Herr & Son, Lancaster, Pa., dis- 
cussed “Retail Stationers’ Sales Psychology,” a talk 
which was recorded on page 173 of the April issue of 
OFFICE APPLIANCES. 


Greetings From Pittsburgh 


“Pittsburgh Smoke” was the title of the first talk 
of the Friday afternoon session, given by Harry Shep- 
pard, Pittsburgh Stationery Company, Pittsburgh, Pa., 
bringing greetings from his city and the Stationers 
Association of Western Pennsylvania. He recited some 
of the high spots of his Association’s work during the 
46 years since its founding back in 1901. 

Howard Sanders, secretary, Stationers & Publishers 
Board of Trade, spoke of “Credits, Credits, Credits.” 
Reminding his listeners that average business is not 
big business, but on the contrary, is small and needs 
constant attention, he said that one must never forget 
that business, like humans, gets sick and dies. 

The next speaker, Irving Roth, Roth Brothers, Phil- 
adelphia, Pa., attorney-at-law, treasurer of Philadel- 
phia Stationers Association, discussed “Fair Trade 
Practice.” 

Stating he was both a stationer and member of the 
bar, he declared the subject of Fair Trade is an impor- 
tant one, although comparatively new. With Cali- 
fornia the first state to adopt Fair Trade in 1931, other 
states followed in rapid succession, and now all but 
three states in the United States have Fair Trade laws. 
Upheld by the Supreme Court, Fair Trade is legal and 
can be maintained, the laws are easy to enforce and 
it is seldom necessary to resort to court action, he 
stated. 

“Fair Trade Practice to the Retail Stationer” was the 
topic of Julius Stark, Julius M. Stark & Company, Bal- 
timore, Md., who turned the spotlight on the last de- 
pression which showed “huge inventory losses due to 
price-cutting and underselling.” He declared, “With 
all the clamor and shouting about changing business 
conditions, it is certainly important for us to evalu- 
ate the over-all situation and calmly, but thoroughly, 
review our business structure.” 


Presents “Philadelphia Story” 


The next speaker, L. B. Herr, L. B. Herr & Son, Lan- 
caster, Pa., president of the Philadelphia Stationers 
Associaton, presented “The Philadelphia Story,” mak- 
ing certain recommendations for the reorganization 
of the National Stationers Association. 

With an attendance of 325, the annual banquet 
began promptly at 7:30 p.m. in the ballroom on Fri- 
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IN THE -7oreftont OF 
AMERICA’S BUSY FUTURE 


The striking beauty, the distinctive styling of the Browne-Morse 
“Modern American” Steel Desk enhance the appearance of any 
office. Its streamlined unified construction gives it the ability to take 
hard wear and abuse. 


The ‘Modern American” adds to the efficiency of any office. Drawers 
respond to the slightest pull ... open and close smoothly and 
silently. Complete interchangeability of drawers gives you the con- 
venience of an arrangement that fits your needs. 


It's no wonder that modern executives who are really interested in 
office efficiency are saying: ‘Here's the desk for me.” 





modern | 


A quick glance at the colorful pages 
of the new “Modern American” bulle- 
tin will show you the many advan- 
tages this distinctive desk has for you. 
A free copy will be sent you upon 
request. Write today. 


Browne-Morse 


Architects of Efficiency for America’s Office 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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All Numbers of 
BAINBRIDGE FIBRCAN 


AVAILABLE FOR DELIVERY NOW 


Brown The Demand Is Nation-Wide— All Sizes 
or but we are Many Uses 
Green READY TO SHIP! 





CASE-HARDENED: FIBRE METAL RIMS AND BOTTOMS 


Popular Office Trio Utility Wheel Can 
No. Top Bottom Height oq (Rubber Wheels) 
1 10” 8” 12” Tapered Utility C-150 16x30" and 16x36" 
2 12" 10" 15” Can 18"x30" and 18”x36" 
3 14” 12” 16” C115 20’x30" and 20x36” 
The “Multiple-Use Can” Pe . of Heavy Duty Utility Can 
No. Top Bottom Height ig ne g C-110 Same as C-150 
9S 12” 12" 28" 3S but without wheels 
10-S 12” 12” 30” 16"x30" and 16"x36" 
10 14” 14” 30” 18x30" and 18x36” 
1] 16” 16” 30” 20"x30" and 20x36” 








BAINBRIDGE, KIMPTON & HAUPT, INC. 


Office Equipment Distributors and Wholesale Stationers 
218 GREENWICH STREET NEW YORK 8, N. Y. 
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day evening, a lobster a la Newburg dinner being en- 
joyed by the NSA members, wives and guests. The 
entertainment was by courtesy of the Philadelphia 
Stationers Association, consisting of some excellent 
singing by the “Nomen” singers, an all-girl chorus. 
Toastmaster A. W. Williams, Stationers Guild of Amer- 
ica, introduced distinguished guests and officers of the 
NSA, local associations and Penn-Mar-Va Travelers. 


Plaque Presented to Waddy 


Governor Patterson presented a handsome plaque 
to a past president of NSA, Woodson P. Waddy, Everett 
Waddey Company, Richmond, Va., 50 years a stationer, 
in appreciation of his continual and untiring service 
to the NSA Third District. He thanked members of 
the committees, Penn-Mar-Va Travelers and all those 
who had contributed toward making the affairs of the 
convention a huge success. 

The first speaker of the final session on Saturday 
was Dan Smith, Jr., Smith Printing Company, Wil- 
liamsport, Pa., whose talk was entitled “An Old Sta- 
tioner’s Gripe” wherein he listed a number of gripes, 
some humorous, while others were of more serious 
vein. He concluded with the warning that competi- 
tion in the near future will again be keen. Dealers 
will have to roll up their sleeves and go to work, 
learn to be polite and render a real service to their 
customers. They will have to think out their problems 
and plan ahead to meet aggressive competition; they 
will have to educate and train both their inside and 
outside sales force and, above all, will have to re- 
educate themselves. 

The last speaker on the program was Samuel Ro- 
sendorf, Southern Stamp & Stationery Company, pres- 
ident Richmond Stationers Association, Richmond, 
Va., whose topic was “War Surplus Material.” Mr. Ro- 
sendorf’s talk was brief and in substance to the effect 
that war surplus will have little effect on the sta- 
tionery industry. 


Speakers Relinquish Time 


Because of the lack of time, the following speakers 
very graciously relinquished their place on the pro- 
gram to allow ample time for that part of the pro- 
gram devoted to open discussion on topics of impor- 
tance to the industry: David Feldman, Morristown, 
Pa., whose topic was to have been “Benefits of Our 
Local Association.” Paul Steiver, Office Equipment 
Company, Harrisburg, Pa., “The Manufacturer Should 
Price His Merchandise”; Irving Roth, Roth Brothers, 
Philadelphia, “Why Should I Join the NSA?”; Charles 
W. Lukens, Yeo & Lukens, Philadelphia, “American 
Standards Project”; Edward Eisenstein, Shanahan 
Company, Philadelphia, “The Party Is Over.” Mr. 
Eisenstein was unable to attend because of illness. 

Governor Patterson then called for the report of 
the resolutions committee. The following resolutions 
were offered and accepted: 

1. Resolved that the dealers present at the Third 
Regional meeting of the NSA go on record as being 
opposed to the lowering of any discounts by manufac- 
turers or suppliers, thereby reducing the dealers’ 
profits. 

2. Resolved that the dealers present at the Third 
District regional meeting express their desire to have 
manufacturers proceed at once with plans to inaug- 
urate Fair Trade contracts on their merchandise in 
the states in the NSA Third Regional District, except- 
ing the District of Columbia, which does not have a 
Fair Trade Act. 

Two other resolutions concerning the operation and 
makeup of NSA were offered and tabled after dis- 
cussion. 

Governor Patterson called for the report of the 
nominating committee and the following candidates 
were placed in nomination: 

Governor—Joseph C. Runnels, Commercial Office 
Furniture Company, Washington, D. C. 

Lieutenant Governors—Larry Herr, L. B. Herr & 
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No. 500-R 


Quality of materials, workmanship and 
thinking, fortified by breadth and depth of 


factory experience, produces a line ex- 


emplary in chaste beauty and general de- 


pendability. As actual emissaries of good- 


will, these chairs belong in your seliing plan. 


IMMEDIATE DELIVERY! 


We are now in position to give you 
immediate delivery on all our stock 
numbers ... and we offer quick service 
on specials. 


MiLo 


LEATHER CHAIR CO., INC. 


ORchard 4-6644 GRamercy 5-5528 


WESTERN REPRESENTATIVE 
C. J. Schubert, Jr., 333 E. Third St. 


mY / | Uf 203-5 WOOSTER ST., NEW YORK 12, WN. Y. 
(LAME NTT Los Angeles 13, California 


Telephone MADISON 1536 
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Son, Lancaster, Pa.; Samuel Rosendorf, Southern 
Stamp & Stationery Company, Richmond, Va.; James 
C. Miller, Wosco, Inc., Greensburg, Pa. 
Treasurer—John Link, Jr., Lucas Bros., Inc., Balti- 
Sergeant-at-Arms—Harry Cox, Thomas H. Cox & 
Son, Newark, N. J. 
All were unanimously accepted, after which Gover- 
nor Patterson declared the meeting adjourned. 


APPOINTMENTS ANNOUNCED BY POMERANTZ 


Richard D. Pomerantz, president of A. Pomerantz 
& Company, Philadelphia, Pa., recently announced 
the appointment of James J. McCabe as secretary to 
succeed William P. Reinhardt, who was advanced 
to the position of assistant treasurer, thus keeping 
pace with the need for broader executive direction of 
this progressive Philadelphia firm. 

Mr. Reinhardt, affectionately known as “Bill”, brings 
to his new position a wealth of experience gained by 





J. J. McCABE W. P. REINHARDT 


a long association with the company, having started 
his career in September, 1902. Along with his new 
duties he will continue to supervise the management 
of the loose leaf and blank book department. 

Mr. McCabe, or “Jimmy” as he is better known to 
the trade, returns to Pomerantz after an absence of 
some years, during which time he was vice-president 
of Hoskins Company. He originally started in this 
business during World War I, and has served in most 
every position in the office equipment field. In addi- 
tion to serving as secretary, Jimmy will act in the 
capacity of general sales manager. 





AN ACE BASEBALL TEAM.—The Ace Fastener Corp., Chi- 
cago, is currently a strong contender for the championship 
of the Greater Chicago Semi-pro Baseball League, of which 
it is a charter member. The corporation's interest in base- 
ball started in 1932 when the makers of stapling equipment 
sponsored a team for the American Legion League. In suc- 
ceeding years the team won two championships. In 1942 


| the Ace Fasteners were awarded two cups in the Midwest 


Semi-Pro League, predecessor of the present loop. 
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SEEING MEANS BUYING 


(for you... for your customers) 


S0 Don? Fall (0 Ste WEAREVERS GREAT Wew ime 


The fine new line of Wearever pens and mechanical 
pencils gives the consumer everything he wants! 
Here is modern design, real value pricing and pre- 
cision workmanship built in by America’s largest 
fountain pen manufacturer. The two pens pictured 
below are typical of the many outstandingly popu- 
lar numbers. David Kahn, Inc., North Bergen, N. J. 








WEAREVER 
Yoaar Round 


Sal Pint 







WEAREVER > 
De Luxe 


Mexible Fer 








PENS:  50¢ - $00 . $95 . $975 
PENCILS: 20¢ - 39¢ - 50¢ ~ $400 





NATIONAL MAGAZINE ADS EXPRESS TRUCK POSTERS 


Your customers will see compelling Wearever ads— (An Exclusive ) 


and lots of them—in leading national magazines. In cities large and small all over America, express 
Millions of individual ods will create strong con- trucks cerry colorful 10-foot-long posters that tell 
*Reo.U.S. Pot. OFF. sumer demand. the Wearever story 365 days a year, 








©1947 David Kahn, Inc. 
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U. S. Patent #2,145,780 


CONTINUOUS AND REVERSIBLE 2 
MEMO PAD ON THE MARKET! mt 








Here's a new product with tremendous sales possibilities. ae 

PERMANOTE is an invaluable aid for executives, doctors, law- I 

yers, office workers, salesmen, housewives. ws 

Ink 

PERMANOTE keeps both new and old memo notes instantly . 

available for quick, easy reference. It contains a generous sup- am 

n 

ply of paper, enough for months without refilling. And there’s a E 

For © fresh clean writing surface, merely flick over 3-year calendar at the top under a transparent plastic window. Bes 
the writing board. It’s quick, easy, dependable. L 
The handsome, streamlined plastic case is available in Walnut, ma: 

Ebony or Ivory. Retail price—$2.50 each. Liberal trade dis- 

counts. Be among the first to display and sell PERMANOTE. 

Order from your jobber TODAY—or write us direct if he O 

’ min 

can't supply you. ange 

\ The Memo Pad with the Permanent Memory an 

( 

\ Stan 

’ Tl 

\ lar» 

‘ train 

, Ermanvie ‘ 
’ = j N i. N 

To check back on previous notes, merely turn either 4TH & CHESTNUT STs. ® PHILADELPHIA 6, PA. A 
knob. The writing board flips back instantly. state 
Oma 
pora: 
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NEW YORK REGIONAL MEETING 
(Continued from page 33) 


with many questions asked, some of which provoked 
spirited discussions. 


J. S. Libien Is Nominated 


At the short business meeting which followed the 
panel discussion, Governor Chute called for the report 
of the nominating committee, consisting of Chairman 
Louis Caracci, The Nor-Wood Company, New York, 
N. Y.; A. J. Kerin Tower-Crossman Corporation, New 
York, N. Y.; and R. A. Jonas, Jr., Oxford Filing Supply 
Company. Chairman Caracci then placed in nomina- 
tion J. S. Libien, Libien Press, Inc., New York, N. Y., 
for the office of governor. He was unanimously 
approved. 

With an attendance of over 300, the annual banquet 
was held in the Grand Ballroom on Tuesday evening. 
Governor Chute read a telegram from President Law- 
son Long and Secretary Harold C. Whittemore, Whole- 
sale Stationers Association, sent from their Dallas, 
Tex., convention, extending their best wishes to Dis- 
trict No. 13 for a successful convention. Genial toast- 
master William H. Greenleaf, Bainbridge, Kimpton & 
Haupt, Inc., New York, N. Y., then introduced distin- 
guished guests and officers of both the national and 
local associations. 

The following committees were responsible for the 
success of the convention: 

Attendance—R. A. Jonas, Jr., Oxford Filing Supply 
Company, chairman; L. M. Brown, Eberhard Faber 
Pencil Company; George Nicklaus, National Blank 
Book Company; Louis Wachtel, American Lead Pencil 
Company; Charles Lipman, George B. Graff Company; 
and Howard Sanders, Stationers & Publishers Board 
of Trade. 

Hotel—A. J. Kerin, Tower-Crossman Corporation, 
chairman; Sig Engleberg, Eagle Pencil Company; 
and Arthur Shearman, Boorum & Pease Company. 

Banquet—lIrving M. Levy, Art Steel Company, chair- 
man; L. H. Tavernier, Fulton Specialty Company; and 
Sig Engleberg, Eagle Pencil Company. 

Registration—J. S. Libien, Libien Press, chairman; 
Dwight Briggs, Sun Rubber Company, and G. F. Grif- 
fiths, Jr., Noesting Pin Ticket Company, treasurer. 

Program—William H. Greenleaf, Bainbridge, Kimp- 
ton & Haupt, Inc., chairman; Henry Bowman, Amer- 
ican Lead Pencil Company; and Harry Tehan, Higgins 
Ink Company. 

Entertainment—J. Savage, 
chairman; E. Dooley, Wilson Jones Co.; 
Elmer, The Globe-Wernicke Company. 

Publicity—Gerard White, Acco Products, Inc., chair- 
man; Fred G. Steinhilber, Andrew Geyer, Inc.; and 
George Wheeler, OFFICE APPLIANCES. 

Louis Caracci, The Nor-Wood Company, was chair- 
man of firms constituting the dealers’ committee. 


The Carter’s Ink Co., 
and H. B. 
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DISABLED VETS CAN LEARN HOW TO TYPE 


One-armed patients in a number of Veterans Ad- 
ministration hospitals throughout the country can 
learn to type in special classes organized by the hos- 
pitals’ educational retraining sections, VA said. 

Despite their handicaps, the veteran-patients use 
standard typewriter keyboards in the courses. 

These special classes, conducted in addition to regu- 
lar typing classes for other patients, are designed to 
train amputee-patients in a skill they might be able 
to utilize after they are released from hospitals. 


——— 9 


NEW OMAHA, NEBR. FIRM ISSUED CHARTER 


A charter was issued recently by the secretary of 
State to the Brown Business Machine Company, 
Omaha, Nebr., with a capitalization of $25,000. Incor- 
porators are Cecil E. and Helen Brown.—GMH. 
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Lombard functional design 
ina LUXURIOUS NEW 
ALUMINUM SWIVEL CHAIR 


@ Production plans on the recently 
introduced line of Lombard Fine-Reést 
Chairs included, from the start, the dis- 
tinguished swivel model pictured. Imme- 
diate, coast-to-coast acceptance for Fine- 
Rest straight chairs, with and without 
arms, was combined with a deluge of 
requests for prompt delivery on the com- 
panion piece swivels. Sharp advancement 
in production schedules was forced .. . 
and Lombard’s bid to the desk pilots who 
want the ultimate in seating comfort, 
durability and attractiveness now is avail- 
able. Fine-Rest Aluminum Swivel Chairs 
are adjustable both in height and tension 
of back. Modern simulated leather up- 
holstering, in complete color range, is 
deeply cushioned with foam rubber, the 
seats having spring construction. Ball- 
bearing casters with rubber wheels com- 
plete the functional features of this natural 
aluminum beauty. Write for literature, 
indicating interest in Fine-Rest Standard 
models or institutional line. 


LOMBARD INDUSTRIES 
Dept. 23, Empire Building 
Youngstown, Ohio 


DEALERS: Ask about 
available territories. 
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QUALITY \ \ PENCILS 


ty 


MICROFINE LEAD 


makes these the smoothest 





writing pencils, easiest on the 
fingers, uniform forever and 


amazing] y economical. 


Ready-sharpened, in 5 popu- 
lar grades . . . a marvel of 
writing ‘ efficiency, preferred 
by business and scholastic 
folk . . . because they con- 
sistently give more for the 
money! MORE, that is. . 


Also try the famous 


thello 


Indelible Water Color Pencils 
Indelible Copying Pencils 
Drawing Pencils 


: Hexagon . . - Green with striped 
edges characteristic of OTHELLO... 
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METAL OFFICE EQUIPMENT AGE 
(Continued from page 28) 


| son we must push forward. If we turn our backs on 


| 


| 
| 


this aspect of potential thinking, the American way of 
life is doomed. 

10. New discoveries and inventions that were made 
during World War II, particularly atomic energy, are 
already changing our industries and threaten to be- 


| come revolutionary. 


In the presence of all these new conditions, the 
logical question to ask today is, “What shall we do 
to move ahead?” We should ask that question instead 
of looking back, and keep on asking it day after day 
until it becomes a spearhead of our program for the 
future. 

This question can be answered by saying that we 
must organize to give the people what they want in 
this new economic environment. To be more specific, 
we must provide everybody with reasonable security, 
with fair opportunities, and with freedom to work. We 
must maintain a high standard of living. Due respon- 
sibility must be felt by both capital and labor on the 
principle that we depend on each other and that all 
of us depend on our national economy. In short, we 
all want to be treated decently and we must treat 
others decently. 

Our business plans cannot succeed unless we rec- 
ognize and adhere to these principles. In conclusion, 
I therefore repeat this proposition: Let’s go forward 


| with a spirit of live and let live. 


————_—. 9-9 


PENN-MAR-VA NEWS NOTES 

From Ben Wachtel, OrricE APPLIANCES secured these 
echoes from the Penn-Mar-Va gathering at the NSA 
convention of District No. 3, held recently at Atlantic 
City, N. J.: 

Elected at the annual meeting of Penn-Mar-Va were 
Jerry Savage, president; Earl Prentzel, first vice-presi- 
dent; George Leonard, second vice-president; Al 
Williams, secretary; and Rose Cushman, treasurer. 
Kip Edwards again accepted the job of editor of 
Penn-Mar-Va News. 

Entertainment efforts at Atlantic City were praised 
and Ben Wachtel says, “It was indeed a fine sight 
to witness all the charming fraus and the many lovely 
children attending the convention. The swimming 
pool surely was a great spot for all the kids every day.” 

The co-operation of 160 Penn-Mar-Va members is 
guaranteed for the new governor of District No. 3, 
Joseph C. Runnels. 

And praise goes to the retiring governor, Pat Pat- 
terson and to retiring head of Penn-Mar-Va, Jerry 
Savage, for their diligent work. 

ota a 
KANSAS THIEVES CRAVE ADDERS 

Southwest Kansas is being subjected to a wave of 
thievery which seems to be a craving for adding ma- 
chines alone, according to a report from Dodge City, 
Kans. 

It is a mystery why the calculating outfits are in 
such demand, because burglars have taken them in 
half a dozen southwestern counties in the past year. 

The Co-operative Elevator at Spearville, Kans., missed 
a Burroughs machine, and at the same time the Mills 
Elevator at Bucklin, Kans., lost a Corona adding ma- 
chine. 

Typewriters were not bothered at these places and 
nothing else was taken. The milling company at 
Harper, Kans., lost an adding machine two weeks 
before the above-mentioned robberies, and within 
the past year the calculators were stolen from places 
in Minneola and Englewood, Kans. 

Some of the wags offered the opinion that the 
thieves needed the adding machines in order to add 
up their income tax.—GMH. 
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-29-inch natural working height was nationalized as standard in 









The Height of Comfort Desk - 


CREATED BY SHAW-WALKER 








Measure 
Your Desk 


SHA W-WALKER’S 


New Low Desk ana I 


The very first time you sit down at this desk you'll be amazed at 
the difference this 29-inch height makes. It isn’t a slight difference. 
It’s an enormous difference! You will sail through your business 
day, alert, and at ease . . . turning out more work than ever before. 


Created by Shaw-Walker and first introduced in 1938, the 





NEW LOW DESK, ISLAND BASE MODEL 


1941. The New Low Desk, another first by Shaw-Walker, is only 
one of the many time-savers and space-savers pictured, described Ee a 
and priced in the Shaw-Walker OFFICE GUIDE. tay : 





GHAW-WALKER 


MUSKEGON, MICHIGAN NEW LOW DESK, LUXURY MODEL 























— ET 
URE AND FILING EQUIPMENT IN THE WORLD 








OFFICE APPLIANCES, August, 1947 193 




















No. 44 













cage Furnished in 
24 11%" 12" 9” 
Olive Green—Walnut 


34 144%" 13” 10” 
Metallic Gray 








12” 






THE 
F. H. LAWSON CO. 
CINCINNATI 4, OHIO 











WASTE BASKETS . UTILITY RECEPTACLES ° 
SANDURNS . CUSPIDORS ° OESK FILES 
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MEET WOOD FURNITURE’S NEW SALESMEN 
(Continued from page 25) 

turn our inventories more frequently in the course of 
a year, and to give you better service. New designs 
also will enable us to give better service because of 
the interchangeability of component parts, particularly 
tops, pedestals, and drawers of desks, and the bases, 
at least, of revolving chairs. 


War Developed Wood Technique 


World War II’s technique of wood and wood prod- 
ucts, plastics if you will, that produced the famous 
Mosquito bomber was a dramatic achievement in 
wood. Another wartime achievement was the develop- 
ment and building of the famous wood PT boat, whose 
maneuverability required the greatest strength and 
rigidity. The results of both of these accomplishments 
will shortly be employed in the production of wood 
office furniture. Yes, we can definitely say that the 
“Borax” type of office furniture, and the bentwood 
and kitchen chairs that have been used for office fur- 
niture, will very shortly be a thing of the past. The 
old type of office furniture is just as definitely “Gone 
with the Wind” as the silent movie, world isolationism, 
and disregarded for the welfare of our employees. A 
new age is upon us—the age of atomic power, of ac- 
ceptance of air travel, of wood plastics. 

Now a word about costs. Costs are vital to all of us. 
While we have confined our remarks this afternoon 
to the type of office furniture that lies directly ahead 
of us, perhaps a quick word here about present and 
immediate future prices of today’s production of wood 
office furniture would not be inappropriate. From 
where we stand, a reduction in present prices does 
not look at all possible. We must face the facts. Oak 
lumber has doubled in price, and so has walnut. Beech, 
birch and maple are up 80 per cent, and so are chair 
irons. The $25.00 a week help is now over $40.00. There 
is nothing that points to lower costs. In our own 
particular instance, volume plus a mile-long conveyor 
system, efficient handling, and a mechanized lumber 
yard makes it possible to operate even at today’s 
price level. With prices in all fields as they are today, 
with the Government’s deficit financing, with all of 
these things there is little or nothing on which to 
base a sound hope for immediate lower prices. A good 
analogy is the present tax rate. While all of us would 
like to see it reduced, it is clearly evident upon suf- 
ficient reflection that sizeable tax reductions are im- 
possible. The reductions, if any, will be very slight 
and then largely confined to the lower brackets. How- 
ever, perhaps some of you have already noticed a 
resistance to current prices and products in all lines. 
The tendency on the part of the customer not to be 
Satisfied with just anything because he can get it, 
but rather, a spirit of hesitancy and an inclination 
to shop around a bit. 
your choice.” People are still paying their money, but 
more of them now are taking their choice. 





“Pay your money and take | 


In other words, we are getting back to the demand | 


for quality and service. 


Many of us, perhaps I should say “most of us,” are | 


welcoming this insistence upon quality. This all ties 
in very definitely with this talk on “What’s Ahead in 
Wood Office Furniture.” There will be better things 
for better work through research and technology. 
The plastic wood furniture of the future will be no 
more expensive than what we are using today. If 
anything it will cost less, but certainly no more. “It 
is later than you think.” Now is the time for each 
and every one of you to prepare for the day when 
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Findit 











This is the age of speed—getting 
things done quickly seems to be the 
tempo of the times. Findit Filing 
System was created to fill a very 
definite business need. It also pro- 
vides a fast, foolproof method of 
buying and selling an efficient filing 
system. Each package contains all 
the necessary filing accessories* 
needed to launch and maintain 
modern business records. 





SYSTEM 


“®Consists of the following material for one 
or two drawer file installation. 

1 Set-——915-25-8 Barkley Tab Guides 

1 Set—955-25 Miscellaneous Folders 
100—1860 Duratex Folders 

1—913-8 Individual Name Guide 
100—Colored Border Folder Labels 
1—Instruction Sheet 








BARKLEY TAB 


Findit Filing System is boxed for 
maximum shelf and counter display 
value. Put them on display and 
watch them sell. 








DURATEX VERTICAL 
FILE FOLDERS 





Established 1921 


CL. BARKLEY & CO. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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PRICES REDUCED! 








LATEX FOAM RUBBER UNIT 


EXECUTIVE 18x17 STENO 15x14 


Me. tit" akin $5.20 No. 20—1"—List $4.50 
32—1'/p" _... 6.00 30—1'/." _ 5.00 
a2". . 6.80 40—2" _.. 5.50 


50% SHREDDED LATEX FOAM RUBBER, 50% WHITE COTTON 


No. 76—1"'—List .....§3.40 No. 56—1"—List ....$2.90 
77—1/" __....-..... 4.00 57—11/," . 3.40 


CASING—In brown or green corduroy. 
In brown or green sail cloth. 
In brown or maroon leatherette. 


Fibre matting backs. Leatherette welted all around and vented. 








BUILT LIKE FINE UPHOLSTERED FURNITURE. 
OUR SPRING UNIT, WHITE COTTON FILLER. 
CASING—lIn brown or maroon leatherette. 


Fibre matting backs. 
Leatherette welted all around and vented. 


No. 17—18x16x2—List $4.90 
No. 18—19x17x2 5.30 
All cushions carried IN STOCK. Liberal dealer discounts and terms. 


May we have the pleasure of a trial order. 


CUSHIONS 
BY 






jSHEE 









MFG. CO., 


inc. 


92 Montgomery St. Jersey City 2, N. J. 
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you will be giving your customers the type of office 
furniture that they have always wanted and which, 
so far, has been denied them. Now is the time to seek 


| adequate and progressive sources of supply. 


Now’s Time to Make Profits 


The time is ripe to insure your participation in the 
sales and profits that will result from the merchan- 


| dising of such business equipment. You are all inter. 


ested in wood office furniture. Most of you operate an 
office furniture department, and certainly all of you 


| have at one time or another considered the possi- 
| bilities of selling office furniture to the same custom- 


ers to whom you now sell machines and supplies. It 
is an attractive part of your business. Wood office 
furniture still remains one of the very few items over 
which you maintain sales and price control. Nor- 
mally you are not subject to any limitations in your 
purchases of wood office furniture. The manufacturer 
establishes no quotas or tie-in products. The wood 
furniture manufacturer does not compete with you. 
He does not sell direct, nor does he operate a branch 
or store for retail selling. You are not restricted in 
your profits. The manufacturer sets no resale price, 
He sells you products at a definite figure—your cost— 
and stops there. The same recognition of the functions 
of manufacturing and the functions of retailing as 
being separate and distinct, one from the other, that 


_has characterized the wood office furniture industry 


in the past, will continue. So let me urge you again 
to prepare now to participate in the new sales and 
profit possibilities that our industry is preparing for 
you. 

How do you go about this? Keep alive and profitable 
to the manufacturers the wood office furniture fran- 
chises that are available to you. Cherish them. Make 
your franchises as attractive to the manufacturers 
as you would like their lines to be to you. Keep in 
close touch with them. Give them the benefit of your 
advice. 

We have not overemphasized the attractiveness, 
utility and profit-making possibilities of tomorrow’s 
office furniture. If anything, I have attempted this 
afternoon to describe it from a conservative point of 
view, but as salable as this furniture will be, it will 
not sell itself. Our industry, as it always has, will 
count on you, our dealers, for its distribution. For 
that you must prepare. You must train tomorrow's 
salesmen. The sales efforts of you as owners and 
managers of your businesses, as well as your old-time 
reliable salesmen, will have to be supplemented by 
the addition of new and aggressive salesmen to your 
force. Where will you find those salesmen? You don't 
find good salesmen; you make them. If salesmen are 
good, their present employer will hold on to them 
If they are not good, you don’t want them. After you 
have hired the young men whom you are going 
train and develop into tomorrow’s salesmen, it will 
be a long time before they actually are salesmen. 
Their training should include the very basic operations 
of your own business. They will need thorough train- 
ing in the products they will sell later, and in the 
policies of your own company. They will need experi- 
ence in your receiving and delivery room, in your 
warehouse, on the delivery truck, and in the office. 
They will learn about the products you sell, from the 
inside out. They will work with their hands and gail 
an intimate knowledge. Ask the representatives of 
your manufacturers to hold sales meetings and schools 
whenever they call upon you. Send these young men 
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THE FURNITURE THAT MEETS 
AN EVER INCREASING DEMAND 


Custom quality in office furniture has an outlet wherever executives are found! And the National 
Cabinet Co. is right in there—with the merchandise to handle this market. 


Yes, the desk pictured above is traveling—traveling to offices where sales register only for the finest 
and most beautiful equipment. Will you be one of the fortunate few to pick up this market? 


Write for Details Now to Assure Early Fall Deliveries 








Genuine Walnut Throughout National Cabinet executive office 
furniture is matched to perfection 
in suites including:—Telephone 
36” x 69” x 30” Cabinets, Tables, Bookcases, 
Metal Pulls—Cast—Satin Brass Director’s Tables, End Tables. 


CUSTOM QUALITY BY MASTER CRAFTSMEN 


NATIONAL CABINET CO. 
21-24—44th Avenue, Long Island City, N. Y. 


Interior and Exterior 
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A partial list of what will be seen at 
The 39th NEW YORK 


NATIONAL BUSINESS SHOW 


September 29 to October 4, Grand Central Palace, New York 


Accounting Systems and Equipment 
Adding and Calculating Machines 
Adding and Calculating Machine Stands 
Addressing Machines 

Analysis Machines 

Automatic Typewriters 

Banking Machines 

Billing Machines 

Binders and Binding Devices 

Blank Books 

Bookkeeping Machines 

Bookkeeping Systems 

Budget Systems 

Burglar Alarms 

Business Forms 

Calculating Machines 

Carbon Paper and Rolls 

Card Index Boxes and Trays 

Card Record Systems and Equipment 
Cash Receipting Machines 

Cash Registers 

Chairs 

Check Signers 

Check Writing Machines 

Clocks 

Communicating Systems and Equipment 
Composing Machines and Equipment 
Cost and Credit Systems 

Dentists and Doctors Systems 

Desks 

Dictating and Recording Machines 
Duplicating & Printing Machines & Supplies 
Electric Clocks—Desk and Wall 
Electric Time Systems 

Electric Typewriters 

Engineering Lettering Equipment 
Factory Forms and Systems 

Filing Cabinets, Devices and Supplies 
Fire Alarm Stations 

Fire Alarm Systems 

Furniture 

Hotel Posting Machines 

Index Systems and Supplies 

Inked Ribbons 

Inks, Duplicating 

Installment Account Posting Machines 
Insurance Accounting & Computing Machines 
Intercommunicating Systems 
Interpreter Systems 

Inventory Systems 

Job Cost Recording Systems 

Letter Sealing Machines 

Lettering Machines 

Lettering Systems and Equipment 
Loose Leaf Books, Binders, Ledgers & Forms 


America’s Efficiency Exposition 
Since 1904 


NATIONAL BUSINESS SHOW COMPANY, 30 Vesey St., New York 7, N. Y. 


Frank E. Tupper, President 


‘ Vaults 


Machine Posting Trays, Forms and Binders 
Mailing Room Equipment 

Material Control & Machine Loading Systems 
Metal Office Equipment 

Microfilm Systems, Equipment and Service 
Office Composing Machines 

Office Furniture 

Order and Invoice Systems 

Order Scheduling Systems 

Parts Production Control Systems 

Payroll Machines and Systems 

Photo Reproduction Equipment and Supplies 
Portable Adding and Calculating Machines 
Portable Steel Stands 

Posting Machines 

Posture Chairs 

Production Control Systems 

Production Scheduling Systems 

Public Utility Machines 

Purchasing Control & Purchase Order Systems 
Receiving Order Systems 

Record Systems and Equipment 
Recording Equipment 

Restaurant Systems and Equipment 
Retail Business Systems 

Ribbons and Carbon Papers 

Safes 

Safe Deposit Boxes 

Sales Analysis and Control Systems 
Scales 

Sealing Machines 

Stands for Business Machines 

Stencils and Stencil Machines 

Stock Record Systems 

Storage and Transfer Cases 

Store Systems and Equipment 
Tabulating Machines 

Telephone Recording 

Time Clocks and Locks 

Test Scoring Machines 

Time Indicating Devices 

Time Recording Systems, Machines & Stamps 
Time Signaling Devices 

Time Stamps (Electric and Manual) 

Tool Check and Inventory Systems 
Transcribing Machines and Methods 
Typewriters 

Typewriter Accounting Machines 
Typewriter Bookkeeping Machines 
Typewriter Ribbons and Carbon Paper 
Typewriter Stands 


Visible Filing Equipment 


Visible Records 
Watchmen’s Clocks 


Telephone CO 7-1392 
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to the factories of your principal suppliers. Let them 
spend several days at the factories, getting first-hand 
knowledge of the new technique about which we have 
been speaking. Your manufacturers will jump at 
the chance to assist in their training. 


Need Trained Men For Sales 


Perhaps you are located in, or close to, a college 
town. If so, you can undoubtedly arrange for your 
trainee salesmen to take a course in office manage- 
ment. From this they will get to talk the language of 
the people on whom they will later be calling. Per- 
haps, too, your men could be sent to another course on 
interiors, colors and designs in furniture. In this way 
they would come to think in terms of office interiors, 
and not of sales of single units. Customers who may 
actually ask for a desk or a chair, are often in the 
market for a complete office. Club chairs and daven- 
ports increase the sales possibilities, as well as the 
profits. We spoke a few moments ago of establish- 
ing your merchandise of office furniture as one of the 
business professions. A good road to travel in this 
field is to train your salesmen to be looked upon as 
“the man with the answer” in any office furnishing. 
You can gather in the sale of floor coverinzs and 
drapes. If your furniture department is not strong 
enough to handle the extras, make a deal with the 
next-door merchant who does that kind of service. 
Then you control the situation; do all the billing as 
your service. 

One thing more, a very important one, that you 
could do to prepare yourselves for the things that 
are to come, not only in office furniture, but in all 
lines, is to keep abreast of the times. No one, partic- 
ularly in the selling field, ever operated successfully 
by associating with himself or members of his own 
organization alone. Keeping abreast of the times in- 
volves not only your paying attention to business and 
absorbing all the available information in our indus- 
try, but also close aSsociation with your suppliers, and 
with those “friendly enemies,” your competitors. 


The Old Order Has Changed 


Remember the days when one manufacturer wouldn’t 
let a competitor through his factory, when one Sta- 
tioner never visited the store of another? Take ad- 
vantage of your membership in the National Station- 
ers Association, read its literature, attend its conven- 
tions, both regional and national, willingly serve on 
committees. The greatest opportunity for keeping 
abreast of the times, learning about the furniture and 
other equipment and supplies of the future is available 
by participating in the activities of your Association. 
The Steel Institute, the Leather Manufacturers Tan- 
ners Council, the Wood Office Furniture Institute, to 
which many of the wood furniture manufacturers in 
the country are devoting their time and efforts, are 
for the common good, the general welfare. The free 
exchange of ideas is healthy in any industry. Full 
advantage should be taken of every opportunity to 
associate with one’s suppliers, customers, competitors. 
Only from these associations will we keep abreast of 
the times, learn from the other fellow. 

And so wood furniture’s new salesmen, research and 
technology will provide the office furniture that, with 
the new technique of your salesmen, will be profitable 
for you, for all of us. Our industry is dedicated to 
giving you office furniture with which to more effi- 
ciently and profitably perform the work to which you 
daily devote your able efforts. 
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CHOICE 


of the successful 
office furniture 
merchants 





New Indiana Chair Co. 


ice Cheaitia 


Of all the many office chair lines now being offered, even 
the greatest retailers in the largest markets must needs 
make a choice—they could not hope to sell every one. 
All discerning dealers study their trade and select the 
lines they believe will make greatest appeal in their 
territory. 


Many dealers in the livest centers find that N. I. C. Co. 
office chairs present an outstanding ratio of quality to 
cost—features of high grade materials, improved design, 
construction and finish combine to emphasize true value. 


WE ARE INCREASING PRODUCTION FACILITIES: 
Illustrated above is one of our 1400 series chairs, not yet 
available but soon to be in sufficient production for sub- 
stantial shipments. The increase in N. I. C. Co. plant 
facilities to be available soon—possibly within sixty days 

will be devoted largely to this new series. We shall 
soon have especial news for N. I. C. Co. dealers. 


2 NEW INDIANA CHAIR COMPANY 





MANUFACTURERS OF OFFICE AND SCHOOL CHAIRS 


Member WOOD Office w 





Jimena Indiana 


Furniture Institute 
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New anicut HAND 
MARGIN JUSTIFIER 


Designed for Any Standard Typewriter 


John S. Edison 
Paeooucrs J 


Nothing Else Like It! Hundreds 
Sold in Recent Months! Dealers 
Report Big Profits! One 5'/, 
Write-Up Produced Over 200 


Inquiries! 





Here is something really revolutionary -- a 
simple accessory for any standard typewriter 
which produces typewritten material with justi- 
fied (perfectly aligned) right hand margins — 
automatically} It's the only typewriter access- 
ory ever offered which will either extend or 
condense a line of typewriting. 


Your customers can use it to prepare better 
looking catalogs, sales or service manuals, 
mail advertising, sales promotion pieces, parts 
lists, house organs, or other duplicate matter — 
by any of the major duplicating processes that 
use typewritten text -- stencil, offset and 
hektograph, 


They need the EDISON MARGIN JUSTIFIER if, in 
the preparation of typewritten material for 
reproduction, they have been dissatisfied with 
ragged, uneven appearance of the right margins, 
or if they have tried to correct this condition 
by making half back-spaces or skip spaces, 


Quickly and easily installed by any competent 
typewriter service man, without special tools -- 
and used by a capable typist after only a few 
minutes instruction and practice -- the EDISON 
MARGIN JUSTIFIER opens an entire new field in 
the preparation of inexpensive typewritten 
material for reproduction. 


WRITE for literature, prices and details of 
an exclusive sales agency. 


* Models available for Electromatic, Remington, Royal, 
L. C. Smith, Underwood, Vari-Typer and Woodstock. 


JUSTIFIER SALES CO. 


2022 GLENDALE BLVD ° LOS ANGELES 26, CALIFORNIA 
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REMODELING THE STATIONERY STORE 
(Continued from page 23) 


able today. After considering the advantages of these 


various types, we decided on using asphalt tile and 
this can be successfully installed over any old wood 
floor, provided you will sand it smooth before instal- 
lation. Of course, if you have a concrete floor, this 


| item of expense is eliminated. This asphalt tile makes 
/a very attractive floor and offers many unusual possi- 





bilities in pattern. Care should be exercised in choos- 
ing a pattern that will harmonize with your new 
fixtures and interior decoration. 


Lighting Needs Consideration 


Next, you must consider lighting and the installa- 
tion of the proper style and quantity of fixtures. At 
the time we commenced our store modernization pro- 
gram, the best type of lighting then available was the 
fluorescent style and of the different types of lamps 
available for this fixture, we chose the white light in 
preference to several other colors of lamps available. 
The daylight type of tube is excellent for lighting 
offices and factories, but when the problem is to 
illuminate a store stocked with boxes and cartons of 
every known color or combination of colors, you will 
find that the white tube will be most Satisfactory. 
The most expensive style of fixtures does not neces- 
sarily mean that they are superior to a less expensive 
type for we must remember that the fixture in itself 
is only a mechanical contrivance to hold the tubes 
which actually produce the light. In this connection, 
it would be wise to request professional assistance from 
either your electrical contractor’s engineer or from 
the engineering department of your local utility office. 

Too many make the mistake of installing their new 
fluorescent fixtures in the same old outlets that serv- 
iced the previous incandescent type of fixture. Your 
lighting engineer can advise you as to the proper 
spacing between fixtures, also the correct distance to 
suspend the suspension type from the ceiling, which 
you would undoubtedly use unless you have an ex- 
tremely low ceiling. Care should also be taken in 
regard to the volume of daylight that filters in from 
the front or through skylights. You should arrange 
your system of switches to enable you to operate any 
required fixture or group of fixtures independent of 
the entire system. 

Another type of modern lighting is the new cold 
cathode type, and in many respects, it is superior to 
fluorescent, but this type has not been publicized or 
offered to the trade in as large volume as fluorescent. 
We recently installed a new pen and pencil display 
case which contained built-in lighting of the cold 
cathode type and it makes a very efficient light, blend- 
ing nicely with the fluorescent ceiling fixtures in light 
quality. From the best information available, cold 
cathode type while more expensive to install, has a 
lower operating cost and considerably longer life than 
fluorescent tubes. 


Proper Shelving Is Necessary 


Let’s discuss the actual fixtures. The backbone of 
every stationery store is the shelving that is installed 


| along the wall—that is true today and has been always. 


First of all, what about the height of this shelving? 
The modern height in my opinion, is to not have it 
over seven or eight feet. The days of old, 12 and 14- 
foot shelving is disappearing with the goose quill, and 
other antiquated items. This old style high shelving 
required a cumbersome rolling ladder which in itself 
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SUPERIOR DESIGN—SUPERIOR CONSTRUCTION 


New, De Luxe Hi-Lo Typewriter Stands 


“THE STAND FOR EVERY USE AT THE RIGHT PRICE” 


Continuous 
piano hinges 









Spring drop-leaf supports 





FINISHES 
Natural Walnut 
Natural Maple 
Solid Green 

Solid Gray 
















Handsome %," 


plywood top 
Double cross-braces to —for extra 
guarantee complete firmness and 
rigidity to deaden 
sound 


Heavy-gaugo 
steel— 
all electric 


welded 


Modern, J-angle 
construction ensures 
complete harmony with 
the new straight-line 
look of present-day 





office furniture 


Skilfully 





designed and 
ALL STANDS SHIPPED en aig agen’ 
the finest 
SET UP Hi-Lo STAND eg 
READY a 
& it 
When «ons pref e re ae § 00 oe 
r . Mi “ul 
clearly the finish desired for LEAF SIZE 16"x 9 
each style stand. EXTENDED 16"x36” is 
HEIGHT . ; i 


Dependable, easy-to-operate lever device permits castors to be lowered when 
stand must be rolled about — raised out of way when in seer for work- 
ing. When leaves are raised, presents flat, absolutely level working surface. 


METALSTAND COMPANY, Inc. 


1615 to 1625 Melon Street Manufacturers Philadelphia 30, Pa. 


OFFICE APPLIANCES, August, 1947 201 











ou i Essianate 
THE MODEL 





Includes excise tax and standard accessories 


* Foor Pepat Conrrot 


¢ Dictate or TRANSCRIBE ON SAME 
MACHINE 


¢ Portaste, Weicus Onry 13 Les. 


¢ Macnetic RecorDING ON Low 
Cost Paper Recoros 


¢ Recorpos Can Be Fotpep For 
Orpinary MAILING 


¢ Recorps Can Be Erasep INSTANTLY 
AND Re-useb. 


by Srash Ctevetano, On10 


first in magnetic recording 














A low-cost, portable dictating and transcribing machine with unlimited applications, 
product of the leader in the field of magnetic recording—the Brush Development Co. 
Ideal for large corporations with many salesmen in the field—highly economical for 
the small office. Demonstrates most convincingly. Write today for further information. 


BUSINESS SPECIALTI DISTRIBUTORS : 
ENGINEERING x 7 HUNTING-ROBERTS CO. sean — . 


542 SO. DEARBORN ST. 2223 EAST THIRTY-SEVENTH ST. MINNEAPOLIS, 
CHICAGO, ILLINOIS LOS ANGELES 11, CALIF. MINNESOTA 


MIDWEST DISTRIBUTOR WEST COAST DISTRIBUTOR NORTHWEST DISTRIBUTOR 
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was a perpetual accident hazard, and with the advent 
of the fairer sex composing a majority of our retail 
sales personnel, it would require entirely too much 
time for Sadie or Margie to don slacks when some 
wolfish customer wanted to examine a 300-page ledger 
that would be housed on the top shelf. 

Now that we have the shelving at a decent height, 
so that even the top section can be reached with the 
assistance of a two-foot folding ladder, we should con- 


sider the actual structure. Have you ever attempted | 





to squeeze that last box of 16-pound typewriter paper | 


in the shelf and discover that if you had only one 
inch additional space, it would fit nicely, otherwise it 
would be necessary to use another shelf and waste 
considerable valuable space? We all know the answer 
to this problem and we should make certain that all 
of our shelving is adjustable, preferably on one-inch 
centers. In this way, the shelves can be made to fit 
the merchandise. The only other alternative would 
be for the manufacturer to package his products to 
fit the shelves and we certainly do not want to add 
any more problems to this noble group. The best all- 
purpose type of shelving is the ledge style at counter 
height with the shelves above the ledge 18 inches deep 
by three feet in length and the ledge shelf and sheives 
below 24 inches deep. This arrangement will accom- 
modate practically all types of shelf stock merchandise. 


Some Show Cases Are Needed 

While the shelves house the majority of items in a 
stationery store, we still must have a few show cases, 
flat top counters, tables and other fixtures. When we 
purchased our new store fixtures, we included only a 
small number of show cases which was used to dis- 
play certain valuable merchandise that might other- 
wise be easily picked up by shoplifters. Instead of a 
large number of showcases, we decided to adopt some 
of the ten cent or variety store merchandising ideas, 
that is use open top display counters with several 
display levels and equipped with adjustable glass par- 
titions. We find that we sell more merchandise from 
this less expensive type of fixture than we could ever 
sell from show case displays. Small items, such as 
staplers, list finders, desk calendars, gem clips, pins 
and paper punches are displayed to advantage on 
these counter tops. The space below the counter, both 
front and rear, is equipped with adjustable shelves and 
houses the extra stock of the items displayed on top. 

In selecting a type of fixture it is important to bear 
in mind the fact that some day you will probably 
want to purchase additional units to match. We Se- 
lected a six-foot sectional style and by adopting this 
it allows much more flexibility in possible future re- 
arrangement. All wall sections, show cases, display 
counters, wrapping counters, in fact every piece of 
equipment, is in units of six feet in length. Now, what 
about the arrangement order or our shelf stock? That, 
probably, is something on which every stationer has his 
own idea and so long as the related items are prop- 
erly grouped, it should make no great difference. Nat- 
urally, the more attractive packages should be nearer 
the front to make them visible from the outside. It 
so happens that the nearest items to the front on one 
Side of our store are ribbons and carbon paper. Now. 
this could be entirely due to the fact that the sales- 
man from whom we purchase this line volunteered to 
assist us in filling the shelves and arranging the store 
as the new fixtures were installed—or it could be 
purely coincidence. 

This modernization and improvement business can 
cover a lot of territory and you notice that I have fre- 


OFFICE APPLIANCES, August, 1947 


NATIONAL 
DESKS 





NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 

This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks" a name symbolic 


with everything fine in office furniture. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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CLEANS TYPE 
INSTANTLY 

















The Right Combination 


Clarotype is a combination of active ingredients 
that clean typewriter type instantly, thoroughly, 
economically. It is non-inflammable. A national 
leader for 27 years. More than 4500 progressive 
dealers sell Clarotype profitably. Write for liberal 
discounts. Imprinted advertising supplied free. 
Order Clarotype from your jobber or direct from 


The Clarotype Company, Inc., 261 J Broadway, New York 7 
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| quently referred to what we have done in our small 
| store in a small town. Since this is the only job of 


this type with which I have had any first-hand experi- 
ence, you will have to again pardon me for continual 


| personal reference. Another important item so far not 
| mentioned is the subject of heating and cooling. Even 


though Panama City is blessed with a very unusual 


| temperate climate, it occasionally becomes a little 


warm in the summer months and of course during the 
winter sometimes we require a little more heat than 
our bodies can produce even with the aid of a stimu- 
lant. Since we have more warm weather than any 
other kind, we will discuss the cooling problem first. 
Our first attempt to cool our store and offices with the 
use of a large exhaust fan on the roof was a miserable 
failure. The fan did only a fair job of cooling, and as 
you know, an exhaust type of fan must pull fresh air 
in from some outside opening, and when you do this, 
at the same time you draw in large quantities of dust 
and dirt which has the peculiar habit of settling on 
the merchandise, causing it to become soiled or dam- 
aged very quickly. After one season with the exhaust 
fan experience, we investigated the cost of air condi- 
tioning and decided it was worth the price. A five-ton 
package unit was sufficient to cool the store and 
offices and this really lessened the dust and dirt dam- 
age considerably, in addition to the comforting bene- 
fits of a cool, controlled temperature. As for winter 
heat, the few days that this is required, is furnished 
by having a butane gas heater installed in the air 
conditioning ducts, and we have filtered warm air 
from the same unit and installation. This is automa- 
tically controlled by a thermostat and makes a very 
efficient system. 


Cleaner Eliminates Dust 


One more thing in reference to the dust problem in 
the store—even with air conditioning we still had 
too much of it, so we decided that the janitor’s broom 
was guilty, therefore we discontinued using it and 
instead experimented with a tank type vacuum cleaner 
and this has eliminated the dust nuisance almost 
entirely. 

In closing, I would like to again state that I believe 
this business of store modernization and improvement 
is not looked upon lightly. Remember, your competi- 
tor may show you the way and in this respect it is 
far better to lead the way than be forced to follow. 
The only business I have ever been engaged in is the 
best one in the world—the stationery and printing 
business, and so long as I can continue to receive 
enough merchandise to operate, I want to continue 
in it. 

en 


WASHINGTON FIRM EXPANDS ITS LINES 


The American Bag & Paper Supply Company, Wash- 
ington, D. C., recently announced that it is expanding 
its business, adding a stationery and office supplies line. 
On August 15, the firm will open a large warehouse and 
retail store at 1496 H St., N.E., Washington, D. C. 

The new location is an all fire proof building which 
offers enlarged office floor space with the additional 
convenience of a warehouse located immediately at 
the rear of the building. The store front faces one 
of the busiest thoroughfares in the nation’s capitol, a 
site where six avenues merge at the intersection. An 
attractive neon sign costing $1,500 is being erected. 

Products handled by the firm will include stationery, 
office supplies and equipment, plus a complete line of 
bags and wrapping papers. Manufacturers have been 
invited to send their representatives to the firm’s buyer, 
Mr. Klavan. 
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ORIGINATORS OF 


Homogentzed nhs. 


FORWARD 
* 
NO OIL 
SEPARATION 
HIGHESTQUALITY | 


FOR 45 YEARS THE 
LEADERS IN THE ~ 
MANUFACTURE ae 
OF DUPLICATING io Pe Ue ee 
3 OUPLICATING | 
> ove LA ck 

TRY THIS NEWLY 
PROCESSED 
CANODE 


HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 





ANOTHER STEP | ‘euael 











rROYUC.L3S— 
NOT PROMISES! 


e Some manufacturers point with pride to 
great “back-logs” of orders. We do not. 
Here at CESCO we are pacing an active 
demand and are delivering products— 
not promises. 


With fast CESCO service you can main- 
tain a balanced minimum stock with less 
investment, effect faster turn-over and 
net greater profits. All stock items in the 
CESCO Line are now in good supply 
and you can get overnight shipments in 
all sizes and styles. 


There are a few exclusive CESCO terri- 
tories now available to established dealers 
—Write for details and catalogs. 


The C. E. SHEPPARD CO. 
4407 Twenty-first Street 
Long Island City 1, N. Y. 
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DISPLAY THEM...and 


You'll Sell Them! - 


The new WRENN SHOWBLOTT is the answer to max- 
imum Desk Blotter sales. It brings Desk Blotters out in 
the open where those who need them, see them, are 
reminded and buy them. It is a distinctive, all metal 
counter display cabinet in rich brown wrinkle and satin 
finished cadmium plated trim. The glass window reveals 
a stock of colorful Wrenn Desk Blotters in Mosaic or 
Basket Weave. It pays for itself in no time. A letter 
will being a folder giving complete details. 





comes to you 
WRENN siocked with 250 
Wrenn Basket Weave or 
SHOWBLOTT Mosaic Desk Blotters in 
any five of its 12 available 
colors and white. Its low cost will 
appeal to you, as well as its all- 
around appearance that is a credit to 

your store. 


THE WRENN PAPER COMPANY 


Middletown, Ohio, U.S.A. 








SPEED is suse 
with sORT-()-Fite 


Every business office, large or small, can save valuable time 
in filing and finding by using this new sorting device. Users 
report time savings ranging from 20 to 60%. Special appli- 
cations are without number, including orders, letter filing, 
incoming mail, outgoing mail, checks, sales tickets, posting, 
auditing, and many others. 

SORT-O-FILE has an appeal to all business. It is a product 
which deserves to be featured in both outside and store 
solicitation. Some offices buy many units. A simple demon- 
stration is convincing. This is a live sales producer for alert 
distributors. ACT NOW. 


ASSOCIATED INDUSTRIAL DESIGNERS 
3726 Effingham Place Los Angeles 27, California 


New York San Francisco Washington, BD. C Los Angeles Austin, Texas 
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“FRITZ-CROSS” 


THE GENUINE AND 
BETTER BUILT 


STEEL POSTURE CHAIR 


a 


A coast to coast Fa- 
vorite with Dealers 
and their customers. 


Scientific 
Design 
* 
Sturdy 
Construction 
me 
Easy 


Adjustment 
Features 





NO. 350 MODEL 


Deliveries Improving 


THE FRITZ-CROSS CoO. 


300 E. 4TH ST. ST. PAUL 1, MINN. 


CROWN TIP 


TRANSPARENT INDEX TABS 


assure a fast turn- 
over and _ reorders. 














CELY:DEX 


EIGHT COLORS 


GREEN 
ORANGE AMBER 
LEMON PINK 
BLUE RED 


A Better TAB at a Better Price 
CEL-U-DEX CORPORATION 
1 MAIN STREET BROOKLYN I, N. Y. 


CLEAR 








Many and varied electros for your own news- 
paper, bulletin and catalogue are yours without 
cost. Write for proof sheet from which to select 
size and subject best suited to tell your customers 
that they can buy Grippit from YOU. 


Western States: R. L. SMITH, 604 Mission St., San Francisco 5 
Canada: McFARLANE SON & HODGSON (LTD), Montreal 


HARRIMAN-WELTS, INC., HAVERHILL, MASS. 





For Immediate Delivery 


No. 2 METAL WASTE BASKETS, 
Green and Brown Finish 


IMITATION WALNUT LETTER TRAYS, 
Letter and Legal Size 


METAL BRASS TRAY SUPPORTS 


TICKET PUNCHES, 
V4" round hole and assorted designs 


CANVAS BINDERS, 
2”, 1Y2" and 1”, metal rings, 11x82 


LEDGER SHEETS, complete line, all rulings 
ORDER BOOKS, duplicating and triplicating 
AMBER SCRATCH PADS, all sizes 

PYRAMID PINS 

PAPER TRIMMERS, all sizes 

FAULTLESS PENCIL CLIPS 

STEEL-GRIP, Jr. and Sr. Clips 

FILES, stick and harp 

ARCHES, ARCH BOARDS and CLIP BOARDS, 


all sizes 


UNLIMITED QUANTITIES ON ALL LISTED ITEMS 


Complete Line of Wholesale Commercial 
Stationery Items 


WESTERN WHOLESALE STATIONERS, LTD. 


333 East Third Street 


Los Angeles 13, Calif. 
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SALES TRAINING 
By Harold F. Graves 








Vice President and Eastern Sales Manager, 
Wilson Jones Company. 
(Address Before NSA District No. 3 Meeting, 
Atlantic City, N. J., June 19.) 





URING THE PAST SEVERAL YEARS, both dealers 

and manufacturers have been more concerned 
about the problem of obtaining merchandise than of 
moving it. 

At the same time, the consumer was also concerned 
in obtaining the items he needed. No effort was re- 
quired on the part of the distributor to create sales. 
In fact, selling in many cases was actually almost 
superfluous and inconsistent. Expediting and excuse- 
making became the order of the day, rather than sales- 
manship. 

This vacation from exercising creative salesmanship 
lasted, as you know, for more than five years. This 
must have reduced selling effectiveness. Some estab- 
lished salesmen assumed duties other than selling 
because of manpower shortage. New salesmen had to 
take orders with little or no training. 

During and since that time, changes have been made 
in established products. New materials have appeared. 
New items have been added. Items formerly known 
have been discontinued. Manufacturers’ catalogues 
and price lists have been changing. 

Added to those conditions, we are faced with a 
change in the domestic economy. The change, without 
doubt, includes the return to the normal buyers’ mar- 
ket. With prospects for the gradual elimination of 
material shortages, we can look forward to days of 
intense selling competition and a mad scramble for 
the consumer dollar. Besides competition from other 
sellers, there will be consumer buying resistance to be 
met. The latter could well be the greater challenge. 


“Scare” and “Survival” Are Out 


In citing conditions, it is not my intention to try to | 
“sell” the idea of sales training to you as stationers | 


and manufacturers on a “scare” or “survival” basis. 
Business in our industry is too good for that. The 
strides the retail stationers have made since the be- 
ginning of the war have taken away all such argu- 
ments. 
with figures showing the outstanding jobs the direct- 
to-consumer manufacturers were doing. According to 
approximate figures from the National Stationers Asso- 


Trade manufacturers used to chide dealers | 


ciation, based on estimates from surveys, the 9,000 | 
recognized Stationers in the U.S.A. are doing a volume | 


of approximate one billion dollars annually. The largest 
direct-to-consumer manufacturer, and the one giving 
the retail stationer the greatest competition, according 
to an official operating statement recently released, 
did during the last fiscal year—$150,000,000.00. That 
figure included many items not competitive to the 
Stationer. 

Let us approach the subject of sales training from 
the standpoint of maintaining the favorable position 
of the retail stationery trade. Let’s have a trained 
selling organization because it is good business for 
both the dealer and the dealer’s personnel to do so. 
In this discourse, I plan to concentrate on only a small 


pee 


Segment of the subject of sales training. It is not my | 
intention to consider sales management, advertising, | 


merchandising, sales promotion, public relations and 
the like, but only the training of the individual to sell 
more merchandise to another individual. 

In developing the subject I am aware that certain 
dealers hold regular meetings for the purpose of train- 
ing. I realize that certain retail sales groups have top 
men whose annual remuneration during and since the 
war has run into five figures. To those dealers, I shall 
try to sell the idea of making their training more 
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pee KET SEAL 


THREE SIZES 
OF DIES 
my 15/, -134, -2 
DIAMETERS 


FOR SALE BY LEADING STATIONERY AND 
MARKING DEVICE JOBBERS EVERYWHERE 


MEYER & WENTHE, INC. 


30 SOUTH JEFFERSON ST. + CHICAGO 6 
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The 
Last 
Word 


_ Desk Files 


THE FILO 


12” long. Steel. Finished in hammertone golden brown 
enamel. Rubber feet. Has 4 upright dividing plates 
approx. 6x8” which slide in groove. A press of your 
finger and you move a divider plate to accommodate a 
large telephone book. Another press and you move a 
plate to within 1/16” of another, holding upright a single 
sheet of paper. No screws. No rods. Efficient. Attractive. 
Sturdy. This file will interest you. Get particulars to- 
day. List $7.95. Proper discounts. Minimum ship- 
ment 3 files. 








SPECIAL NOTE 


By error in the July isue of OFFICE APPLI- 
ANCES, the list price of FILO DESK FILE was 
incorrectly quoted. The correct price was and 
is $7.95 list. 


Weber Office Specialty Co. 


1328 W. 6th St. Los Angeles 14, Calif. 














SAFEGUARD SYSTEM 


OF 


CHECK PROTECTION 
OUTWITS 


FORGERS! 


SPEED: The Instant Safe- 
guard moves swiftly, a high 
speed machine for a fast 
moving age. 

"PERSONALIZES": 
Safeguard is equipped with 
number or, if 


Every 


registered 
preferred, customer's name- 
plate—additional protec- 
tion against forgery. 

ADDITIONAL PROTEC. 
TION: A $10,000 indemnity 
policy is issued to every 
purchaser and insures 
against loss through forgery 





Inquire About the 
Guaranteed and Insured 


INSTANT “H” MODEL — 
SAFEGUARD. CORPORATION 


LANSDALE, PENNA. 


effective; and of adding more men to the highly pro- 
ducing and highly paid group. To those dealers, with- 
out training programs, and to those who do not have 
regular weekly meetings, I am going to try to sell the 
idea. At the same time I am going to try to Sell every 
manufacturers’ representative present on the idea of 
participating. It is only natural that the manufac- 
turer would be interested in having his product prop- 
erly presented and sold to the consuming public. 


Knowledge of Product Stressed 


The expression “knowledge of product” will be used 
several times in the remarks that follow. By “knowl- 
edge of product” will ke implied not only knowledge 
of the physical characteristics of the product, but 
knowledge of the need for the product and its func- 
tion. In other words, knowledge of application. 

In their attempts to buy items of merchandise for 
their personal use, consumers have had this experi- 
ence. Let us say, a customer wanted to buy a hammer. 
The store carried three grades, priced accordingly. The 
customer actually wanted the clerk to help him buy 
the correct hammer for his purpose. No help was 
given, outside of some commonplace remarks. 

What was the outcome? The customer wasn’t “sold” 
a high grade hammer, so he bought a cheap one. 

Customers and prospective customers like to be 
served intelligently by people who know. There is no 
substitute for “knowledge of product.” That, in itself, 
is salesmanship. 

I am sure we among the stationery trade are not 
knowingly as inarticulate as the hammer clerk in our 
selling. If even the junior clerks and new outside 
salesmen are not yet practicing salesmanship, it is due 
to lack of “knowledge of product” and can be remedied. 


Here’s a Contrast in Salesmanship 


Contrast the “hammer” salesmanship just men- 
tioned with the following: You are visiting the stores 
in your shopping district on the evening they remain 
open. Perhaps you have, or you haven’t any particular 
item in mind. You are looking over the new products 
on the market. 

You enter a hardware store. You pick up a small 
flour sifter. While you are looking at it, the clerk 
volunteers the information that it is a new and im- 
proved model put out by a reliable manufacturer and 
names the brand. He tells you it is made of 26-gauge 
aluminum; that aluminum is friendly to food as it 
will not corrode, will not change the taste of the food, 
will not chip. The sifter is light in weight, and, be- 
cause of its embossed construction, it will not dent 


| easily, and it is stronger than the same item in steel. 
| A genuine high-grade tempered steel spring forms the 
| handle and actuates the sifter. Although the spring 


would rarely ever come in contact with the flour, it is 
treated against rust and corrosion. The bottom of the 
sifter is the correct size to enable the user to sift flour 
into a cup without spilling. Since it is so compact and 
the price is only $.79, some customers from the larger 
homes buy two and three at a time—one to leave in 
the flour bin, one for the canister in the kitchen and, 
in some cases, one for the pantry. 

This clerk serves you naturally and smoothly. He 


| makes it easy for you to buy several of the sifters, 


and he makes it almost difficult for you not to buy 


| at least one. He sells you the item. 


When you go into a store you like to receive the 


| consideration you feel is due you. Those who react 


otherwise are few, whether they admit it or not. I am 


| sure you would be inclined to return to this store to 
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place your business. 
Don’t Miss the Point 

In considering this experience, let’s not miss the 
point. No matter how clever the clerk is, no matter 
how much of a natural salesman he is, he has to know 
the product to achieve results. Here you have “knowl- 
edge of product” in action. 

You bought the flour sifter; but if the clerk had 
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ie CAMBRIDGE 
GEORGE B. GRAFF CO. 40, MASS. 


i RING 
ELBE) BINDERS 


All Popular Grades, Sizes, Capacities 





og 


Now in Production—Quick Deliveries On— 


Sect’l Post Binders Spring-Back Binders 


Zipper Cases Scrap Books 
Sheet Holders Clip & Arch Boards 


Loose-Leaf Accessories 


Write for New, 24 Page Illustrated Price List 











ELBE FILE & BINDER CO. Inc. 


FALL RIVER,.MASS. 
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@ FRAME TOP CASE 


Available in a 
variety of quality 
leathers. 







Gussetted 
Bottom 


Leather 
Partitions 


3-extension 
lock 


16x13x7” 
or 


18x13x8” 


BRIEF CASES 
FOR EVERY PURPOSE! 


A complete range of styles in a wide choice of quality leathers. 
Each case designed to meet specific needs. Included in this line 
are ring binders, heavy duty sample cases, underarm zipper enve- 
lopes, catalog cases etc. Write today for catalog. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria Street, Chicago 7, Ill. 












Pé 
A GOOD NUMBER 
a eo oe FOR 
NUMBERING MACHINE 


Five movements (consecutive, 






duplicate, triplicate, quadru- 
plicate, repeat) ... dial set, 
dial locked . . . five to ten 
wheel capacity . . . lightweight 

- @asy action... uncon- 
i ditionally guaranteed! All these 
features add up to more num- 
bering machine sales and profits 









for you. 


A IMMEDIATE DELIVERIES 


ROBERTS NUMBERING MACHINE CO. 
706 JAMAICA AVE. BROOKLYN 8, N. Y. 


Western ? ASSOCIATED STATIONERS SUPPLY COMPANY 
Distributor { 229 S. Jefferson Street, Chicago 6, Illinois 
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The BUCKEYE “Office Special’’ lines of 
carbon papers and typewriter ribbons are 
easy to sell and quickly establish customer 
aceeptance....This means more profits 
.. and quicker repeat business. Write 
today for the BUCKEYE sales plan and 
free display samples. 


(‘A 
1 DLKYE RIBBON & CARBON CO. 


Lightning Adding Machine Co., Dept. 403 





Retails everywhere for only al 2; | 


SELLS ON. SIGHT | 


You'll find your customers just can’t leave it alone! 





That’s why we're so often#told that the Lightning ‘‘sells 4 
itself."" This Desk Mode! Portable adds and subtracts as © 
easily as dialing a telephone. No training is necessary 

to use it or demonstrate it. Built fo take constant use, 
it's every inch a man's machine . .. and fully guaran-- i 


teed for one year. Write for details including a life 
size color photo of the Lightning Adding Machine. 
HAMEDIATE_DELIVERY— Write for Price List — 














Were never in greater demand than now. Sales presen- 
tations, market analysis, general statistics, make them of 
great importance. Offer— 


CLEARTYPE MAPS 
BLACK AND WHITE 


PRINTING AND MOUNTING 
COLOR PRINT MAPS 
MAPS MAPS 
OF ALL FOR EVERY USE 
DESCRIPTIONS AND EVERYWHERE 


WRITE FOR CATALOG and DISCOUNT SCHEDULE 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. ¥. © MU 2-7581 








543 S. Spring St., Los Angeles 13, Calif. | 












BUCKEYE 
RIBBONS 
jor 


e All Typewriters 

e Billing Machines 
e Adding Machines 
e Hectographs 

e Multiliths 

¢ Photostats 

e Time Clocks 

¢ Blue Prints 







7209 ST. CLAIR AVENUE ° CLEVELAND 3, OHIO 
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ACCOBIND FOLDERS 
Easy to Sell 


because they’re 


Profitable to Use 
ACCO PRODUCTS INC. 


OGDENSBURG, N. Y. 
In Canada: Aceo Canadian Co. Ltd., Toronto 
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made irresponsible statements, his sales talk would | 
have been transparent, and you would have been un- 
impressed and possibly even mildly antagonistic at 
having your intelligence insulted. “Knowledge of prod- 
uct” made the sale. 

One of the well known sales personalities in the 
stationery trade, who possesses almost unlimited 
“knowledge of product” puts it into practice con- 
tinually. When he has a prospect for a small capacity 
loose leaf memorandum book, which incidentally holds 
only one filler, he shows not only the book, but he 
slips into the cover an alphabetical index and four 
fillers. 


and cents ruled for figures. Many times, through this 


Two of the fillers are faint ruled for writing 
names and the like, while the other two are dollars | 


strategy, he sells all four of the fillers, along with the | 
cover and index; and rarely does the customer take | 


less than two fillers. He does a customer a favor, as 
loose leaf covers are always running out of paper. 
Needless to say, he doesn’t overlook selling a leather 
cover instead of a less expensive one. 
A Printing Industry Example 

Let’s take an example in the printing industry. One 
printer claims to do job printing, and the impression 
on his customers and the public is just that—he does 
“job printing.” 

Another printer advertises that he does creative 
typography and his salesmen, who are trained accord- 


ingly, sell on that basis, claiming that he applies the | 


principles of art to printing. They talk about the 


essentials, such as proportion, harmony, balance, sym- | 


metry, tone, color and perspective. 
The two shops may be about equal in personnel and 


equipment and not far apart in performance. One is | 
doing, the job of printing. The other is doing the job | 


of printing, plus a selling job. 

I leave it to you, everything being equal in normal 
times, which firm would obtain the better type of busi- 
ness available in the community, and which one should 
command better prices? 

Actually, the one firm does fairly well, 
other is a conspicuous success. One has not done so, 
while the successful one has trained its representa- 
tives to the point that they apply “knowledge of prod- 
uct” to their selling. With “knowledge of product” as 
a basis, they have added imagination and romance. 


Prepares Samples With Care 


while the | 


There you have the printer doing the same job that | 
one of the most successful stationery salesmen in the | 


country does. That salesman, when he is soliciting a | 


large order, always prepares his samples with utmost | 
care. For example, let us assume it is a genuine leather | 
loose leaf ring book. After cleaning, and if necessary | 


polishing the sample, he wraps it neatly in transparent 
cellophane. His theory is, “If he himself doesn’t value 
the item, how can he expect the prospect to do so.” 

He backs his presentation of the eye-appealing sam- 
ple with a thorough knowledge of the item, and a 
thorough knowledge of the customer’s need for it. 

I might add that this particular big name among 
Stationery salesmen obtains many of his large orders, 
and I mean large orders, without price competition. I 
might further add that he is continually seeking ideas 
from manufacturers and never misses an opportunity 
to acquire additional “knowledge of product.” Unfor- 
tunately he is getting old, and his firm has not had 
a consistent sales training program. Therefore, there 
is no one in reserve to take his place. Upon his retire- 
ment much of the large volume he commands from a 
number of large accounts will, no doubt, be lost. His 
firm should provide for this emergency. 


| Molded plastic 


The loss of this volume producer through retirement | 


or death, without adequate trained replacements, 
leaves the firm no more vulnerable than is the case 
with all firms that are dependent on a few top sales- 
men in their force for their business. 

Good men cannot be prevented from leaving their 
jobs to establish their own businesses and to enter 


OFFICE APPLIANCES, August, 1947 








The 
Ideal Typewriter 
Support 











Sharp eyes, nimble fiugers and 


clear brains are essential to con- MODEL No. 1 


stant speed and accuracy in business METAL 
service. KARLO, the Ideal typewriter — weee 
support, is unique in this service. No ADJUSTABLE 
other Stand is so rigid, so free from FROM 
wobble and vibration—no other so easily 26 TO 38 
INCHES 


moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost. 


Patent 
“D90848” 






DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 








MANUFACTURING 
COMPANY 


32 lonia Ave SW GRAND RAPIDS, M 









See That 
CORNER 


Distinctive, practical, 
amazingly durable,- these 
handsome trays are made 
of a beautifully grained 
plastic material that com- 
bines extreme lightness 
with exceptional strength. 
Material actually improves 
with use. 

No. 915—Legal Size 


(10% x 15” x 2%”, inside) 
- $2.25 Ea. List 


Corner (Patented) 
binds tray together 
with vise-like grip. 


No. 912—Letter Size 
(10%x 12%" x 23%", inside) 
$1.95 Ea. List 


WOODALL [NDUSTRIES [Nc. 





2035 So. Calumet Ave. ° Chicago 16, Ill. 
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NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 
And Friezette 





Covering 
Material 
3 SIZES 
A 17x18!/," 
B 15x17" 
C 14l/px15" 





STYLE 401!/, M4" RUBBER FILLER 


A $5.00 B $4.50 C $3.50 
STYLE 402!/, 2" RUBBER FILLER 
A $7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER 
STYLE 115!/, 1" Thick 
$2.50 Large Or Small Size 


STYLE 602!/y 2" Thick 
A BC $5.00 


REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. *°* Chicago 10, Ill. 
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other fields. A firm can be prepared, and owes it to 
itself, to have a group of trained replacements avail- 
able and anxious to fill the position or positions. 

If the hiring of new employees is done on a Selective 
basis, then followed by constant training, there should 
never be a replacement nor sales manpower problem 
(discounting, of course, wartime). Even prospects for 
the jobs of delivery, stock and office boys should not be 
hired unless they are potential material for future 
executive and sales positions. The training available 
in those jobs is too precious to waste on material that 
does not lend itself to development. 

Swift & Company, the large meat packers, have had 
a policy in effect for many years of hiring no male 
help in their offices, including office boys, that cannot 
be trained for executive positions. The president of 
Swift & Company now in office, started as office boy 


| with the firm years ago. 


Here we have an outline put out as a part of one of 
the leading university extension courses. 
ATTENTION. 
INTEREST. 
PROPOSITION. 
REASON FOR BUYING. 
REASON FOR BUYING NOW. 
MAKE IT EASY TO BUY. 
This outline follows the natural course of human 


| reasoning. It is claimed, everything else being equal, 


that any sales letter or sales talk which follows this 
sequence will be effective. 
Recognizes Scientific Selling 
The purpose in showing this chart is to recognize the 
value of selling on a scientific basis, applying psy- 
chology. It also brings home the fact that it would be 


| futile to attempt such selling without “knowledge of 


product,” as a basis. We need to know “what” before 
we tell “how.” 

A salesman can practice creative selling only if he 
can answer questions and objections with confidence. 
The answer is “knowledge of product” and it can be 
gained only through training and more training. 

What are others doing in the way of sales training. 
I don’t need to tell you that such successful firms as 
the following, who sell direct to the consumer, have 
placed training of salesmen first among their activ- 
ities: International Business Machines, National Cash 
Register Company, Burroughs Adding Machine Com- 
pany and Remington Rand, Inc. 

These firms, to mention only a few, know what it 
means and thoroughly train the men who contact the 
consumer for them. 

How does Goodyear, “The Greatest Name in Rubber,” 
view the competitive race which is now under way? 

What Goodyear Depends Upon 

According to a press release by the president of that 
firm, a man in his 40’s, Goodyear, has two strong legs 
with which to run the competitive race, and he em- 
phasizes training: 

The stout right leg: Dealer training program for 
selling tries with greater passion and persuasion than 
ever before. 

The stout left leg: New development projects. In 
other words, new items to promote. 

In addition, he stresses Goodyear’s “back to selling” 
slogan, backed by a newly launched training program 
to support it. 

What did the executives attending last month’s con- 
vention of the National Retail Dry Goods Association, 
representing over 17,000 department and_ specialty 
stores, have to say about customers sales resistance 
and the antidote? 

No. 1 on the list of a program authored by the dele- 
gates for improved functioning of department stores 


| was: “Intensified training and retraining of all per- 


sonnel from top to bottom.” 
One large Los Angeles store reported that “the whole 
store was going back to school.” 


Another large store reported a training course for 
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governmen t 
urplus 


SUBJECT TO PRIOR SALE 


REMINGTON 
LINE-A-TIME 


UNITS 


IN ORIGINAL CARTONS 
12" SIZE SECRETARIAL MODEL—ORIGINAL PRICE $27.50 
OUR PRICE $14.00 EACH LIST 
12" SIZE—Original Price $27.50—OUR PRICE $14.00 EACH LIST 
16" SIZE—Original Price $30.00—OUR PRICE $19.50 EACH LIST 
30" SIZE—Original Price $39.60—OUR PRICE $25.00 EACH LIST 


GENEROUS DEALER DISCOUNTS—QUANTITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES Inc. 


29-31 EAST 22ND ST. NEW YORK 10, N. Y. 
ORegon 4-6400° 


THE DEMAND IS FOR QUALITY 











FINEST CUSTOM QUALITY 


4200 
Series 





mMiIDco 

desk 

lamp. 
MIDCO’s acknowledged superiority in lighting efficiency, trou- 
ble-free operation and choice of beautiful finishes have made it 
the fastest selling portable desk lamp in the quality field. 


Tubes furnished with lamps when requested. 


Descriptive literature on request. 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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TRADEMARK REGISTERED 


Most Rigid - Easily Mounted 


DESK TOP 


COLD e HEAT e WATER 
Will Not Deteriorate "PERMA" 











ives df | He hp 3 
BLACK * BROWN e« GREEN 
STYLE B 1/8" STYLE C 3/16" 


PLAIN BACK GREY FELT BACK 
30x54"' to 30x54"' to 
36x72" $805 36x72" $1Q00 
Special Sizes Solicited See Catalogue For Dealer Discount 
Geo. E. Fox & Company 


320 N. La Salle St. Chicago 10, Ill. 





Office Workers 
Love the Original 





Plastic Type 
Cleaner 





Because it's the mod— 
ern, efficient, completely 

thorough type cleaner! 

@Easily applied...just a gentle tap 
on the keys and presto...it's clean! 

@Clean...does not stick to'hands... 
odorless...will not soil clothing 
(no liquid to splash) 

@Inexpensive to use...longer lasting! 

@Sold by stationers throughout the 
country...used by business firms 
throughout the world! 

@Ask your stationer...or write 


NORTA DISTRIBUTING CO. 
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D F bee K ‘y available for immediate 


delivery 
FLAT TOP AND SECRETARIAL 


With Clemco Attachment 


With File Drawer 





60”x32” Tops 5 
ply walrut veneer 
14%," thick, upper 
edges rounded. 
Panels are 3 ply 
walnut 4" thick. 
Center drawer 
locks all drawers. 
With metal shoes. 
Desks are crated. 
Hand rubbed satin 
finish. 

Limited quantity. 


Walnut Oak 
No. 60 Fiat Top—tList Price 116.00 114.00 
No. 60T Typewriter—List Price... 136.00 


F.0.B. Chicago Write for Complete Catalog 


THE MAYFAIR COMPANY 


315 N. DESPLAINES ST. CHICAGO 6 








Ge. 


WASTE BASKET 


LIST 


4.73 


EACH 





Designed for the modern office setting. ..as salable as 
anything you have seen. Made of new war-developed 
aluminum alloy...light and strong...and beautifully fin- 
ished in hammertone metallic grey, metallic brown and 
standard olive green, with satin aluminum trim. Size, 
14" high, 13" long and 834" wide. 

DISTRIBUTORSHIPS AVAILABLE 


HUNTING-ROBERTS COMPANY 
2223 E. 37th St. e@ Los Angeles ll 
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Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 


ADDING MACHINES 


A 
CALCULATING MACHINES 
: i 
BOOKKEEPING MACHINES 
es 


Select Rough and Rebuilt 
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both selling and non-selling employees, with all classes 
held during working hours. 

A large Chicago department store reported a pro- 
gram of training starting at the supervisory level to 
continue down to all employees. Its aim, “less people, 
better trained and more carefully selected.” 

These are only a few of the statements reported in 
the Wall Street Journal, indicating that the largest 
merchandising establishments in the country are de- 
pending on sales training as the No. 1 factor neces- 
sary to improve business or to maintain existing 
volume. 

This thought comes from the report of the discus- 
sions in the last convention of the National Associa- 
tion of Credit Men. While the necessity of making 
collections was recognized, the sales angle was con- 
sidered as follows, as a means of help where needed: 
“The country is full of established dealers and sales 
people who have forgotten—of new dealers and their 
new sales people who never learned—how to move 
goods against buyer difference.” 

“What retail business needs, more than a crutch to 
lean on (the crutch being extended credit terms) is 
the kind of selling that finds people who need a prod- 
uct and then makes them want it. Perhaps manufac- 
turers salesmen could render more benefit to more 


dealers by helping them, through training and ex- | 


ample, to do a better selling job.” 
New Executive Post Created 


To indicate how important training is to progressive 
organizations, I cite the fact that many of the larger 
firms have created a new official. His title is sales 
training executive. The work has become so important 
among manufacturers and large retailers that there 
is an association functioning today known as the 
National Society of Sales Training Executives. 

While it may be off our subject of training in “knowl- 
edge of product’”—I believe it would not be amiss to 
mention the fact that organizations of this type, while 
they primarily aid their membership, they have the 
long range view that selling must be increased and 
strengthened to support employment. 


The national | 


economy is, in the minds of many, dependent on sales- | 


manship. 

What are we to conclude from the actions of these 
leading groups in the field of distribution? The an- 
swer is unmistakable. Salesmanship is the answer, and 


it is the need of the day. Training to make salesman- | 


ship possible is a “must.” 
Traveler Holds a Sales Meeting 


One of the experienced old timers in the stationery 


field told me only a few weeks azo about an impromptu 
meeting in his store engineered at closing time by one 
of the pencil salesmen. 

He remarked that the traveler got the clerks and 
salesmen together and talked to them for one hour, 
concentrating on the conventional wood case lead 
pencil. He remarked that the meeting was most in- 
teresting and instructive. He said both the seasoned 
personnel and the new clerks reacted most favorably 


to the meeting. They received a new conception of | 


sales possibilities. Still, that firm does not hold sales 
meetings. Why? I do not know. 
In fact, I do not know why sales meetings aren’t 


conducted regularly every week by every dealer. There | 


is more to be gained from training to sell than from 
any one activity a retailer can pursue. 

The proprietor of any business engaged in selling is 
faced with a great obligation. He owes it to his ex- 
perienced men to put on refresher courses. He finds 
the trainees, who are new in the business, appalled by 
the vastness of what is involved in learning to be good 
salesmen. 

I know that in our business the returning service 


men wanted to know what the firm was prepared to | 


do for them. They had a right to ask. We found it 
expedient to accelerate our established training pro- 
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SATELLITE 


Adjustable Typewriter Stands 


Back on the Market 











originated and designed 
the adjustable typewriter 
stand for offices. Since 
organization we received 
many testimonial letters 
and additional orders as 
their office staffs in- 
creased. Many stated 
that their stands were 
purchased early in the 
history of the com- 
pany and still in use. 


During the past few hee- 
tic years we hesitated to 
start operations. During 
this. period we received 
from our customers many 
inquiries proving to us 
that it was inevitable we 
start manufac- 
turing this fa- 
mous stand 
again. In 1902 
this company 


Thousands in use. Ball bearings. Weight 55 Lbs. Sturdy 
construction. Four models. Cast iron. Oak, Walnut, Mahogany 
Wood Tops. Wrinkle baked enamel. Several new items on the 
drawing board. Liberal discounts te dealers. 

Write for the new 1947 adjusted price list and circular. 


Dealers reserve territory which is now being allotted. 


ADJUSTABLE TABLE CO. 


117 MICHIGAN W., GRAND RAPIDS, MICHIGAN 














CARDS 
LUIDES 


LETTER TRAYS 
CARD TRAYS 
CARD CABINETS 


Prompt Deliveries 























Handling Ease 
Longer Life 


CUTS COSTS 


Pick up a sheet of Nev-R- 
Kurl carbon paper. Notice 
how easy it is to manipu- 
late—even in hot muggy 
weather. Notice how its 
plastic backing keeps it 
from sliding, curling and 
wrinkling. Notice, too, how 
much longer a sheet of 
Nev-R-Kurl lasts in a ma- 
chine. Tes:s show it produces up to 50°/, more 
clean sharp copies per sheet. Speed and ease 
of handling and economy of use helps cut 
office production costs on billing and book- 
keeping machines as well as_ typewriters. 
Make a one-sheet trial—it proves all claims. 
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Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
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Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller's Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 





Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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gram. Those men want to go places to make up lost 


time. 
If the new men can be encouraged at the start to 


learn the business, step by step through a systematic 


| course of training, they will continue and will pay 
| dividends to the firm. 


Naturally, “knowledge of product” should be the No. 
1 goal in training meetings, but there is also the “meet- 
ing of minds” on company problems which results in 


' understanding of the common goals. If handled 


properly, enthusiasm should result. Besides organiza- 


| tion problems, study of lines of merchandise available 


for sale, selling campaigns, contests, demonstrations 
and similar subjects should receive attention. 


Don’t Waste Mail Literature 


In normal times, literally tons of direct mail litera- 
ture designed by manufacturers to augument dealer 
salesmen are thrown away due to lack of synchroniza- 
tion. By planning in these meetings the proper inte- 
grating of the sales force with the material, this and 
other waste could be turned into increased volume. 

So far, we are considering a definite training pro- 
gram with regular meetings only from the standpoint 
of its value to the dealer. We have made no mention 
as yet of the manufacturers place in the program; 
that will follow. First, let us continue with the dealer 
angle. The successful firms with the most effective 
sales forces are those that maintain weekly sales meet- 
ings as a matter of course. Some of the largest sta- 
tionery concerns in this country have had their out- 
side salesmen work five-day weeks in calling on the 
trade, reserving Saturday forenoons for sales meet- 
ings, which are held from 9 a.m. to 12 noon, with 10- 
minute intermissions each hour. This recognition of 
the essentiality of sales training, on company time 
within the limits of the regular work week, was started 
years before the war. 


Programs Are Carefully Arranged 
The programs for these Saturday meetings are ar- 


| ranged months in advance. Some are devoted entirely 


to inside and outside sales problems, organizational 


| subjects, and the like. Sometimes as many as three or 


four different lines are demonstrated and discussed 
with the manufacturer’s representatives, each of whom 
is present only during the time allotted. 

This continuous, consistent training improves the 


| entire group to the level of, or near to, the level of the 


best producers. The effect is that the older men keep 
sharp and alert, and the younger men work diligently 
to keep pace. 

The point is that training meeting is an established 
institution with these successful firms. The plan is 
the dealer’s own and is in constant operation. It is 
under the auspices of the store, and the management 
takes the credit for the program. It isn’t the case of 
a manufacturer sponsoring an occasional meeting and 
arranging for it. It isn’t a case of a manufacturer 
throwing a party to obtain an audience. The dealer 
makes his own plans, as should be the case, then 
schedules the meetings to fit his program. Naturally, 
if he wants a manufacturers’ representative to con- 
duct a portion of the meeting, there is usually con- 
sideration given to synchronizing with his itinerary. 

You no doubt noticed the reference made earlier to 
training on company time both in the department 
store field and by some stationery dealers. I might 
mention here that I understand decisions have been 
rendered in connection with the Wage and Hour Law 
to the effect that employees are entitled to overtime 
pay if the time spent in training meetings runs beyond 
the regular 40-hour week. Compliance with the act 
may prove to be a blessing in disguise. It would, no 
doubt, eliminate any objection of personnel to meet- 
ings outside of store hours, and it would, therefore, 
insure the success of the training program. 

We have considered the large dealer. It may seem 
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Special Promotion. 
MAN'S DESK SET_ - 
No. 1919 








New Junior Executive Set in durable cow- 
hide, tooled with wide bands of 24 kt. gold 
and offered at a pre-war price. Set consists 
of 19x24 desk pad, large ink well and base, 
rocker blotter, letter opener and new style 
perpetual calendar. An outstanding 
number to beautify the desk. 


tnt rice $00 oer 
SAINBERG & COMPANY 


37 WEST 26 STREET NEW YORK 10, N. Y. 
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COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $ER75 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 
Extra for 15” extension eye guide 1.10 
Extra for 20” extension eye guide 1.25 

Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


1S Maiden Lane, New York 7, N. Y¥. ¢ 407 So. Dearborn St., ChicagoeS, !!. 
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Attached to file cards or ledger sheets, these 
signals segregate important groups of facts for 
instant reference—saving hours of time. Made 
of stainless spring steel in 12 non-chipping 
colors. Will remain clean and bright under all 
conditions of dampness. Easy to attach, re 

locate, remove; always stay put. Types SL | 
Oh, all filing systems. Samples on request. 
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ROLLS 
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In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


| eee DUPLICATOR CO. 


fa72 BROADWAY NEW YORK 13, N. Y. 
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You! BASE-LOCK 
RUBBER TYPE 
9¢ Locks tu Place! 


QUICKER, CLEANER IMPRESSIONS 


Entirely new in principle, this most 
versatile of all rubber type requires only 
one base (either flat or rocker styles) for 
all sizes of type. Light finger pressure locks 
the type in place, eliminating slippage under 
printing pressure. 


Send for literature on Base-Lock Type and 


‘\ The ~it! 2 
WM. A. FORCE & COMPANY Kae 


216 NICHOLS AVENUE. BROOKLYN 8, NEWYORK, U.S.A 


Regalrite 


STENCILS 
CARBON PAPERS 
TYPEWRITER RIBBONS 
ADDING MACHINE RIBBONS 
BOOKKEEPING MACHINE RIBBONS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 





REVIVO PLATEN RESTORER AND TYPE CLEANER 


With the acceleration in new typewriter production, 
trade-ins will become available in increasing num- 


bers. List your needs with us now. 


REGAL TYPEWRITER CO., INC. 


200 Hudson St., New York 13, N. Y. 
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“small time” to some of the larger dealers present, but 
I want to repeat a conversation I had with a small 
town dealer on the subject of sales training. Possibly 
the point to consider is the example of leadership of 
the proprietor and its influence on the group. 

I knew this man’s organization had done an out- 
standing job in selling office machines, equipment and 
specialties; such as duplicating, dictating and address- 
ing machines, typewriters, adding machines, visible 
equipment and the like. Observing that he was spe- 
cialty-minded beyond the average, I asked him if his 
early training was with one of the large direct-to-the- 
consumer manufacturers. His answer was “no, it is 
just a case of liking to sell. Those in my sales organi- 
zation and I study the lines we sell. We have an edu- 
cational meeting to review old items and to learn 
about new ones every Wednesday night. We put on 
demonstrations and sell each other. Sometimes we get 
so interested we stay until midnight.” 


More Sales Mean Profit Split 


I asked him how he could get his group to give up 
so much of their time outside of hours. He said simply, 
“We have no trouble with this angle. Each man knows 
he’ll make more money if the firm sells more. We 
keep a very comprehensive set of books and prepare 
concise and easily understood reports of sales and 
profits which are handed to each employee at the end 
of each month. I retain a certain fair percentage of 
the profits each month, and we divide a certain smaller 
amount among the employees. The amounts run 
usually from approximately $20.00 to $80.00 per month 
per employee. Even the boy assisting the typewriter 
repair man participates. We feel that this system is 
superior to extra commissions and bonuses because of 
the participation angle. By reporting and paying each 
month, the accomplishment is closely followed by the 
reward. Since it is based on the successful operation 
of the firm as a whole, it creates a co-operate firm 
spirit. No, we have no trouble in getting our folks out 
for our weekly sales meetings. They are too interested 
in increasing the profits of the firm, not to come.” 

I then asked him if manufacturers’ representatives 
participated in their meetings. He said “You bet! We 
are off the beaten path, but every time we can get a 
road salesman to tell us about his product we have 
him do so. We derive more from those meetings than 
from any others.” 

Right here it would not be amiss to make an analogy 
between dealer sales training and other education. In 
some communities the Boards of Education and the 
school faculties do an enthusiastic and intelligent 
selling job. There is school spirit and there is en- 
thusiasm for education. In other communities a poor 
Selling job is done. The enthusiasm and planning of 
those responsible for a dealer’s training program might 
well decide whether it is to be excellent, good or only 
fair. 

It is good business for the manufacturer and his 
territory salesmen to support a systematic training 
program among all dealers. To show how the manu- 
facturer’s salesman can magnify his efforts through 
helping dealer salesmen to sell more of his product, 
consider this: 

Among the 9,000 recognized stationers, there are 
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small and large concerns. The smallest concern has | 


at least one salesman, the proprietor. The larger firms 
have as high as ten to 30 salesmen. I believe you will 


agree it is conservative to assume that there is an | 


average of three salesmen (counting both inside store 
and outside) among the 9,000 firms. 

Multiplying 9,000 by 3 gives us a total of 27,000 
dealer salesmen that could be selling the manufac- 
turer’s product. 

The average manufacturer selling through the dealer 
has an estimated ten to 35 men covering the entire 
United States. 

Actually, based on these figures, the greatest oppor- 
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tunity for the manufacturer’s salesman to increase 

volume in his individual territory is to help the many 

| S70- 7. CT" dealer salesmen to increase their sales. They outnum- 

NEW! | P pr ox ber him in the ratio of 770 to 2700 to 1, according to 

the size of territory. 

You may ask why more sales training meetings 

The amazing | BIR REKA] label for unusual labeling problems haven’t been held by manufacturers’ salesmen to date. 

One of the reasons, I am sure, is because the dealer 

It’s wand-erful—just | group in many cases are not “sold” on the idea, and 

like magic! Lift off, | in some cases possibly even management was not too 
press on, and it sticks well sold on a consistent program. 

instantly to paper, glass, It hadn’t been an accepted function. There wasn’t 

wood, metal or plastics. | t0 be a meeting on that date arranged by the firm if 

Presto-Contact—the the traveler were not to be present. The manufac- 

idl demetts tibihe since turer’s man could not afford to be in the position of 

forcing a meeting on the group. He had good will to 


TPIT ENE Re, eT PET RETIREE TRENT 





glue was discovered 7 consider. He could not afford to bear the onus of forc- 
requires no moistening. ing, or of being the cause of forcing the employees to 
%K Has been produced by “‘Contact give up their time when their accepted schedule of 
Process”. Pat. Pending procedure did not call for them to do so. 
WORKS LIKE MAGIC That program to be successful, had to be inaugu- 
rated and kept functioning consistently by the dealer 
® Lift label from protective ® Remains tacky indefinitely; will management. 
glassine sheet and press on. not dry out and fall off. 
® Sticks firmly to any smooth, ® Can be removed without soak- Factory Salesmen Know Answers 
non-porous surface. ing or scraping. | With weekly meetings scheduled, dealers will be sur- 





| prised at the effective results. When meetings on 
| specific lines are wanted, who would be better qualified 
| to impart “knowledge of product” than the factory 
salesman who is “eating,” “drinking” and “sleeping” 
his line day in and day out. 

It is even conceivable that the manufacturer’s sales- 
man, no matter how proficient he might be, would 


Available in 3 round or 7 rectangular sizes 


Order Presto-Contact now from your 
regular supplier, or write direct 
for illustrated circular and prices. 


Clever packaging mokes sheets 
easy to remove one of a time. 


“the name to stick with’ 





= i improve hand in hand with his fellow dealers while 
(3 ; PEALERS! JOBBERS! participating in the training. It is human nature to 
New PRESTO-CONTACT is want to give the correct answers, and dealers have a 

STATIONERY DIVISION, Dept. OA. going over big. Write for | way of asking some difficult ones. 
Scranton, Penna. samples and prices. | “Knowledge of product” would be the background 


for the training, as it should be. When that funda- 
| mental is mastered, after continuous study and dem- 
| onstrations, repeating until the subject is mastered by 
the group, it is more thah likely that some scientific 

selling procedure will be added. 

However, let us not lose sight of the fact that courses 
| of an academic nature are not satisfactory substitutes 
for “knowledge of product.” No training is effective 
unless it is based on the individual products we are 
selling and the individual problems that arise. It must 
have the phraseology and the “feel” of our own busi- 
ness. 

It is possible the manufacturers’ representatives, who 
will help dealers in their programs, will in addition 
to actual samples of merchandise and demonstrators 
be assisted by photographs, charts, visual aids of var- 
ious types, talking picture films, strip films, slide pro- 
jectors and all kinds of modern training aids. 

The help from salesmen to accomplish results is 
| already available. It is as simple as that. If the truth 

were known, there probably isn’t a manufacturer rep- 

resented in this room that does not have a dealer 
training program ready for us or in the making. 








quick-drying ... 


Complete Training Courses Available 
smudge-proof 


Several manufacturers have complete series of train- 
| ing courses in operation at the present time. Any 
number of effective courses will be offered immediately 
following the vacation period. Successful results are 
dependent only on the dealer’s provisions to receive 
such help. 

Surely it would react to the advantage of every in- 

; : dividual stationery dealer if the efficiency of the en- 
FULTON tg func tire trade were improved through training methods. 
: Sitter | By that, I mean that the individual dealer might even 

SPEC IA ITY CO . Ree benefit from a training program maintained by a com- 
: ee meron Te tt etitor. I have always thought that direct-to-consumer 

pee ee MV. BY. 10.N.¥ eS at home. through their trained men, developed much 
FACTORY AT 22%) business from which our dealers reaped at least part 
ELIZABETH 1.N.5. Sz Tsim? Of the benefit. Another angle is that trained salesmen 
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ALL Metal—Completely 
adjustable and long life — 
Cantilever type spring for 
accuracy. Weighs up to 
12 oz. new air-mail rates. 
Colors: green, red, and 
ivory. Ideal for office and 
home. Write for full des- 
cription and price. 





NOW AVAILABLE © 


To Responsible Dealers for the First Time 


VUE-FAX—the most modern of all Verti- 
cal Visible Record Keeping Systems. A 
complete line of equipment and forms as 
well as cards for any visible system. In 
addition, a complete line of snapout forms 
produced with modern rotary web presses, 
together with all other types of business 
forms. These forms manufactured by reli- 
able, top-quality printers under the super- 
vision of business form engineers with long 
experience in this field. Only dealers ex- 
systems will be 


perienced in business 


considered. 
For detailed information, write to: 
* 


FEDERAL BUSINESS PRODUCTS Inc. 


(Established in 1926) 
90 GOLD STREET NEW YORK 7, N. Y. 
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your market for Snap-on Phone Index 


Tel-Eze can’t be lost . . . can’t be misplaced . . . can’t 
clutter up a desk. Because Tel-Eze is right on the 
phone—where you want it, when you want it! No 
wonder this convenient phone index makes such a 
hit with customers! 

Sturdy black plastic, complete with alphabetized 
index cards. Accommodates over 600 names. Two 
styles—for round and square base phones. Refills | 
available. | 
| FREE DUMMY TELEPHONE Retails $2.00 


shows how TEL-EZE works. complete with 
Boosts sales sky high! alphabetized cards. 


Stock it! Show it! Sell it! 
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Valentine Co., manufacturers of inks for 


all types of reproduction and duplication. 


Whether your problem concerns 
mimeograph, multigraph or any other 
form of duplication, consult with one of 
America’s leading formulators of 


products for reproductive purposes. 


Address Research Director 
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Main Office and Factor) 


611 West 129th Street, New York 27, N.Y 
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HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 





Lock with Two Keys. 


7 REASONS ' . Recessed Handle. 


3. Two Complete Steel 


ner Walls. 
4. Size Suitable for All 
Standard Business 
Papers. Fits in Bu- 
Fire-Resistant reau or Dresser 
Drawer. 


S E Cc U R ! T Y B Oo xX 5. Extra Protective Lip 


offers more and better protection for Under Hinge. 
6. Quarter Inch Treated 


your valuable papers - 
Asbestos Insulation 
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List IN WEST 


and Inside Walls. 
Inside Dimensions 82 x 1212 x 31%4. Weight 101 Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 


1202 HERTEL AVE. BUFFALO 16, N. Y. 
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HECTOGRAPHIA Double Service 
GELATINE TRAY DUPLICATORS 


A beautifully lithographed, lacquered tray filled 
with the famous and widely used Hectographia 
HI-TEST composition. Packed complete with 
ink and sponge. Manufactured and stocked in 
LEGAL SIZE...LETTER SIZE...NOTE’ SIZE. 


HECTOGRAPHIA HI-TEST Gelatine Refills 
The famous orange and black can with the 
same superb grade of gelatine duplicating com- 
position that has won high consumer acceptance 
for Hectographia Hi-Test for the past fifteen 
years. Manufactured and stocked in | Ib., 2!/ 
Ib. and 5 Ib. cans. 

for DOMESTIC and EXPORT trade 

Send for NEW CATALOGUE "O" 


HECTOGRAPHIA CORP. 


Manufacturers 





110 West 17th Street New York 11, N. Y. 
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VUL-COTS give your cus- 
tomers more for their money— 
give you greater sales and 
profits. Guaranteed for 5 years, 
these light-weight, attractive 
baskets (in convenient sizes and shapes for every 
use) are practically indestructible . . . cut mainte- 
nance and replacement costs . . . save money in 
handling waste. Because VUL-COTS offer your 
customers more for their money — there’s more 
money for you in selling VUL-COTS! 


Not available now .. . but worth waiting for. 


NATIONAL VULCANIZED FIBRE CO. 


WILMINGTON 99 DELAWARE 
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are more apt to make sales at the proper price, feel- | 
ing they should be rewarded for their knowledge. 

You have known of many cases in which managers, 
accountants, and purchasing agents have been trans- 
ferred by large corporations from one section of the 
United States to another. The previous experiences 
those individuals had with the stationery trade deter- 
mined whether or not they looked to the stationer in 
the new locality as a source of supply. 

All efforts to better serve the consuming public are 
far reaching and benefit the entire trade. 

To summarize, I have tried to accomplish the fol- 
lowing: 

Sell an old idea, “sales training” to meet changing 
conditions. 

Make dealers and manufacturers see the need for a 
systematic program. 

Show what such a program will accomplish. 

Show what other industries are doing with training. 

Sell dealers not doing so to inaugurate their own | 
program of training meetings. 

Show that the manufacturers’ co-operation is im- | 
portant to the dealer’s program. 

“Sell” dealers on the necessity of weekly meetings 
and of making the training program their own respon- 
sibility. 

Using the manufacturer as an adjunct to the deal- 
ers’ activities, thus avoiding the feeling that occasional 
unscheduled meetings are for the manufacturer’s own 
gratification. 

Lastly, to show that an effective training program 
can be a reality, dependent only on the will to have 
one. 
SALESMANSHIP HAS MADE THIS THE GREAT IN- 
DUSTRY THAT IT IS TODAY. | 

SALESMANSHIP, THROUGH TRAINING, WILL | 
MAKE IT EVEN GREATER. 

SO—LET’S DO SOMETHING ABOUT IT! 


SR ci 
KIMBERLY LINE MARKETED BY EVERSHARP 


Officials of the Kimberly Corporation, Los Angeles, 
Calif., recently announced that they have entered into 
a contract with Eversharp, Inc., appointing the Chi- 
cago company exclusive distributors of its products, 
including the little Kimberly Pockette pen. 

Control over merchandising, advertising and sales of 
all Kimberly products passed to Eversharp under terms 
of the agreement, it is disclosed. Eversharp plans 
shortly to undertake an advertising campaign to mer- 
chandise Kimberly pens on a broad national scale. 
The products will be marketed through a majority of 
Eversharp’s more than 30,000 dealers in the United 
States. 

The Kimberly Pockette is a sphere pen suitable for 
purse, handbag, or a pocket of a man’s suit. Two 
models are now sold, including one at $7.50, with broad 
gold-filled band; and another at $4.95, with a stainless 
steel band. These prices include tax. 

_—_—————_— oe 
RITEFORM CHAIR COMPANY EXPANDS SPACE 


Riteform Chair Company, Inc., located at 43 S. 
Oxford St., St. Paul, Minn., recently announced a 
substantial expansion of floor space and added facili- 
ties to meet the demands for their line of posture 
secretarial and executive chairs. 

The Riteform organization has a background of 
formerly having manufactured for many years a steel 
posture chair for national jobbers. The company now 
sells direct to established stationery and office furni- 
ture dealers. 

The Riteform management states that dealers’ re- 
sponses have been so splendid, they feel warranted in 
undertaking the expansion program to aid their na- 
tionwide dealer organization. Their policy of having 
no branches and selling only through established 
dealers, they say, has been a major reason for their 
unusual success since they eliminated all jobber con- 
nections for their direct to dealership policy. | 
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@ Precise 
selector 
control 


@ Feather 
weight 
finger 
control 


@ Silent 
operation 


@ Embossed 
stream- 
lined 
light- 
weight 
cover 

@ Automatic 
pop-up 
pencil at 
finger tip 





‘ee 


@ Polished document manila stock suitable for any ink 
without feathering or smearing 


e@ 4 live rubber feet prevent surface marring 


@ Finished in hammerloid baked enamel with polished 
ebony plastic base trimmed with Chinese high lustre 
plastic knob and pencil holder 


@ Six attractive colors: Gem green * Dictaphone gray °* 
Old rose * Tan * Silver gray * Walnut 


HYCOE INDUSTRIES, inc. 


2320 OGDEN AVE., CHICAGO, ILLINOIS 
















Part No. 1005 
immediate Delivery 
Shipped Knocked Down 
individual Cartons 
Shipping Weight 14 Lbs. 
Work Area 34x15” 
Height 264“ 


ALL METAL 


eo} a od - 
TABLE 





@ MODERN DESIGN 





@ UNUSUAL 
STRENGTH 


@ CHANNEL LEGS 
@ RIGID BRACING 
@ ROUNDED EDGES 


@ SELF LOCKING 
WINGS 


Nothing was spared in the construction of this streamline table. New 
production tools and methods make this table more compact, stronger 
and lighter. The wings have a new type bracket that eliminates the 
danger of accidental falling when in use. GUILD craftsmanship assures 
safety, comfort and beauty of style. 


TOLEDO GUILD 


IN C. 


515 MADISON AVE., TOLEDO,.4, OHIO 
666 LAKE SHORE DRIVE, CHICAGO 11, ILL 


PRODUCTS, 
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FUR HECTOGRHPH WORK 


THERE’S NOTHING BETTER 





mars fee GLOBE-TROTTER | 
COPYING PENCILS: BY STAEDTLER 


e Greatest possible copying power and density 
of color. Strong leads, six colors. 








es GLOBE-TROTTER 

Purple (Soft and Medium)..... No. 933 

a MARS INTENSOR 

Red. . No. 2965 Green . No. 2967 

Te Blue « . No. 2966 Lilac’? . No. 2969 : 
— ps ie Brown .. ‘No. 2970 = 
——- Sg. 6s STAEDTLER, INC. =—_— 
ns a6 Worth Street Newton 











| 


‘STEEL OFFICE EQUIPMENT 

















Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 

Specialty items for office and industry. 


‘Keystone Stee, Equipment Co. 


| 2608-28 sO. FRONT ST. + PHILA. 48, PA. 
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BINGHAMTON FIRM TAKES ADDED SPACE 

The entire five floors of the building at 130 State St., 
Binghamton, N. Y., have been taken over by Georgia- 
Hanks Company, dealers in office equipment and sta- 
tionery. 

The rapid growth of the Georgia-Hanks firm is one 
of Binghamton’s most interesting success stories. Lit- 
tle more than two years ago the Georgia-Hanks firm 
acquired the office equipment and stationery store at 
130 State St., that had been operated for many years 
by Frank West. 

Starting with a slim force of two employees, they 
now have a staff of 22, and the company is shipping 
to virtually every state in the union, as well as doing 
an export business. 

One of the newest departments opened by the Geor- 
gia-Hanks Company, and one that has become increas- 


| ingly popular, is the fountain pen repair department. 


This department is staffed by trained factory experts 
who are familiar with pens of all makes and can offer 
speedy repairs and service.—GET. 


—— 


STUDENT BOOK STORE DECLARES DIVIDEND 

The student book store at the University of Kansas, 
Lawrence, Kans., which was established last summer, 
recently declared a 15 per cent dividend on all cash 


| sales made during the first six months of 1947. 


The rebate to students of 15 cents on each dollar 
spent at the bookstore represents the net profit for the 
period and is the first distribution of profits since 
the store opened, L. E. Wooley, manager of the store, 
said. Profits for the first six months of the store’s 
operation were used to pay organization expenses. 

The store was opened last summer when the board 


| of regents acted favorably on a petition by the all- 


student council. Original capital was obtained by 
transfer of assets from the women’s executive commit- 
tee book exchanze, which dealt only in second hand 
books.—GMH. 

a eee 


LOCATION SECURED FOR MISSOURI FIRM 

Robert L. Williams of the County Business Services 
at Wellston, Mo., recently announced that a commer- 
cial location had been secured and that his firm would 
offer merchants of St. Louis County and surrounding 
territory a complete line of office supplies as well as 
service. Mr. Williams, recently of the U. S. Navy, was 
employed by a large St. Louis C.P.A. firm before going 
into business for himself. Mrs. Williams also is actively 
associated in the business. New showrooms have been 
opened at 8585 Manchester Road in Brentwood, Mo. 
—PJP. 


APPOINT FIELD MANAGER OF INKOGRAPH 

Al Edelschick has been appointed field sales man- 
ager of the Inkograph Company, recently announced 
J. Wallace, president. Mr. Edelschick joined Inkograph 
in 1935 as a sales representative in the East. He en- 
tered the Army in 1942. After three and a half years 
in service he returned to Inkograph as district man- 
ager for New York and New England territories. 

The Inkograph Company now has the largest sales 
force in its history—five times larger than in any 
pre-war year, says President Wallace in telling how 
his company is expanding its selling organization to 
handle the Post-war market. 


Se 


JACKSON, MISS., FIRM TAKES NEW LOCATION 

Chambers-Carr Office Supplies, Jackson, Miss., has 
opened in a new location on the ground floor at 420 
E. Pearl St.—EEG. 
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‘ NEW EYE APPEAL! NEW SALES APPEAL! 4 
L- * 
t- 
m 
3 BRINGS YOU NEW SALES VOLUME 
rs 
Chalkmaster is America's most modern goes into the nicely finished Chalkmaster 
3 chalkboard—pleasingly and appealingly frame. 
1g modern in appearance. Chalkmaster's wo Buys Chalkmaster—just about 
1g gracefully rounded corners, new style everyone who has occasion to chalk up 
modified chalk rail and handsome finish information on a chalkboard is a likely 
r~ are characteristic of a piece of fine purchaser. Amongst your present cus- 
S- furniture, tomers—in offices, homes, stores, restau- 
it. ; rants, hotels, churches, clubs—there are 
ts A Chalkboard of Quality— The .genu- = many people who need Chalkmaster. 
er ine Old Reliable Hyloplate writing surface 7, supply other special requirements Weber 
assures smooth writing and easy, complete  Coste//o manufactures oa complete line of 
erasing. Only tough, kiln-dried hardwood framed blackboards and bulletin boards. 
| S,8 P a 
: AND for Writing and Erasing — No. 4 Chalk and Eraser Set 
er, Here are 24 sticks of Alpha Dustless Chalk, master Folder. Contains full information on the 
sh the finest chalk money can buy, and one Weber complete W-C line of framed boards, erasers and 
Noiseless Dustless Eraser—all packaged in a neat Bes 
bl chalk. No obligation. Address Dept. OA-87. 
ar ack and red-orange box—ready to hand to your ; / 
h eaubouee. There are hundreds of chalkbourd uses—there's a Lh), 
ne For Chalkboard Profits—write today for Chalk- W-C board for every purpose. Fy 
re, * aw 
e’s 
WEBER COSTELLO CO., Chicago Heights, Ill., Manufacturers 
rd 
ll- 
by 
it- 
nd 
TWO OPENINGS FOR 
ces 











USE ON SINGLE OR 
uld 













































































ing 2%» DEPTH -AFFORDS 
as MAXIMUM CAPACITY 
vas 
ing 
ely DISTINCTIVE %” RADIUS 
STREAMLINED CORNERS 
en A new ALUMINUM desk tray precision made 
Mo. by expert craftsmen. There is no reason any- 
more to lose sales on letter trays because here SATIN SMOOTH 
i : ‘i CORNERS FOR 
is a tray that your customers will buy on sight. GUARANTEED SAFETY ne Pa 
It is streamlined to perfection, smooth as ie ne Batic ; 
: CUT OUT TO GIVE : Or — : 
in- velvet and exceptionally strong. The baked EASY ACCESS AND AVOID ' oo » : 
~ FUMBLING FOR PAP! ' 
ced enamel finish and graceful designing will appeal — 
ph to the buyer immediately. The trend today is 
n= leaning more and more to quality merchandise. ons ip toroeng 
ars Here is your opportunity to increase sales and ss brates Sis 
an satisfy your customers with a fine product. 
STURDY ALUMINUM POSTS . 
les FOR STACKING INTO oe) FIVE FINISHES 
ny Write today for complete informa- — MAHOGANY —WALNUT~ GREEN 
, - . GRAY-= SATIN FINISHED ALUMINUM 
LOW tion and literature on this new 
to ee anes AVAILABLE IN LETTER AND LEGAL SIZES 
NU-CRAFT PRODUCTS CO. 
N 
has 95 Atlantic Avenue, Brooklyn 2, N. Y. 
420 
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DEALER APPROVAL! 


ROLL LABELS DEALERS from coast to coast have shown 


GUIDES their approval of these clean, bright, crisp 
INDEX CARDS 
WARSHAW INDEX CARDS 
FOLDERS 
paorex by a steady stream of orders and re-orders. 
STICKONS MADE on fully automatic machinery, of 
MENDING TAPE 900d quality stock, with smooth edges and 
GUMMED uniform margins and rules, they sell rapidly 
INDEX TABS and at a good profit. 











THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 











ib 


The “MITE” Postal Scale 
One Pound Capacity 


ACCURATE—DURABLE 


$950 
RETAIL 
$2.75 on West Coast 


Now Delivering 
Limited Quantities 
To Dealers and Jobbers 


B-T COMPANY INC. 


277 East Erie St. 
Milwaukee 2, Wisconsin 














The 
Nation- 
Wide 
Favorite! 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 





A SERERRE SCRE EE EEE SE gs * 


MANUFACTURERS’ 
REPRESENTATIVES 


High class salesmen calling on office furni- 
ture trade wanted to represent exceptionally 
fine established metal posture chair line. 
Send references, selling record, and territory 
covered, with application. Address Box 
W-255, The Office Appliance Company, 600 
W. Jackson Blvd., Chicago 6, Illinois. 


Pa ane 


ee ee ee 


ee ee ee ee ee ee ee ee ee ee 
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ARE BUSINESS BUILDERS 2 


Full Color Catalog 
FREE TO DEALERS 


See us at the N.S.A. Convention this fall for 
old favorites and new numbers. 


GREGORY FOUNT-O-INK CO. 


LOS ANGELES 41, CALIF. 














ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





end for Folder 
and prices. 








I. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 











Have You 


a Friend—r business acquaint- 
ance who might like to keep in touch | 
with office equipment by reading | 
Office Appliances? If so, send us the | 
name, address and business and we will | 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 
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SAF-T MEMO TO: 
SPINDLE All Dealers — Ribbons forall | - 


Po agg makes ing Machines é ? 
Protector-Flap over point elimi- of Adding td GaA- 
nates ordinary stick-file risks of 
— injury or tearing clothes. other 4 § . , 

revents drafts from blowing pa- ° . P ° 
pers off pin. Flap falls auto- a 
Sincerely, Bill /£ 


matically. No need to use hands 

even to lift it. For desk use, or 

can be hung on wall. 
—INDIVIDUALLY BOXED— 
$4.00 per doz. in doz. lots 
$3.00 per doz. in |-gross lots 
$2.50 per doz. in 5-gross lots 

Terms: 5%, off with cash orders 

2% 10 days; net 30 


MODERN 


DESK PAD MFG. CO. 
420 N. Clark St. Chicago 10, Ill. 


IMMEDIATE DELIVERY 


>. 


POSTBINDERS 

















’ ee Yes, for more than 50 years we have manufactured Adding 
iactes kings Tike tek wei baliodion tet: guage Machine ribbons of every make end ah, end Soret 
SIZE 914" x 11%" LIST $3.50 EACH combinations. 


As a matter of fact, quite a few Adding Machine com- 
panies equip their new machines with "U.S." ribbons... a 


RING BINDERS real recommendation of "U.S." quality! 


Finest quality black flexible imitation leather with 3 rings. Your inquiry will bring full details. 
SIZE 11” x 814” 1” capacity LIST $2.30 EACH FOR DOMESTIC & EXPORT TRADE 


all capacities and sizes also carried in stock 


SPECIAL BINDERS General Offices & Plant 
We offer very prompt delivery on all special manufactures. U. - TYPEWRITER RIBBON MFG. CO. 


USUAL DEALER DISCOUNTS 621-623 CHERRY STREET 
CONSOLIDATED LOOSE LEAF INC. | PHILA. 6, PENNA. 


S "Manufacturers to the Trade'’ _ 
| 536 PEARL ST., NEW YORK 7, N. Y. COrtlandt 7-9688 Established 1595 


= Eco 
SUSPEND-O-FOLDERS 
PERSONAL DESK FILE 


all other sizes also carried in stock 


























PRESSBOARD 


ides anv ‘Holders 


Write for Illustrated Price List 











ADVANCO PRODUCTS 
VA Oivistion OF 420 VA Hee SALESBOOK 
sINANCo MANUFACTURERS OF Suspend-O-Folder AND FILING SUPPLIES 


148 WEST 24TH STREET. NEW YORK I! WY Telephone CHetsea 1276 





} } ¢ 





Credit Portable 
Cost Saves Time Complete 


Use Handifax Cards only. Join together. 


File sheets of Cards on edge like paper in 
correspondence folders. Visible Facts In- 

spire Profitable Acts. Use half-inch Visible 

X Margin for Indexing—Color Signaling— 
Visible Tabulation of vital information. 

= Ten years national use. 500 Cards one side 
_— one side Ruled: 6x4 in., $3.45; 8x4 
——, in., $4.40; 10x4 in., $5.30. Order now. Send 


Sheets of Cards 5 money. Satisfaction guaranteed. 


8 Pct Ce Catalog. 
Ha n d 5 fa X pty sc sett) ST. Louis 
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MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card ‘iil 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. rad 





wie 
t illlh = 











WANTED! 


MANUFACTURERS’ LINES 
of 


FAST SELLING OFFICE ITEMS 


of 
WOOD - STEEL +- LEATHER 


AS DISTRIBUTOR OR REPRESENTATIVE 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST., N. Y. 4, N. Y. BOwling Green 9-8231 


DON’T PASS UP THAT ORDER 


BANK PASSBOOKS 

POCKET CHECK CASES 

3-ON CHECK BINDERS 

CREDIT PAYMENT BOOKS 
TAB - CUT LEDGER CARDS 

PNG alin Ob NE) (Cam -1010),6- 

THUMB - CUT PASSBOOK ENVELOPES 


We make them all... for the TRADE ONL) 


ATIONAL PASSBOOK & SUPPLY CO. 


112 Hamilton Avenue Cleveland 14, Ohio 


+ + + + + + 





MODEL BI9E 


Barrett 


10-KEY 
Electric Printing 


CALCULATOR 


All Barrett Models are sold 
thru the Office Supply Dealer 


BARRETT ADDING MACHINE DIVISION 
Lanston Monotype Machine Company, 24th at Locust, Philadelphia 3, Pa. 





FELDCO Le0s0 Leaf CORP. 


4644 NORTH CLARK STREET* CHICAGO 40, ILLINOIS 


FOLDING CHAIRS 


MANY STYLES—ALSO 
NON-FOLDING CHAIRS 
TABLET ARMCHAIRS 
—FOLDING TABLES 

Immediate Shipment 

from N. Y. Stock or 

Factory 
Don’t Turn Down Chair 
No. M-2 Inquiries! No, 600 


All styles—for classrooms, cafeterias, 
: a meetings, io . ey 
ADIRONDACK CHAIR COMPANY} - 
DEPT. 15-1 1140 BROADWAY 
Near 26th St. MUrrayhill 3-1385 q.Y. 7, OS 























ALL STEEL TRAY 
SOLVES DESK FILING PROBLEMS 


Handy, attractive, convenient. Gives separate 
compartment for each work classification. Strong, 
sturdy, baked enamel, walnut, green or grey. 
Every desk worker a prospect. 12 trays to car- STACKS 10 HIGH 
ton. Ship. Wt. legal size 30 Ibs., letter size 24 One slips over the other 
Ibs. Order this profit maker today. without nuts, bolts, screws. 


MASO STEEL PRODUCTS °°1£3300-22 5, throor s 


MASO MAKES THE BETTER ONE 


*5,000 IN SALES 


FROM ONE AD 


This dealer has learned that inasmuch as nobody wants to do 
without a phone—they also don't want to do without a device 
that gives added value to the phone. 


That’s the Hush-A-Phone 


1. Safeguards privacy. 

2. Prevents phone talk annoyance. 

3. Improves phone hearing in noisy 
places. 

Above dealer's name on request; also 

copy “Who buys and Why’ and cata- 

log; and Dealer proposition. 


Hush-A-Phone Corp., 43 W. 16th St.,N.Y.C. 11 
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© 
\) 
OD F, 
° ° 
Smilin? 


Eu= 


DAYTON STENCIL 
WORKS C 


DAYTON 
e OHIO 





GENUINE 
ENGRAVED 


$ 0 0 PER 1.000 
FREE PROOF 
FREE DIE 


(less discount) 
DEALERS WANTED 


Letterhead Engraving Sample Book mailed for deposit of $1.00 Which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 

















MARTENS 
TYPE CLEANER 

















THE 
PERFECT FLUID 
AND NEW 
| SF PATENTED 
— APPLICATOR 
| Sore eee 2 
‘inn eee Request sample and 
mew voux CTY full details on your 
ve letterhead 
@ 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 











TYPEWRITER & SUPPLY , 
SALESMEN 


MAKE 


"EXTRA MONEY 


Sell spring keys for typewriters; a 
reliable product of exceptional 
value. Add this product to your 
present line for extra profit. Easily sold from a sample key. 


MASTER SPEED KEYS 


Write for Full Information 


SPEED KEY CORPORATION 
343 Columbus Place Brooklyn 33, N. Y. 














MAGIC 
FLOW 


is the best buy 
in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, Ill. 
Products that make friends. 














ARKILO 
IAAI LAY MAES 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes: stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company, Mfrs. 
3633 S. Racine Ave. Chicage 9, U.S.A. 
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Save Strain — Speed Work 


SEE YOUR STATIONER 


NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS. 











RED FEATHER 
COPYCHIEF DUPLICATOR 


"A precision duplicator for precision work.” 
Stencils, inks and a complete line of dupli- 
cating supplies and equipment. 








Write for descriptive folder! 


RED FEATHER PRODUCTS, LTD. 
Redwood City, Calif. 
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Hal) 
CAN OFFER 


A complete systems form service for the organ- 
ization of written records. Bonnar-Vawter precision- 
tailored forms are designed for systems using type- 
writer, teletypewriter, bookkeeping, billing or tabu- 
lating machines. 

It's easy to REDUCE re-writing of records with 
Bonnar-Vawter precision-tailored multi-copy busi- 
ness forms. They save time and money. 








PRECISION 



















FOR B-V DEALER PLAN 





WRITE FOR FURTHER INFORMATION ae 
e " * Learn of the new dealer proposition on 
There is a Bonnar-Vawter systems analysis service B-V precision-tailored forms and systems. 
for dealers and systems men at no cost, no obliga- BONNAR-VAWTER 
tion. WRITE TODAY. Cie Ce ie OO fa OF Bee 
1717 East 30th Street, Cleveland 14, Ohio 







BONNAR-VAWTER PRECISION PRODUCTS: Fanforms—Carbinfold—Tabulating 
—Teletype Continuous and/or cut single Snap-a-parts—Strip—Strip Interleaved, and 
both Fanform and Strip conversion products. 


















ee, ao Ae 


EXCLUSIVE = SPEEDRITE FRANCHISED 
DEALERS ARE 


MAKING AVONEY 


Skeptical dealers have been amazed at both the demand 
and the size of the market for Speedrite Checkwriters. |! 







Wherever dealers have aggressively demonstrated Speed- 
rite Checkwriters, they have been paid off in a substan- 
tial volume of sales and profits." 
Speedrite Checkwriters provide absolute protection 
against forgery. Every purchaser of a Speedrite receivesa 
fur - N O Line-by-Line $10,000 forgery bond for the protection of checks issued. 


Think of the firms in your territory that need a Speed- 


PYHOLDE : wie br 
co R rite Checkwriter. Someone is going to sell them. If your : 
; . ; anc 
Error-No aids oper- territory is open to an exclusive franchise, why not you? 
ators in transcribing ag 
greater volume of pap 
eas’ 


work faster, more 

accurately and with 

less fatigue. Every e . 
ROCHESTER 7, ¥. 7: 


office can use one. 


COMPANY im < 
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AMES SUPPLY COMPANY : 
The Oldest and Largest Typewriter Supply Nant in the Whrld 


For better impressions and legible carbon copies, have your Office Machine 


Dealer install an AMES “Telia Mark platen. This quality platen will 


give you longer wear and more satisfaction than other typewriter rolls. 


Your dealer can also furnish our j 2 Whark line of typewriter ac- 


cessories that will enable you to keep your invaluable office machines in better 
working condition. 


ASK YOUR DEALER ABOUT THE AMES TRUE-MARK LINE OF PRODUCTS 


AMES SUPPLY COMPANY 


564 West Randolph Street 
Chicago 6, Illinois 


191 Cain St. 1913 Commerce St. 417 Wall St. 37 Murray St. 583 Market St. 
Atlanta 3, Ga. Dallas 1, Texas Los Angeles 13, Calif. New York 7, N. Y. San Francisco 5, Calif. 


Agents In The Principal Cities 



















The , 
WRIGHT‘ 
SPIRIT ii 
DUPLICATOR - 


The only one with a Handy Fluid Drain and Paper 


Moistener enclosed within the fluid receptacle—a E: “4 ~~ 
brand new idea that completely eliminates seepage | ual — 
and leakage, saves fluid and keeps machine ready for instant ONLY $49 50 LIST. PLUS TAX. 


use. The WRIGHT is a sturdy, full-size Duplicator handling 
paper up to 9” x 15”. Ball bearing roller makes operation 


F.O.B. MINNEAPOLIS 


Write today for additional information 


easy. SATISFACTION GUARANTEED. about the “Wright” liberal trade discounts. 


Ve MANUFACTURING COMPANY :- - «PR 





1330 Quincy St. N.E., Minneapolis 13, Minn. 
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@ ALL STEEL 

@ 34w X 18D X 72H 

e@ ADJUSTABLE SHELVES 

@ THREE WAY LOCKING DEVICE 

@ ENAMEL FINISH a oe 
* SET UP OR KNOCKDOWN (OPEN OR CLOSE TYPE) 








ALLOW STEEL EQUIPMENT Corp. 


948 Broadway @ New York 10,N. Y. @ Algonquin 4-6446 





CLUB CHAIR 
CAN BE HAD 
TO MATCH SOFA 
No. 9200-CC 


BRIGHT 


LEATHER 
FURNITURE 
No. 9200-S. Sofa 





BRIGHT creations give a wealth of charm and distinction 
to every business establishment. They enable an executive 
to express his own individuality in his daily surroundings. 
Rich, luxurious, comfortable and durable, all BRIGHT 
numbers are within the reach of the buyer’s purse. 
Though the material situation remains somewhat un- 
reliable, we are now able to resume some of the services 
you used to find so convenient and profitable in your 


operations. 


BRIGHT CHAIR CO., INC. 


No. 650 RC 127-33 BLEECKER ST. NEW YORK, N. Y. 





No. 650 AC 
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CHECK THESE 
EIGHT HILCO 
FEATURES: 
























1. Front Paper Stop. Assures Accurate Registration. 
2. Automatic Roller Release. Eliminates Smudged 
Sheets. 
3. Automatic Counter. Counts only printed sheets. 
4, Enclosed Drum. Automatic Inking. 
5. Hilco Slipsheeter can be attached. 
580 50 Plus Tax 6. Automatic Fo>d. 
IMMEDIATE DELIVERY 7. Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 





DEALERS Are REQUESTED TO WRITE FOR 
COMPLETE CATALOG AND DISCOUNTS. 


TECH hn<G 


TECHN’ ao 





8. Drums are quickly interchangeable for color printing. 














eri 


ILLINOIS 












ALWAYS A QUICK SELLER 


Improved “Sentry” Safe still at pre-war price 


Better than pre-war models, the new "Sentry" is an even more 
profitable item today. 


Heavy all-welded construction increases resistance to heat and 
tampering and adds as much to its appearance as it does to its 
overall strength. See these additional "Sentry" selling points: 


Precision machined parts for three wheel screw wedge combination lock. 
Strengthened bolt works. 


¢ 
aire : ry} Recessed door hinges—no screws or rivets. 
4 Shelves, drawers and parts removable. 
Bet’ 


New, long lasting baked enamel finish in standard olive green. 





Just as increased fire and theft losses since the war have stepped 
up demand for "Sentry" safes, so have "Sentry" dealers’ sales and 
profits grown. How about the prospects in your market? 








DIMENSIONS: Outside 2412" x 1712" x 172" — Inside 15” x 12” x 1242” 
) 


| BRUSH-PUNNETT CO. 


f SENTRY 545 West Avenue, Rochester 11, N.Y. 


SAFES 


( 
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BILLFORM Ro ane 


A 


VW / 
PROCESSED BACK STORMS PROCESSED BACK CARBON PAPERS are 


free from curl, easy to handle, and durable. MAY NOW 


CARBON PAPERS BE OBTAINED WITH ATTRACTIVE IMPRINT DESIGN 


ON BACK AT NO ADDED COST. 








IMMACULATE Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 


VV 
SUPER CLEAN’ TO ERASE, FREEDOM FROM 


FEED ROLL OFFSET. 


CARBON PAPERS : 











H. M. STORMS CoO. itrooktwieny. 








GIANT 


Unsurpassed for reliable, all around 
performance. Revolving disk for 
sizes pencils, crayons, etc., an 
wut famous deeply undercut cutters. 

. Receptacle: Transparent or solid 
Nickeled Steel. 


New “of 
DEXTER Plastic... (ea 


Features double bearing cut- 
ter suspension ... an Auto- 
matic development in use 
for years. Alsocentering 
disk for various size pencils, 
long life cutters and steel 
pencil stop. 


Automatic PENCIL SHARPENER 222i 
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PREMIER IS BACK 


The Premier machine with its pat- 
ented Automatic Feed is now 10 
production. Receptacle: Trans- 
parent or solid Nickeled Steel. 
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NOTES, DRAFTS .../ RECEIPTS 


by GIBSON-NORWALK 


HELP ATTRACT AND HOLD DESIRABLE CUSTOMERS 


Rag Content Paper ° Clear Designs 
Sturdy Bindings . Sharp Stamping 


Write...and our travelers will call 


C. R. GIBSON & COMPANY 


NORWALK, CONNECTICUT 


Publishers of the famous Gibson Memory Books 


School — Wedding — Baby 














No. 900 SUEDE Circular — the 
typists’ favorite soft gray eraser. 


No. 9000 SUEDE WHISK — the Suede 
eraser with new style brush. 


No. 120 SUEDE —all purpose eraser 
for ink and “stubborn” pencil mark; 
bias beveled for details; broad flat 
surfaces for cleaning. 


They Correct Mistakes in Any Language 









WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 











WORLD’S QUALITY STANDARD 
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ITS TOPS 
BECAUSE IT THROWS 


A COOL CLEAR LIGHT 
ON MY WORK. 


MARKS CIRCLINE FLUORESCENT 
DIGS LAWOP 


the 


CONVERSATION 


PIECE 
Wherever: Ut Gs 
DIFFERENT— 


a PA 
MATCHES YOUR i, e Circline Fluorescent — Newest in Marks fa- 
FURNISHINGS 4 mous desk lamp line 
J oa e Modern design English bronze plated finish 
~. e Overall height 20% inches, shade diameter 

yA \ 14% inches 
all 


| J Pd e Felt padded base for desk protection 







NOW THATS 





WHAT / CALL A 






RUGGED -LOOKING 
DESK LAMP. 



















e Sold complete with Circline bulb 


Marks No. 10 Desk Lamp 
equipped complete with 32 
watt Circline bulb 


e Each lamp individually packed 


MARKS MANUFACTURING COMPANY 


700 North Carpenter Street . CHICAGO 22, ILLINOIS 


LEADING DESK LAMP MANUFACTURERS FOR OVER 20 YEARS 

















— i A 
~ oo 
- 


Z 
oe? 


at STRAIGHT 


in trying our best to satisfy the heavy demand for our 
products. Every effort is being made to ship as rapidly as 
the maintenance of "PEERLESS" quality will permit. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS.. PHILADELPHIA 11, PA. 
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Pat. No. 0144,677, other Patents Pending 


THE COUCH WITH THE ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design . . . 
skillfully constructed and covered with the newest 
and waterproof plastic materials in a variety of colors. 


NEW 
LIST PRICE: 
$105— in 


DURAN 
PLASTIC 
$120—in 
‘ on BLANCHARD 
The “Leisurest” couch is featured 
in Leading Trade Publications > Den- ' VINYLITE 


tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest”. Write Today! 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 


NEW YORK 19, N. Y. 
Dept. O. 

























Theres the Stoo! 
that SELLS FAST / 






mieanaffexcnfh 
MANOR 7 oy — a 
“ f 







PLACE ORDER NOW 
FOR ‘’RITE-HITE”’ 
AUTOMATIC ADJUSTABLE STOOLS 


and get FREE Personalized 
Promotional Helps 


HERE ARE JUST A FEW OF YOUR CUSTOMERS e ‘ 
Thare’s no other stool like it! 


% Easily, quickly adjustable to de- 
“— . . . . 
ol \ o & sired height. Comfortable, Safe, 
a Py ass | Modern! Regardless of where 
“dl ax you are, there are plenty of cus- 
“ ® 4 ” 
| tomers who demand a “Rite-Hite 





Automatic Adjustable Stool. Get 

4 X§ details now including FREE per- 
Draftsmen Bookkeepers Bank* Clerks sonalized promotional helps that 
make selling easy. Good profit 
for you always. 


Dealers-write DEPENDABLE MFG. C0. omtnnonecrasia 
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: eof oa 
Tne wear “HOT WEATHER?” tnx pap 
e Contains no glycerin... will not “sweat” in humid temperatures. 
e Remains moist in pad until all ink is used up. 
THREE 
SIZES 
FIVE 
COLORS 
Black 
Violet 
Red 
e Dries quickly by Blue 
penetration into Green 
paper surfaces. 
. 1 1800 Larchmont Ave., Chicago 13, Ill. = 
SUPERIOR MARKING EQUIPMENT co. 533 Mission St., San Francisco 5, Cal. 
R. A. STEWART & COMPANY, INC. 80 Duane St, New York 7, New York 

















= 
If i 
not 
merc 
com 
assur 
have 
conti 
¢ Consumer appreciation | p it’ 
PP needs 
continues to insure con- cessit 
stant repeat business. , tial ¢ 
* Complete cooperation \ i oe - If it’s 
with dealer. : — Se = # 
» Popular models at mod- , 1% "eat a 
erate prices. ‘os a 
Write for New Catalog Sh ae FOU 
rite for New Catalog Sheets these 
ARROW FASTENER COMPANY INCORPORATED 
30-38 MAUJER STREET « EVergreen 7-5144 e@ BROOKLYN 6, N. Y. 

This is 
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If it’s your store’s future, you 
not only need attractively priced 
merchandise; you also need your 
community’s good will, plus the 
assurance that your community will 
have a reservoir of savings, to insure 
continuous sales. 


If it’s an individual’s future, he 
needs funds to buy tomorrow’s ne- 
cessities and a reserve to meet finan- 
cial emergencies. 


If it’s the country’s future, we all 
need a government and a nation of 
people with the money to operate 
efficiently. 


YOU CAN HELP wrap up all 
these futures securely —by promot- 


The Treasury Department acknowledges with appreciation the publication of this message by 


OFFICE APPLIANCES 


ing sales of U.S. Savings Bonds. 
Devote a generous portion of your 
advertising schedule to Bonds. In- 
clude in your copy an explanation 
of the “Bond-a-Month” plan (see 
details in box). If you prefer to uti- 
lize the official Treasury ads for this 
purpose, mats are available through 
your newspaper or your State Di- 
rector of the Treasury Department’s 
Savings Bonds Division. He can also 
help you build up your Payroll Sav- 
ings Plan—the plan that gives em- 
ployees a feeling of extra security 
and thus enables them to be happier 
and more efficient in their work. 
Every $3 put into Savings Bonds pays 
$4 at maturity. 











THE 


“Bond-a-Month” 
PLAN 


For self-employed people and 
others to whom the advantages 
of the Payroll Savings Plan are 
not available, the Treasury De- 
partment and the banks of Amer- 
ica have established facilities for 
systematic Bond buying through 
monthly transfer of funds from 
checking accounts. 

Use some of your advertising 
space to tell your community 
about this new opportunity to 
invest in the future! 








This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council, 
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Charm for Clientele 
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»-.. THE ONE AND ONLY 


When a patron enters an interior, the first thing he sees is the furniture. 

What could make a finer impression than beautifully designed Royalchrome? The 
sparkle of the chrome finish and the glow of colorful leatherette upholstery 

are indeed a pleasant assurance of welcome. The deep, resilient chairs and settees 


are sure to provide solid comfort. Yes, almost anyone can sense the good taste 





in Royal design, the fine quality in Royal construction. There’s nothing that makes 
a good impression quicker than a smart Royalchrome group. 


Better see your Royal dealer today. 


THERE 1S ONLY ONE ff 


ROYAL METAL MFG. CO. ... Chicago 1... New York 10... Preston, Ont. H) 
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Amazing price covers this fine duplicator and 
the following supplies as well: 4 Letter Size 
Stencils, 1 Superpad, 1/2 Ib. can of Black Ink, 
1 Ink Brush, 1 Bottle of Correction Fluid, 1 
Stylus, 1 Signature Plate and Dustproof Cover. 


An ideal machine for use with colored ink because you apply 
the ink from the outside of the cylinder directly onto the 
Superpad. This inexpensive Superpad consists of an ink pad 
attached to a metal coated backing which is impervious to 
ink. No ink touches the cylinder and the unit can be changed 
in a moment to one inked in a different color without the 
bother of cleaning the cylinder. 


Compact, all-metal construction, perfect registration and 
low cost are just a few of the features you'll like about the 
Model 24 Lettergraph. Thousands of satisfied users attest to 
its years of excellent performance. Shipping weight 19 Ibs. 


Higher quality Since 1903 


a hn eae eee onen a nel @ wa nen, 


om em ow. Ce oe 


; 


24 OR MORE COPIES 
per minute — ideal for 
short runs— “big 
machine" quality. 


OUTSIDE BRUSH- 
INKED makes Model 
24 ready for use ina 
flash—no muss or fuss. 


CHANGEABLE 
SUPERPAD 
is @ boon to users of 
colored inks. Easy to 
ink — easy to clean, 





at makes 


leader! << 


la @ Colter... 


It’s personal skill . . . rhythm in action, 
coordination . . . relaxation. It’s experience... 
know-how, practice, constant improvement 
..attention to details. And it’s determination... 
to win... to be a leader. 


I 


_. Underwood 


bhoose the New Post-War Underwood 


“It’s got rhythm”... Rhythm Touch! an im- 

portant Underwood feature, made possible by 

a brand-new typing mechanism. Fast, feather- 

light, delightful . . . your fingers swing natu- 
rally into effortless typ- 
ing rhythm on this per- 
fectly balanced, smooth- 
running post-war Under- 
wood. Now available... 
as well as the popular 
Underwood Noiseless 
and treasured Under- 
wood Portable. 


lo a Yypewrter... 


It’s manufacturing skill . . . that gives you 
rhythm in action, coordinated key stroke, per- 
fectly balanced for accurate, speedy performance. 


It’s manufacturing experience . . . seasoned 
know-how gained during more than fifty years 
in making more than six million Underwood 
Typewriters ... and understanding the 
typewriting problems of business in general, 
and secretaries in particular. 


It’s manufacturing determination to 
excel .. . to give you the best typewriter that 
engineering science can conceive and 
produce . . . the Underwood. 


Underwood has them all .. . the qualifications 
that make today’s Underwood Typewriters 
masterpieces of typewriter engineering ...a 
treasure to own and a pleasure to use. The things 
that make today’s Underwood “Typewriter 
Leader of the World.” 


Underwood Corporation 


Typewriters . .. Adding Machines . . . Accounting Ma- 
chines .. . Carbon Paper ... Ribbons and other Supplies 
One Park Avenue New York 16, N. Y. 
Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 


Underwood... 


Iyoenriter Leader of the World 


Copyright 1947, Underwood Corporation 





